constant care, watchword of success 
pick a good collection agency 
limited market respond to promotion 
exclusive lines make selling easier. 


business shows—should dealer exhibit? 


big business from little compliments 


an office desk gives some good advice 


office safes—sideline or specialty? 











Want a stronger line? 









(t's WEBSTER'S ! 









hen you sell carbon y apers, ribbons, luplic ating and office 

supplies you need competitive strength . . Webster's 

4 ae ge line gives it to you in an unbeatable combination of 
pts ee: high quality, wide variety and attractive packaging. 
- . aa Webster's national advertising brings in the customers, 









Webster’s quality performance brings them back again. 
You've got what they want when you stock Webster's. 






[f your customers want... 


SPECIALTY EXCLUSIVE ATTRACTIVE 
CARBON PAPERS FEATURES PACKAGING 









WEBSTER'’S CARBON BINDER and WEBSTER’S MICROMETRIC CARBON WEBSTER'S MATCHED PACKAGING 
ECONOMIZER is the original and PAPER, with the famous numbered for carbon papers and typewriter rib- 















the best; MULTIKOPY and NON- scale, is unique. Webster research — bons is the most attractive in the in- 
TACK PENCIL REGISTER ROLLS which pioneered the first non-filling dustry. Webster products make eye- 
are brilliant performers; WEBSTER’S ribbon still leads in exclusive fea- catching displays, and one helps to 
PENCIL CARBONS are available for tures. Throughout the Webster line, sell another. Webster packages are 
every purpose. The whole line is a you'll find special features for faster “silent salesmen"’ for you! 

1} \o 





quality line. 









Let Webster's merchandising specialists help you to sell 
more Webster's products with attractive displays, news- 
paper mats, folders, mailers, blotters and catalogs (with 
your store name imprinted free). Materials and the 
experienced help of the Webster organization are yours 
for the asking. Just write F. S. Webster Company. 











F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 





Webster's warehouses in 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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These advertisements present the products of thi 
for honest differences of opinion 


customers. 
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Acco Products, Ine 
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Ace Fastener Corp. 
Ace Loose Leaf Bindery Co 216 
Addo Machine Co. 191 
Adkins & Kuschel Company 203 
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Anderson-Hickey 116 
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Cincinnati Time Recorder Co...186 
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E 
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LASSIFICATIONS 





rt fit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 
f ire represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 


vith the service bureau, through which the information will be promptly and cheerfully furnished by letter 
without obligation. 


Accounting Systems Equipment Bookkeeping Machines Marble, B. L., Chair Co Desk Pen & Ink Sets 
: The Burroughs Adding Machine ¢ Metal Office Furniture Co Gift Craft Leather Co. 
Monroe Calculating Machine ¢ Scerbo, Frank, & Sons, Inc Sengbuseh Self-Cl. Inkstand Co 
Adding Machine 1 lerwood Corp Shaw-Walker Co 
‘ M Stanley Mfg. Co Desk Side Files 
R ¢ MI Ir Box Letter Files Sturgis Posture Chair (« Amberg File & Index Co 
. Amberg File & Index ( Taylor Chair Co Cole Steel Equipment Co 
‘ Art Steel Sales Corp Wells Chair Corporatior Yawman & Erbe Mfg. Co 
\ me « Ir Cole Steel Equipment (< 
Oo S Gilobe-Wernicke Co., The Chairs, Posture Desk Trays 
oO ‘ Mayfair Company, The Aluminum Seating Corp See Correspondence Trays) 
Rockwell-Barnes Co Bright Chair Co , 
Weis Mfg. Co (Cramer Posture Chair Co So ——_, SRB 
T > ‘ ance € . . 
I Brief & Zipper Cases Dixie Chrome Products, Ine Fox, George E.. & Co. 
‘ ‘ ’ Domore Chair Co 4 . a 
; Dog pel ( —o ‘. Co :, atin dion a Gilobe-Wernicke Co., The 
Elbe e & B Co t uss “ iote Safe P ‘*o 
; ye ” rt General Fireproofing Co. Victor Safe & Equipment © 
Adding Machine Rebuilt & Used Am 7 oe WS Gunlocke, W. H Chair Co Wilson Jones Co 
uf - St ioners AOS 2 ) . 7 
: ‘ Mi Cort ‘ wee 546 . Hamilton Mfg. Corp Desks 
Bulletin Boards Harter Corp Alma Desk Company 
chines i es omps 
Adceressing Machin Re E. W. A., Compa High Point Bend. & Chair Co ' 


Art Metal Construction Co. 


Imperial Leather Furniture Co Bentson Mfg. Co., The 


Business Forms . 
Jasper Chair Co. 





\ iat ne Browr Morse Co 
; ‘ s ote ae y TI Johnson Chair Co Car final Sales Inn 
Adhesives , King Posture Chair Co Corry-Jamestown Mfg. Corp 
~ Calculat.ng Devices Marble, B iL Chair Co Federal Equipment Co 
P \ r Safe & Equipment ¢ a -, .— —~ . o ; General Fireproofing Co. 
t ns - urgis ‘ostur ir ‘ by a - . " . 
ib. Calculating Machines Taylor Cl pe Globe-Wernicke Co., The 
I 4 Machine Co.. In a Chair | Haskell Mfg. Co., Inc 
Arch & Clipboard Files 4 RC Business M Wells Chair Corp Imperial Desk Company 
\ ‘ Barrett Add. Machir Div Chairs, Tablet Arm tengo Metal Furn. Co 
I ‘ Burroughs Adding Machine ¢ Jasper Chair Co pee esk Co. 
\ Marchant Cale. Machine Co Wells Chair Corp vere ‘Cosmens The 
\ ‘ Monroe Cale Machine Co aytal o ’ 
Odbner 8 ale s Im ; Checks, Stamped Metal McLeod Furniture Company 
‘ 0 ttl Corp. of America Dayton Stencil Works Metal Office Furniture Co 
Pre a Distributors. In Force, William A., & Co ee ¥ Maw 
< Ss t L. & Corona Tws ra eta ox ri 
@ A Victor Adding Machine ‘ Clipboards Peerless Steel Equipment Co 
she ye a See Arch & Clipboard Files Royal Metal Mfg. Co 
‘ Calculating Machines, Used k Seerbo, Frank, & Sons, Inc 
iable Typw. & Add. Machine Cor Cloeks : Shaw-Walker Co 
Arm Rests Cincinnati Time Recorder Co Standard Furniture Co. 
. Calendar Pads & Stands Victor Safe & Equipment Co 
Fox, George E & Compar Cont a Wells Chair Corporation 
Ash Trays & Stand ™_ . Yawman & Erbe Mfg. Co 
‘ Carbon Papers 
Seo Ribbons @ Casbans Coin Bags, Trays, Wrappers Diaries 
- Downey, C. L., & Co A 
Card Index Boxes & Trays Exline, William, In “ ~ 
All-Steel Equipment, In Dietating Machines 
Associations \ erg File & Index Co Copyholders Miles Reproducer Co Ine 
or , Art Metal Construction ( Acco Products, Inc 
oO ‘ 4 Steel Sales Cor Adkins & Kuschel Company Dictating Machines, Used 
Bentson Mfg. Co., The Bankers Box Co American Dictating Machine Co 
Atlase Geograpt Cole Steel Equipment ¢ Copy Right Mfg. Cory 
our ay’ ene Columbia Steel Equip. C Rite-Line Corp Drafting Inctruments & Equipment 
rr Jamest Mi ce ‘ ru uler Co 
Bank Supplies ~ ' A a "eaeeaeand , ~y . Correspondence Trays Cardinell Products 
‘ Globe-Wernicke Co.. The Art Metal Construction Co Haskell Mfg. Co., Ine 
Guide System & Supply Co Art Steel Sales Corp . P 
Home-O-Nize Company, The : orry Jomestowt Mfg. Corp aay omy | —y no 
' : = tel - _ . r iteien Wen. Gearee &. & OG American Stencil Mfg. Co 
r le etal urniture ‘ b . 
Bankers, Notecase Mayfair Company, The General Fireproofing Co ——_ > ene, > Se Ine 
f I Metal Office Furniture ¢ Gift Coat Leotins o 7 - "Mte "Cam - 
\\ Rockwell-Barnes Co (lobe ernicke Co., The odo £ ; : 
S ‘ s — Ww alker Co Imperial Methods Co + a +m L — ator Company 
Weis Mfg. Company Maso Steel Products + ar , ¥ on : 
Billing Machine Yawman & Erbe Mfg. Compar Mayfair Company, The eyer orp., ve n 
| Peerless Steel Equipment Co - 6 ; pec laitios ‘ o. 1 
Cards, Business Sengbusch Self-Cl. Inkstand Co ~ anifold §& ee . 
Wiggir eS ( Service Prod. Div. Woodall fid-Continent Sales i) 
Binders, Catalog & Period!cal Shaw-Walker Co Mu tistamp Company : ‘ 
Cash Boxes Stempel Mfg. Company Old Town Ribbon & Carbon Co 
& ‘ I Art Steel Sales Cory Valeo Company Peerless-Imperial Co., in 
Co Steel Equipment Co Weis Mfg. Co Print-O-Matic Co., The ' 
General Fireproofing C« Wells Chair Corp Queen Ribbon & Carbon Co 
Globe-Wernicke (Cc The Yawman & Erbe Mfg. C« —— ona & _— Typws 
G le System & Suppl ‘ Spee n on 
Mayfair Company, The Costumers Technygraph { 0. The F 
Peerless Stee] Equipment ¢ Globe-Wernicke Co., The Victor Safe & Kquipment oe 
Binders, Permanent Storage Rockwell-Barnes Co La Salle Products Co. Wolber Dupl. & & upply o 
McLeod Furniture Company Wright Dupl. Div, art 
, . I —_ ee : Peerless Steel Equipment Co Duplicating Machines, Used 
t ast egister arts ¢ ° 
: . : Valco Company Graphic Duplicator Company 
Cash Register. Vogel-Peterson Co 
7 ' “ hs . iding Mac e « Wells Chair Corp Duplicating Stencil Files 
Blackboards , or ; : Mim-E-O Stencil Files Ce 
. Covers, Loose Leaf 
‘ Cash Tills r 4 
Cash Drawer (¢ Ellingsworth Mfg. x Envelopes 
. : ee Crese Globe-Wernicke Co., The 
. Casters, Caster Bearings, Slides oy ns EW Northern States Envelope Co 
Darn Corp Lid wees . A., Quality Park Envelope Co 
Blankbooks Master Mfg. ¢ Cushions & Pads, Chair ee se . 
: ilson Jones 0 
Chair trons Fox, George E., & 
s ‘ The Perfect Rubber Seat. Cushion ¢ Envelopes, Plastic 
. Markilo Company 
Chair Mats Dating Stamps a 
Fox. George E.. & ( American Numbering Machine ¢ Eradicators, Ink 
‘ 
Hardboard Fabricators, In Consolidated Stamp Mfg. (« Sanford Ink Co 
. “ eee Service Prod. Di Wooda Force, William A a 
Blue Print & Plan File Cabinets Stemnel bate. Co Fulton Marking Equipment ¢ Erasers, Blackboard 
Rivet-O Mfg. Co Rowles, E. W. A., Company 
Chairs, Folding 
M ‘ Royal Metal Mfg. ¢ Desk Bumpers am ; _ ~ " CG 
hair al tior r Jeorge F slaisce em ) 
: Wells Chair Corporatic wen, Geage B.. & ¢ Roberts, Weldon Rubber Co 
S , ( Chairs, Office Desk Lamps Expense Books 
- nu Seating Cort es lige, Kimpton & Haupt, ly Roorum & Pease Company 
ta par Flexo Int'l Cort 
( B General Lamps Co Eyelets & Eyelet Fasteners 
> ‘ Mayfair Company, The Rivet-O Mfg. Co 
; ven Ir Midwest Naturlite ¢ File Boxes, Fibre 
\ : Wells Chair Corporation Bankers Box Co 
r . Globe-Wernicke Co., The 
f d Boxes Ge ner = a Plates : — Guide System & Supply Co 
. ; ‘ wee illian é ‘ 
G ( Plastic & Wood Products ( Filing Cabinets, Insulated 
Bookcases Harter Cory Rowles, E. W. A., Company Herring-Hall-Marvin Safe (¢ 
\ = High Point Bend. & ¢ : ( Mellink Steel Safe Co 
l erial Leather Furnit ( Desk Pads & Tops Mosler Safe Co., The 
Chair ¢ For, George E & ¢ Shaw-Walker Co 
Seating ¢ Gift Craft Leather ¢ Victor Safe & Equipment Co 
Chair ¢ Wilson Jones ¢ (Continued on page 6) 
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(Continued from page 5) 


Filing Cabinets, Metal 


Advanco Prod, Div. A.S.B 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Browne-Morse Co., The 
Cardinal Sales, Inc 

Cole Steel Equipment Co 
Columbia Steel Equipment (« 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equip. ¢ 
Metal Office Furniture Co 
Peerless Steel Equipment ( 
Remington Rand, In« 
Rockwell-Barnes Co 
Shaw-Walker Co 

Victor Safe & Equipment Cx 
Weis Mfg. Co 

Yawman & Erbe Mfg. Co 


Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt 
Globe-Wernicke Co., The 
Imperial Methods Company 
Weis Mfg. Co 
Wells Chair Corporation 


Filing Supplies 


Acco Products, Inc 
Advanco Prod. Div. ASB 
Amberg File & Index Co 
Art Metal Construction ¢ 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Gilobe-Wernicke Co., The 
Guide System & Supply ¢ 
Imperial Methods Co 
Metal Office Furniture Co 
Northern States Envelope ¢ 
Oxford Filing Supply Co 
Quality Park Envelope (« 
Rockwell-Barnes Co 
Shaw-Walker Co 

Smead Mfg. Company, The 
Victor Safe & Equipment Co 
Warshaw Mf¢e Co 

Weis Mfg. Co 

Yawman & Erbe Mf ( 


Finger Pads 


Ss Products (Ce 





Fountain Pens 
Esterbrook Pen Co r 


Glohes, Geographical 
Cram, The George F., (« 

Gummed Cloth Rings 
Dennison Mfg. Co 


Gummed Tape & Sealing Machines 
Dennison Mfg. Co 


index Card Signals 


(See Signals, Index Card 


index Tabs 


Amberg File & Index (¢ 
Barkley, (. L & Co 

Eibe File & Binder Co., Inc 
Globe-Wernicke Co. The 
Graff, George B., Co 

Guide System & Supply ¢ 
Markilo Company 

Master Products Mfg. (« 
Shaw-Walker Co 

Sheppard, ¢ E., Co 

Speed Products Co Ir 
Victor Safe & Equipment ¢ 
Warshaw Mfg. Co., Ir 


Inks, Adhesives, ete. 
Dennison Mfg. Co 
Ink Specialties Company 
Rivet-O Mfg. Co 
Sanford Ink Co 


Inkstands 
Cushman & Denison Mfg. ¢ 
Sengbusch Self-Cl. Inkstand ¢ 
Labels 


Dennison Mfg. Co 
Imperial Methods (¢ 
Orford Filing Supply Co 
Warshaw Mfg. Co., In 
Wels Mfg. Co 


Ladders, Library, Store & Vault 
Cotterman, I. D 


Leads for Mechanical Pencils 
Listo Pencil Corp 


Leather Goods 


Canvas Products Corp 
Doppelt, Charles, & Cx 


Letter Trays 


(See Correspondence Tray 


Library Equipment 
All-Steel Equipment, Ir 
Browne-Morse Co 
Corry-Jamestown Mfg. Cort 


Lockers & Storage Cabinets 
All-Steel Equipment, Inc 
Anderson-Hickey Company, Ir 
Art Metal Construction ¢ 
Browne-Morse Co 
Corry-Jamestown Mfg. Cory 
Globe-Wernicke Co The 
Invincible Metal Furn. ¢ 
Keystone Steel Equipment 
Shaw-Walker Co. 

Yawman & Erbe Mfg. ¢ 


6 


Ir 


Loose Leaf Books & Devices 
‘ oose Leaf B 


i , y { 
gc I & iI ( 
i & Pe i 
File & B ( I 
S I 
B I ( 
> ] ra B 


ose Leaf Sheet Covers. Plastic 


Mail Bags, Canvas Leather 


Mail Distributors 
\ i ) ,s 1 


Map Tacks 


Mags. Globes, ete 
Mi i 
G 


Marking Devices 


‘ 


‘ 
Matched Office Suites 
r 


Fra = = I 
I 


Mechanics & Repairmen Available 


Mcmorandum Books 


Mending Tape 
ul 


Metal Badges, Checks, Tokens 


, \ v ‘ 
s K \ \ f 


Office Partitions & Rulings 
‘ \ \ i 


Office Printing Outfits 
\ ‘ & « 
I ‘ 


Pads, Figuring 


Bs; 
| 


Paper 
B { 
Paper Clamps 
\ 
Paper Clips 
\ ( 
( 
Paper Fasteners & Washers 


Paper Fastening Machines 


« r ‘ 
Parcel Post & Postal Scales 
Paste 


Pen & Ink Sets 


Pencils. Mechanical 


7. 


Pins & Pin Container 
Plastic Sorays 
Posting Trays & Stands 


Presentation Cove 


\ A 


Price & Sign Markers 





Olidated Stamp Mfg. ¢ 
Force, William A & ‘ 
Fulton Marking Equipme ( 
s a a ot 
Punches 
\ Produ I 
( } We rt 
\ } ‘ 
\ , ( 
Push Pins 
P P ‘ 
Ribbons and Carbons 
\ Ca & K 1 ( 
' K «A ‘ 
‘ 
‘ P & KR Mi 
. 2 I 
0 Rit & « ( 
I erial ( I 
Process ¢ I 
Q RK m& { ( 
‘ rypewr ( 
t t ta I 
t I writs ( 
> H. M ( 
. Lor 
S. Type R MI ( 
F. 8.. ¢ 


Rubber Bands 
I Wwe 


n. R ‘ 
Rubber Stamp & Plate Mfg. Mechs 
\ in Eva ‘ 
Rubber Stamps 
I & Me I 


Rubber Type 


1 Sta M ‘ 
> K A & ( 


Rulers, Transparent 
( I Ruler ¢ 


Safes, Office 


\ ‘i ‘ ‘ 
P ¢ i 
( ~ Equipr ( 
G Fir ¥ ‘ 
‘ W k i I 
G t Safe ( 
H Ha M n 8 ( 
I Metal f ( 
Ti k Stee Safe ¢ 
us Re ‘ 
Safe ( 
t Rand, | 
s W ker Com 
s & Eq ( 


Sales Books 


Sand Urns 


Sand Urns (sandless 
\ Mir ‘ 


Scrapbooks 
I I 


{ W coke ‘ I 
A Mi ‘ 
\\ ‘ ‘ 


Shelving 
" ~ 


I B ‘ 
8) Mor ‘ 


Shows & Exhibitions 
R Ort Fur t \ 
Office Mana \ 


Signals, index Card 

I I & Sale x « 

‘ ff. Geor BR ‘ 

Safe & I 

Signs, Changeable Letter 

KR } W A ( 
Smoking Stands, Office 

A Mi ‘ 

~ I’ ‘ 

‘ 


\\ ( Co 


Sorting Devices 
\ I & I ( 
} & | M ( 


Spindle Files 
\ ‘ ( 


Stamp Pads 


W t 4 & ¢ 


Stamps, Duplicating 


Stamps, Rubber 


Stands for Office Machines 


> Eq | 
Sales, I 
S Fx ( 
Mf ( 
‘ } prox ( 
H ( 
\ S Prov 
Mi k & Safe ( 
! M M ( 
7 Ss ( 
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Staple Extractors 
Ace Fa ! Cor, 
Markwe Mfg. Compar 


Staples & Stapling Machines 


Ace Fa Corr 
Arrow | ner ( I 
I Cor atior I 
Mark Mfg. Compa 
Neva-( P I 
Sine I ‘ lr 
Vail M ( ; 

“ ‘ ‘ . 


Stationery Racks 
M E-O 8 I 
Stencils, Brass 


D s W 


Stenographers’ Notebooks 
be I & Sa k 
Na B k Book ¢ 
Ko« B ‘ 

Stools 
Hart ( 
Mayfa I 
W ( ( t i 

Storage & Transfer Cases 
\ Stee Equipmer I 


Store Fixtures & Equipment 
Ail-S | pment, I 
Strong Boxes, Fire Protected 


iH HW Mar Safe ¢ 
M Steel Safe ¢ 


Tabulating & Statistic Machines 
B 4 Ma 
K Kn It 


Tax Records & Forms 
\ I B 


Telephone Accessories 
\ . A 


Thumb Tacks 


Time Clocks and Recorders 


( I R 
\ ) Mfg. 


Tool & Instrument Racks 
iH i 


Trimming Boards 


Typewriter Cleaning Material 
ba I m «& ! I 
Car 
Mu ‘ 
Norta ) ‘ 
Kega I ( 
R oO Mf ‘ 


W i s ( 


Typewriter Cushion Bases & Knobs 
Fox, ¢ & f 
I’ ~ hx 


how i \ \ ( 


Typewriter Cushion Keys 
I i 
Spe } 
~ » i | 


Continued bottom page 





WANTS AND tOR SALE 





The rate for classified advertisements is twelve cents a word, minimum 


charge $2.40, payable with order 


SITLATIONS WANTED 


OFFICE SUPPLY and Office Furniture 
sition as inside or outside salesman 
ern California. Draft exempt, good past 
B120, care Office Appliances, Chicago 6 
NSIDE SALESMAN in office supplies and 
to locate in Middle West Will furnish 
rience Dale Howie, 720 Fourteenth Ave 


EXECUTIVES WANTED 


Fully trained in office supplies, equip 
To handle all details of store manage 
rtunity witt fast growing organiza 
10,000. Box O 2, care Office Appliances 





SALESMEN WANTED 


SMAN Experienced n selling supplies 
ms Must be a go-getter with good 
ilary and bonus Midwestern city of 
trialized area Prefer man capable of 
eT is sales manager®r Box O 3 care 


h 


EXPERIENCED in both outside and 
ipplies and equipment, Chicago area 
or rapid advancement Write Box 
inces, Chicago 6 


OF 4, LOW PRICED OFFICE SPE 
i in inecreasine direct distribution. Ideal 
offices Liberal commission Write 


ilars, Office Appliances, Chicago 6 


TSIDE SALESMAN in town of fifty 
California SoundScriber, Smith Cor 
ranchises witl furniture and office 
ire of Office Appliances, Chicago 6 


1 job to right mat 


VAREPHOUSE MANAGER WANTED 


_ 


OWN WELL ESTABLISHED Chicago 


derful opportunit for man thoroughly 
problen of office supply indus 

of directing entire warehouse and 
Excellent ilary, profit sharing plan 
tter l ose snapshot photo 

this adver sement Box O-64, care 


MECHANICS & REPAIRMEN WANTED 
| -VICK MAN, Typewriters and Adding 
ibility Steady employment on liberal 
Exchange Munetls Indiana 


( t mn page 6 Upholstered Furniture 
a F T I Ml ‘ 
| ‘ 
( s Ir 
pew ( r Prod I 
‘ Rat Leatt } ‘ 
loath 
— m . 1 Lea r I ( 
I Metal Mf ( 
S Fr h : SS i 
~ Mi ‘ 
} ‘ 
1 ‘ 
ewr d 


Upholstery Materials 
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Add six words if box address is used. 


EXPERIENCED ACCOUNTING MACHINE SERVICEMAN, 
Elliott Fisher, Sundstrand Model D, Underwood. Live, work 
and play in Florida sunshine. Give particulars in first letter: 
ige, training and experience, salary expected, military 
status, marital status, when available. This is a permanent, 
good paying position with opportunity Write O-51, care 
Office Appliances, Chicago 6, today 





TYPEWRITER AND ADDING MACHINE MECHANIC—By 
Smith-Corona Typewriter and National Adding Machine 
dealer. Good pay. Permanent position. Please send qualifi- 
cations, references, and snapshot first letter. Typewriter 
Service Company, 120 North 8rd Street, Albuquerque, New 
Mexico 





OPPORTUNITY FOR TYPEWRITER, ADDING Machine 
Mechanic in pleasant Colorado city. Shop environment ideal 
Give full particulars tox O-58, care Office Appliances, 
Chicago 6 





SERVICEMAN WANTED, $100 per week, if you can qualify 
for the position Must have car Burgauer Business Ma- 
chine Co., 109 West Jackson, Muncie, Indiana. 








WANTED: MECHANIC that can fix machines, Take charge 
three man shop. If you can produce, write your own salary 
Tate McGee Typewriter Service, Shawnee, Okla 








WANTED—EXPERIENCED UNDERWOOD and Sundstrand 
Mechank Permanent job, must be rellable and sober. Give 
omplete information and references, Underwood Agent lo- 
cated in North Carolina Box 0-63, care Office Appliances, 
Chicago 6 





WANTED TYPEWRITER MECHANICS—Adding Machine 
Mechanics—Calculating Mechanics—Ediphone or Dictaphone 
Mechanics—Time Clocks and Time Stamp Mechanics inside 
or outside work. Young Office Machines Co., 170 N. La Salle 
St., Chicago 1, Illinois 








WANTED BURROUGHS MECHANIC—Office Machine Com- 
pany, 213 West 8th St., Chattanooga, Tenn. 











SALES REPRESENTATIVES AVAILABLE 
CONSCIENTIOUS PRESENTATION of your product to the 
commercial stationers in Texas, Oklahoma, Arkansas and 
Louisiana is available. Sound value essential. Correspond- 
ence invited Box B-121, care Office Appliances, Chicago 6 











MANUFACTURERS AGENT WANTS LINES for the terri- 
tory Louisiana, Mississippi, Alabama and Northern Florida 
Making headquarters in New Orleans. Box B-122, care Of- 
fice Appliances, Chicago 6 





MANUFACTURER'S REPRESENTATIVE wants line of 
nerit for Florida, Alabama and Georgia. Twenty-five years’ 
experience. New station wagon to carry samples. Wm. C 
Smith, Box 85, DeLand, Florida 








JOBBER ITEMS WANTED: Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory Donald F. 423 So. 5th St., Min- 
neapolis 15, Minn 


tossin Co 








WANTS AND FOR SALE, Continued on Page 8 





Visible Systems Equipment Waste Baskets 
Art Metal Construction (¢ Art Steel Sales Corp 
Boorum & Pease Ce Bainbridge, Kimpton & Haupt, Inc 
Globe-Wernicke Co., The Cole Steel Equipment Co 
0 Blank Book Co Corry-Jamestown Mfg. Corp 
Visible Files Fox, Georee FE & Co 
m Rand, Ir General Fireproofing Co. 
Shaw-Walker Co Giobe-Wernicke Co The 
Stationers Loose I f < Mayfair Company, The 
\ r Safe & Equipment (« Na nal Vuleanized Fibre Co 
W t Jones ( Shaw-Walker Co 
Yawman & Erbe Mfg. ¢ Wells Chair Corporation 
Wardrobe Racks Wholesale Stationery 


Vogel-Peterson ( Baint ige Kimpton & Haupt, Ince 


7 




















WANTS AND FOR SALE, Continued from Page 7 BURROUGHS, MOON HOPKINS, |! 
as \ inting Machines, and everything 
‘ : line State model, serial number and 
RETAIL BUSINESS FOR SALI price ernational Office Ap} nee 
ccipheesonacesepeemneritomecestinnaran : i St., Ne York 10, N. ¥ 
ESTABLISHED 3 YEARS—TY!1 rE! ling, Cal . 
lating, Cash Register Machine ffice es busit 
in good Georgia town, with ] Will TED TO BUY Sundstrand b« 
for inventory cost Box O " ' , ‘ . and ¢ ( ‘ omplete model 
cago 6 ind front feed or 
Appliance ‘ 29-31 East > 
FOR SALE—Stationery tore t growing \NTED 4 es calculator nd 
commercial centers in the P mods number and add 
war preparation center kexce for € Ofti \ r s, Im 29-3 
pansion Fixtures new and V rite y 
O-60, care Office Appliance 
a ED Burr gel or N.C.R B I et 
FOR SALE, ESTABLISHED Chicag nes, | rs, Comptometers, Add 
loop. Sales over $100,000 yic. W mplete descriptic a 
Address O-61, care Office Ay \ BUSINES MACHINES In« 
Ir YOU HAVE $2,000 and w dy OTT -] SHE! machines calculat ‘ 
chines business of your owr 1 ne e frar ! ffice equipment hous 
chise in good town in Oklahor e | x O-f i! Office Comp 106-908 N. Water St 
Appliances, Chicago 6 
ine cat i / \ TED TO BUY Late model Ellio I 
FOUNTAIN PEN REPAIRING i illing Must be ve 
—_—o \ ting I Service CC f 
WELTY’S REPAIR ALL MAI STA wS, De é t 
Pens, Pencils, et« Repaired i pr me } 
averages 5 to 21 days and ir ! ‘ f« 
ture “CONKLIN,” SWAN, WAT! VAH PARKER ROUGHS UCTS our special é 
WELTY, SHEAFFER, MOORE, « t ll othe ror ! I bookkeeper! Dilte 
makes We feature Gold Per VI Lee . ~ Dearborn, Chicage 
all makes to ONE place for AROU'T 
NEW WELTY PENS, $1.50 1 ; \ I 
Repair Co. (Est. 1904), 38 S OTT-FISI AND SUNDSTRAND 
Bur Friden Marchant \i 
————— romat | riters Adding r 
LISTS ¢ I rs d rented rel 
d > Ml ikee 3 \ 
WILL SELL CHEAP list o I ! 
office appliance dealers Also \l ‘ ter and 
adding machine dealers. Nan OUGHS BOOKKEEPING MA‘ N 
Co., 48-02 43rd St., Woodsidse ind Sold. Give serial number 
ti I nes Equipment 
TO REN' 
CHICAGO OFFICE OR WAREHO A ‘ \ ) SSor A} S WANTED—CLASS 
Ss Wells, one block and a half It rd \ 400 tor ¢ or KI pt 
floor. Passenger and freight t < lt ned, Detroit 2¢ 
pany, HArrison 7-8036 
tOUGHS ACCOUNTING MACHINI 
JOBBERS WANTED rn | Company, 1 
JOBBERS WANTED NATIONA 
tion Travel Expense Book ar . t 
sale to Stationers Approved \ — BUI GHS or N.C.R. I 
Managers, Individual See out \ } ‘ . ’ I rs, comptometer 
Discounts. MELTON PUBLISH \ \d erial number, model featurs 
4685, Kansas City M mS IN a Street, ot 
ADDING MACHINE PARTS, TYPE, ET ANTED—AI Ty} Bookkeeping 
( | 2000 and 30 
snngiiliaiiiieanien A} S$ O Ss Los Angels 
LARGE STOCKS of new 
Machine Parts available Q ‘ 
parts upon request. I. A. Del ! ARI \ A ¢ makes used 
Calif nds i oned cabinets, | ‘ 
aids spec ervice and prices 
= 5e) Reaige (ie otations (“has ~ 
FOR SALE AND WANTED TO BUY, USED BHQUIPMEN' I N } N. Y 
KELLIOTT-FISHER, Burroug! L\dding nd ‘ ; 
Calculating Machine Comp vis Ql LENT bought sold 
writers, and fanfold machir o sm rdex, Acmeé . 
Office Appliance Co 1930 We I well as other 
\ ent l need 
sinneimneiteamene t Heineman Office 
\ N ‘ s Vio 
BURROUGHS, MOON HOPKID | 
keeping Machines Comptomet 
bought and sold Dorrell ft \ , FILING EFOQUII 
lith, Minneapolis, Minn e STAI SHED deale1 pe 
Ac! P ex, ete VW f 
ne rchase. W1 
WANTED Rough Addit MI we \ ‘ experie e® g 
make, model, serial, capacity ‘ Card Syste 
Service, 48 Warren St Ne \ \ N 
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Westfield, N sssignor to Henry Weinberger Ltd., London, England 
2,532,623. Fiting Cabinet Drawer. James R. Jones 


P A T E N T S a? N ane wv to Art Metal Constructior Granted December 19, 1950 
‘ . 





Jamestowr P 2,534,330. Chinese Typewriter. Kuoyee Wong, Hong 
, shows here con ix < 532,748. Push-Cap Operated Pencil. Véjtect Kong, China 
My - ; ’ Votruba, Ceske Budejovice, Czechoslovakia, assignor to 2,534,456. Self-Closing Bookrack. Dimitry Stephan 
? . e Commi ssioner 0 Koh I-Noor L. & ¢ Hardtmuth, National Corp., cena Scranton, Pa 
Patent vu yton, D. C., for 2 Ceske Budejovice, Czechoslovakia 5 2,534, ~~ Record Binder. Harry F. Kriegel, Queens 
enta sh, postoffice money 2,532,765. Copyhoider. Edward L. Elliott, Arlington Village, N. Y¥ 
1 eo ? ertified check. Stamps Va., assignor to Federal Business Machines Corp 2,534,765 Liquid Applicator for Duplicating Ma- 
hecks not accepted Washington, D. ¢ : chines. Herman A. Genz, Elmburst, Ill., assignor to 
Beecce - 2,532,791. Mechanical Pencil with Serew Feed and Ditto, Inc., Chicago, Il 
jn patents are teér Hopper Type Magazine. Blanchard D. Smith, Atlanta 
enta each. Ga assignor to Seriy Ine Atlanta, Ga Granted December 26, 1950 
2,532, 02. Stenciling. Apparatus. H. Russell Farwell 2,535,125. Perforated Record Card. John T. Ferry 
Quing oan . ’ . 
Granted November 28, 1950 2,532,942. Filing Cabinet. John F_ Reimer, Mani Buffalo, , ¥.. sssignor to Remington Rand, Inc., 
TY B ss Machine Support for Desk t ~~ = ecigner © Invincible Metal Furniture 535,358. Typewriter Tabulater Stop Mechanism. 
Drawers. ‘ ‘ mson, Aurora $ x 5 . m... K. Koca, Woodstock, Ill, assignor to R. C 
Ir 2,533, 082. veuntaln Pen Cap Martie 8. Baker Allen Business Machines, Inc., Grand Rapids, Mich 
531,6 Interest Computing Device. ! ene, 8 See S. eee. a 2,535,480, Magnetic Recording and Reproducing. 
I issignars tO 200 Sera 5% °, “ee : ° Semi Joseph Begun, Cleveland Heights, Ohio, assignor 
31.874. Sorting Apparatus. Kenneth W. Dea 2,533,111. Tilt Compensator for Typewriters. Her to The Brush Development Co., Cleveland, Ohio, 
S K E. P Poughk ‘ — ' +; a cs Ie pg Y —. ee 2,535,482. Hand Stapler. Frank 8. Boroughs, New 
i I lene! Business Bs 2,533,158. Auxiliary Frame for Typewriters. Harry fem, J pean & See Cee ee, Oe 
2.531.875. Tape Feeding Mechanism for Typewriting C. Yeager, West Hartford, Conr assignor to Under 2,535,537. Envelope. Vincent E. Heywood, Wor 
Machines R “ige and I Pet P vood Corp New York, N. Y cester, Mass assignor to United States Envelope Co 
p International B ‘ Springfield, Mass 
k, N. Y Granted December 12, 1950 2,535,539. Bottom Margin Control Device for Type- 
Ba Adjustable Typewriter Support W 2,533,309 Card Rendire Mechanism Robert T wrecare. Chin Yi Lee and Quang Hsi Hu, New York 
Tl! tlakely, Amityville Y assignor to International 
2,021 Chis Rk. G ersor D tusiness Machines Corp., New York, N. Y Ne 535,555. Letter and Package Opener. James © 
( D s, Tex 2,533,513. Variable Lead Grip Sleeve for Mechanical Tilly, Tulsa, Okla 
Extendib Eraser j Rot Pencils. Mark E. Savoie, Cleveland, Ohio 2,535,743. Tray Attachment for Adding Machines, 
> Lf Cory G 2,533,574 Moistening Mechanism for Duplicating Typewriters, and the Like. Carl A. Landahl, Wauke 
Machines. H igo Getto Hendon, London, England gan, Til 
32,228 Elect nily Operated Typewriter I assignor to ‘ Anderson Lid., London, England 2,535,779. Column Selecting Means for Card-Sorting 
2,533,668. "Adjustable Eraser for Pencils. (Charies K Machines. Karl J. Braun, Clenbrook, Conn., assignor 
; > Hicks. Jackson. M to Control Instrument Co Ine Brooklyn, N. Y 
ted December 5, 1950 2,533,727. Copyholder Bedrict Fuchs Prague 2.535.798. Manifold Form. Clarence L. Johnston 
Pag File Fastener 1 k I | Czechoslovakia Piedmont, Calif 
I 2,533,856. Copyhoider Harry Van Buren, Dallas 2,535,823. Peneil Attachment. Lioyd C. Van Ben 
2 384 Sharpener for Mechanical Pencils lex schoten, Schenectady, N. Y 
2,533,932. Card Feeding Deviee. Arthur F. Hayek 2,536,013. Arresting Means for Autographie Regis- 
32.487. Notebook Clamp. Roy M. I ‘ Pleasantville, “. Y ters. Harry J. Waechter, Mount Healthy, Ohio, as 
lones Co he ’ I 2,534,091. srespunteaty Operated Pencil with Serew signor to Paul Benninghofen and Eleanor C. Diesbach, 
) Cal sting Device Edgar W Heer Feed. George H Weinberger Londor England Ilamilton, Ohio, as trustees 
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Contents Unique 


N PREVIOUS SECTIONS of 

the “TRAIL” reference has been 
made to the wide range of subjects 
presented in this journal which 
make it unique. Through the years 
have been and are being covered, 
all major and many minor subjects 
concerning every department of the 
commerce (the trading in) of the 
various products of the Office 
Equipment Industry. 

If appropriately classified and 
grouped, the articles published in 
45 of the journal’s 47 years might 
well serve as material for the sales 
management and promotional di- 
visions of a collegiate business 
course. 

Were these articles to be listed it 
would appear logical to lead off 
with 

MANAGEMENT 


Management is a far reaching 
term. With it goes responsibility 
From the cushioned chair in cen- 
tral office, radiating through all di- 
visions and departments to the last 
point before (also for) the deliv- 
ery of all products, management is 
accountable. 

SALES 


would seem entitled to second place 
in the list, for sales (profitable 
Sales) are the objectives of all man- 
agement in the realm of commerce 
Two examples of the special articles 
upon these subjects were referred to 
in a recent section of “Along the 


Trail.” One on management, “Con 


ducting a Sales Campaign,” by the 


late Griff Glover; the other a group 
of 15 articles upon that particularly 


interesting experience, “My Most 
Difficult Sale.” 
Based upon impressions made 


upon first appearance of these two 
examples, necessitating a consider- 
able number of reprints in pam- 
phlet form, we incline to the belief 
that no other writings upon the two 
subjects have afforded greater value 
to those readers seeking ways and 
means to increase their efficiency 
and to solve some problems with 
which they are confronted. 

In the promotional division of 
any business, particularly in com- 
mercial organizations, is one fac- 
tor which, for its importance we 
name third in the reference list of 
subjects treated in this journal 


10 


Being a review of some 


events at the start and 

in the progress of the 

OFFICE EQUIPMENT 
INDUSTRY 

and its trade journal 
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BUSINESS LETTERS 

Prior to the invention of tele- 
graph, telephone and typewriter the 
business letter was somewhat stilted 
as was social correspondence of the 
times. Telegraph and _ telephone 
eliminated ornamental words and 
phrases which increased the ex- 
pense of the communication. Be- 
cause the typewriter so facilitated 
correspondence that prejudice 
against the “printed letter” fell 
away, the “sales letter” took its im- 
portant place in the promotional 
departments of many businesses. 

The origin and development of 
the mechanism for the various 
methods of production of “form 
letters,” bulletins and so forth, so 
extensively used, is another story 
of the great oak and the little 
acorn. (See Aside for reference to 
the processes.) 

Business letters group in two di- 
visions. One, that general corre- 
spondence which arises from the 
many business transactions with 
friends and strangers, the other, 
the “sales letter,” the letter de- 
Signed to interest the person ad- 
dressed, friend or stranger, in some 
particular thing or service. Much 
has been written about both types 
And there is more to be written 

SOME TITLES 

To list articles covering “all major 
and minor subjects in every de- 
partment of the ‘commerce’ of the 
great industry” would alone re- 


quire a volume. The vast extent 
can only be suggested. Sufficient, 
however, to convince the reader 
that OFrFrice APPLIANCES is “unique” 

which Webster defines as “alone 
of its kind. Unequaled.” 

Through the years several sub- 
jects have been “covered” by series, 
one of these being “Business Let- 
ters Which Get the Business.” The 
“Get” series of six articles, the first, 
“Get In the Envelope and Seal the 
Flap,” which is—put yourself in 
the correspondence. The series was 
highly complimented. Another se- 
ries, “The Brass Tacks of Business 
Ethics,” consisted of 12 articles, the 
first being “Good Will the Dynamo 
of Profits,” the last, “God in the 
Machine.” 

A series on Salesmanship, pre- 
sented nine factors in that im- 
portant profession. The first, “The 
Value of Personal Appearance,” a 
fine beginning. The last, “Good 
Habits Important to Good Health,” 
fine ending. 


WORLD MARKETS 


From the day in 1904 when OFr- 
FICE APPLIANCES set out to carry the 
metaphorical banner, “Office Equip- 
ment Industry,” and the message 
of U.S. manufacturers to the chief 
market places of the world, export 
became one of its chief interests. 
Probably 90 per cent of its mate- 
rial upon that important subject 
through 45 years was furnished by 
the chief dealers in office mechan- 
isms and general office utilities in 
many lands. 

From Iceland’s frigid mountains 
(on the arctic side only) to “In- 
dia’s coral strand” and on south to 
the farthest southern post office 
and from around the globe in the 
zones between in came information 
of general business conditions and 
trade customs in many lands, valu- 
able to exporters of office equip- 
ment. 

The co-operation of subscribers 
and the journal through the years 
has been an influential factor in 
the development of the many 
pleasant and education experiences 
in the day’s work on the publica- 
tion. 

MORE TITLES 

In the opening paragraph of this 
“Trail” section is the statement 
that “all major and many minor 
subjects” concerning every depart- 
ment of the marketing of the in- 
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dustry’s products have been and are 
being covered in OFFICE APPLIANCES. 
One who takes the time to turn 
the pages of the bound volumes 
would say, “It is even so.” 

Under such heads as “Sparks 
from many Anvils,” “Links in the 
Chain of the Day’s Sales,” “Odds 


EFORE THE METHODS of du- 

plicating writing done by hand 
or typewriter mentioned here there 
may have been earlier processes. 
Our record shows that the compo- 
sition type of duplicator (first gela- 
tine and then clay mixed with 
gelatine) is the oldest type basically 
in the duplicating machine field. 
Originated in 1880 in Germany by 
Alexander Shapiro, the process was 
called hectograph, which means, 
literally, hundred writings. Compo- 
sition duplicating was evolved into 
the gelatine film process, which is 
still in wide use today. Another 
development was the spirit or liquid 
process which uses the hectograph 
principle, the original copy or the 
reversed carbon copy being mois- 
tened by the “spirit” and copies 
made by contact 


INTERPOLATION. According to 
history James Watt developed the 
first method of office copying in 
1780. By writing his original with a 
glutinous he was able to pro- 


duce a few copies by pressing mois- 
tened sheets of very thin paper 
against the original. The copies, of 


had to be read THROUGH, 
the paper since the transferred 
image was a negative. Because of 
strenuous objection by English busi- 
nessmen who feared that Watt’s in- 
vention might lead to forgery, his 
er developed. 


course, 


process was net 


Then came the Edison electric 
pencil and its evolution into the 
stencils which were to be first to 
attain world wide usage and put 
the term mimeograph in Webster’s 
abridged and unabridged diction- 
aries 

In the early days of the stencil 
system came the several flat bed 
and one rotary model type ma- 
chines, all designed to duplicate the 
output of the typewriter and with 
the additional usefulness as a press 
for the many small print jobs nec- 
essary in nearly every business. 

ro perfect the imitation of a per- 
sonally typewritten letter, one flat 
bed type machine printed through 
i ribbon the width of the type bed 

blur the letter for likeness to 
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and Ends,” “Puffs from Mental 
Pipes,” “Seen and Heard” and simi- 
lar comprehensive “heads” has 
been presented a great number of 
practical ideas and suggestions. In 
short, the journal is an “Idea Ex- 
change” in which many have prof- 
ited. 


Aside 


personal letters which went through 
the “letter book.” At that time, car- 
bon copies and vertical filing sys- 
tems which were to reduce the fa- 
mous letter copy book to a museum 
piece had not come into full flower. 
Business was not long in per- 
ceiving that the “sales letter” need 
make no pretense of being a per- 
sonal communication. It is a special 
representative on a particular mis- 
sion to numerous persons. To many 
of which it is the only representa- 
tive of that company they have ever 
seen. What that letter should be has 
been the suggestion of a number of 
articles in OFFICE APPLIANCES. The 
“Get” series, published in 1914, 
mentioned in adjoining columns, 
having been highly commended. 


_OTHER MECHANISMS 


Among the several facsimile let- 
ter processes developed early in the 
century were two in which the im- 
pressions were made by typewriter. 
One in which the perforated paper 
roll principle of the player piano 
was employed, operating the spe- 
cially built typewriter at a great 
speed forward and back. By special 
attachments the name and saluta- 
tion were inserted. This process and 
two other machines employing a 
similar principle are factors in the 
field today. 

The other mechanism consisted 
of harnessing together several type- 
writers electrically operated to pro- 
duce on their standard key boards 
the copy being written on the mas- 
ter machine at the head of the line. 

Another flat bed printer launched 
with much promise but which in 
time was withdrawn from the mar- 
ket, is mentioned in connection with 
the two above for a different rea- 
son. That reason being the effect 
of the publicity given the machine 
in OFFICE APPLIANCES. 

So popular had the duplicated 
letter become for sales promotion 
and as substitute for many printed 
circulars that office equipment deal- 
ers in the chief market places were 
keenly interested in the mechan- 
isms for their production. OFFICE 
APPLIANCES’ descriptions of the ma- 
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Some years ago an attractive 
house, which anyone would be glad 
to own, was pictured in the journal 
over the legend, “The House I Got 
Out of Orrice APppLIANcEes.” The 
source of the capital for the attrac- 
tive home being profit from lines 
suggested by the journal. 


chines through those early years 
revealed that interest. 

The August, 1907, issue carried a 
copyrighted story written by George 
Patterson, the founder of the jour- 
nal, about a remarkable typewriter 
which alternately wrote a line and 
returned the carriage at a great 
speed, and then automatically filled 
in name, address and salutation. 

Before three months after the de- 
scription was published, three gen- 
tlemen made a call upon Mr. Pat- 
terson: the inventor, a banker and 
a merchant from the city of the 
machine’s origin. Soon after arrival 
they emptied a small traveling bag 
they had brought. Its jammed con- 
tents were letters, some telegrams 
and, unless memory be at fault, 
some cablegrams. As the visitors 
departed, after a long stay, Mr. Pat- 
terson remarked to an associate, 
“Out of those contents will come a 
fortune.” 

Before the organization was ef- 
fected, George Patterson, worthy of 
long and happy life, had joined the 
great multitude of “passed away.” 
But the bag attests to Orrice APPLI- 
ANCES’ importance as a “go be- 
tween.” 

The journal's service as “go be- 
tween” for the flat bed duplicator 
referred to above was by similar 
demonstration but at different 
angle. 

Three or four months after the 
publicity given the machine in 
OrricE APPLIANCES the inventor 
called to express appreciation of the 
service. His enthusiasm for the 
journal was stimulating to our zeal 
for the industry. 

“You see,” he said, “after several 
months’ effort to interest capital in 
the enterprise, I was a bit discour- 
aged. Then came the story of the 
machine in your journal. A few 
weeks after its appearance I 
was able to take letters, telegrams 
and some cablegrams to the bank- 
ers and remark, ‘There, gentlemen, 
is evidence of the market for the 
machine.’ The capital was secured 

and my wife and I are on our way 
to Europe to establish agencies 
there.” 
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The State of the Industry 


Brief interpretations of significant facts and trends 


1951 NSOEA Annual e THE FORTY-FIFTH annual convention of the National Stationery 

Convention & Office Equipment Association, scheduled for the Stevens Ho- 
tel, Chicago, next fall, will start one day earlier than 
originally announced. For several years the exhibit of in- 
dustry products has opened on the Sunday preceding the 
business program. This year exhibit hours will start at 1:00 
P.M. on Saturday, September 22 and run to 9:00 P.M. Sunday 
hours will be 1:00 P.M. to 9:00 P.M., Monday 2:00 P.M. to 
9:00 P.M., Tuesday 5:00 P.M. to 9:00 P.M., and Wednesday 
12:00 noon to 6:00 P.M. 


Strange Antics of the e ALTHOUGH not directly related to the office equipment and 

Price Support Program supply industry, the following "incident" is worthy of thought- 
ful consideration—Recent sharp rises in the price of cotton 
has resulted in the government selling it's 1948 "surplus" at 
a "profit," anticipating perhaps $25 million from the sale. 
Because of a section of the price Support law (under which the 
Staple was bought when prices were very low) the "profits" real- 
ized will go to the growers instead of to the U. S. Treasury, 
where it could help balance losses on other support programs. 
Contrariwise, if the price had gone down, the government (the 
tax payer) would have had to support the loss. 


Material Shortages e SCARCITIES in materials are becoming evident before the de- 
fense production program is actually under way. Substitutes 
are being sought feverishly but even the substitutes are be- 
coming short. For instance, by spring 60% of the nation's rub- 
ber supply will be synthetic. The weakness is that styrene, 
originally one of the chief ingredients of synthetic rubber, 
is now used to a great extent in plastics. With metals getting 
Shorter in supply, plastics are increasingly in demand, setting 
up competition for the available supply of styrene. 


Profligacy Can e SENATOR Harry F. Byrd, perennial advocate of sound fiscal 
Beat Us policies for the nation, recently voiced a grave warning in an 
address at Forest, Virginia. The two following excerpts state 

the case and challenge us to find the answer: "The five years 

that have passed since World War 11 ended may well go down in 

history as the most irresponsible five years of the great Ameri- 

can Republic, and unless Americans begin thinking straight 

and acting accordingly, those years may be recorded as the prel- 

ude to the downfall of the greatest democracy of all time. ... 

"This then, is the simple plea for the preservation of free- 

dom in American homes, work, and religion. It is a simple plea 

that Americans do what they know must be done—strip off the 

luxuries of sociological ventures and political bids for votes 

by spending public money. It is a simple plea that Americans 

get down to the sweat and toil of the work that is required to 

make this country fiscally sound and militarily impreguable." 
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Fair Trade Versus e PRICE FIXING shouldn't be confused with Fair Trade in this 

Price Fixing industry, or any other. The U.S. Supreme Court in a unanimous 
decision has held that Fair Trade laws "do not fix prices." 
Rather, Fair Trade laws, adopted by 45 states, simply give the 
manufacturer the right to establish a minimum resale price for 
his product. 

"Fair Trade Means Fair Play for the Greatest Number of Peo- 
ple" is the theme of a series of messages in Editor and Ptb- 
lisher, trade journal of the publishing business, under spon- 
sorship of the Bureau of Education on Fair Trade. Trade-marked 
merchandise must be in "free and open competition" with similar 
goods produced by others, in order to be fair-traded, the mes- 
sage declares. "With or without fair trade, a manufacturer's 
minimum resale price is always shaped by competition and by 
what prospective customers are willing to pay. If his price is 
right' he will sell his product. If his price is wrong, he will 
not." 

Certainly, there's nothing mysterious about such a system. 
It still preserves the American principle of "freedom of 
choice." 








Good Reading This Month 


e CONSTANT care is the watchword of suc- as well as the "cons." If participation 
cessful stationers. Relaxation is fine is decided upon, the advice given here 
but it must be done with prudence in this will be of value in business show returns. 
industry, an OFFICE APPLIANCE special 

writer warns. He points out the danger 

of neglecting the social and economic laws e ECONOMICS of credit selling is theme of 
that regulate the financial success of another of the series of articles that 
every business venture. Page 15. talk, percentage-wise, about the proper 


amount to be paid down, the number of days 
for credit allowance, and the costs of 


e PICKING a collection agency is like doing credit business. Page 23. 

choosing a wife—it shouldn't be done in 

haste. At least that is the conclusion 

revealed on page 17. Fly-by-night agencies e FLOWERS shouldn't be reserved only for 
can only collect trouble, says the author dear friends at the time of death. Read 
of this informative article. how a progressive stationer pays little 


compliments to his customers and reaps big 
business. It's one of those heart-warming 


PROMOTION of ing < 
e PROMOTI of the right kind can bring a stories about the men in our business who 


productive response to even a limited mar- dare to be different. Page 24. 

ket. Robert F. Cunningham, stationer of 

Middletown, N.Y., discovered how. It’s 

good reading this month. e AN OFFICE DESK could give a salesman 


some good advice. This is one of the most 
intriguing selling articles we have ever 


e EXCLUSIVE LINES make selling easier and 
published. Don't miss it. Page 3l. 


more profitable. Do you know why? The 


answer appears on page 20. 

e NOFA is planning its 5th annual conven- 
e Should a dealer participate in business tion at Chicago. The office furniture in- 
hows? There are many good reasons why dustry will profit from the program that 
ind on page 21 the "pros" are brought out, is revealed on page 38. 
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INSPIRATION FOR THE AGES 


George Washington 
Born February 22,1732 


Citizens, by birth or choice, of a 
common country, that country has a 
right to concentrate your affections. 
The name of American, which belongs 
to you, in your national capacity, must 
always exalt the just pride of patriot 
ism. . . . With slight shades of differ 
ence, you have the same religion, man 
ners, habits, and political principles. 
You have in a common cause fought 
and triumphed together... . 


J we 





Abraham Lincoln 
Born February 12, 1809 


"With malice toward none, with 
charity for all, with firmness in the right, 
as God gives us to see the right, let us 
strive on to finish the work we are in; 
to bind up the nation's wounds, to care 
for him who shall have borne the battle 
and for his widow and. for his orphan; 
to do all which may achieve and cher- 
ish a just and lasting peace among our 
selves, and with all nations. 





14 OFFICE APPLIANCES, February, 1951 








CONSTANT 


VER-CONFIDENCE, or an un- 

witting relaxation of cautious 
procedure in management and 
operational planning, once success 
seems fairly well within grasp, have 
been the explanation of more stale- 
mates in business development 
than is commonly realized. 

There is no inflexible set of rules 
for success in stationery and appli- 
ances merchandising. But there is 
one principle that is eternally con- 
stant—the principle of constant 
care—always analyzing causes and 
effects with laboratory precision— 
anticipating and studying every 
new problem created by new trade 
conditions—and then doing the 
right thing at the most auspicious 
time 

This may seem 

like a simple 
formula, yet it taxes to the limit the 
best executive brains in the admin- 
istration of every kind of business 
investment. It is because the re- 
quirements of this formula in per- 
sonal ability for merchandising and 
investment management are _ so 


exacting that the achievement 
known as success is something of a 
prize of conquest—never a matter 


of luck, inheritance, or “advan- 
tages.” 

Ambition is a venturesome at- 
tribute of businessmen. The plans 
that it motivates require, therefore, 
the balance wheel of good judgment 
and constant care so as to make 
intelligent appraisal of what this or 
that stroke of enterprise can rea- 
sonably be expected to accomplish, 
what the achievement will probably 
cost, and whether the result will be 
permanently constructive and bene- 
ficial 

Experienced, conservative plan- 
ning never exaggerates the poten- 
tialities of new strategy for promot- 
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CARE 


is watchword of successful stationers 


Dealers should anticipate new 





problems, study cause and effect 


ing the growth of the business or 
outdistancing competitors. It never 
counts the proverbial chickens be- 
fore they are hatched. 

On the other hand, a negative 
perspective on the dimensions of 
his business opportunity is culti- 
vated unwittingly by the stationer 
who is addicted to thinking that the 
larger success of some other sta- 
tioner in his general trade area is 
attributable to some peculiar “ad- 
vantage’’—usually non-existent, ex- 
cept in the imagination of the less- 
prosperous stationer. 


There are social and economic 
laws that regulate the financial suc- 
cess of every business venture. They 
are the same for every prospector, 
and profits can not be legislated for 
the relief of the semi-successful, or 
“marginal” operator—the dealer 
who, though unquestionably sol- 
vent, never achieves the status of 
prosperity. 

Every investor in stationery and 
appliances merchandising is moti- 
vated by the objective of profit, and 
he hopes that it will become ac- 
cumulative with the growth of his 
business. 


He realizes that 
he must have a 
location that meets the tests of a 
good merchandising site; that he 
must carry in stock all the things 
that modern businessmen logically 
expect he will have for sale; and 
that he must know all about the 
whole range of stationery items, 
office accessories, and office appli- 
ances in order to serve those busi- 

nessmen efficiently. 
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by U. 0. Vetromile 


feature writer 


All these things, however, are not 
enough, because all business opera- 
tions are concerned, primarily and 
basically, with money and credit 
and those immutable economic 
principles that govern the judicious 
manipulation of invested capital 
whether in a stationery business or 
in a department store. 


Preliminary to 
everything else, 
are the merchandise, the fixtures, 
and the delivery equipment. Next 
to be reckoned with are those three 
eternal “inescapables”—wages, rent, 
and taxes. Since it would be busi- 
ness folly not to insure a large and 
valuable stock, insurance is likewise 
a fixed charge against operations. 
As for advertising, while some of 
it is necessary for the maximum 
development of a business under 
highly competitive conditions, ad- 
vertising is, to a considerable de- 
gree at least, a controllable expen- 
diture. In this particular, it differs 
from wages, rent, interest, taxes, 
and insurance which are usually 
stabilized for considerable terms. 
“Constant Care”—the simple suc- 
cess-prescription of one stationer 
known to transact $100,000 gross 
annual volume—is required for 
keeping these inescapable overhead 
charges in profit-assuring balance 
with both the capital structure and 
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the gross annual volume of opera- 
tions. That is because no stationer 
can fix his resale prices and an- 
ticipated net profits arbitrarily and 
at will, and extraordinary volume is 
required to absorb abnormal! fixed 
operating costs and still show a sus- 
taining profit on the investment 


The ability to control this profit- 
assuring balance with such skill 
that expenses do not accelerate im- 
mediately in ratio to sales volume 
explains why some stationers make 
more true net profit on gross annua! 
sales of $75,000 a year than other 
Stationers are able to realize on 
$80,000 or $85,000 of gross transac- 
tions. 


Financial caution 

and tradition- 
fettered or moss-back conservatism 
are, of course, two very different 
things. There is usually more real 
financial caution underlying the 
inception of a $50,000 stationery and 
office appliances business than 
there was behind some $15,000 ven- 
ture. This explains why the bigger 
investor, though assuming a three- 
to-one-plus capital risk, sometimes 
takes over the smaller business or 
puts it out of the running. 


According to the defeatist philos- 
ophy of many a “small” dealer, 
this would seem to indicate only a 
very narrow opportunity for small 
capital. Such a bewildered dealer 
inclines to the idea that large cap- 
ital is of itself a guarantee of com- 
mercial success, but this is decided- 
ly untrue as proved by the many 
instances in which an _ originai 
$15,000 stationery business has 
evolved to a $50,000 establishment 
in less than 20 years. 

The rationale of these two con- 
trasts must, therefore, be a matter 
of superior intuition for stationery 
and appliances merchandising plus 
constant care in handling the in- 
vestment from the very first day on 
the part of the super-successful 
stationer. 

Over-investment at the start is a 
millstone that can crush even the 
well-capitalized stationery investor 
Any investment too large for the 
opportunity inherent in the trade 
radius selected amounts to the same 
thing, in its ultimate economic 
effect, as insufficiency of capital 
for a smaller investment. 

Care in financing always avoids 
heavy fixed interest charges. They 
are a blight upon any investment, 
and should be reduced as quickly 
and as regularly as possible. Pro- 
ductive or unproductive, interest is 
a cost factor that has to be paid out 
of gross revenues, and it is virtually 
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a detraction from profits until it 
can be cast off. 

All the foregoing concerns the in- 
vestment phases of management 
from the viewpoint of careful han- 
dling of finances and capital re- 
sources 

Constant care is equally impor- 
tant in the operating phases of 
business administration, because it 
affects the amount of net profits 
that the capital structure can be 
made to produce. 

Satisfactory net profit requires 
keeping the ratio of wages to dollar- 
volume of sales at no more than five 
to six per cent even in the face of 
the imperative necessity for main- 
taining high standards in sales and 
services. 

Wages of $45 a week require 
approximately $800 in gross sales 
intake, and wages of $50 a week 
should be productive of about $1,000 
in weekly sales intake. It is a 
physical impossibility for one man 
to handle such dollar-volume of 
transactions in one week in, for ex- 
ample, a grocery store, but he can 
readily do it in the big commercial 
stationery outlet in almost any of 
the large cities 


Wages must 

inevitably be regu- 
lated by the status of each job in 
the store and by the responsibilities 
which the assignment involves. In 
this selective-job kind of respon- 
sibility lies the properly placed 
salesman’s real opportunity to prove 
that he is entitled to a good salary 
by creative sales work that will 
keep down his sales-making cost- 
percentage by maintaining a high 
weekly quota of transactions. 

The aim of a judicious wage 
policy is to adjust, by process of in- 
telligent employee and job adapta- 
tion, each worker to the amount of 
experience and ability required in 
his or her department of the or- 
ganization, then pay as good wages 
as the economic status of the in- 
vestment and the growth of the 
store will allow. The competitive 
wage standard or scale, locally 
prevalent in the trade, also enters 
into the matter, of course. 

The investors are sure to lose 
money if a $10.00-a-day man is do- 
ing the work that can be handled 
satisfactorily by the grade of worker 
usually hired for $5.00 or $6.00 a 
day, because every man employed 
must be paid whether business is 
brisk or sluggish. 

There is no question that in- 
creased wages will have to be paid 
in all types of stores in the future, 





but this certainly does not mean 
that the novice in selling should be 
paid the same salary as the “fin- 
ished” salesman with a known pro- 
duction record for profitable selling. 
Nor does it mean that a young man 
or young woman selling the low- 
priced smallwares of the trade 
should be paid the wages of a pro- 
fessional office equipment and ap- 
pliances salesman 


In line with this 

reasoning, there 
will probably be two general cate- 
gories of sales personnel in the 
future of stationery and appliances 
merchandising. They include the 
“finished” salesman, who can sell 
anything and is especially capable 
in handling sales of the larger and 
more-expensive goods, and the in- 
experienced, but adaptable, junior 
employees who can handle the 
smallwares and supplies satisfac- 
torily. The latter learn the larger 
aspects of stationery operations by 
successive steps in accordance with 
whatever ability they may demon- 
strate to merit advancement in 
wages and responsibility. 

The doctrine of constant care be- 
gins with the merchandise set-up. 
Most observing persons know the 
things that generally comprise the 
stock of a stationery business, yet 
few of them would be capable of 
stocking a new store with the right 
assortments, brands, and quantities 
of those goods. 

There is a certain minimum in- 
ventory of stock which every store 
in each kind of trade must have in 
order to do business properly in the 
face of competition. This is what 
the writer calls the average static- 
dollar value of the merchandise in- 
ventory. It represents substantially 
the amount of merchandise that 
the stationer would have to place 
in a new store in preparation for 
opening the business to the com- 
munity. 

The merchandise itself is not 
static, of course, but the average 
current dollar-value of constantly 
replenished inventory does remain 
virtually stabilized, pending the in- 
crement in quantity and variety of 
stock necessitated by business 
growth. This average current dol- 
lar-value of inventory increases 
according to the size of the estab- 
lishment and the daily volume of 
sales. It, furthermore, runs into 
more money—naturally—in the big 
full-line establishment carrying a 
large stock of furniture and office 
machines and appliances than in a 
smaller outlet that does not carry 


Turn to page 22, please 
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PICK a good collection agency 


LOW-PAYING ACCOUNTS are 

beginning to plague dealers. 
This means that sooner or later 
they will have past-dues that they 
want to turn over for collection. 
The following suggestions should 
help determine the selection of a 
reliable collection agency and as- 
sure maximum returns on delin- 
quent accounts 

1. Give preference to a local 
agency. Distant fields lend en- 
chantment. So it seems do far- 
away addresses of collection agen- 


cies, when those nearer home are 
likely to be more dependable. The 
native collection agency will play 
fair with you, it must play fair to 


survive. The fly-by-night agency 
needs no business integrity. It goes 
after business nation-wide and need 
not worry about keeping the good 
will of an individual dealer or a 
community of dealers. Then, too, 


the local agency covering a concen- 
trated territory can do more with 
local collections than the so-called 
accounts purchasing company with 
offices in principal cities.” To lull 
suspicion the collection racketeer 
uses a name that sounds like ready 


money. The reliable agency dis- 
cards this tinsel. Hard work and 
results replace ballyhoo. 


2. Select an agency 
employing 


collectors as well as the mails. Let- 
ters alone are not always effective. 
Personal contact or phone calls 
must be used to get the money in 
many cases. That’s why lawyers 
seldom make good bill collectors. 
They'll write letters but they won’t 
pull doorbells 

3. Do not employ an agency using 
high pressure collection methods. 
As a rule, the local agency tries to 
collect without antagonizing the 
debtor. The collection agency with 
no local connections cares nothing 
about debtor good will. It employs 


depending on the 
mails exclusively. To make up for 
this deficiency it uses high pressure 


no collectors 


mailing pieces, which create plenty 
of bad feeling. The local agency 
tries to get the money courteously. 
It is as desirable to maintain debtor 


good will as customer good will. 

4. Reliable collection agencies are 
in every territory. Consult the local 
Chamber of Commerce, Better Busi- 
ness Bureau, telephone or city di- 
rectory. In many cases, the Cham- 
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ber of Commerce operates a credit 
and collection agency. 

5. Sign no papers giving an agen- 
cy title to your accounts. Legiti- 
mate agencies accept accounts with 
no strings to them. You agree to 
pay the rates and can take back 
your accounts whenever you wish. 


6. If undecided 

about a distant 
agency, you should either consult 
the local Chamber of Commerce or 
draw a credit report on the collec- 
tion agency through a local credit 
agency. This will cost around $1.50, 
which is less than a lawyer charges 
to interpret a collection contract 
and you may get more information 
from the credit investigation. The 
files of legitimate credit agencies 
and Chambers of Commerce are re- 
plete with reports on fake collection 
agencies, so the dealer can get au- 
thentic information before placing 
his accounts in possible jeapardy. 
Tell the salesman that you will 
check up his proposition and con- 
tact his office direct if your inves- 
tigation shows that that course is 
desirable. 

7. Before turning over your ac- 
counts, ask for a rate card or letter 
giving rates. A fair average for col- 
lecting consumer claims over the 
country is as follows: 


Payments of $100 or more 10% 
Payments of $50 or more 15% 
Payments from $5 to $50 25% 
Payments under $5 50% 


Trace claims where debtor’s 
whereabouts is unknown 50% 
Forward claims sent to other 
territories for collection—2/3 
goes to forwardee, 1/3 goes to 
forwardor 50% 
Commercial claims will run slight- 
ly higher on collection fees. Com- 
mercial claims are those against 
business organizations. 


Usually the dealer must advance 
cost for suit. In some states it is 
illegal for a collection agency to 
advance costs of suit. If the dealer 
wins, the defendant pays the costs 
and the creditor is reimbursed. 

8. Insist upon monthly remit- 
tances and a report in detail when 
something definite develops, such as 
“note taken and not yet due,” 
“offers to pay direct on specified 
date,” “disputes account,” and the 
like. Keep a record of all accounts 
turned over. Ask the agency to sign 
for them. ; 
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by Fred Merish 


business analyst and 
financial counselor 


9. The older the accounts, the 
harder to collect; so do not hold 
them too long. Collection racketeers 
recognize this and will not take ac- 
counts more than six years old. In- 
cidentally, some accounts will be 
uncollectible. Every creditor should 
expect to write off a certain per- 
centage. Wise credit practices will 
keep this percentage at minimum. 
Considering the profit earned in 
this field, the dealer should keep 
his bad debt losses down to one half 
of one per cent. 


10. Many payments 

on delinquent 
accounts are made in installments. 
Commissions are figured on pay- 
ments, not on the total account. A 
reliable agency gets all it can be- 
cause you may withdraw your ac- 
counts if not satisfied and then 
commissions stop. Obviously, then, 
part payments are not encouraged, 
even though the aggregate may 
mean higher commissions. Not so 
with the accounts assigned to an 
unreliable collection agency. For 
the entire period of the contract, 
which the dealer must sign, com- 
missions must be paid, even though 
the dealer withdraws his accounts 
and does his own collecting or gives 
them to another agency. Almost 
every reliable collection agency em- 
ploys an attorney. In some cases, 
he is right in the office, so you can 
obtain the benefit of legal advice 
and service when you turn over your 
accounts. 

The foregoing suggestions should 
help you with your collection prob- 
lems and guide you in selecting a 
reliable agency in your territory. 
Some agencies get better results 
than others. The top-notchers must 
be determined by experimentation 
or local recommendation. There are 
no other tests for efficiency. Poor 
results do not earmark dishonest 
practices. However, there is one way 
to diagnose the spurious. If a sales- 
man for a collection agency guar- 
antees immediate cash on any sort 
of a basis or plan, you can be sure 
there’s something wrong. 
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LIMITED MARKET 


responds to good promotion 


HIRTY YEARS AGO there were Confidence in office appliances 


many people in the Orange 
County section of the Mid Hudson 


Valley of New York State who proves basis of merchandising 


thought of any regular local mar- 

keting of office oppliances as some- 

thing akin to flying airplanes. b 9 Sh b 
Numbers of substantial but rela- y . y € 
tively small merchants, judging by 

big city standards, were used to special writer 
conducting their businesses with- 

out such things as typewriters, ad- 

ding machines, steel filing cabinets 


ROBINSON © CUNNINGHAM 


oo te a, ee 


STATIONERY 
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OFFICE APPLIANCES PROMINENTLY FEATURED IN ROBINSON & CUNNINGHAM 
DISPLAY WINDOWS—One of the store’s two display windows always features 
appliances for the office. ABOVE: an attractive assortment of appliances vital 
to the modern rural and small city office. BELOW: Close-up of a window showing 
the arrangement and display of appliances. 








R. F. Cunningham 


and other progressive items of this 
type. 

“Our systems were handed on to 
us from our fathers who in turn 
often received them from grand- 
fathers,” one merchant explained. 
“Early impressions were that we 
never thought we could learn how 
to use the new office appliances 
with limited leisure. Furthermore, 
we believed that costs of hiring new 
help would not be warranted just 
because there were additions to be 
made in office materials.” 


Robert F. Cunningham, 

a young 
and ambitious stationer, had other 
ideas. He possessed confidence in 
office appliances right from the 
start. This is even while his terri- 
tory did not seem too encouraging 
a place for merchandise of that 
kind. 

He is president of Robinson & 
Cunningham, 61 North St., Middle- 
town, N. Y. Middletown is known 
as the Empire State’s typical small 
city. It is 70 miles north of the 
metropolis. It has a population to- 
day of 22,000 people. The commun- 
ity is the hub of the rich dairy and 
fruit belt regions. Important onion 
farming in black dirt districts has 
for long occupied the attention of 
local commerce 

“Although more than a little 
initial speculation was involved our 
firm made office appliances a main 
line as soon as the company was 
founded in 1923,” Mr. Cunningham 
declared. “Manufacturers gave us 
excellent support by having the 
initiative and enterprise to keep on 
creating improved models. The new 
apparatus well advertised in the 
only local daily newspaper, the 
Middletown Times Herald, attracted 
growing attention and very soon 
some sales. Direct mail notices plus 
customer recommendations, kind 
and courteous salesmanship brought 
growing orders. The city and county 
governments, banks, certain influ- 
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ential large and smaller concerns 
made purchases. We devoted cen- 
tered interest on current and new 
office appliances in steady window 
displays.” 

The popularity of nationally 


known products for modern 
equipped offices spread with speed 
that fairly took the breath away 
from the original skeptical ones. 


Business schools were graduating 
more stenographers and bookkeep- 
ers for rural and small city areas. 
At dances, picnics, hayrides, barn 
socials and elsewhere the girls 
spoke with pride about the gener- 
osity of their bosses and also their 
progressive thinking. This was 
based on the buying of perhaps a 
computing machine. Talk about the 
latest type typewriters placed into 
service in a Middletown office al- 
ways brought more customers to 
Robinson & Cunningham. 


“The pace we set over a quarter 
of a century ago has never de- 
creased,’ Mr. Cunningham went on 
to say. “The territory within a ra- 


dius of 35 miles of our own city is 


covered methodically by our road 
salesmen. The country merchants 
find a need to advance the speed of 
their business methods. Today, they 
more or less have to be as advanced 
with office appliances as big city 
firms. For instance many of them 
cannot get along without comput- 
ing machines for their tax returns. 
Competitors are proud to have mod- 
ern office appliances in view. Rural 
customers, including many farmers, 
are of course impressed. Besides 
practical benefits there is some- 
thing interesting about watching 
competent men and women work 
the machines. It makes a good 
show for country visitors.” 


As a barometer 

for business con- 
ditions office appliances are valu- 
able, Mr. Cunningham finds. He 
states that early ordering of any 
of the thorough line of stock car- 
ried unfailingly denotes good gen- 
eral trade conditions for most 
kinds of commodities in the terri- 
tory. Merchants encountering or 


anticipating improved business take 
care of the problem of handing 
more volume with office appliances. 

Robinson & Cunningham’s store 
has a 25-foot street frontage, on the 
city’s leading commercial thorough- 
fare. The depth of the establish- 
ment is 100 feet. This leading office 
appliance firm is also one of the 
better stores in Middletown. Eight 
sales clerks and service men are 
kept busy constantly. The ground 
floor is filled with wall shelves and 
center rack displays of all stationery 
articles, books, silverware, gold 
items for desks, glassware and the 
latest office appliances. 

Mr. Cunningham's rules for better 
selling includes first the attention 
to the needs of the customer. He 
says that no matter how well made 
an appliance is or how well known 
it may be the potential buyer's 
questions have to be answered in- 
telligently. If salesmen ascertain 
the exact needs for which the ma- 
chine is being purchased they can 
go about their tasks of selling 
easier. 





MASS DISPLAYS 
build leather brief bag business 


ERIODICALLY SHOWING a 
Pease display” of brief bags of 
various types has proven a con- 
stantly effective sales-builder for 
Jones Office Supply Company, Do- 
than, Ala 

Jones Office Supply Company has 


learned through two decades of 
merchandising “business leathers” 
that many men are attempting to 
get by with brief cases or other 


smaller types of cases, who could 
actually benefit greatly from the 


use of a catalog case, or brief bag, 
constructed to fit their particular 
circumstances. “In most cases, the 


fact that the businessman is carry- 
ing a brief case inadequate for the 
amount of correspondence and sam- 
ples he wants to carry, can be 
traced to the fact that he has never 
seen a brief bag, or at least has 
never been familiarized with them,” 
Walter Satchwell, of the store, in- 
dicated When such a customer is 
shown a multi-compartmented bag, 
strong enough to withstand heavy 
use, and to carry such heavy items 
as camera or small metal objects 
without wearing out the bag or 
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damage to other contents, he fre- 
quently can be sold, with little or 
no delay.” 

With many traveling salesmen 
making headquarters in the south- 
ern Alabama city, only metropoli- 
tan area for 25 or 30 miles in any 
direction, Dothan has proven ideal 
for selling brief bags, the Jonés 
management has found. Thus, 
whenever there is any “lull” in sea- 
sonal window planning, or extra 
space is left over from a particular 
promotion, the space is invariably 
switched to brief case, brief bag, or 
catalog case display. Often, all 
three will appear simultaneously in 
the same display; however, for the 
most part it has been found better 
to show only one specific item. 

Of these types of window, nothing 
has been quite so successful as the 
“100 per cent brief bag window,” it 
has been found. One bag is always 
turned on its side, and propped 
open so that the onlooker can 
readily see the half-dozen or so 
compartments which make up its 
interior, with space for legal-size 
papers, standard 8% x 11 sheets, 
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by Robert Latimer 


correspondent 


books, salesbooks, heavy samples, 
and even a shirt or a pair of shoes, 
if it is necessary. Small descriptive 
signs, which point out that the brief 
bag, as easily carried as a brief case, 
will accommodate four to five times 
as much bulk, get a lot of attention. 
“Once again, it is important to 
point out that the retailer’s job is 
to familiarize his traveling busi- 
nessmen with the advantages of the 
brief bag over the brief case,” it was 
stressed. “We do this by frequently 
asking known businessmen visiting 
the store what type of business they 
conduct, and then immediately 
bringing out a brief bag which fits 
into the circumstances most ideally. 
The result, invariably, will be a sale, 
either immediately, or whenever the 
businessman involved takes his 
next prolonged trip.” 
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INTERIOR VIEW OF KALE-LAWING COMPANY’S STORE IN CHARLOTTE, N. C. 


EXCLUSIVE LINES 





make selling easier and more profitable 


N OUR ORGANIZATION we all 

sell, but we strive to always have 
available a person who keeps up- 
to-date and studies a special line 
or lines, divided as follows: 

Posture seating, office layout and 
furniture, drawing supplies and 
equipment, office machines, loose 
leaf and blank books, filing systems 
and visible systems, machine post- 
ing equipment, social stationery, en 
graving and fountain pens. 

In highly competitive selling to 
be a successful stationer you must 
specialize. Offer your customer 
more than your competitor—not 
in lower prices, but in service. That 
includes understanding of his prob- 
lems and readiness to give proper 
solutions. 

Knowledge is necessary for suc- 
cessful selling. Hold regular sales 
meetings and avail yourself of the 
factory representatives who are 
always glad to present their line 
to your salesmen, for it is sure to 
increase their sales. 

We have found that it pays to 
select exclusive lines which you fee! 
are the best, and then to specialize 
on these lines. With knowledge of 
the product your salesmen will turn 
a request for a set of files into 
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Specialized knowledge of various 


products is vital to salesmen 


filing system, or a request for a 
card file into a visible stock record. 
This kind of a sale not only in- 
creases your Sales, but will bring 
this customer back for supplies and 
for answers to his problems. 

We stress in our sales the ad- 
vantages our equipment has over 


by Walter It. Taylor 


Kale-Lawing Company 
Charlotte, N.C. 





KALE-LAWING CO. PERSONNEL—During the firm’s 25th 
anniversary celebration this Kale-Lawing Co. personnel 
photograph was taken as a memento of the occasion. Left 
to right: first row—Everett Turner, Miss Evelyn Furr, Wilford 
Kale, W. W. Kale, A. W. Lawing, W. J. Lawing, Miss Marie 
Parks, Walter M. Taylor; second row—Gordon Houser, Robert 
E. Walsh, George Feild, Omar Romary, Hugh B. Russell. 
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competitors, but we-do 
details of construction. 
to confuse and if the 


that of our 
not go into 


This is apt 


prospective buyer does not have 
confidence in our company possibly 
we would not have had a chance to 
talk equipment to him. We show 
him how our products will increase 
the efficiency of the employee—con- 
servation of office space, and so 
forth 

It is not new, but it has been 
proven in our company that sales- 
men should not go into an office 


empty handed. They always carry 
an item, such as a visible panel 
showing a variety of forms or a 
visual layout showing something 
different in office layouts—maybe 
a stapler or a pencil—something 
definite to talk about. 

We strive for full co-operation be- 
tween the outside force and the in- 
side salesmen for a quick follow-up 
of every prospect. 

We are strong believers in open 
display in the store and grouping 
of merchandise. We display demon- 


strations, perhaps have a filing 
cabinet equipped with hanging 
guides and folders, another drawer 
with a guide height system and 
another with the old conventional 
fifth cut guides. When a visual com- 
parison is possible the chances for 
a sale favor the better systems. 

Therefore, we believe with per- 
sonal knowledge of our exclusive 
lines our salesmen are able to pre- 
sent our items better and overcome 
price difference. They can better 
help our customers. 





BUSINESS SHOWS- 


should a dealer participate ? 


NUMBER OF TIMES each year 
A 1 Wi invited to take 
iness shows. Every 
time this happens you will ask 
r an exhibit of this 


you vill be 


nart in |] . hie 
part In 10Cali DU 


kind is worthwhile, and if you will 
receive an adequate return for the 
work involved and the _ actual 
money spent 

Do you what you will get 


for your money and your work? Do 
you know if your customers’ buy- 


ing habits will be influenced by this 


show? If tu decide to take part 
in it, do know how to plan 
your exhibit so it will do the most 
good for you and the lines you sell? 


Your decision 

to take part should 
sales promotional 
are offered. In the 

final analysis, these possibilities can 

by the facts regard- 

why of the at- 


be based o tne 


possibilities that 


only be judged 
ing the who and 
tendance 
Frequently there is little factual 
information available on which to 
base your decision. In the letter 
explaining the exhibition, you will 
usually find the approximate total 
registration figure and some facts 
xpected to attend. To 


about those « 


be really useful, there should be a 
more detailed breakdown of this 
ttendance figure and, in most 
cases, thi an be obtained from 
e exhib manager or group. 
Studies made at recent business 
shows indicate that if an exhibit is 
well operated it will bring in the 
‘ight people and offer real sales 
ymotional opportunities. One 
tudy showed that 87 per cent of 
se atte came to make a 
heck on available products, while 


Attendance breakdown proves visitors 


to be potential customers 


22 per cent attended in the hope 
of finding an answer to a specific 
problem and 90 per cent said their 
future buying would be influenced 
by what they saw. 

Just who goes to a business show 
and why do they attend? The an- 
swers to these questions should 
break the audience into classifica- 
tions by interests, occupations and 
geographic location. Before signing 
a contract for a business show, it 
is a good plan to write to the spon- 
sors and ask these questions. Usu- 
ally the answers will be supplied. 
This is logical when you stop and 
realize that the sponsors’ interests 
and yours are identical—an obli- 
gation to serve the industry to the 
best advantage. 


The WHO 

of the audience tells 
you whether those in attendance 
are the people that buy or influ- 
ence the buying of the products 
you sell. The WHY is just as im- 
portant as you should know what 
those attending are looking for. 
Based on the recent studies of ex- 
hibition audiences, we know that 
many people attend to obtain defi- 
nite information. You must antici- 
pate their questions and be ready 
with the right answers. Knowledge 
of your visitors’ problems makes it 
easy for you to select the products 
to show, to slant your display in 
the right direction and to choose 

the people to staff your booth. 
Why do people stop at some ex- 


by Gordon J. Stewart 


feature writer 


hibits of a business show and not 
at others? This was checked at one 
show with the following result: 


Per cent 
1. Interesting displays...... 33.7 
2. New products » ao 
3. Demonstrations 19.2 
4. Product need 11.1 
5. Complete line 10.2 
6. Quality of information 2.3 
7. Enough attendants 18 

100.00 


Naturally these interests will vary 
with the audience; however, if in- 
formation of this type is available, 
you will be in a better position to 
judge the effectiveness of the show 
for you. More audience informa- 
tion will be forthcoming only if the 
exhibitors ask for it through very 
specific questions. 


Now that you 
have received the 
complete story and have decided to 
take part in the show, what are the 
factors you should consider so you 
will get the greatest possible value 
from participating. You must lay 
your plans carefully and try to con- 
sider every eventuality that may 
arise. 
A lot of careful thought should 
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be given to your exhibit. Location 
and size, while important, are not 
controlling factors in securing in- 
terest and remembrance of prod- 
ucts or company. The primary fac- 
tor seems to be the DISPLAY with 
something in motion, if possible. 


Try to make 

your booth unique 
but, at the same time, keep it sim- 
ple. Too much equipment and 
movement is apt to be confusing 
and may spoil the impression made 
on your visitors. Have your exhibit 
well lighted—plenty of light at- 
tracts, while darkness, or gloom, 
repells. Use one moving display, 
full size if possible, to attract at- 
tention and to urge those passing 
by to stop, look and listen. Have 
plenty of attendants on hand so 
that each visitor can get the in- 
formation he wants without delay; 
the chances are that if he has to 
wait for any appreciable time he 
will pass on to the next display 

Those working at your booth 
should have the complete story on 
all the products you have on dis- 
play. Keep in mind, that frequently 
the manufacturers you represent 
will allow their salesmen to remain 
with you throughout the show and 
their time will cost you nothing. 
Some exhibitors believe that an at- 
tractive girl in attendance will stop 
many of the men going by and 
give you a chance to make your 
selling pitch. If the young lady can 
also demonstrate something — so 
much the better. Be sure to have 
plenty of good, informative litera- 
ture to give away, imprinted with 
your firm name and address, as this 
material will act as a reminder 
after the visitor returns to his of- 
fice or plant. 

Before the show opens there is 
much to be done and the success of 
the exhibition very often depends 
upon how well you lay the ground- 
work. Several weeks before the 
opening date an announcement and 
invitation to attend should be 
mailed to your customers and pros- 
pects—those you want to see at the 
show. And it is a good idea to 
enclose a return postal card with 
space to indicate who will attend, 
on what day and at what time. 
This information will be helpful 
when you are assigning your sales- 
men to duty at the booth so they 
will be on hand to talk to their 
important customers. 


In addition to this announce- 
ment, it is usually desirable to tell 
of your participation through news- 
paper advertising. Special store and 
window displays can also assist in 
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acquainting your customers with 
the nature of the exhibit and the 
desirability of attending the show. 
And each salesman should extend 
a personal invitation to his cus- 
tomers. At that time, an appoint- 
ment can be made so that the best 
use of the visitors and the sales- 
men’s time will result. 


When the big day 

finally arrives, 
be sure your display is ready so 
that you can open promptly. No 
last-minute touches’ should _ be 
needed if you lay your plans care- 
fully and completely. Make certain 
your attendants are on deck and 
know exactly what they are to do. 
In other words—overlook nothing 
that will make the exhibit a suc- 
CesS. 

Also be sure to have a register 
for your guests to sign showing 
who they are, their job title, who 
they represent and, if possible, why 
they are attending. This will give 
you ammunition for the next show 
you plan and make it possible for 
each one to be better than the last. 
And this register can be used to 
send a follow-up to each visitor 
thanking him for stopping by and 
mentioning your availability for 
further council and assistance. Also 
don’t overlook those who could not 
attend. One exhibitor sent along 
with his letter a picture of his 
booth together with a brief descrip- 
tion of what was shown. 

Recently we heard of an office 
equipment dealer who took part in 
a business show and due to the 
lateness of his entry found he had 
to take a room on one of the upper 


floors of the hotel along with sev- 
eral dozen other exhibitors. All he 
had to indicate his location was 
a small sign on the door which, 
although open, did not permit a 
good view of his exhibit. Immedi- 
ately he put on his thinking cap 
and came up with a practical so- 
lution which proved highly success- 
ful. 

He secured an attractive young 
lady, placed her at a desk in the 
hall outside the room and provided 
her with a quantity of cards num- 
bered and perforated into two 
parts. On one piece of the card 
there was room for a name and 
address. On the desk he put a 
handy fire and theft-resistive chest 
which almost anyone would like to 
own. The young lady greeted ev- 
eryone passing by with a smile and 
the question, “Have you taken a 
chance on the prize we are offering 
to our visitors?” Usually receiving 
a negative answer, she would hand 
out a card, explain how to fill it 
in and say that it should be de- 
posited in the box inside the room. 
When the prospect entered, an at- 
tendant took him in charge, helped 
him deposit his card and then 
showed him the exhibit. A simple 
plan—but very effective. 


Remember that 

a large percent- 
age of visitors at a business show 
come with problems and you must 
be prepared to answer their ques- 
tions. If you can do this, you will 
find that participation will pay off 
in actual sales, good prospects and 
an increased reputation for product 
knowledge and business know-how. 





Constant Care Is Watchword of Successful Stationer 


Continued from. page 16 


a stock of the heavy equipment and 
mechanical appliances of the sta- 
tionery industry. 

The rotation of this average mer- 
chandise inventory in selling is 
what produces the profits—assum- 
ing, of course, that all factors in- 
volved—cost, resale price, overhead 
charges, and stock-turn, or pe- 
riodicity of turn-over as some 
dealers express it, are correctly 
computed and carefully controlled. 

A pre-planned buying budget for 
the whole year is, theoretically, an 
attractive idea, but such a budget 
must always be used as a servant 
not a master—with a margin al- 
lowed for a reasonable amount of 
enterprise in taking on new goods 
that may be traffic-builders, profit- 
makers, and trade-retainers. 


Constant care, applied by alert 
merchandising brains that calculate 
instead of guessing or “presuming,” 
is surely the yardstick of success- 
ful management It is always 
necessary for keeping abreast of a 
live-wire competitor, say nothing 
about marching ahead of him. 

There is no agency that posts red 
lights and detour signs for the guid- 
ance of the stationer who is intent 
on cautious management. His only 
map for the road to success must be 
in his brain. 

If it is the right map, it will keep 
him away from financial moves that 
are excessively speculative or ill- 
timed. It will, furthermore, enable 
him to steer his business invest- 
ment away from the beaten trail of 
commonplaceness and mediocrity. 
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ECONOMICS of credit selling 


HE IMPORTANT conditions of installment contracts 
| ew down payments, monthly payments, and service 
harges 

Down payments required by sellers vary with differ- 


ent kinds of goods. A few examples are given below: 


Automobiles 25% or more. 
Retail furniture 18% or more. 
Office machines (new) 14% or more. 
Department stores 12% or more. 
Mail order houses 10% .or more. 


However, especially with lower priced goods, the 
amounts received will be greater than minimum re- 
quired. The National Dry Goods Association conducted 
a survey of department stores for 1949, and found min- 
rements to be as follows: 


Imum re 


Hard goods Soft goods 


down 33 required 20° down 
down 29% required 10% down 
thing down i9% required 15 down 
+ requ ] down 17 required nothing down 
I ! down 2% required 15% down. 
e re ‘ 11.7 down) (average required 16.1% down) 
But cash received was better than this. Here is what 
was actually received: 


Hard goods Soft goods 


down 31 received 20% down 
down 2 received '5 down 
19 received down 2 received 10° down 


4 
1% received 25% down 


) 
« 


( 


l¢ received down l 
r down 1 received 15% down 
4 variou ! ints 5 various amounts 
down) (average received 20.9% down) 


Average down payments 
required was 13.9 per cent. 
Average cash received was 19.2 per cent, or 38 per 
cent more than minimum. This example proves the 
diversity existing in an industry that is highly organ- 
ized. The same situation will be found in all other 
also proves, that left to themselves, cus- 
) finish paying for purchases as quickly 


business. It 
tomers want 
as possible 

A. L. Trotta of the National Dry Goods Association 
also furnished the following information regarding 
stores for 1949: 


Hard goods Soft goods 


pany I down, 10 months, $5.00 service charge 
! ul } down, 12 months, 6% service charge 
npa N nstallment terms 


allowet 1 months 43 allowed 6 months 
4 allowed months 26 allowed 12 months 
mnths 16 allowed 3 months 
ionths. 3% allowed 4 months 
allowed 6 months 3% allowed 8 months 
onths 3% allowed 18 months 
nths 2% allowed 10 months 
] tllowe months 1% allowed 20 months. 
1% allowed 24 months 
Average a é 19.74 months) (Average allowed 7.8 months) 
In the office machine field, taking some manufactur- 
rs at ran we find: 
Compal 4 down, 9 months, 219% service charge. 
Company B—10 down, 10 months, 5% service charge. 
Company ‘¢ down, 12 months, 4% service charge. 
Compa! D down, 12 months, $5.00 service charge 
Cras 
, 
{ 


We could go on and on, 

and in almost all fields, we 
3 iniformity of terms, either in down 
payments, time of contract, or service charges. It is 
admitted that local conditions, living costs, salaries of 
kinds of goods sold, prices, services 
policies and sales volume objectives, 
influence credit terms. Yet when we come to man- 
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TERMS OF PAYMENT 





Fifth in a series of six articles 
from the long experience of a 


successful office machine dealer 


by Clarence £. Bush 


Washington, D.C. 


ufacturers selling nationally, almost identical goods, 
we observe that the same lack of uniformity prevails. 
No wonder the small independent dealer wonders what 
are the best credit terms for his business. 

The expense of conducting installment sales is ob- 
scure. If larger companies have surveyed these costs, 
the information is not generally available. Yet it is 
important, because credit expense is supposed to be 
the basis for service charges. The purpose is to re- 
cover all these expenses, and thus to place cash sales 
and credit sales on an equal footing. If costs are un- 
known, sellers may be absorbing hidden expenses 
without knowing it, thus making the production of 
profits increasingly difficult. 


An office machine dealer 
in a large city, with limited 
agency representation on new equipment, sales and 
used equipment sales, reports terms of 10 per cent 
down, 12 months, and 6 per cent service charge. With 
average sales at $73.00, here are his credit costs for 
installments: 


Investigation $ 95 1.3% 
Payroll 
Billing 15 
Records .20 
Bookkeeping .20 
Clerical (customer contacts) . we 
Collections 40 1.7% 
Postage and supplies 42 6% 
Overhead, rent, heat, light .§ £4 8% 
Losses .. : 35 4% 
$3.37 45% 


But to this must be added cost of interest on sums 
invested in such accounts, at 4 per cent, as follows: 


Interest on current accounts $1.39 2.0% 
Interest on past due accounts 08 1% 
Total costs $4.84 66% 


This dealer is losing about $.90 on each installment 
sale, his 6 per cent service charge producing $3.94 on 
unpaid balance. If he based his charge on list price, 
or raised it to 7 per cent, or reduced time to 10 months, 
he would just about break even. 

Whether this is a good example of costs of install- 
ment credit, or not, is not known. It is likely that this 
represents tops in such expenses, and that dealers in 
smaller places will find costs less. 
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BIG BUSINESS 


comes from little compliments 


IVE FLOWERS to the living, 

and it pays off—both in per- 
sonal satisfaction and financial re- 
ward. That’s the theory of Earl T 
De Groot, a young man with a 
young business, the De Groot Type- 
writer Exchange, Kalamazoo, Mich 
He was president of the National 
Office Machine Dealers Association 
in 1948 and 1949. 

Mr. De Groot doesn’t give actual 
flowers of course; he gives compli- 
ments. Not gushy flattery, compli- 
ments. It all started when a friend’s 
wife suffered an untimely death and 
he became aware of the fact that 
giving flowers to the living should 
be one of man’s greatest aims, but 
usually isn’t. Deciding to put this 
philosophy to work, he phoned the 
manufacturer of a huge, modern 
neon sign he’d always admired and 
paid his compliments on its orig- 
inality. 

“Why, they were pleased beyond 
words,” Mr. De Groot stated. And 
that started it. He began phoning 
companies and private citizens 
when ever he noted they were do- 
ing something unusual he liked 
The newspaper was his main source 
of information. 

Soon telephoning took too much 
of his time, so he tried shifting the 
job to his office workers. He had 
them write out congratulatory notes 
for mailing. 


But this was too slow. 

Finally, Mr. 
De Groot hit on the idea of a blot- 
ter on which a newspaper clipping 
could be glued. Then he began 
clipping items about people who 
have new jobs, who have opened 
businesses, who are advertising 
cleverly and other newsy pieces, and 
pasted each to a blotter, which was 
headed, “You’re in the News, Con- 
gratulations!” 

Of course, there is plenty of room 
on the blotter, a copyrighted fea- 
ture, for advertising, and the firm 
has a good deal of information on 
it. The color scheme is red, gray 
and white. 

The blotters are sent out each to 
the person named in the clipping 
glued to it. This forms a flattering 
and pleasant method of direct mail 
advertising, and the dealer receives 


several calls a week from recipients 
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Congratulatory blotters carry news 


of people who deserve commendation 


who think the idea clever. 

“My wife and I clip items from 
two papers, in the evening. This 
is a small job, of course. Then I 
take the pieces to the store and em- 
ployees glue them to the blotters 
and mail them off. That’s all there 
is to it. We average about 35 a 
week, so it is a task that requires 
hardly any time at all. However, we 
are sure that each piece is looked 
at. Everyone likes to see his name 


in print, and know that others, too, 


have seen it. It’s flattering, and we 
all like it.” 

Mr. De Groot carefully follows up 
his blotters which are sent to new 
businesses. Here is the most likely 
place of all to sell office equipment 
and he feels his blotter is a good 
buffer. 

The theme of giving flowers to the 
living is reversed during the store’s 
semi-annual $.99 sale. They have to 
come and get it. And those are 
typewriters which are on sale for 
$.99, not pencils, erasers or carbon 
paper 


by Mary J. Paar 


special writer 


The last $.99 sale was held on 
February 10 and 11, 1950. It’s im- 
mediate function is to clear the 
store of second-hand typewriters 
which would need much repair work 
in order to give the year’s guaran- 
tee, then have to price at around 
$30, and still wouldn’t look like 
much. Just plain hard-to-move 
merchandise. The annual sale has 
been discontinued for the duration 
of the current period of scarcity 
But it is a tremendous sales stimu- 
lant during normal business condi- 
tions and will surely be resumed 

Each machine has clean type, a 
polished frame, a new ribbon, and 
is in running order. At last Feb- 
ruary’s sale there were ten $.99 
typewriters, ten priced from $2.99 
to $4.99, several at $9.99, others at 








AT THE DE GROOT TYPEWRITER EXCHANGE, KALAMAZOO, MICH.—Salesman 
Ed Annen (left), Earl De Groot and a former employee pose for a picture. Beyond 
the salesroom is the repair room, behind which is the cleaning room. 
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$14.99, $19.99, $29.99, and, naturally, 
new machines. Needless to say, all 
$99 cent typewriters were gone the 
first hour 

Crowds gathered for the sale at 
7 a.m. The store opened at 9. For 
two and a half hours, the group was 
allowed in only 25 at a time. After 
they milled around and purchased 
what they wanted, they left by the 
rear door 


Crowded conditions 
went on for 
two days. At the end of that time 
Mr. De Groot found himself many 
dollars ahead of the $70 he had in- 
vested for advertising, and type- 
writer losses. “We had a nice sale 
of brand new typewriters,” he re- 
plied. “It is well worth it. Of course, 
we sold many of our better second- 

hand machines, also.” 

The store was completely cleaned 
of sale merchandise and much of 
the new stock. Advertising totaled 
two radio spots and a small news- 
paper advertisement. 

Back to the flowers again. There 
are two tuberculosis hospitals and 
one mental hospital in Kalamazoo. 
Mr. De Groot sees to it that any 
patient in the hospitals who is well 
enough and desires to use a type- 
writer is supplied with one from his 
firm as long as the patient wants it 

At present two are out on loan, 
but “we have no limit as to how 
many we would loan for this pur- 
pose,” Mr. De Groot said. Each ma- 
chine is equipped with a blue plastic 
cover, which has the De Groot name 
in yellow on it 

Without question this move on 
the part of the dealer affords both 
him and the patients a great deal 
of pleasure. Along with this, pic- 
ture the financial reward side of the 
ledger. Hospitals are great users of 
typewriters. Mr. De Groot has to go 
through them literally and figura- 
tively to get the typewriter to the 
patient. Just to get the machine to 
the patient, then, means hospital 
approval 

But, going one step farther, it 
means that Mr. De Groot is con- 
tributing to the morale building of 
certain hospital patients, which 
means that the hospital “highly” 
approves 

When the three hospitals “highly 
approve” Mr. De Groot as a man 
and a merchandiser, he will be the 
any orders for office 
This holds true for doc- 


first to receive 


equipment 


tors, of course, and patients. All in 
all, a huge market 

During World War II, when Mr 
De Groot was in the Army, sta- 
tioned in England as post adjutant 
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of a supply depot, repairmen and 
salesmen from his shop in the heart 
of the business district continued to 
make regular trips to Sturgis and 
Three Rivers, small cities 50 and 25 
miles from Kalamazoo. 

Even though the repair shop just 
behind the small sales room was 
filled with repair jobs which came 
in over the counter, Mr. De Groot 
deemed it financially wise and hon- 
orably sound to service these out- 
lying areas, as always. 

Now the firm has customers in 
four counties. Repair trips are 
made Tuesdays and sales trips Fri- 
days. The proprietor and salesman 
Ed Annen make weekly rounds. 
There are six other employees, in- 
cluding three repairmen and a store 
salesman. The store measures 80 
by 17 feet, has ground floor and 
basement. Half of the street floor is 
devoted to repair and cleaning. 
Sales constitutes the front half. The 
basement is used for office room and 
storage. 

The firm has a sales meeting ev- 
ery Wednesday night, and the 
owner has what he thinks is a sure- 
fire formula for making a good 
salesman. However, he hastens to 
add, it must be heeded faithfully to 
have any effect at all. 


First, the merchandise 

must be 
represented accurately to the cus- 
tomer. This involves a great many 
subtleties, but includes generally 
what the machine is designed to do, 
how long it is expected to last, 
definitely how it is to be paid for, 
what the firm will offer in the way 
of a check-up service for the first 
year, and what the company will do 
in the case of a real break down 
during that time. 

In other words, the only way to 
get customers, and keep them is to 
deal squarely with them. 

Second, the company must make 
a profit. 

Third, the salesman must make a 
fair commission. 

In each case, the first necessity is 
of course, to, make a favorable im- 
pression. The outside solicitor then 
must get the customer’s real inter- 
est after which he can help the 
customer prove he has a need for 
the item, Mr. De Groot believes. 


Then, in both the case of the out- 
side man and the store salesman, it 
is necessary to show that this item 
fills the need. The final clause in- 
volves closing the sale. 

Getting the customer's real inter- 
est, and proving he has a need for 
the items are steps not necessary 
for the store salesman, since the 
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customer’s merely being in the store 
proves there is an interest and a 
need, Mr. De Groot said. 


Once a year, 

for several days, the 
firm runs a typewriter clinic. For 
$1.50 the company checks the type- 
writer, oils it, and installs a new 
ribbon. A good deal for the custo- 
mer, the clinic also allows repair- 
men to spot parts badly in need of 
repair. These next are pointed out 
to the customer. This results in a 
repair job almost of a certainty, and 
oftentimes sale of a new machine. 
At worst, the firm has sold a new 
ribbon. 

Mr. De Groot, in his thirties, and 
owner of a business just a dozen 
years old, runs his operation on a 
combination of the flowers-to-the- 
living theme, and efficiency. As evi- 
dence of the efficiency, he knows, 
for instance, that he spends 2.8 per 
cent of his volume of business on 
advertising. He also knows exactly 
what points about his business he 
wants advertised. The facts include 
(1) De Groot’s are specialists; (2) 
office equipment costs no more from 
specialists; (3) service is available 
at the scene of the sale—there is no 
“sending in” when repairs are need- 
ed; (4) there is a_ free-90-day 
check-up, (5) there is real help in 
selection of machines—the men 
know their merchandise. 

Mr. De Groot also knows how to 
get across these points. He keeps a 
note book of clipping advertise- 
ments he thinks clever, or that can 
be reworded to fit one of these 
points for his business. 


For instance, he has one ad which 
shows a picture of a bank vault. 
The caption reads “Do you have 
one of these in your home?” It is, 
of course, an advertisement for a 
bank, implying that since you don’t, 
you'd better put your money in the 
bank where there is a vault, and be 
safe. 


Mr. De Groot 

will have a picture 
of his repair department made and 
put the caption under it in the ad. 
The rest of the ad will suggest that 
since you don’t have one of these 
in your home, you'd better purchase 
office machines at De Groot’s so 
there will be a repair shop at your 
back door, or nearly so. Here, he is 
able to run the “service at scene of 
sale” idea. 

Another ad will be made up out 
of one that reads “Buy hardware 
from a hardware store.” Here he 
will be able to get in the specialists 
idea. 
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by Irving Settel, authority on retail advertising 


5. Advertising copy should sell your product 





Copy refers to all reading matter of an ad- 
vertisement. Its purpose is to stimulate sales 
by attracting the readers’ attention and main- 
taining his interest in the advertised product. 
An effective piece of copy will sell merchandise. 
There is no other measurement. 

Many office appliance retailers insist upon 
writing their own copy for newspaper advertise- 
ments and direct mail pieces. Even when ad- 
vertising departments are maintained, super- 
vision may be desirable or necessary. Conse- 
quently, a few of the more important rules of 
effective copy writing will not be amiss here. 

1. Address your copy to the readers. The ulti- 
mate consumer is the most important critic of 
the advertisement. If he reads the copy, he may 
or may not act upon its suggestions. Remember 
that he is human. He possesses emotions, feel- 
ings and preferences. Adjust your copy appeal 
to his wants and desires. Talk in terms of what 
you believe your potential customer wants to 
get out of the product. Instead of saying, “We 
have the lowest prices in town,” do say, “Here’s 
a store that’s easy on your pocketbook.” Tell 
the reader how he will benefit from the pur- 
chase. Don’t talk about your needs because 
the reader is interested only in satisfying his 
own. 

2. Know the claims and advantages of your 
competitors’ products. Always watch your com- 
petitors’ advertisements and window displays. 
Listen to his radio announcements. If you feel 
that he is outselling you, change your copy 
accordingly. Always compare and improve your 
own copy content and ideas. 

3. Make your copy “clear, simple and spe- 
cific.” Modern readers are always in a hurry. 
The reading life of an average newspaper is 
about 15 minutes. People will not waste time 
reading unnecessary material. They prefer, in- 
stead, to get the message quickly and clearly. 
A good copy writer gives a reader what he 
wants. Clever phrases and catchwords are all 
right, if they do not detract from the thought. 
This does not mean that you should write 
“down” to what you believe to be the level of 
public intelligence. Never assume that the 
reader is stupid. It does mean, however, that 
you should write simply, with simple words and 
simple thoughts in well-constructed sen- 


tences that convey a message quickly. 
Institutional Copy. Institutional copy is de- 
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signed to create good will for the office appli- 
ance retailer. It usually describes the store’s 
policies, ideals, payment plans, and so forth, in 
order to build prestige. It is not aimed at imme- 
diate sales but instead at long range attitudes. 
Because of this, it is used infrequently, usually 
on holidays such as Christmas. 

Promotional Copy. This type of copy is aimed 
at immediate sales. In this case, an advertiser 
will attempt to bring a customer into his store 
to make a purchase. This type of copy, of 
course, makes up the bulk of current retail 
office appliance advertisig. 

It is also called “selling copy” and it may 
talk about the advantages of the appliances, 
prices or benefits derived from their use. Copy 
in a promotional ad can either make or break 
a sale. Either it will create the desire to buy, 
or will be a dud. Consequently, great care must 
be taken and ability displayed in the writing 
of promotional copy. 

You do not have to be a great writer to turn 
out effective copy. If you follow a few basic 
rules and write as you would make a sales talk, 
you can bring customers into your store with 
magic of words. Here are the rules: 

Watch your grammar. Correct grammar and 
spelling are essential. Mistakes are immediately 
seen by the reader and the sales message may 
be lost. Always use a dictionary and thesaurus. 
You'll find them handy and useful. 

Choose simple words which are pleasant to 
read. Do not waste the reader’s time or pa- 
tience. Tell what your products are, what they 
will do, how they will benefit him. Don’t try to 
be too clever with words or trick phrases, with 
plays on words. Remember that the most effec- 
tive advertising copy is written in clear, down- 
to-earth language. 

Make your copy as short as possible. Always 
remember that a reader is instinctively in a 
hurry. Save him time by writing your message 
in the fewest possible words. This will also 
make the theme easier to understand. 

Write in terms of the readers’ needs. Re- 
member that an advertisement is often forced 
upon a reader’s attention. Therefore, you must 
portray in your copy an understanding of the 
readers’ needs and desires. Suggest that the 
person buy the merchandise, not because your 
store is selling it, but because it will benefit 
the user. 


Copies of dealers’ ads, mailing 
pieces and particular advertising problems 
will be analyzed by Mr. Settel. Letters and 
other material should be addressed to him 
in care of OFFICE APPLIANCES. This service is 
free of charge. 


OUODEUECUUOEONOEOUOUOOEDERDODEROEEOOOROOOEOES 
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MAKE your advertising live 


HE RATE for newspaper space 
| i the same for advertisements 
of equal size and in a similar loca- 
tion. However, the advertising value 
is determined by what is placed in 
that space and how it is arranged 
or presented. The same is true of 
the advertising in the window or 
store displays. The space is the 
same for each display. However, 
the display value is determined by 
how the contents is presented. 

“Just another ad!” or “Just an- 
other window display!” either costs 
just as much, or takes just as much 
space, as the advertisement or dis- 
play that lives. Often only some 
little thing is needed to transform 
this into advertising that reacts in 
the minds of the public and in the 
A price reduction too 
often suggests that the real value of 
the merchandise has decreased and 
invariably also increases the actual 
cost of the advertising. Hence, a 
price reduction is the lazy man’s 
way to get a response from adver- 
tising 

A window card may transform 
the ordinary into the extraordinary. 
Two or three apt words or ones that 
have a striking sparkle will make 
the card the vital key to a display 
that really lives. A little touch of 
humor helps, if to the point. This 
card needs to catch the eye and 
turn the thought to the displayed 
merchandise and its use. It should 
be more than a mere index of the 
contents of the window. 


store’s sales 


The caption of the advertising 
copy may be a single line across 
the top, a word or two decorating a 
corner of the space, or a descriptive 
bit well placed in the body of the 
space. Two or four “live” words 
are far better than a longer line of 
ordinary ones. They should be 
striking without being cheaply sen- 
sational, and, above all, should be 
a natural for the featured mer- 
chandise 


A single item 

may make the ad- 
vertising sparkle. Place one of these 
at a place slightly back of the cen- 
ter of the space and direct a con- 
cealed spotlight on the lone item 
for the night display. Run a curled 
ribbon of colored paper from the 
Single item to each upper corner of 
the window glass, and one to the 
middle of the glass. Cover the floor 
with a colored paper or cloth that 
will make the single item stand out 
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to the best advantage. In the small 
center of the advertising copy space, 
list the item briefly but sufficiently 
completely. Leave the rest of the 
space white paper, except for “TOO 
BUSY!” at the top and at the bot- 
tom, “Too Busy Selling This, To 
List Others You'll Want & Need!” 
The public will not miss this single 
item and the other merchandise. 


A current event 

of general inter- 
est, whether local, state or national, 
offers an opportunity to make ad- 
vertising live. Tie the event and the 
merchandise as closely together as 
possible. “Mark This On Your Cal- 
endar!”, for example, keyed a dis- 
play of memo-pads, desk calendars, 
and the like to an important jocal 
event soon to come. The atom bomb 
or the H-bomb, or something else 
of current national or world inter- 
est, offer vital possibilities for ad- 
vertising. 

Some other single item of mer- 
chandise, apparently completely 
foreign to the store’s stock, may be 
used effectively. A window display 
of office desk chairs included an 
old-fashioned high-top shoe for a 
young lady. The shoe was next to 
an old-fashioned worn chair. The 
window card explained, “Does Your 
Secretary Wear A Shoe Like This?” 
Then it explained, “She Should, If 
You Have A Desk Chair Like This!” 
The contrast between that chair 
and the latest modern one told the 
rest of the story. 

Each month of the year offers 
possibilities not distinctly seasonal. 
Many individual weeks suggest 
ideas that can be used effectively. 
An alert lookout for these will bring 
them to light. A quick appropriate 
use of these will give the advertis- 
ing a freshness and originality that 
will live in sales. An elaborate and 
expensive promotion of these is not 
necessary. A variety is possible. The 
spontaneity and originality of this 
will increase its value. An active 
imagination is helpful to increase 
the importance of apparently in- 
consequentials. 


Even the uncertain weather will 
suggest ideas for enlivening adver- 
tising. One dealer transformed the 
lowly thermometer into a successful 
short-time special promotion by of- 
fering these and barometers in a 
variety of forms for the office, the 
place of business and the home. 
Weather words and phrases can be 
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by Z. £. Dunkin 


special writer 


used attractively and effectively in 
advertising copy and displays. This 
includes the sun and the warm 
rains, also the snow and ice, as well 
as the wind and other weather ex- 
pressions. 

Local anniversaries provide a 
wealth of ways for effective ad- 
vertising and publicity. One dealer 
made use of the files of the local 
newspaper to find important an- 
niversaries of important events, 
groups, and organizations in the 
immediate community. This infor- 
mation and the store’s congratula- 
tions in a public way were pre- 
sented alongside the display of 
stock. The window displays pre- 
sented old pictures and articles of 
those earlier days. The interested 
public saw the store’s merchandise 
in the windows at the times of the 
local historical displays. The local 
public was pleased and was kept 
familiar with the community-con- 
scious firm. The good will of the 
readers expressed itself in good, 
steady business for the dealer. 


“Just Received!” 

was used by an- 
other dealer to make his advertis- 
ing live. This helped to bring quick 
sales for merchandise shortly after 
its arrival and to remind the peo- 
ple of how often new stock was re- 
ceived. Government postcards were 
sent to former and prospective cus- 
tomers announcing the arrival of 
this merchandise, especially to 
those making use of it regularly. 
Pictures were used to increase the 
public interest in “Just Received!” 
Comparisons were made of former 
shipments received and of volumes 
of sales for that item or group of 
items. 


One dealer added interest to his 
advertising and his displays at vari- 
ous times by stating limited quan- 
tities of the merchandise in stock, 
mentioning the exact number. In 
these instances this was mentioned 
only once or twice in the advertis- 
ing and the item was withdrawn 
from the advertising. Then when 
fresh stock was received, this was 
announced. 
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DisPlal 


for the 
OFFICE EQUIPMENT DEALER 


conducted by 


George Bs. Taylor 


P.O. Box 542, Long Beach, Calif. 


WHY FIRE your top salesman? 


HERE HAS BEEN a trend in re- 

cent years for many office supply 
dealers to fire their top salesman 
This may seem like a drastic state- 
ment, and yet it is undeniably the 
case. The whys and wherefores re- 
main a mystery but it is the humble 
opinion of the writer that the lack 
of ambition is the reason for such 
procedure. Of course the desire for 
new ideas that will create business 
for the contractor enters into this 
farce of “Modern Display.” And all 
too often the merchant falls for the 
line and is sold on the thought that 
it will lessen his work and increase 
his sales. 

If you will refer to pages 146-7 of 
the September issue of OFrrice ApP- 
PLIANCES you will get a graphic view 
of this salesman at work for a 
very progressive firm. This firm is 
the Northwestern Furniture Com- 
pany at Milwaukee, Wis. He works 
for them 365 days each year, day 
and night. He asks no paycheck, he 
is never unhappy nor disgruntled 
He is, in many cases, the most 
abused member of the personnel 
and when this is the case he be- 
comes the worst salesman in the 
organization through no fault of 
his own. You have just such a 
salesman in your store and it is 
your conduct in your treatment of 
this top salesman that determines 
how effective his work shall be. He 
can and should be your leading 
salesman. 

The trend we speak of is that 
which is becoming so apparent in 
recent years of doing away entirely 
with the show windows in certain 
stores, and of trying to merchandise 
through display without idea or 


background. The fact is of course 
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Element of curiosity is important 


in attracting new customers 


that more daylight will brighten 
the store and the theory is that the 
outside customer can see into the 
store and catch a GLIMPSE of its 
entirety. These are the only argu- 
ments that the writer has ever 
heard in its favor. We have a beau- 
tiful store and we want the public 
to be able to see it from outside 
The element of human curiosity is 
entirely dispensed with in this ar- 
gument, also the fact that this 
potent element in human nature is 
still as strong as it ever was 

It is true that if a store is newly 
decorated and the furniture taste- 
fully arranged, the appearance of 
the store is pleasing to the eye on 
a vague scale. But the detail of 
salesmanship is lost forever to the 
dealer who succumbs to this erro- 
neous fantasy. You cannot achieve 
sales without work, and if you do 
not put your display windows to 
work for you intelligently you will 
be the loser in the long run 


The most potent 

means of focus- 
ing the attention of the shopper 
on any display is background—the 
proper kind. An artist has to have 
a canvas background in order to 
create his masterpiece and it is very 
necessary to have a suitable back- 
ground against which to present 
your display masterpieces doing a 
selling job for you. One of the most 
potent mediums of securing sales is 
this method which FOCUSES the 
attention of the shopper on the 


by George BD. Taylor 


display specialist 


idea you are trying to present. When 
looking in the display window with 
no backgrounds the shopper be- 
comes confused, even though the 
store is kept neatly. He cannot 
concentrate on any one idea to help 
him decide to make a purchase 
Your windows are the eyes of your 
store. They are the focus point of 
the searching of thousands of shop- 
pers every year. They afford you 
an opportunity, eternally yours, to 
present any message you want to 
these thousands of shoppers. It 
would be folly to do away with such 
a powerful medium of advertising. 

In the office furniture business, 
one of the most harmful omissions 
is that neglect which prevents the 
purchaser from seeing that which 
he has set out to purchase. I mean 
by this that the utter confusion 
which confronts the shopper as he 
sets out to make the purchase more 
often discourages than it promotes 
the sale. Your prospect wants to 
furnish an office. If you do not 
have an arrangement in your show 
window showing HOW HIS OFFICE 
SHOULD LOOK in many cases you 
will fail to make a sale which could 
easily have Don’t be 
deceived about this. There are many 


peen yours 
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deals closed because an idea was 
presented in the show windows of 
the nation. Just as thousands of 
ideas are used in newspaper sell- 
ing today, so should you take ad- 
vantage of your window space to 
sell in like manner. The only way 
in which you can do this is to see 
that your store front presents an 
intelligent picture to the shopper. 


Many contractors 
are anxious for 


business and sell the so-called mod- 


ern front to the dealer as a time 
and work saver. When this modern 
store front does away with the 


foundation and background for a 
modern display of merchandise it 
defeats its purpose and becomes a 
liability instead of an asset. The 
shopper wants to get ideas and 
your show window is the logical 


place in which to present them. 
Without proper front- you often 
fail to induce him to enter your 
store Your show windows are 


watched much closer than you be- 


lieve possible. Be sure they do a 
creditable job for your organization 
The only way you can emphasize 
a unit trim is by the use of the 
background your window. You 
must help the customer to concen- 


trate on the specific items you are 


anxious to sell and you cannot do 


this by facing him with confusion 
in any degree. One other thought— 
you cannot present a display of 
sale merchandise against a back- 
ground of new merchandise. Neither 
can you present a smart grouping 
of new merchandise against the 
confusion of store arrangement. It 
is not too hard in the furniture 
business if you just have to have 
the space, but in the stationery 
business there is no way out unless 
your store area is unlimited. You 
must retain your windows and their 
backgrounds. If it is a matter of 
light these backgrounds do not 
necessarily have to go to the ceiling. 
They could reach half way up, but 
should be glassed-in to protect the 
merchandise against the dust. 


Here then is 

the abbreviated ar- 
gument. With no backgrounds you 
reveal the store in its entirety and 
let in more light. That is all you 
accomplish. It can cause some fa- 
vorable comment if your store is 
.kept neatly. It can have the oppo- 
site effect if your store is neglected. 
In order to get away with it you 
must be eternally vigilant. Without 
backgrounds you present no single 
idea for your prospect to concen- 
trate upon. It presents only one 
fact, that you have a store full of 


merchandise (a fact already known 
to the shopper). 


If you do away 

with this star 
salesman of yours the following 
undesirable results will be inevi- 
table. You will have fired your best 
helper. You will have dispensed 
with the services of your longest 
working salesman. You will have 
failed to help your prospects con- 
centrate on the items of merchan- 
dise which you are anxious to sell. 
You will have laid the foundation 
for the drama of dust. (There is 
nothing as unattractive as dirty 
merchandise.) You will have de- 
stroyed the stage upon which to 
present the sales story in its three 
important phases—Unit, Mass and 
Drama. 

For a long time now the show 
window with a properly planned 
and presented merchandising idea 
has proven to be any store’s most 
potent asset. For heaven’s sake do 
not allow any inexperienced person 
to talk you into the idea of doing 
away with it. The loss of sales 
would be a tragedy over a period of 
time. A little promotional labor 
never hurt anyone and the work 
necessary to arrange a window dis- 
play with a challenge is certainly 
worth the effort. 





A NEW FORM for an old idea 


O UR ARTIST has illustrated a 
new form for an old idea pre- 


display section some 
time ago. The corner boards are 
placed in the window, on each side 
of the featured display, to carry 
merchandise which 
otherwise might become lost in the 
general display arrangement. It 
these boards be 
material such as briar 
cloth and divided by means of 
Scotch tape. The merchandise was 
squares formed by 
the tape across the board and a 
fairly pleasing effect obtained. 


tan ‘ 
sented in tne 
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covered with 


spotted in the 


The main objection to this set-up 
is that it can only be used three or 
becoming tacky 
and unsightly The only way to 

insightliness is to 
yver the board, which 
means considerable time and some 
expense 
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Corner board display gives 
attention to smaller items 


which might be overlooked 


to maintain at all time a smart new 
appearance in this type of presen- 
tation. It is a very simple process. 
The board, instead of being covered 
with cloth, is finished to harmonize 
with the rest of the window and a 
series of frames attached which can 
be used to hold cardboard upon 
which to tack the merchandise. Not 
only do the frames enhance the 
beauty of the item, but with each 
change it is a very simple matter 
to insert a piece of new cardboard 
in the frame. Then, you have a 
new background for your new pres- 
entation 

This is a smart way to show the 
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CORNER BOARD PROVIDES 
BACKGROUND FOR MOUNTING 
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smaller items that are so hard to 
promote. Drug stores all over the 
country use this type of display very 
profusely and it is really not as 
hard to maintain as may appear on 
the surface. If each board supports 
only five frames it is easy to see 
how many individual displays of 
smaller items will result from the 


effort. The items featured in this 
manner will attract a lot of atten- 
tion and many sales will result. 

If your store is small and you 
have a limited display space, as is 
the case in many stationery stores 
throughout the country, then you 
must make as full use of that lim- 
ited space as is humanly possible. 


There is no better way to show a 
maximum of small merchandise (to 
show it effectively, that is) than to 
use the panels as suggested in this 
article. The plan will help you to 
present a very smart display to the 
public and will more than pay for 
itself by the profits from the added 
sales. 








OPENING DAY AT DICK GILL’S NEW LONG BEACH, CALIF., STORE 


STORE arranged for good display 


NE OF THE LATEST of the 
smaller modern stores now 
doing business in Long Beach, Calif., 
is the smart, new business estab- 
lishment recently opened by Dick 
Gill at 1244 American Ave. Mr. Gill 
has resided in the coast city for 27 
years, 18 of which were very pro- 
gressively spent in the office furni- 
ture and supply business. The move 
to the new quarters was made nec- 
essary by a rapidly-expanding busi- 
ness and even now the quarters are 
hardly adequate. This handicap 
has been overcome by splendid 
planning and by the intelligent use 
of every inch of available space. 
Gill’s Office Supplies has featured 
the Globe-Wernicke line of desks 
and files and these are attractively 
revealed in an impressive display 
in the front of the store. This dis- 
play is easily seen from the street 
Due to lack of space, Mr. Gill has 
had to forego show windows with 
the exception of a narrow ledge 
along the front of the store, on 
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which he shows some of the more 
lucrative of the small stationery 
items. The display in its entirety 
is unfolded in a modern setting of 
flagstone and to the right of the 
entrance to the store is a small 
shadow box which is used for spe- 
cial promotions of smaller items 


The interior 
of the smart store 
is lighted with fluorescent “slim 
line” fixtures the entire length of 
the store. Spotlights are used to 
glamorize certain key displays, both 
in the windows and in the store 
The very compact shelving provides 
storage space for a large stock and 
a complete assortment of stationery 
items 
The photograph shows very graph- 
ically what a good job can be done 
with a small space and a little 
imagination. Most of the carpenter 
work was thought out and installed 
by Mr. Gill and his father, and the 
result is very pleasing to the eye. 


By going to the ceiling they have 
provided storage space at the top 
for reserve stock. Current items are 
kept in handy position where it is 
not too much effort to reach them. 
This assures prompt service 

Mr. Gill emphasizes the fact that 
most of his success is due to con- 
genial personnel relationship and 
gives a great deal of credit to the 
people who have represented him 
through the years. They have all 
worked hard and now are reaping 
the benefit of their labor. 

The photograph shows just what 
any one with determination can do 
if he sets his heart to it. A small 
space, a tremendous stock, and a 
very neat result. It takes a lot of 
work at first but after the plans 
are laid and the preliminary work 
finished life becomes much easier 
with an orderly arrangement of 
merchandise. The Gill’s Long Beach 
store is an example any of us might 
well follow, especially if we are lim- 
ited as to space 
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AN OFFICE 


a 


DESK 





gives a salesman some good advice 


HEN PEOPLE attribute imagi- 
nary animation to the in- 
animate they have been heard to 


use, for example, the familiar 
phrase, “if the walls could only 
speak.” 


Salesmen in the office furniture 
industry could learn great lessons 
in sales technique from the very 
items they try to sell, if all office 
equipment had human faculties of 
expression and could talk. 

Let us imagine for editoria] pur- 
poses that desks, chairs, files, safes, 
and other contemporary products 
have a “voice” in every transaction. 
Are they not omnipresent as sales- 
men offer them to the public. Let 
us “listen” to one of a variety of 
mute objects, the desk, as it ex- 
presses its own views on the whats, 
whys and whens of effective sales 
talks in individual cases. What to 
say, why to say it, and when are 
elements of incalculable importance 
in every business transaction. 

A salesman is approached by a 
customer who wants to buy a desk. 
Both have met each other for the 
first time. The customer may or 
may not have a predilection for a 
certain brand of furniture. He wants 
to be shown. He is receptive to sug- 
gestions and information which, if 
not intelligently presented, may 
cause the transaction to fall apart 
no matter how enthusiastic the 
salesman may be 


Presumably equipped 

with a thor- 
ough knowledge of his stock, the 
salesman takes his prospect on a 
tour of the store, running the gamut 
of desks in all sizes, types and col- 
ors. In each instance, there is yet 
no perceptible indication as to what 


is going on in the mind of the cus- 
tomer. He appears adamant and 
apathetic. It is obvious that the 


salesman’s patience is running out, 
as he realizes thus far the utter 
futility of his efforts 

Like in all situations, a climax is 
reached with unpredictable sudden- 
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Operational and constructional 


details can complete a sale 


ness. The customer has come upon 
a desk he obviously likes. It’s a 69 
x 36-inch Chippendale, four-drawer 
front, walnut exetutive desk. At a 
climactic moment like this, in 
which there has been a progressive 
accumulation of circumstances 
leading to the prospect’s intimated 
choice of a particular desk, every 
salesman is put to the test—his 
ability to apply the whats, whys and 
whens principle of closing the sale. 


Authoritative sources 

on effective 
salesmanship give special emphasis 
to what may be called the “closing 
period” of any transaction. What 
has gone before is considered the 
building-up period. It is at this 
juncture when a salesman has to 
draw upon his storehouse of re- 
sourcefulness with even greater in- 
tensity than during the preparatory 
period. What does the salesman do 
in this hypothetical case? In the 
jargon of the squared-ring, the 
salesman sees an opening in his 
psychological sparring session with 
the customer to land the telling 
blow, but fails to unloose his sales- 
closing punch. Instead, the sales- 
man pointing casually to the desk, 
says unimpressively: “Here, Sir, is 
a beautiful 69 x 36-inch desk. It is 
priced at $285.” 

No sale can result from an un- 
supported statement of size and 
price. There is no place in success- 
ful selling for more prosaic discus- 
sion. Mere vagaries are not enough 
to achieve the desired results. Call- 
ing a desk beautiful, or the generic 
use of commonplace adjectives in 
describing an item, do not in them- 
selves land the “closing punch.” 
There must be power behind it, the 
kind of sales power which a thor- 
oughly trained salesman can un- 
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by Charles. Goodman 


S. Stein & Company, 
Chicago, III. 


loose at the right time, in much the 
same manner as the pugilist in any 
ring who, when he recognizes an 
opening, is quick to land the knock- 
out blow. 

The Chippendale desk in our 
hypothetical situation is a party to 
the transaction, and has its own 
imaginary opinion to express. 

Let us “listen” as the desk speaks: 

“Mr. Salesman, I watched you try 
to sell me to a customer who in- 
dicated I might be his choice of 
desk. I saw you spend considerable 
time pointing out my island base, 
turned-legged, square-legged and 
semi-modern neighbors. None of 
them appealed to your customer. 

“As you walked about the store, 
obviously making no progress, your 
ineptness and inefficiencies were 
plain to see. I noticed that there 
was an utter lack of enthusiasm in 
your mannerism, and it was then I 
also observed your unpolished shoes 
and unshaved face. You appeared 
to be losing your grip on the cus- 
tomer at every step of the way. And 
then you, and your customer, 
stepped over to see me. That morn- 
ing I was highly polished, looking 
my best, as the attractive pad and 
fluorescent lamp greatly enhanced 
my appearance. A red top-grain 
leather swivel chair was placed in 
my knee-hole. 

“I watched your customer’s reac- 
tion. He stood before me trans- 
fixed; but as he stood motionless, 
the expressive lines in his face and 
the gleam in his eyes revealed an 
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undoubted affection for me. What 
were you doing all this time? You 
failed to recognize the customer's 
inclination to buy me. All you did 
was to give him my size, and price 

“Why, man! You should have first 
removed the swivel from my knee- 
hole to open up the center drawer 
This would have been an introduc- 
tion to my many utilitarian fea- 
tures. You should have pointed out 
the pen and pencil convenience tray 
in the knee drawer, and the heavy 
tumbler locks with two milled keys; 
my metal automatic locking device 
equipment; my solid walnut drawer 
interior, dovetailing and framed-in 
bottoms. Why didn’t you pull out 
the other drawers and emphasize 
the large file drawer with its metal 
follower block and filing system? By 
removing at least one drawer your 
customer could have looked at my 
innards, and seen the drawer run- 
ners mortised into posts, front and 
back, extending full width to panels 
and attached thereto with glue and 
glue blocks. 

“In order to reach a decision your 
customer needed this constructional 
information and the further ex- 
planation of my qualitative impor- 


tance as a distinctively fine execu- 
tive desk. Why didn’t you tell him 
of my carefully selected and 
matched sliced American walnut 
top, five-ply in construction; my 
beautifully patterned stump-walnut 
drawer fronts? These are vital facts 
you as a salesman should have em- 
phasized. 

“Don’t you see all this is creative 
selling? Why didn’t you tell the 
man I am not only attractive on the 
outside but my interior is so solidly 
constructed as to give me longevity 
and durability? You should have 
pointed out with confidence all the 
detailed features of craftsmanship 
which have gone into making me 
what I am—a graceful, functional, 
beautiful executive desk any man 
would be proud to own. 

“T heard the man ask for your 
business card, stating he would let 
you know when and if he decides 
to buy me, as he walked out of the 
store. 

“Do you know why you failed to 
close the sale? Let me tell you. You 
haven’t a sufficient knowledge of 
the whats, whys and whens of sell- 
ing. You lack the ability to know 
what should be said, why it should 





be said and when to say it. You 
relied solely on the chance my 
beauty and appearance would in- 
fluence the customer. At no time 
did you stress construction. I had 


hoped you would recognize the 
chance to follow through when the 
customer showed his preference for 
my calibre of desk, and he indicated 
he liked me. Then and there was 
an opening! It was a signal to act 
and speak up. At that moment, as 
most sales psychologists will doubt- 
lessly tell you, the _ prospect’s 
mind was more pliable and sensitive 
than at any other time in the pro- 
ceedings. Impressions made by sug- 
gestions of quality, utility and 
construction on the mind of your 
prospect would have aided mate- 
rially in closing the sale 

“And, finally, your lack of interest 
in personal appearance, as well as 
your utter failure to vbserve the 
cardinal rules of everyday selling, 
kept me from being sold.” 

Imaginative as it may seem, if 
mute desks had human faculties of 
expression, they would teach us 
great lessons in effective selling not 
usually found in books nor heard 
from the professional platform. 





OFFICE SAFES— 


should they be sidelines or specialties ? 


OST OFFICE APPLIANCE 
and many stationery firms 
carry and install safes. 

In too many instances, however, 
safes are more of a sideline to meet 
the occasional demand than a spe- 
cialty to be given special attention 
and sold at a profit. 

With safes, however, as with any 
other office appliance, knowledge is 
power, and the wise office appliance 
dealer will not only seek to learn 
all that he can about safes, but he 
will regard them as pieces of equip- 
ment which can—and do—become 
obsolete and so fall easy victims to 
the knob-knocker and the safe- 
blower. 

“In far too many offices,” says J 
Ross Boles, head of J. Ross Boles, 
Inc., lock and safe expert of 319 
Convent St.,San Antonio, Tex., “the 
office manager has discarded the 
hand-written ledger for the type- 
writer and the abacus for the add- 
ing machine—and fondly clung to 
the safe which Grandfather Spring- 
lock purchased back when the 
business was young, in 1887 
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Knowledge is power in selling new 


safes to replace obsolete models 


‘This sort of carelessness can be 
expensive, both in the loss of money 
put in the safe, and in the loss of 
or damage to business records. 

“The business of making — and 
breaking into—safes is far from a 
static one. As fast as manufacturers 
produce a new and better safe, 
crooks are at work seeking out their 
weak points and, of course, the best 
means of entry. 

“A safe, therefore, becomes ob- 
solete with the passage of the years 

as rapidly, indeed, as a printing 
press, and perhaps far more rapidly 
than a typewriter or an adding ma- 
chine. This is a fact which needs 
to be impressed upon many busi- 
ness men.” 

What happens when a safe be- 
comes obsolete? 

The answer is a simple one 
Sooner or later it will be opened by 


by J. H. Keed 


correspondent 


some member of the safe-cracking 
fraternity who has “spotted” it for 
an easy mark and put it down on 
his books for an opening 

“Most office safes,” continues Mr. 
Boles, “are far out of date. They 
can be entered by the simple proc- 
ess of knocking off the knob with a 
sledge - hammer, after which the 
spindle, to which the tumblers at 
the rear of the lock are attached, 
can be pushed into the safe and 
the door opened 

“These safes are easiest to open, 
and the gentry who work on them, 
known as kKnob-kKnockers, are the 
lowest rank of safe-crackers 
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re-lock’ safe, how- 
ever, is proof against all efforts of 
the knob-knocker. It is equipped 
with an ingenious device which au- 
tomatically snaps a second lock into 
place the minute the safe’s combi- 
nation or tumblers are disturbed 
so even if the knob and combina- 
tion are knocked off, the safe still 
cannot be opened.” 

The more advanced stage of safe- 
cracking consists of safe-blowing. 

To blow a safe,” says Mr. Boles, 
who has installed, serviced and re- 
paired 10,000 safes in his 20 years 
of operation, “the safe-cracker first 
knocks the knob off the safe and 
then packs the spindle with some 
explosives, which he sets off. 

The force of the explosion is 
first carried to the back and side 
walls of the safe—and then re- 
bounds to the front with sufficient 
force to take the door off its hinges. 
The operation, aS you can see, re- 


The so-called 


quires a certain amount of skill and 
experience for not enough explosive 
will make it impossible to get into 


too much will ruin 
which is the last 


the safe whilk 


its contents 


thing a safe-cracker wants to do. 
Thus, while most knob-knocking 
obs are done by amateurs, most 


safe-blowings are done by a pro- 
fessional] 

‘He can be licked, too. 

“And the way to do it is through 
the use of a ‘screw lug door chest’ 
type of safe 

“In this safe, the door is notched 
into place by means of flanges, or 
lugs, which operate in exactly the 
same manner as the breach blocks 
on the gun of a battleship. The 
door, therefore, is as strong as the 
rest of the safe 

“And by the time enough explo- 
sive has been used to take off the 
door, the entire contents of the 
safe will have been wrecked beyond 
repair 

Which is 
the safe blower 


discouraging to 


Still a third 

type of modern safe 
” which is built up 
of alternate layers of hard and 
a safe is very hard 
to drill—but once drilled can be 
opened by explosion. 

If a “re-lock” or “screw lug door 
chest” safe is purchased, it will be 
of against all ordinary knob- 

c afe-blowers but 
needless t iy, these are modern 

developed in the past few 
years to foil modern safe-cracking 

y are not cheap or 
second-hand 


the “plate safe 


soft metal. Such 
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Boles contends, provision ought to 
be made then and there to replace 
it in at least 10 years—not neces- 
sarily as out-worn, for a safe will, 
barring a safe-cracking, last for- 
ever—but as obsolete. For in 10 
years some enterprising safe- 
cracker will probably have found 
a way to get into it, and manufac- 
turers will have come up with some 
entirely new counter-measures. 


A trick that 
is growing in favor 
with safe-crackers is to haul the 
safe away to a vacant lot on the 
outskirts of the city—and there 
blow it at leisure. 

So it is important to locate the 
safe where it will be difficult—if not 
impossible—to haul it away. 

Can a “blown” safe be repaired? 

That is an important question 
these days, when safes, like all 
other items, are advancing in price. 

“In the hands of an expert safe 
man, yes,” says Mr. Boles. “We have 
repaired damaged safes as often as 
twice or three times, and have even 
fitted them with ‘re-lock’ devices. 
It all depends on the extent to 
which the safe has been damaged. 

“So, before ordering a new safe, 
it may pay to call up a locksmith 
and let him make an examination. 

“But if a new safe must be pur- 
chased—by all means purchase a 
modern one and set aside a sinking 
fund for its ultimate replacement. 
The day has gone by when the safe 
can be the cheapest appliance in 
the office.” 

Fortunately, says Mr. Boles, most 
amateurs are not familiar with the 
“anatomy” of a safe and many 
make fool mistakes. 

One of these is to saw off the 
hinges on a safe. This does no 
good, for the only function of the 
hinges is to support the weight of 
the door when open. Even when 
the hinges are cut off, the door 
cannot be opened, because it is still 
held firmly in place by the flanges 
on the hinge side, which will not 
move until the bolt has been thrown 
open. 

Another “fool” stunt is to smash 
the safe’s door handle. 

This is something a professional 
safe-cracker never does, for the 
safe-cracker must use the handle 
to get the door open, even after he 
solves—or smashes—the combina- 
tion. 

Not long ago a not -so - bright 
amateur safe-cracker in Texas 
smashed the handle of a safe that 
had not even been locked! He 
might have gotten into the safe 
easily by trying the handle—but 
he was so sure this was the way 


1951 


to get into it that he doubly de- 
feated his own ends! 

“That professional safe-crackers 
are an ingenious bunch,” says Mr. 
Boles, “cannot be denied. 

“I know of one instance in which 
safe-crackers cut through a wall 
and then drilled a series of holes in 
the back of a safe to gain entry. In 
another case, the safe - cracker 
drilled a hole in the top of the safe 
—and fished out the money 
through it, one bill at a time. It 
must have been a slow process—but 
it evidently paid. 

“A ‘plate safe’ might have ham- 
pered the activities of both these 
gentlemen. 

“But this ingenuity is relatively 
rare. 

“And the firm which purchases 
and installs a modern safe can 
feel just as relatively secure. 

“There is one kind of a safe- 
cracking job, however, which is 
sure-fire. That is the ‘inside’ job. 
In this case the safe-cracker has a 
confederate in the office to whom 
he pays some of the money secured. 
The confederate leaves the safe 
open —and the safe-cracker then 
takes the money, shuts the safe 
and smashes the lock. 

“You might think this a hard 
crime to solve —but, actually, it 
isn’t. 

“For the position in which the 
tumblers lie, after the combination 
lock has been smashed, always re- 
veal, to the experienced locksmith, 
if there has been collusion. 

“Therefore it is a good thing, 
after a safe cracking, to have a 
locksmith or safe expert look at the 
safe before it is hauled away to be 
repaired or sold as junk. His find- 
ings may enable you to locate a dis- 
honest employee and solve the 
crime.” 


Not every office 
appliance firm 
can, of course, have a departmen- 
talized safe division, or employ a 
safe expert. 

But it can co-operate. 

In every city of any size there 
is at least one competent safe man 
and locksmith whose talents can 
be secured and whose advice can 
be taken. 

The big point is that here is a 
relatively unexplored field for the 
office appliance man and stationer 

-that of finding the obsolete safes 
and replacing them with more 
modern devices, as well as encour- 
aging resales at stated intervals 
when the safes become in their turn 
out-of-date and invitations to the 
amateur and professional safe- 
cracking fraternities. 
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NEW ORLEANS INSTALLATION FEATURES DESKS BY LEOPOLD 








Ah Pd 


“2 4 , ~ be 5 
tha | Cn peace 2. 


ft, 
L a ee 5 2 i 
plana f i 4 
: a 


; s7/ as i an sean 
ly pe MT ik 
hy fe bs grraas 


+ 
iy 
eal 
pot Aes 


<= 


i, 


z Lhe = = 
uf - 
Softone oak desks made by the Leopold Co. harmonize with the oak wainscoting 
in the offices of Jaubert Bros., New Orleans, La. The impressive installation was 
made by J. D. LeBlanc, Inc., also of New Orleans. 


STANLEY STYLE AND COMFORT FOR OFFICE AT DALLAS, TEX. 


Modern style, beauty and comfort are built into the Stanley chairs and sofa 
pictured here after installation in the directors’ room of the new Oak Cliff 
Chamber of Commerce Building at Dallas, Tex. The installation was made by 
Ben Brannon, owner of the Service Printing & Office Supply Co. It consists of 
one Stanley three-place No. 1560 Charles of London sofa and 24 Stanley No. 
201 armchairs, all of walnut and upholstered in light green top grain leather. 
They were selected from the Stanley line of fine leather furniture manufactured 
by Stanley Manufacturing Co., Fort Worth, Tex. Stanley furniture is nationally 
advertised in Offices Appliances and distributed throughout the United States, 
with sales offices in several leading market centers. 
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Business Builders 
Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE COUR. 
AGE CO-OPERATION 


UR WINNER of this month’s 
Mr. I. Will Pepper-Upper hails 
from that mid-west pro- 
gressive state of Indiana 
and calls his nomination 
a KEY IDEA that came 
to him from his repeated observa- 
tion of the key on the cover that 
appears regularly on OFFICE APPLI- 
ANCES’ bright and 
brisk cover page... 
€ This Indiana office 
outfitter puts it 
this way: This 
month, each 
month, unlock 
with OFFICE APPLI- 
ANCES’ key on the 
cover up-to-the-second knowledge 
of Mr. I. Will Pepper-Upper’s ever- 
new business card which reads: 











MODERN EQUIPMENT 


and remember my original added 
thought, as expressed in my sug- 
gested admonition: IN OFFICE 


OUTFITTING MERCHANDISING 
it's “CARRY ON AND 

CASH IN!” thank 

you Mr. Indiana office 

outfitter! = 


x 


I-D-E-A E-X-C-H-A-N-G-E 
Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always mem- 
tion idea number, and od 
address the co-ordinator ~*~ 
of this page, Care of Shaw & Bor- 
den Co., Box 2153, Spokane 2, Wash 
Use this same address in sending 
in your thoughts for our Mr. I. Will 
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Pepper-Upper and Terse Trailer De- 
partmentals of BUSINESS BUILD- 
ERS Telecast.) 


Ask right now for No. 1951-4 
BUSINESS BUILDER: “A Measur- 
ing Stick for Your Own 

Buying of Office Equip- 

ment Resell Items.” An 

effective outline pre- 

pared by a New England stationer. 

Ask right now for No. 1951-5 
BUSINESS BUILDER: “A Service 
Plan THAT REALLY 
Serves!” A North Caro- 
lina office outfitter sets 
forth his idea of a wide- 
awake service plan applicable to 
your business as well as his suc- 
cessful one. 

Ask right now for No. 1951-6 
BUSINESS BUILDER: “Do You 
Really Observe Your 
Products Through the 
User’s Eyes?—We Try to 
and Here is Our 
Method.” By a Colorado stationer. 


* » * * * *« a 





In today’s mail bag and right 
from my immediate family in my 
own home town comes this intri- 
guing clipping from C. F. Spencer, 
who explains it was given to him 





IMAGINATION 


Everyone has imagina- 
tion to some degree. All 
work that is not abso- 
lutely dictated and re- 
petitive reveals it. You 
cannot enter the street 
without seeing a build- 
ing that. before it be- 
came a solid thing of 
concrete and metal. ex- 
isted first in the imagi- 
nation of the architect. 
One cannot think of 
anything. from a_busi- 
ness concern to an em- 
pire, that does not owe 
its existence to some per- 
son who first visualized 
it in his mind’s eye, and 
then proceeded to trans- 
late his inspiration into 
reality. 


VW. C. MOORE 
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as an enclosure with a New Year’s 
greeting. The author is unknown, 
but Mr. Spencer believes it rates 
your reading for its factual and 
good-humor merit .. . tune in, here 
it is: 


THE FUNCTION OF AN 
EXECUTIVE 
As nearly everyone knows, an 
executive has practically nothing to 
do except to decide what is to be 
done, tell somebody to do it, to 
listen to reasons why it should not 
be done, why it should be done by 
someone else, or why it should be 
done in a different way; to follow 
up to see if a thing has been done; 
to discover that it has not; to en- 
quire why; to listen to excuses from 
the person who should have done 
it; to follow up again to see if the 
thing has been done; to conclude 
that as long as it has been done, it 
may as well be left where it is; to 
wonder if it is not time to get rid 
of a person who cannot do a thing 
right; to reflect that he probably 
has a wife and a large family, and 
that certainly any successor would 
be just as bad, and maybe worse; to 
consider how much simpler and 
better the thing would have been 
done if one had done it oneself in 
the first place; to reflect sadly that 
one could have done it right in 20 
minutes, and, as things turned out, 
one has to spend two days to find 
out why it has taken three weeks 
for somebody else to do it wrong. 
. unquote AND IF YOU KNOW 
THE ORIGINAL SOURCE OF THIS 
CLIPPING, please let us know so 
that proper credit line may be 
given. Isn’t it an inspiration for 
less red tape in business as well as 
in government? We say page Mr. 
Gordian! 


. * * * > . > 


TERSE—TRAILERS PRODUCE— 
FOR—YOU (So that puts the im- 
portant part of our broadcast into 
each televised program ... YOU 
... and we do mean YOU. Send in 
your terse-trailers; there’s a prize 
for each one used. 

Tune in to this TERSE-TRAILER 

... and this is from a North Da- 
kota stationer, quote: 

“T’ve truly enjoyed serving YOU” 
is the best departyre message any 
stationer’s sales-representative can 
make, so say it and have your asso- 
ciates resay it in their own words 
AGAIN and AGAIN! 


3b, 32, 3 


Office-efficiently yours! 
RALPH B. ORTEL 
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Editorial 





Two Ways to Increase Prices 


@@ MANUFACTURERS in these war-economy 
days of increasing costs usually employ one of 
two methods of changing prices to keep in step 
with the situation. 

The first, and most widely used system, is to 
set up new list prices, enabling the retailer to 
pass on, rather than absorb the increasing manu- 
facturing costs. 

The second, and most distasteful method, is 
for the manufacturer to increase prices by re- 
ducing discounts. 

One retailer complains with understandable 
bitterness regarding shortened discounts, “How 
much less expensive it would be to issue new 
price lists and maintain discounts? Why put 
the dealer over the barrel and eventually rub 
him out, as he can barely exist on current dis- 
counts?”’ 

We are thankful that most manufacturers in 
our industry are willing to call a spade a spade 
and that means to put the burden on the list 
price rather than the dealer’s discount. 


_—_—e-- 


We make a living by what we get; we make a 
life by what we give. 
Anonymous 


_—_e-- 


A Quality of Leadership 


@@ THE FOLLOWING is quoted from a bro- 
chure published by Rogers & Slade, Manage- 
ment Consultants. It reflects an “I am right but 
I can be wrong” philosophy which bears con- 
sideration : 

“One of the outstanding executives of our 
acquaintance is a man of quick and firm deci- 
sions, which seem to brook no argument. Yet 
we known of no man who more quickly changes 
his mind if an associate presents facts or figures 
or sound arguments which prove his initial de- 
cision to be unsound or unwise. 

“In changing his mind he seems not to lose 
one iota of the respect of those around him, in 
spite of his original apparently uncompromising 
stand. After watching this executive for several 
years we have concluded that the secret is that, 
faced with eonviction he is wrong, he changes 
easily and promptly, with no attempt at self- 
justification, and without his associates feeling 
that they have to help him save face. While they 
take satisfaction out of bringing the boss around 
to their way of thinking, instead of feeling smug 
about it they have a deep sense of pride that 
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they work under a man so reasonable and so 
forthright. They are the more ready to follow 
his leadership because they realize that when 
he does stick to his original decisions it is 
through firm conviction rather than mere pride 
of decision.” 


—_-—_- 


Falsehood is always in a hurry; at any moment 
it may be detected and punished. Truth is calm 
and serene; its judgment comes out of the cham- 
bers of eternity. 

Joseph Parker 


—_-—- 


Taxation—Should There 


Be a Limit? 


# ROBERT P. JONAS, secretary of the Oxford 
Filing Supply Company, Inc., Garden City, N. Y., 
is one of the growing army of Americans who 
wonder about taxation and where it will end. 
But Mr. Jonas, unlike many others who just 
“wonder” and don’t act, is actively leading a 
movement toward placing a limit on federal in- 
come taxes. 

Mr. Jonas’ main argument is that “the estab- 
lishment of an upper limit on income taxes is a 
basic step in the preservation of our free enter- 
prise system.” 

Even as this is written, newspaper headlines 
proclaim, “PRESIDENT TRUMAN ASKS 30 PER 
CENT BOOST IN TAXES.” 

That is what the Oxford Filing Supply Com- 
pany executive proposes be prevented, except in 
time of war. Addressing residents of New York 
State he points out that the Sixteenth (Income 
Tax) Amendment specifies no upper limit and 
therefore permits actual or effective confisca- 
tion. He points out that in a counter movement 
20 states have already taken affirmative action 
on a proposed new amendment, repealing the 
Sixteenth, and substituting one that will limit 
federal taxes on income, estates and gifts to 25 
per cent except in time of war. 

It is to have New York State take similar ac- 
tion that Mr. Jonas addresses his appeal. 

No better supporting argument to this worthy 
cause could be given than by quoting figures to 
show how England, now under socialistic gov- 
ernment, is being taxed to death. John T. Flynn 
in his book, “The Road Ahead, America’s Creep- 
ing Revolution” points out that in England “a 
clerk with an income of $2,800 a year gets one 
deduction of $560, an additional deduction of 
$720 for his wife, and $480 for his two children. 
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Total deductions: $1760. This leaves $1040 of 
his income subject to visible taxation. 


On the first $200 he pays 15 per cent... $30. 
On the next $800 he pays 30 per cent $240. 
On the next $40 he pays 45 per cent $18. 

Total tax $288. 


“A man with the same family and salary in the 
United States would pay $26 in visible taxes.” 

That is England, and barring a halt to govern- 
mental expenditures in America’s rapid develop- 
ment of the welfare state, excluding the cost of 
national defense, it will soon be America. 

Mr. Jonas’ consideration of the future certain- 
ly bears serious study. 


cure for vanity is loneliness. 
Thomas Wolfe 


T he est 


——_—_—_<——- 


This Is 195] 


4 “INFLATION will continue and at best the 
hope for 1951 is that it will not get wholly out of 


hand. The government can do much to help keep 
inflation down by eliminating unnecessary 
spending, deferring programs not needed in the 
war effort and by allowing interest rates to take 
their normal course.”’ 


Thus Henry H. Heimann, executive manager 
of the National Association of Credit men, looks 
at 1951 and sees inflation as the nation’s great- 


Here and There 


“DAG” AND HER PIANO given 14,000 hours of volunteer piano 
playing for the boys in the wards of Fort 


Snelling Veterans Administration Hospital. 
“I've been doing this since the first 


CHEER WOUNDED VETS 


George Grim, columnist for a Twin Cities 
newspaper ently told how Mrs. Dagna World War,” said Mrs. 
Schaefer, wife of Fred Schaefer, vice- 
president of Sanford Ink Company, has | think.” 


THE FISHING’S GOOD AT PORT O’CONNOR, TEX. 


wk? <1 


The fish must have been literally leaping at the bait off Port 


est danger. He asserts that with billions of 
dollars accumulated in the hands of the consum- 
ing public any controls or regulations limiting 
civilian production and buying will merely defer 
inflation or cause a wild scramble for the lim- 
ited supply of goods. 

Looking at business, as unusual, for 1951, Mr. 
Heimann makes these observations: 

“Civilian goods will be somewhat restricted 
but, unless we plunge into a world war, hardly 
to the extent of the late war. 

“Labor will be in short supply. Wages, despite 
all efforts to control inflation, will rise in dollars. 
The buying power, however, of the dollar may 
deteriorate further. The decline need not be 
drastic. 

“Taxes may increase to the point where they 
may destroy incentive and slow down our accel- 
erated production, though if all-out war comes 
our efforts to produce will know no bounds, 
taxes or no taxes. 

“Business earnings have passed their peak. 

“Construction of homes will decline rather 
drastically. 

“The cost of living will continue to rise. 

These statements were made a month ago. 
But as 1951 goes into February the state of the 
nation, and that has its stamp on our industry, 
is quite exactly as Mr. Heimann said it would be. 





played. “It’s a sort of a helpful hobby, 





Every week, she moves her wheeled 
piano through the wards and plays any 
number the boys ask. She’s on call when- 
ever an entertainer has to cancel or there's 
a spot of silence on the recreation program 
for the convalescing veterans. 

Back of that convivial sound is a fierce 
devotion to her chosen duty, says the news- 
paper columnist. During World War Il, 
Mrs. Schaefer opened and closed the USO 
center in St. Paul. She was on the job 
night after night. 

“1 opened with ‘Mary is a Grand Old 
Name’ and shut down the place with two 
choruses of ‘The Gypsy,’” said the lady 
they all call Dag. 


Schaefer as she 





L. S$. CROWL RANCH-STYLE 
HOME DESTROYED BY FIRE 
The large riverside ranch-style home of 
L. S. Crowl, former NSA president and 
president of the Blade Printing & Paper 
Company, Toledo, Ohio, was reduced to 
a rubble in a fire December 16. 


Both Mr. Crowl and his wife were 


O’Connor, Tex., previous to the taking of this photograph. 
Displaying their catch from the boat of C. E. “Gene” Richards 
of Finger Office Equipment Co., Houston and Dallas, Tex., 
are (left to right) Mr. and Mrs. Carl Leopold, Leopold Co., 
Burlington, lowa, and Mr. and Mrs. Richards. The lowans 
spent a week of profitable fishing with the Richards’ in Texas. 
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asleep when the fire started, apparently 
near the furnace room, and a neighbor 
discovered the blaze and awakened the 
occupants. Nothing was saved from inside 
the home, which is in Waterville, Ohio, 
near Toledo—AK 
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NORA'S 5th Annual Convention 


N SUNDAY, March 4, 1951, the 

Fifth Annual Convention and 
Exhibition of the National Office 
Furniture Association will get under 
way at noon with the opening of a 
great display of industry products 
in the Exhibition Hall of the Ste- 
vens Hotel, Chicago. Conventionites 
will have 25 hours of scheduled time 
to inspect displays and confer with 
members of manufacturers’ sales 
staffs. 

After long and careful considera- 
tion a convention theme was decid- 
ed upon by President Harry Hof- 
herr, Kendrick Furniture Company, 
Chicago, and Earl Hanson, manu- 
facturers’ representative, general 
chairman of the Chicago conven- 
tion committee. The theme is ex- 
pressed in the slogan, “Better Sell- 
ing Builds Better Business.” Sales 
men, their training and their po 
tentials were paramount in the 
thinking of Program Chairman Hy 
Natovich and his committee when 
they selected speakers and decided 
upon other phases of convention 
agenda. 

Initiating the convention will be 
an officers’ breakfast on Sunday 
Business sessions will be conducted 
Monday and Tuesday mornings 
from 9:15 to 12:00 noon. The Mon- 
day morning session will be followed 
by a luncheon at which Arthu: 
“Red” Motley, editor of Parade 
Magazine and well-known consul- 
tant-economist, is the scheduled 
speaker. Forums are planned on 
new management and sales tech- 
niques. Topics of speakers will in- 
clude national and international 
affairs as well as office furniture 
trends. 

All Monday afternoon = and 
through the evening until 10:00 
and Tuesday afternoon until 6:00, 
the exhibition hall will be open to 
visitors. 

Differing from annual banquets 
of the past, the 1951 affair will be 


essentially a dinner-dance with a, 
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lot of special entertainment. Devoid 
of speakers, it is planned as a great 
party concluding a great conven- 
tion. New officers and other nota- 


bles will be introduced and some 


trophies awarded, but the event will 
have a predominantly party char- 
acter. 

A special program has _ been 
planned for the ladies for the bene- 
fit of the many members who will 
want to bring their wives and 
families. Shopping tours, a fashion 
show and tea, radio and television 
broadcasts and bridge and canasta 
games are just a few of the many 
activities planned 
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HARRY HOFHERR, PRESIDENT 





EARL E. HANSON, CHAIRMAN 


Chicago Convention Committee 





STEVENS HOTEL, CHICAGO, ILL., SITE OF THE 1951 CONVENTION 
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PANAMA-BEAVER 


Typewriter Ribbons and Carbon Papers 


There is no guesswork in our laboratories, 
manufacturing departments or finishing rooms. 
Each PANAMA-BEAVER product, being designed 


for a specific purpose, is planned and 





produced by skilled technicians working to 


a careful formula. These are PRECISION 


oe | Ebony Hectograph 
4) OPE GE | 
| Produces jet hhack copies on 
ad 









ribbons and carbons ... and that is why 





their national popularity grows. 





any spirit duplicating machine 


Sib abi 


MANIFOLD SUPPLIES COMPANY — 188 Third Avenue. Brooklyn 17, N. Y.| 


Coast to Coast Distribution 


+a reguires no special fluids eee 
no offset... handles C-L-E-A-N 


SAMPLE SENT UPON REQUEST 


CARBON PAPERS - HECTOGRAPH — 
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The Taylor Chair Company, 
Bedford, Ohio 


A new stylized modern chair grouping has been 
announced to match wood and steel desks. These styl- 
ized chairs, No. 4805 guest chair (illustrated left), No 
480514 executive desk chair (illustrated right) and 
No. 4806 side chair, are declared to be inviting, com- 
fortable and roomy. They have welted banded seat 
and beaded back, designed with clean cut horizontal 
lines to emphasize width and depth. The 4800 group- 
ing is said to be flexible in office application and suited 
in styling and taste to executive and small private 
office use. 


HERCULES LETTER VAULT 





Meilink Steel Safe Company, 
Toledo 6, Ohio 


The new insulated personal file with ten Pendaflex 
folders with printed tabs is designed to provide users 
with a safe, fire-resistive place for filing valuable 
papers of all kinds. The new Hercules letter vault, 
which carries the Safe Manufacturers National Asso- 
ciation label certifying the one-hour rating, can easily 
be stored in a cabinet either at home or in a private 
office. A gray wrinkle finish is used for the outside 
while the interior is finished in a smooth gray 
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Stempel Manufacturing Company, 
2830 Roberta St., Dallas, Tex. 





Fabricated of genuine Masonite tempered Presd- 
wood, the new Stempco Space Saver chair mat is two 
inches longer and 12 inches wider than the Style B 
standard chair mat. The savings in space is in the 
length, which is six inches shorter than the Style A 
Jumbo chair mat. Designed for professional men who 
slide their chairs over the side of the desk to confer 
with clients, the new chair mat is available in gray, 
maroon, green or black. Colors are said to be fast 
and permanent to withstand daily rugged abuse with- 
out losing their bright look. Mats are available in 
Style SA with a standard lip and Style SAW with a 
wide lip. The company’s sales policy permits the Space 
Saver chair mats to be included in assorted orders 
with other Stempco mats for the maximum quantity 
discount. 


EYELET TAG SEPARATOR 





A. B. Dick Company, 
5700 W. Touhy Ave., Chicago 31, Ill 


Automatic, precision mimeographing of all types of 
eyelet tags is now claimed to be possible through the 
use of the new eyelet tag separator incorporated in a 
special feed table which may be attached to current 
table model A. B. Dick mimeographs. It permits quick 
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Smith-Corona 





o World’s Fastest 
Portable Typewriter! 


o Portable voted Best 
by Typewriter Dealers!’ 


% Based on independent nationwide 
survey of 5000 Typewriter Dealers. 
Preference for Smith-Corona is more 
than 2-to-1 over all other makes. 
Details on request 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario, 


OFFICE APPLIANCES, 


February, 


Make a mous Smith-Corona Office Typewriters, 


1951 


Adding 


Machines, 


Vivid Duplicators, Ribbons and Carbons. 
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and easy automatic feeding of tags in sizes ranging 
from 21% to 8% inches in width and 5 to 14 inches in 
length. It is asserted that single tag feeding and 
accurate registration is assured at all machine speeds. 


NORFIELD POSTING TRAY 





Intasco Corporation, 


3021 Carroll Ave., 
Chicago 12, Ill. 





This new posting tray is declared to be extremely 
adaptable, taking cards of different widths .The mech- 
anism is said to give maximum security to the con- 
tents while allowing the cards to be handled easily for 
posting and reference. It is available in three sizes to 
cover ledger sheet widths from 6 to 15 inches. Adjust- 
ment for width is made by sliding outwards the ex- 
tenders holding the hinged side rails. The angles of 
the front and back slope provide a perfect posting V. 
Specially designed spacers are said to prevent sheets 
from “creeping” and both side rails can be dropped 
for offsetting. A stand is available, finished in gray 
crinkle enamel and chromium fittings to match the 
tray. It is adjustable for height from 19% to 29 inches. 


DELUXE MODEL CHECKWRITER 





Marcy F. Roderick Company, 
3312 Lancaster Ave., Philadelphia 4, Pa 


The executive deluxe model is declared to be entirely 
new in checkwriting, machine styling, size and in 
operation. It is attractively finished in hammered 
bronze. Printing is in two colors, symbols in black and 
figures in red, and the inked figures are imbedded 
into the perforated fibres of the paper. It is possible 
to use the device at home or when traveling because 
it may be demounted from its base and placed in an 
attractive wallet type case which accompanies each 
machine. The deluxe model sells for $14.95 and is now 
available for delivery. The personal model is still 
retailing at the price of $9.95. 
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SMO-KING NO. 50 





Nestler-Fields Manufacturing Company, 
602 Wythe Ave., Brooklyn, N. Y. 


Made in all chromium-plated finish on heavy gauge 
steel, the new Smo-King No. 50 has an embossed 
cigarette container and two ash receivers. A feature 
of the smoker is the automatic cigar lighter that lights 
only at the smoker’s angle and remains out at all 
other positions. The tray measures 14 inches, height 
of the unit is 26 inches. The weighted base measures 
10 inches. Packed in the carton it weighs 101» pounds 


IMPROVEMENTS FOR RIGID-STAK FILE 


DRAWER STOP 
BACK-TO-BACK 





INTERLOCKS 
VERTICAL SIDE-TO-SIDE 
INTERLOCKS INTERLOCKS 


Herring-Hall-Marvin Safe Company 
Hamilton, Ohio 


Side-to-side and back-to-back interlocks for Rigid- 
Stak steel transfer files are designed to offer the most 
simplified and positive means for locking batteries of 
files together without tools. Permanent vertical lock- 
ing to prevent tipping when drawers are opened is 
accomplished automatically by stacking them in the 
natural manner. The flange on the back of each case 
slides under the channel on the back edge of the case 
below. Two tapered lugs on the front bottom of each 
case inter-member with the case below to assure 
alignment and to prevent side-slide. No locking keys 
are required. 

Positive side-to-side locking to bind vertical stacks 
securely together is accomplished by dropping tie- 
links into the “T” slots on the top edges of cases 
Gravity is said to hold them in the “T” slots in addi- 
tion to being sealed in place by the case above. The 
two tapered lugs extending through the top fronts of 
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2-Way Sales Magic in the 


uuge 


: NEW ROYAL PORTABLE 


all 
ght 
ires 


«Thanks to both left and right “Magic” Margins! 


The only portable with a complete 
automatic margin setting system. 


Margin setting is one of the most important opera- 
tions in typing. 

Because of “Magic” Margin—the greatest im- 
provement in typewriter history—Royal is the only 
portable typewriter that has automatic margin 
setting. 

And now—the new Royal Portable offers a com- 
plete automatic margin setting system with both 
right and left “Magic” Margins! 
Plus—Speed-King Keyboard with Finger -Flow 
keys . Rapid Ribbon Changer . . . new Paper 
Lock Scale . . . and 26 other new Royal features 
and controls. 

In addition, Royal Portable offers the new, revo- 
lutionary Contour Carrying Case. New in shape. 
New in design. Extremely smart-looking. 

Stock it! Display it! Sell the greatest typewriter 
value in history! 


New 


o ROYAL PORTABLE 
ke _ World’s No. 1 Portable 





ie- 

es 

he Made by the World’s Largest Manufacturer of Typewriters 
of the rewistered trade f Rov | wwriter Compar Ir 
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cases also serve as positive drawer stops to hold loaded 
drawers in an open, suspended position. Drawers can 
be removed by lifting the fronts slightly. These fea- 
tures are now standard on the 16 sizes of the Rigid- 
Stak steel transfer files. 


PRE-CUT STENCILS 
THERES A (5REAT DAY ComING: 


- 


f. 
ll = 4 


Print-O-Matic Company, Inc. 
Merchandise Mart, Chicago, I!!! 


A library of pre-cut stencils includes 30 syndicated 
designs, cartoons and borders which cover pictorially 
almost every sales or service situation in business. The 
user of the stencil may add his own individualized mes- 
sage with typewriter or stylus. One color may be used 
on the pre-cut stencil—a second on the copy. 


IMPROVED FINGER PAD 


The Sun Rubber Company, 
Barberton, Ohio 


Punched perforations for better ventilation are a 
new feature of the Sunruco rubber finger pads. An 
amber color also is available in addition to the stand- 
ard Sunruco red. Designed for the fast handling of 
papers the pads come in assorted sizes from 11 to 14 
inches and are packed in an attractive display box 


PARKER STEEL TRANSFER CASES 





Parker Steel Products, Inc., 
54-60 Columbia St., Brooklyn 2, N. Y. 


Newly-designed transfer cases are now available for 
delivery, these cases equipped with four rollers on a 
regular channel which resembles a regular filing cabi- 
net when built up, not only in appearance but in con- 
struction as well. They are available in either green 
or gray baked-on enamel finishes. Features of con- 
struction include heavy gauge steel, all corners in- 
dividually acetylene-welded for added strength, an 
easy stacking device, brass accessories and the four- 
roller construction for smooth and easy operation. 
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JUNIOR FILE 





Cole Steel Equipment Company, Inc., 
285 Madison Ave., New York 17, N. Y 


Finished in Cole gray baked enamel, the new Junior 
file No. 197Y is 37% inches high, 17'4 inches wide 
and 174 inches deep. The top compartment consists 
of a steel safety vault protected by a combination 
dial lock. Below are two ball bearing letter files. The 
file may also be obtained with a plunger type lock 
for both drawers. Shipping weight is 55 pounds. 


DORSON JR. TIME STAMP 





Dorson Time Instruments Company, 
605 W. Washington Blivd., Chicago, Ill. 


A feature of this new time stamp is the 40-hour 
jeweled-balance movement. The dial is in etched black 
and silver for easy reading. Made of triple chromium 
plate with plate-glass crystal, the unit has a rigid 
cushioned base supported on rubber feet. A key-set 
device insures it against tampering 


WEBSTER LINE ADDITIONS 


F. S. Webster Company, 
1-23 Amherst St., Cambridge 42, Mass. 

The former Victory Bond typewriter carbon paper is 
now Webster O. K. in new stylish packaging. To the 
four-pound and eight-pound weights a five-pound 
weight has been made available in the medium and 
intense finishes 

In addition, Webster announces MultiKopy AR 85 
blue (eight pound) and MultiKopy AR blue (five 
pound) as a new type of blue writing carbon paper 
designed to give a brighter blue shade. For account- 
ants, a new development is Multi-Kopy Shurflat four 
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The prime virtue of a filing system 
is to be utterly simple—fool-proof, 
G/W Safeguard Filing System has 
that virtue 


Filing and finding important papers 
has no place for curly-cues, proto- 
col or a search warrant. You want 
a paper—so YOU WANT IT— 
NOW! There’s no balm in excuses, 
alibis or want ads. 


G/W SAFEGUARD comes ABC 


in l-drawer units, ex- 


pandable to ten or ten 1-2.3 


thousand drawers. The 


size and character of Ala 


your business do not 


matter, Wyo 





This 1-drawer Safeguard unit is complete 
with guides, folders and labels. It speeds 
up filing and finding by ANYONE, experi- 
enced with files or not. It is one of the 
thousands of business aids produced by 


Globe-Wernicke for better office services at 
lower cost, 


Put a “green” file clerk on the job 
and by lunch time she’s clicking— 
like a veteran. She'll turn up ANY 
paper you want, quickly and surely. 


See G/W Safeguard system at your 
G/W dealer’s; or he'll send one and 
demonstrate it. No obligation. Find 
your dealer easily in the classified 
phone book, under “Office Furni- 
ture & Equipment” and the Globe- 
Wernicke listing. 





Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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IS “SAFEGUARD” AN 
UNWORKED GOLD MINE? 


Again we're telling your business 
market about Safeguard File Sys- 
tem, through BUSINESS WEEK 
and NEWSWEEK. And we're tell- 
ing YOUR readers of these maga- 
zines to see YOU about it. 


Maybe the G/W Safeguard Sys- 
tem seems too familiar a pro- 
duct to be exciting—but it’s a 
potential sales and profit gold 
mine, if it’s worked! 


First, a packaged Safeguard 1- 
drawer unit can be taken into an 
business and quickly demonstrated! 
Its simplicity, its sure-fire accuracy, 
and its speed—dramatized. 


You can sell a l-drawer unit 
for a try-out, for a modest out- 
lay—no risk. That’s like plant- 
ing a permanent salesman on 
the customer’s premises, be- 
cause Safeguard will sell itself 
on performance. 


Precious few businesses can get 
along with a 1-drawer file system. 
So practically every try-out unit 
sold has a chance to sell additional 
units. 


This is a tested door-opener to 
new accounts, because you talk 
time-saving, fast filing and 
finding, accuracy, and low cost 
—appealing words to business 
men caught between rising 
prices and increased tax loads. 


Safeguard IS a gold mine and should 
be worked consistently. It develops 
growing and continuing business for 
you. It has universal business ap- 
peal. It does everything you claim 
for it, perhaps more. 


Use this potent sales generator 
vigorously and persistently, and 
it will pay you well. Give win- 
dows and counters a strong 
dose of Safeguard display. Put 
your salesmen wise. 


Do it NOW while this advertising 
is helping to pave the way. 


Cordially, 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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pound extra hard finish, desired where the emphasis 
is on a “second original.” 

In the ribbon field, Webster has designed Webco car- 
bon paper ribbon for IBM Executive Black 5/16 x 4- 
inch diameter. MultiKopy Electromatic ribbons are 
also available for the IBM electric typewriter (Electro- 
matic). 


MASTER TAPE 


WASTER 


PRINT! 
FLU! 





Master Addresser Company, 
6500 W. Lake St., Minneapolis 16, Minn. 


Typing outlines clearly printed on this new Master 
tape indicate to the typist how and where to space 
names and addresses on the roll. The new tape has 
margin guides and instructions for two-, three- and 
four-line addresses. Because uniform spacing and 
correct margins can be maintained, the speed of the 
operator is thereby increased in addressing mailings. 





Plans Underway for NOMA Show 


“All Purpose Show for 1951” is the name given to 
the 32nd international conference now being planned 
by the National Office Management Association. 
Scheduled to be held May 20 to 23 at the 7lst Infantry 
Regiment Armory, New York, N. Y., the show already 
has on file requests for all available exhibition space. 
H. J. Brogley is the chairman of the conference and 
exposition committee. 

Among the outstanding speakers scheduled for the 
conference are Allan H. Mogensen, one of the coun- 
try’s leading figures on work simplification. He is 
well known for his courses at Lake Placid, N. Y., and 
the Cloisters at Sea Island, Ga. 

Dr. Lillian Gilbreth, president of Gilbreth, Inc.., 
Montclair, N. J., plans to discuss the ever increasing 
importance of “Women in the Office.” A pioneer in 
the development of scientific management, Dr. Gil- 
breth has for many years been an international fig- 
ure in the management field. 

John New Given, director of the Metropolitan Jun- 
for College, Los Angeles, Calif., will speak on “Making 
the Office Career Attractive to Youth.” His wide ex- 
perience in this field, combined with the need for 
young people in the office during this particularly crit- 
ical period, should guarantee an enlightening discus- 
sion. Other speakers will be announced later. 





Bailey Furnishes Portland Bank 

The beautiful new building of the Maine Savings 
Bank, Portland, Me., which was established in that 
city 47 years ago, was recently opened to the public 
with appropriate ceremonies 

For the furnishings of the offices and banking rooms 
the directors selected custom-made Doten-Dunton 
desks, divans, chairs and directors’ room furniture, all 
purchased from the F. O. Bailey Company, Inc., Free 
St., Portland. This office equipment firm has been in 
business in Portland 131 years. 
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F. R. Doty, district representative of Autopoint Com- 
pany with headquarters in Rapid City, S. Dak., favored 
OFFICE APPLIANCES With a visit on December 13. He had 
come to Chicago to spend some time at Autopoint’s 
headquarters. Formerly an office equipment dealer 
in Indiana, Mr. Doty is quite happy with conditions 
as he finds them in the Northwest. He travels the 
Dakotas and Montana by automobile and receives 
good results for his efforts. A transplanted Hoosier, 
he is as much at home in his present area as at the 
location of his earlier enterprise. 


Jay H. Windsor, Minneapolis, Minn., district manager 
for Manifold Supplies Company, called at our offices 
on December 15. He had been at the company’s head- 
quarters in Brooklyn and was on his way home. With 
him he had an ingenious collating device handy in 
assembling forms or plain sheets and carbon paper 
for as many as a dozen copies. Mr. Windsor is a vet- 
eran in the sale of Manifold’s Panama-Beaver prod- 
ucts, having been with the company more than a 
quarter century. 


Luiz Mellone, Jr., an office furniture manufacturer 
in Rio de Janeiro, Brazil, was a welcome visitor at the 
office of this journal December 27. He was on an ex- 
tended trip, planned to get him back home in April 
or May. On his way north he stopped in Peru, Pan- 
ama and Mexico, entering the United States at Los 
Angeles. He went on to San Francisco, from where 
he travelled by rail to Chicago. Grand Rapids and 
New York were to be other calls in the United States, 
after which he planned to spend two or three months 
in Europe. Mr. Mellone’s company manufactures 
wood desks, tables and chairs. Some of the materials 
he uses are imported from the United States. He 
commented favorably upon the design and quality of 
current furniture models in use in this country. 


Irving Ritchie, Typewriter Distributors, Inc., New 
York, N. Y., registered by telephone on Wednesday, 
January 10. On one of his periodic visits to metropoli- 
tan centers to feel the pulse of the industry, Mr. Rit- 
chie included Cleveland, Chicago and Pittsburgh in 
his itinerary. While in Chicago he attended the 
monthly meeting of the Chicago Office Machine Deal- 
ers Association on January 9. By his presence he added 
to the significance of the occasion, which was a dinner 
dance in honor of Larry McDonough, formerly a long 
time member of the Royal Typewriter Company staff 
and now proprietor of the Central Typewriter Ex- 
change, Chicago. Mr. Ritchie’s dynamic personality 
has been felt in the office machine industry for 36 
years. He is always a welcome visitor 


Charles E. Davis, Portland, Ore., called upon us on 
January 10, the first out-of-town visitor in 1951. He 
had been to Boston, where he spent some time with 
Samuel Ward Manufacturing Company, a concern he 
has represented for many years. From Chicago he 
planned to go direct to Los Angeles and work his way 
up north to Oregon and Washington. Mr. Davis is one 
of the best known of western travelers 


Paul Cheney, of Southworth Company, visited us by 
telephone on January 10. He had arrived in Chicago 
on the eighth to stay about a week and passed the big 
hurdle of finding hotel accommodations on the day the 
furniture show opened. With headquarters in Massa- 
chusetts, Mr. Cheney belongs to a long list of travelers 
clubs and is at home among travelers and dealers alike 
in all sections of the country. 
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All New Remington Portable Typewriter 
—just the right size for fastest .. . best | 
typing performance, has ALL office 
machine features including six exclu- 
sive features that make it easier to sell. 


Invincible Carbons and Ribbons 
—pacemaker of a well-balanced line of 
typewriter and duplicator supplies 
packed to catch-the-eye . . . priced to sell 
with profit! 


TOPflight Adding Machines 

—the greatest success story in 
adding machine history, TOP- 
flight sells fast because dealers 
know when they are sold they 
stay sold. 


Rlemington. Fland 
DEALER SALES DIVISION 


315 FOURTH AVENUE, NEW YORK 10 
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Forms and records used in every major activity of 
personnel administration are analyzed and illustrated 
in the American Management Association’s Handbook 
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Buyers put their signature on the “Final line” 


of your order when you show ‘em 


PYNAD-LENE Costbon Lape 


—the brown-backed beauty that stops the most serious 
typing fault—'‘typing too far down on the page.” 

















nuisance of typing letters over because she had misjudged 


d too far down on the bottom of the page.” 


iger who hates to see lost time and motion, perks up his 
m about FINAL-LINE—the carbon with 3 punch holes at 


f an uncoated extension edge, which tells a girl where to 





FINAL-LINE 
TYPIST GUIDE 


Lehi Ngee 


lies flat and is available in all 





give the number of copies desired. The un 


elps the Typist to insert and to remove the 





g her fingers 





of the superlative products in the 
PEERLESS IMPERIAL line of ribbons and carbons. Don't you 
a PEERLESS IMPERIAL Dealer? Write | 
Ld 
J 


PEERLESS-IMPERIAL CO., INC. 


ty mg General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 


bottom! New York Office: 7, 321 Broadway * Chigago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


Name & 
Address 
6 typing lines 
between first 
and third hole. 





2ND WARNING! 
2). inches from 
bottom! 


cancen—er “A Great damn LH CALDOMS” iss, caren, sce a 


2 inches from 
bottom! 
elatin duplicating ns, master units, carbon ribbons, carbon rolls for every business need 
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the H.C.Allen typewriter — 


with the new touch, means fast, 


effortless typing 





invited to in- 
.. You ore in ahaa 
i e 
e , . ; ‘ii bout a ‘im 
ryping is easier because the R. C. Allen has 27 improved /f yes lerships 
° . e dea ers 
features. Lighter touch . . . quicker action ereater number of “l 
© op, ees s.8 ; ° ou wi 
visibility! An exciting assembly of features designed to make a still available. Y 
: oe h 
typing machine of smart appearance new dependability. then understand Why 
: ; : : - a len has long 
Selling is easier because the R. C. Allen “Standard” has the rR. c. Al ner Ont 
, . “er ' F mber 
highest profit margin in the field. A fast-selling repeat item .. . been the Nu 
. : , ice 
an item of reputation . . . pre-sold for you through continuous artner of the © 


p 


and intensive national advertising of the R. C. Allen name. machine dealer. 


It pays to stock the best. 


R. C. Allen is the only company offering the independent dealer a full line of 
50 
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R.C.Allen is America’s best value 


in ADDING MACHINES 


Low priced . . . High quality . . . Top dealer discounts . . . Wide choice of models .. . 








Rickey OS ps alee ET aps 
ee Ee ‘ 

sa dee aa 

8 OUTSTANDING models with famous R. C. Allen ‘‘STAND-OUT'"’ features. 
Model 65 Model 70 

OPERATED 

Direct subtraction ° Priced same as "65" 
Light weight . . . easy but with extra bank of 
to operate. Now used keys. A fast operating 


extensively by thou- 
sands of small busi- 
nesses from coast to 
coast. Only $132.00 





Model 75 
A true R. C. Allen 
“leader'’. Direct sub- 


traction in red, visible 
dials, automatic clear 
signal and wide 42” 
carriage make it a top- 





notch seller. Only 
$157.00 

OPER 
Model 715 


The motor does the 
work. A super-fast 
7-column model ideal 
for both desk and 
store counter use. Com- 
plete array of ‘“‘stand- 
out’’ features. Light- 
weight — portable. 
Only $235.00 


Model 1015 


Ideal for banks and 
accounting depart- 
ments. 10-column ca- 
pacity. Wide 5%” 
carriage accommodates 
variety of forms. Visi- 
ble dials, automatic 
clear signal, direct sub- 


traction. Only $310.00 





*eeeee#ee#ee#ee#eee#er#8rvceees3s5ceee#ee#eee#eee#e# @ 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W. 


ELECTRICALLY 





straight ‘adder’ with 
visible dials for visual 


protection, Adds to 
100,000.00. Only 
$132.00 





Model 805 
Large 8-column capac- 
ity. ‘‘Stand-out"’ fea- 
tures include visible 
dials, automatic clear 
signal, direct subtrac- 
tion in red. A ‘‘must"’ 
for the medium sized 
business. Only $185.00 





Peaa 

Model 915 
Perfect for every office. 
Large-fast-simple to 
operate. Precision built 
for years of service. 
Packed with R. C. Allen 
famous features. Adds 
to 10,000,000.00. 
Only $285.00 


Model 1315 
The ultimate in adding 
machine performance. 
For statistical or gov- 
ernment work. Giant 
12%” carriage for 
multi-column forms. 
Withstands hardest 
treatment. Only 
$510.00 








Grand Rapids, Mich. 


ADDING MACHINES - CALCULATORS - BOOKKEEPING MACHINES - CASH REGISTERS - TYPEWRITERS 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 


Fennel Street, Manchester 4, England 


Manchester, January 1, 1951. 


J. A. Cumming, who has been elected president of 
the International Union of Office Appliance Trades 
Associations for the coming year, is a past president 
of the British Association (the Office Appliance Trades 
Association of Great Britain and Ireland) and its pres- 
ent honorary marketing director 

One of the most active members of the council of 
this latter body and chairman of its exhibition com- 
mittee, his will be the major task in staging the world’s 
biggest Business Efficiency Exhibition which this or- 
ganization is holding at Olympia in June as the indus- 
try’s contribution to the Festival of Britain 

This show, occupying over 175,000 square feet, will 
be four times as large as the biggest ever held in this 
country. 


These duties will, 
however, far from complete Mr 
Cumming’s activities in 1951 for he is a member of 
the London section of the British Industries’ Fair 
advisory committee, whose endeavours will be re- 
doubled to make the 1951 Fair the finest Britain has 
ever staged for the benefit of her overseas visitors. 

In addition, he is a director and a most active mem- 
ber of the staff of Gestetner, Ltd., the largest manu- 
facturing firm of duplicator specialists in Europe or 
the Commonwealth, and possibly in the world, and 
which in 1951 celebrates its eighty-first birthday. 

It is perhaps of interest to record that Mr. Cum- 
ming’s election in Paris as president of the Interna- 
tional Union of Office Appliance Trades Associations 
is a tribute both to his public spirited activities and 
to the British industry in which he is such an out- 
standing member. 

Exports of typewriters during the eleven months 
of the year to November 30 amounted to £1,327,477 
compared with only £738,913 during the same period 
last year. Imports of machines and parts were 33%, 
per cent less. 

Total office machinery and metal furniture exports 
during the same time amounted to £7,389,346, £1,750,- 
000 more than the corresponding returns last year. 

Best customers? In this order: Australia, £1,065,981; 
South Africa, £365,772; Sweden, £322,488: France, £303,- 
252; New Zealand, £239,471; and Canada £226,559. 

However there is a shadow on the horizon. What is 
to happen when rearmament is really under way? 
Observers believe that it will react adversely on the 
exports of office equipment but the trade will do ev- 
erything possible to maintain exports. As this is being 
written, Marshall Aid for this country has ceased (and 
there is no Britisher except, perhaps, some of the 
Communist element and we do not*regard them as 
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Britishers, but are profoundly thankful for the prac- 
tical gesture which the United States made in the 
interests of world recovery after World War II). 

The ending of Marshall Aid, therefore, has brought 
into bolder relief the necessity for Britain to extend 
her exports and although dollar markets have prior- 
ity, dollar-saving areas (markets which would buy 
from dollar countries probably, if not from Britain) 
rank second in importance. 

A recent exhibition in London was that held by the 
Office Management Association at Caxton Hall. The 
exhibition was staged in conjunction with a conference 
entitled “Duplicating in the Office,” and I understand 
the whole was a remarkable success 

On February 20 the Office Appliance Trades Associ- 
ation will open the Scottish Business Equipment and 
Management Exhibition at the McLellan Galleries, 
Glasgow. This will run for some four days, until Feb- 
ruary 23, inclusive. Following this show will be the 
Business Efficiency Exhibition at the Grand Hall, 
Olympia, from June 6 to 16. President of the O.A.T.A., 
in charge of the latter event, is W. B. Woods of Na- 
tional Cash Register Company, Ltd. Immediate past 
president is Fred Ellam, Ellams Duplicator Company, 
Ltd., and the vice-president is B. B. Dyer, Milners Safe 
Company, Ltd. The council consists of these gentle- 
men plus C. W. Cave, C. W. Cave & Company, Ltd.; 
NW. R. Mawle D.F.C, British Typewriters, Ltd; J. A. 
Cumming, Gestetner, Ltd.; C. J. Mortimer, Leabank 
Chairs, Ltd; A. W. Toy, Roneo, Ltd.; A. R. Jackson, 
Remington Rand, Ltd.; E. C. Rylands, Carter Parratt, 
Ltd., and M. G. Wright, Art Metal Construction Com- 
pany. 

The Typewriter and Allied Trades Federation of 
Great Britain and Ireland has W. Lorraine Haig, W 
Lorraine Haig & Company, Glasgow, as president 
Immediate past president is Claud Potter, British 
Typewriters, Ltd., West Bromwich. Vice-president is 
Horace E. Stewart, Remanufactured Typewriters, Ltd., 
London E.C. 4, and treasurer is Victor H. Wake, Harris 
Wake & Porter, Ltd., Ilford 


The National Association 
of Distributors of Office 

Equipment was founded in February, 1949, and has 
done very good work in the interim period. 

The administrative secretary is F. E. Lang, of 145, 
Palace Chambers, Westminster, London, S. W. 1. 

President is W. E. Sculthorp, Sculthorps, Ltd., Glas- 
gow. Mr. Sculthorp has been president of the associ- 
ation since its inception. 

The vice-president is H. R. Byford, Edgleys, Ltd., 
London, and the Hon. Secretary, G. H. Stibbs, of 
George Summers and Company, Rochester, with F. G 
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TRADE MARK I 


LOW COST SHELVING — 


Liberty PREFAB WOOD SHELVING is movable 
equipment having an advantage over permanently 
constructed shelving in that it can be easily disman- 
tled and reassembled in a new location in a few min- 
utes without expensive installation costs. 





Liberty PREFAB WOOD SHELVING provides the 
ideal method for storing Liberty Record Storage 
Boxes, or any other storage boxes or drawers. To 
give you an idea of capacity—each unit will hold 18 
letter size boxes, or 12 letter size and 6 legal size, or 
48 check size boxes and drawers or the equivalent. 
Considerably greater quantities of smaller size boxes 
may be accommodated. You have 42 square feet of 
shelf area in 7 square foot of floor space. The appli- 
cation of Liberty PREFAB WOOD SHELVING is 
not limited to record storage, however. It is all pur- 
pose shelving with hundreds of business and indus- 
trial uses 





The use of Masonite Shelf Boards and Side Panels 
is not necessary when storing Liberty Boxes. Both 
are available as accessories. Shelf Boards are neces- 
sary when Liberty Prefab Wood Shelving is to be 
used for storage of small items. 









































Each starter unit has six shelves 42” wide 

by 24” deep with 1214,” height between 

shelves. The entire unit is 84” high. Ex- 
tension units have the same measurements and 
interlock with starter unit. 


Shelving may be extended to any length desired 
by adding Extension Units. 


EXCLUSIVE FEATURES 


Unlimited Expansion 
Laboratory Tested 
Completely Prefabricated 
Conveniently Cartoned 
Simple Assembly 

Prompt Delivery 





Every office, factory and store a prospect. 

The ideal LOW COST shelving. 

Wood framework Is unfinished but sanded 
—no slivers. 

Anyone can assemble it in a few minutes. 


NO TOOLS NEEDED 


BANKERS BOX COMPANY ° 720 So. DEARBORN ST. « CHICAGO, ILL. 
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Banks, A. J. Bird, Ltd., London, officiating as treasurer. 

The foregoing, together with the following, comprise 
the council: 

John C. Alexander, Barlows of Birmingham, Ltd.; 
B. F. Burrell, S. R. Batson Ltd., Ipswich; H. C. Gunn, 
Blue Seal Products, Ltd., London; Frank R. Bold, Frank 
Bold, Ltd., Sheffield; John Curry, Crone & Curry Busi- 
ness Equipment, Ltd., Belfast; F. E. Dowdeswell, 
Dowdeswells, Ltd., Guildford; K. R. Geering, Geerings 
of Ashford, Ltd.; D. C. Gourlay, D. C. Gourlay, Ltd., 
Glasgow; Ralph E. Harding, of Folkestone; F. T. Kee- 
lagher, Keelagher, Ltd.. Manchester; G. D. Hobbs, 
Office Equipment Company, Manchester; George Poo- 
ley, Geo. Pooley (London), Ltd.; S. Chapman, J. H. 
Todd and Sons, Grimsby; William E. Catling, Western 
Enterprises (Office Systems Consultants), Ltd., Exeter 

As may be imagined, the association is concerned 
with the welfare of the distributors and the associa- 
tion is split up into various committees, including 
metal and wood. Thos¢ serving on the metal commit- 
tee are Messrs. Bold (chairman), Geering, Gunn and 
Burrell. On the wood group are Messrs. Byford (chair- 
man), Banks, Burrell, Gunn and Pooley. 

I understand that the Leabank Chairs, Ltd., of 10, 
Clifton House, 91, Euston Road, London, N. W. 1, is 
extending the overseas sales. 

A chair manufactured by this firm which is going 
very well in the United Kingdom is the typist’s chair, 
Type KAI. 

This chair has been developed to meet the demand 
for typist’s chairs at a competitive price. All the well- 
known Leabank features are included but a simplified 
frame-work enables it to be marketed at a price which 
the firm claims is the finest value yet offered for this 
type of chair. 


The seat and backrest 
are full size, comfortably 
padded, the backrest is fully adjustable by one knob 
and the seat height is adjustable, 17 to 22 inches. Other 
models are available for draughtsmen and telephonists. 
The frame is all-metal and the feet are rounded so 
that they will slide easily. 

Details of an office recording machine have just 
reached me. This is the E. M. E. Retalker of British 
Universal E. M. E., Ltd., 36 Victoria St., London, S. W. 1. 
' This is a magnetic tape recording machine of new 
type which has been specially designed for use in the 
office. 

Not only is this machine suitable for recording dicta- 
tion and messages, but telephone conversations in 
their entirety can be recorded and replayed or tran- 
scribed at will and intercommunication between de- 
partments and branches effected by the interchange 
of recordings. 

There is a loudspeaker incorporated in the machine 
and this gives clear reproduction but in addition a 
headphone attachment is supplied for use by the 
typist so that a recording may be replayed without 
causing any undue annoyance to others in the same 
room. A foot control switch is also provided so that the 
speed of replay can be controlled to suit the speed of 
the typist. 

The tape gives half an hour actual recording time, 
the running of which is controlled by a switch on the 
hand microphone. Old recordings are erased auto- 
matically as new recordings are made so that the same 
tape is available for use many times. 

An indicator enables any position of the recording 
to be pin-pointed and apart from a fast rewind a fast 
forward-wind is also incorporated so that any.position 
may be selected speedily. Another indicator shows the 
actual length of recording which greatly assists a 
typist in dictating on the spacing of the letter. 

Provision is also made that the tape cannot overrun 
or spill and the whole machine is easily portable. The 
standard finish is in matt black but special colors can 
be supplied to order —SER , 
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News Notes From Australia 


W. BEECHAM, CORRESPONDENT, 
BOX E256, G.P.O. PERTH, W. A. 


An accounting unit new to the Australian market 


has recently been developed by Lamson Paragon, Ltd.,~ 


and it has received outstanding publicity in the trade 


press. This system—the Taylorix Autographic Ac-7 


counting Unit—has been widely used in Europe for 
some years, particularly in Scandinavian countries 
+ . > 

Application 138,073 has been lodged by the Lang Pen 
Company, Ltd., for an Australian patent for a pocket 
clip for a fountain pen. Details are: “A pocket clip 
for a fountain pen or like article wherein the retain- 
ing ring is in line with, or in the same plane as the 
arm of the clip instead of being at right angles thereto, 
and is adapted to be received in a slot formed for the 
purpose in the end of the article and to be prevented 
from outward displacement by a member carrying an 
abutment engaging the rear or interior of the slotted 
end of the article.” 

- + . 

Pen Manufacturers Pty. Ltd., of Taree, New South 
Wales, is now manufacturing writing pens, rulers and 
the like on mass production lines. The factory is sit- 
uated in the heart of country carrying suitable timber, 
and specialised machinery, claimed to be as good as 
anything of its kind in the world, was all designed 
to the specifications of proprietor, W. C. Gamack. 

> * 7 

New firms registered here this month include E. C. 
Blackwood (New South Wales) Ltd., capital £25,000; 
manufacturers of office stationery. Subscribers, A. S. 
Ramaciotti and J. L. Tudehope. Office, c/o F. W. Tur- 
ton, 34 Hunter St., Sydney. E. Kieley Pty. Ltd., 
manufacturers of office stationery. Factory, Druitt 
House, 121 Day St., Sydney. 

. ” * 

Rigby, Ltd., stationers, is to raise its nominal capital 
to £100,000 and subdivide its £1 shares into 5s. stock 
units. A new issue of 106,400 stock units will then be 
made at 5s 3d. each. Issue will be offered to all share- 
holders—preference and ordinary—on a seven for 10 
basis, and will take subscribed capital to £64,600 

* ” - 

Lamson Paragon, Ltd., manufacturers of office sta- 
tionery, report that net profit for the financial year 
November 1, 1949, to October 31, 1950, was £55,582 com- 
pared with the £46,235 of the previous 12 months (on 
smaller capital). Latest figure was reached after pro- 
viding £20,000 for taxation and £22,647 for depreciation. 
Unchanged distribution of 8 per cent and a bonus of 
2% per cent took £32,224. Latest profit was equal to 
10 per cent on average shareholders’ funds employed 
during the year. The company is to issue 73,125 ordi- 
nary shares of £1 as a bonus to shareholders in the 
ratio of one to each five fully-paid shares held. 

ad - > 

The Western Australian Government Statistician re- 
ports that during the financial year ended June 30, 
1950, imports into that state included paper stationery 
valued at £202,328 (£15,956 from overseas) and other 
stationery valued at £149,536 (£84,253 from overseas). 

* * - 

The financial editor of The West Australian, a lead- 
ing daily newspaper, said in a recent feature article: 
“The almost universal increase in paper work in most 
business establishments today makes it necessary, in 
the interests of efficiency and economy, to check 
closely the value of any operation in office practice. 

. . Figures must be presented simply and clearly in 
a manner which is easily understandable and not 
liable to misinterpretation.” 

= a . 

W. H. Jenkins, for many years stationery manager 
of Gordon & Gotch, Ltd., Melbourne, and president 
of the Wholesale and Manufacturing Stationers Asso- 
ciation of Victoria, died recently 
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PRODUCTS 
EXCLUSIVELY! 






Expanding business calls for top-quality performance. 
That's why more and more top business executives 
are demanding QUEEN QUALITY 
PRODUCTS EXCLUSIVELY for every type of office 


work! 


Executives know that when work must be done On 
Time, Efficiently — and Correctly, QUEEN and only 
QUEEN QUALITY PRODUCTS will do the 
job — Consistently, Perfectly, Every time! 


For Anything that makes a copy 
We manufacture it. 


Write Today for Your Samples of the Queen Quality Line! 


VEEN RIBBON & CARBON CO., INC. 


Executive Offices 


128 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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Miner Heads Chicago OMDA 


At the annual meeting of the Chicago Office Machine 
Dealers Association, held in the Maryland Hotel, Chi- 
cago, on Tuesday evening, December 12, 1950, Harvey 
Miner, Miner Business Machine Company, Kankakee, 
Ill., was elected president for 1951. Other officers chosen 
were Jack Teeter, Hammond, Ind.: Ken Aubry, Aubry 
& Taendler, Chicago, treasurer, and Elmer Beutler 
Typewriter Specialists, Chicago, secretary 

Following dinner, the meeting was called to order 
by President Larry Walter, Peter Paul Mechanical 


HARVEY MINER 





Service, Chicago, who introduced Jack Powers, Chicago 
representative of Safeguard, Inc. Mr. Powers gave 
convincing demonstrations of some Safeguard check 
writers and then distributed some literature on venti- 
lators and humidifiers made by Safeguard 

An extensive discussion on the subject of changing 
the amount of annual dues resulted in a decision to 
increase the figure from $25.00 to $35.00, $15.00 of 
which goes to the National Office Machine Dealers 
Association for membership in that organization 
Immediately following the action on dues, it was voted 
to make the secretary’s annual salary not more than 
$500.00. 

Just before adjournment President-elect Miner spok« 
briefly, pledging his skill and energy to the tasks of 
leadership and asking for the wholehearted co-opera- 
tion of the membership in doing the work necessary 
to a suecessful record in 1951 





Form Loose Leaf, Blank Book 
Manufacturers Association 

At a meeting held in New York, N. Y., on Tuesday, 
last December 12, an association of loose leaf and blank 
book manufacturers was formed, to be known as Loose 
Leaf and Blank Book Manufacturers Association. 

The purpose of this association is to further the best 
interests of the loose leaf and blank book industry 
and to enable the industry to co-operate with proper 
governmental agencies during the present war emer- 
gency. 

The following were elected officers 


President, Melville W. Borders, Wilson Jones Com 
pany. 

Vice-president, Murray Vernon, S. E. & M. Vernon 
Company. 

Secretary-treasurer, Donaid F. Marsh, Boorum & 
Pease Company. 

An executive committee was elected, consisting of 


the following members: 
Richard P. Towne, National Blank Book Company 
chairman. 
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Setilngs, dhinmers, conventions 





George Ober, Loose Leaf Metals Company, vice- 
chairman. 

James Guinane, American Loose Leaf Corporation. 

Guy Hamlin, McMillan Book Company. 

The above mentioned officers are also members of 
the executive committee. 

Loose leaf and blank book manufacturing companies 
forming the association are as follows: 
American Loose Leaf Corporation, New York, N. Y 
joorum & Pease Company, Brooklyn, N. Y 
Burkhardt Company, Detroit, Mich 
Charles R. Hadley Company, Los Angeles, Calif. 
Hall & McChesney, Inc., Syracuse, N. Y 
The Heinn Company, Milwaukee, Wis 
Loose Leaf Metals Company, St. Louis, Mo 
Master-Craft Corporation, Kalamazoo, Mich 
McMillan Book Company, Syracuse, N. Y 
National Blank Book Company, Holyoke, Mass 
rhe C. E. Sheppard Company, Long Island City 
Stationers Loose Leaf Company, Milwaukee, Wis 
The Tenacity Manufacturing Company, Cincinnati, Ohio 
S. E. & M. Vernon Company, New York, N. Y 
Wilson Jones Company, Chicago, I]! 
Wire-O-Corporation, Pougkeepsie, N. ¥ 


im | 





Steger Heads St. Louis OMDA 

H. A. Steger, distributor of the Old Town Ribbon & 
Carbon Company products in the Greater St. Louis 
territory, has been elected president of the Greater 
St. Louis Office Machine Dealers Association for the 
vear 1951. 

Mr. Steger is well known among the dealers in the 
Eighth District, having traveled the territory for the 
past 13 years. During the past five years he has been 
in business for himself and previous to that was with 
the Old Town Ribbon & Carbon Company as field 
representative. He conducts his business under his 
own name at 816 Pine St., St. Louis. 

The Greater St. Louis Office Machine Dealers Asso- 
ciation meets at the Mark Twain Hotel every third 





Thursday of the month and travelers in St. Louis on 
that date are welcomed to the meetings 
New York Office Equipment Dealers 
Celebrate Twentieth Birthday 
More than 130 members, th@ir wives and guests 
assembled to attend the twentieth birthday dinner 
party of the Office Equipment Dealers of New York 
held on Monday evening, December 11, in the West 
Ballroom of the Hotel Commodore, New York, N. Y. 
A festive occasion it was from start to finish, with 
music, singing, entertainment and good fellowship, 


the order of the evening 

Preceding the gala affair a reception and cocktail 
party was held in the spacious lounge adjoining the 
ballroom. An hour of sociability and good fellowship. 

President Ben Itkin, Itkin Bros. Inc., New York City, 
extended a hearty welcome to all who had come to 
participate in the celebration of O. E. D.’s twentieth 
birthday. He introduced the guests at the head table, 
who were: 

Jack Schwander, Desks, Inc., New York, N. Y.; Mr. 
and Mrs. B. H. Nemlich, Regan Office Furniture Cor- 
poration, New York, N. Y.; Guy H. Rentsler, Reming- 
ton Rand Inc., New York, N. Y.; Mrs. Ben Itkin; John 
R. Gray, executive director N. O. F. A.: Mrs. J. R. Gray; 
Seymour L. Nathan, Charles S. Nathan, Inc., New York, 
N. Y.: James M. Glen, Manhattan Desk Co., New York, 
N. Y. and Moe Turman, Metwood Office Equipment 
Corporation, New York, N. Y 

Mr. Turman, former president of O. E. D. and 
N. O. F. A., remarked that he was happy to see such 
a fine attendance to celebrate the twentieth birthday 
of O. E. D. He declared he was proud of the spirit 
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oa is the world's outstanding manufacturer of string musical instruments. But 
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This Colonial Desk, No. 2F60, built by Jasper Desk Co. follows the tradi- 


tional pattern of turned leg styling with recessed center legs. No effort has 





been spared to make the Colonial Desk outstanding in every respect. Four 
sizes are available to meet any office need—66” x 34”—60” x 34”— 
54” x 32”—48” x 26”. Genuine walnut tops, drawer fronts and panels 
help to create maximum eye-appeal and “buy-appeal." Yes . . . here's 


another Jasper Desk that anyone in business would be proud to own. 


A COMPLETE LINE OF DESKS FOR EVERY OFFICE NEED 


The JASPER DESK Company 


JASPER, INDIANA 
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To protect the hundreds of Mosler 
dealers from coast to coast, our 
policy during the current period of 
restricted civilian production and 
scarce metal supply is to fill orders 
only from those dealers who were our 
customers prior to the autumn of 1950. 
No new dealers will be served until 
the present crisis has ended. We 
hope in this way to repay the loyalty 
of those business organizations with 
which we have been associated in 
providing superior protective 


equipment to American commerce, 





industry and finance. 


ge Mosler Safe ¢. 


WORLD’S LARGEST BUILDERS OF SAFES AND VAULTS 
FACTORIES: Hamilton, Ohio 
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shown by the members and of its growth and ac- 
complishments and proud too of N. O. F. A., which in 
a few short years has grown beyond belief. 

Next, came the procession of waiters bearing a large 
birthday cake trimmed with lighted candles. Presi- 
dent Itkin thanked the donor of the cake, Mrs. John R 
Gray, who made it herself and needless to say, it was 
excellent. The entire assemblage then sang that ever 
popular song, “Happy Birthday To You.” An excellent 
floor show was staged, consisting of a variety of acts 
that were both amusing and entertaining. Larry Best 
of radio and television fame acted as master of 
ceremonies. 





Golden State Travelers Elect 
Officers Following Yule Party 

The month of December was marked by a number of 
functions for the social and business calendar of the 
Golden State Travelers Club 

December 18 was the date of the annual Christmas 
luncheon with about 100 members and their dealer 
guests gathering at Mike Lyman’s Hill St. restaurant 
Secretary Reg Holliday was M.C. of the program dur- 
ing which Ed Harrington, governor of the Fourteenth 
District of NSOEA, and Russ Davis, president of the 
Stationers Association of Southern California, made 
brief informal speeches. As part of the proceedings, 
an active life membership in the club was conferred 
on Blake Lockard, who for some years fathered the 
club and served as secretary-treasurer 

Immediately following the Christmas luncheon pro- 
gram, the annual business meeting of the club was 
held. Committees reported and plans were set up for 
increased membership and actitvity in 1951. 

Following a report by Ralph Maneval, chairman of 
the constitution and by-laws committee, a new con- 
stitution and by-laws were adopted 

Unanimous ballot was cast for the election of the 
following officers: 

President, Reg Holliday, Scripto, Inc.; first vice- 
president, Ralph Maneval, A. W. Faber-Castell Pencil 
Company; second vice-president, Ernie Daniels, Bert 
Morris Company; third vice-president, L. Vic Hall, 
R..L. Smith Company; secretary, George Hatten, Eaton 
Paper Corporation, and treasurer, Walter Waldvogel 
National Blank Book Company. 

On December 1, the Golden State Travelers along 
with many of the dealers in the Los Angeles area, en- 
joyed a delightful day of golf and a steak dinner at 
the Montebello Country Club 

The Stationers Association of Southern California 
entertained the Golden State Travelers at the Ambas- 
sador Hotel on Friday evening, December 8. Russ 
Davis, Bill Knapp and Joe Savel formed the committee. 

More than 300 members and guests were present in 
the beautiful Embassy Room for a delightful evening. 





Gunlocke Host at Ice Capades Party 


Transporting 1,000 folks 100 miles, playing host to 
an ice show, providing supper and bringing the guests 
all home again, all without a hitch. That was the 


undertaking smoothly performed recently by — 


W. H. Gunlocke Chair Company, Wayland, N. Y. 

A special train carried the employees and family 
groups to Buffalo, N. Y., for the famed Ice Capades. 7 
Leaving at 11:30 a.m., the train arrived at 1:30 p.m.7 
Return was made soon after the show and individual 7 
box lunches were distributed on the train. 

The day, naturally, proved an enjoyable one for 
everyone, with ages ranging from 28 months to 78 
years. Everything was arranged down to the smallest 
detail. 





Form Tampa Bay OMDA 


Headed by George Valentine as president, the office 
Machine Dealers of Tampa Bay, Fla., has organized 
an association and have applied for affiliation with 
the National Office Machine Dealers Association. When 
approved the Tampa groups will bring the number 
of locals to 30. Serving as officers are Floyd Osborne, 
vice-president, and Lee Osman, secretary-treasurer. 

The group now has 12 members and will add to that 
number very shortly. Assisting in the formation of 
the new local were Charles Meyers, Charles S. Meyers, 
Inc., Miami, Fla., and Jack Macon, Ames Supply Com- 
pany, Atlanta, Ga. The first Thursday of each month 
has been designated as the regular meeting day. 





TOMDA Convention Plans are Made 

February 11 and 12 are dates for the fourth annual 
convention of the Texas Office Machine Dealers Asso- 
ciation, to be held at the beautiful Shamrock Hotel, 
Houston, Tex. 

Edwin T. Feigle, president of the association, and 
Russell Brewington, convention chairman, are making 
plans for an interesting and entertaining program. 
All indications point to an excellent attendance at the 
affair, as booth spaces are being rapidly engaged. 


The entertainment committee is sparing no efforts | 


to assure everyone attending a hearty welcome. 

A highlight of pre-convention activities will be a 
barbecue at the home of President Edwin T. Feigle 
on Saturday, February 10, for state, local and national 
officers. Official registration will open at the conven- 
tion hall at 10 a.m. on Sunday. On the program for 
that day are a reception in the Castilian Room and a 
smorgasbord in the Emerald Room. 

Monday’s program will be a full one, opening with 
a 7:30 a.m. breakfast honoring the national NOMDA 
president, Ed Toussaint. A dinner-dance in the eve- 
ning will conclude the convention. 








SNAPPED AT THE SPEAKERS TABLE DURING GOLDEN STATE TRAVELERS CHRISTMAS LUNCHEON 


Left to right: Bill Jenkins, Jenkins Card Index Co., Los 
Angeles, Calif., past-president of Golden State Travelers 
Club; Russ Davis, Alhambra Office Supply Co., Alhambra, 
Calif., president of the Stationers Association of So. Calif.; 
Ed Harrington, Pasadena Stationery & Printing Co., Pasa- 
dena, Calif., governor of NSOEA District No. 14; Reg 
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Holliday, Scripto, Inc., first vice-president of Golden State 
Travelers Club; Blake Lockard, secretary of the Stationers 
Association of So. Calif.; Phil Redford, Schwabacher-Frey 
Co., Los Angeles; Ernie Daniels, Bert Morris Co., Los Angeles, 
Calif., second vice-president of the Golden State Travelers 
Club. 
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METAL OFFICE FURNITURE CO. 
Grand Rapids, Michigan 
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Ken Henderson Elected President of GLTC 


At the annual business meeting of the Great Lakes 
Travelers Club, held in Chicago on Friday, December 
29, several new members were taken in before the 
annual election of officers was conducted. Those ac- 
cepted into membership are as follows: Herbert John- 
ston, Ace Fastener Corporation; M. R. Cooper, Chicago 
Printed String Company; Campbell Ryan, manufac- 
turers’ representative; Noah Sherman, Wilson-Jones 
Company; H. P. Gould, Wilson-Jones Company; R. T. 
Lowe, Minnesota Mining & Manufacturing Company; 





NEW OFFICERS OF THE GREAT LAKES TRAVELERS CLUB.—Left 
to right: Bob Reynell, Oxford Filing Supply Co., treasurer; 
Ken Reister, Minnesota Mining & Mfg. Co., second vice- 
president; Ben Powell, A. W. Faber-Castell Pencil Co., secre- 
tary; Ken Henderson, Carter's Ink Co., president; Ray Eichen- 
laub, Service Steel Products Corp., assistant secretary and 
auditor; Don Sharpe, Reyburn Mfg. Co., first vice-president. 


George Cormack, S. E. & M. Vernon, Inc., and Robert 
Wright, Fisher Pen Company 

Ken Henderson, Carter’s Ink Company, long active 
in GLTC affairs, was chosen president for 1951. Elected 
to serve with him were the following: Don Sharpe, 
Reyburn Manufacturing Company, first vice-president; 
Ken Reister, Minnesota Mining & Manufacturing Com- 
pany, second vice-president; Carl Kaufman, Speed 
Products, Inc., third vice-president; B. J. Powell, A. W. 
Faber-Castell Pencil Company, secretary; and Robert 
Reynell, Oxford Filing Supply Company, treasurer. Ray 
Eichenlaub, Service Steel Products Corporation, was 
unanimously chosen assistant secretary and auditor 

Retiring President Ralph Maish, Dennison Manu- 
facturing Company, spoke briefly, expressing apprecia- 
tion for the co-operation of members and officers dur- 
ing 1950. A rising vote of thanks was tendered to all 
the officers of 1950. President-elect Ken Henderson 
accepted the gavel of authority and adjourned the 
meeting after a short plea for assistance in discharging 
the duties of his new office 





Chicago Stationers Hold Christmas Party 


One of the most delightful of a long series of Sta- 
tioners Club of Chicago Christmas parties was held 
at the Erie Cafe on the snow-bound evening of Decem- 
ber 8. Attendance totaled 75, including some 47 manu- 
facturers’ representatives 

Following the time-honored pre-dinner hour at the 
wassail bowl, the celebrants sat down to a delectable 
steak dinner, one of the variety featured in Collier’s 
story of the Erie Cafe in the April 8 issue. Musical en- 
tertainment was provided throughout the repast, after 
which Harold Rossuck, Better Office Supply, chair- 
man of the Christmas party committee, presented 
Willie Shore, well-known comedian, dancer and master 
of ceremonies, who added zest and merriment to the 
party for a full two hours 

The evening closed with a number of card games 
and the usual return to the refreshment bar, all agree- 
ing that the party had been one that would be long 
remembered. . 
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Make ‘51 National Business Show Plans 


Rudolph Lang, managing director of the National 
Business Show, has announced that the 1951 exposition 
will be held Octcc-r 22 through October 27, again at 
the Grand Central Palace in New York City. 

“Integrated design will again be a feature of the 
Show,” declares Mr. Lang, “Giving it a sense of a single 
entity, reducing decorative costs and equalizing traffic, 
and resulting in the maximum exposure of your prod- 
uct.” He made this statement in informing prospective 
exhibitors of plans for the 54-day Show, providing 
adequate time to display products before an expected 
audience of about 100,000 executives, dealers and buy- 
ers. 

Despite rising costs, rates to exhibitors will not be 
increased, states the managing director. He declares 
further, “With the co-operation of other associations, 
whose members of course will attend the Show, dis- 
tinction and variety will be added to the exposition. 
These associations will bring together the best minds 
in business and education at forum sessions through- 
out the week at the Office Week Forum. Here, the 
latest in management thinking will be made available 
to visitors at the Show.” 

In making his report on the 1950 National Business 
Show, Mr. Lang commented that 146 exhibitors dis- 
played their products covering the entire range of 
the most modern devices and machines designed to 
fit today’s business office. Attendance, he stated, was 
132,387, “the greatest in its 47-year-old history.” 

Theme of the 1951 Show is to be “Manpower, Ma- 
chines and Methods.” 
































New Jersey O.E.D. Hears Gray 


President Jack Werfel presided over a recent meet- 
ing of the New Jersey O.E.D. which was addressed 
by John R. Gray, executive director of National Office 
Furniture Association. Mr. Gray reported that there 
were still a few booths open for the 1951 convention 
in Chicago. He asked that reservations be made early 
for both the show and hotel rooms. 

Jack Werfel gave his report on the officers’ confer- 
ence at Pittsburgh and said that Joseph Brenner, Bren- 
ner Desk Company, Ed Blau, Max Blau & Sons, and 





















NEW JERSEY O.F.A. OFFICERS—Elected officers of the New Postc 
Jersey Office Furniture Assn. are (left to right): standing— ideal 
Dave Warner, Brenner Desk Co., secretary; Henry Lewis, 

Max Blau & Sons, Inc., vice-president; Jack Garol, Essex hotel 
Desk Co., treasurer; seated—Jack Werfel, Colonial Desk Co., Sucir 
president, and Joseph Brenner, Brenner Desk Co., chairman : 
of board of directors. All are from Newark. 


himself had represented New Jersey, and that the 
officers of the National Association had voted in favor 
of Atlantic City for the 1952 convention 

The president then introduced Bernard H. Nemlich, 
Regan Furniture Company, New York, N. Y., chairman S 
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Liberator 
Wodel 200 


Hairline registration it's the world's finest S L{°) 
duplicator. Features front paper stops, automatic 164 


roller release, open cylinder with automatic brush inking 
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$10 Additional! 
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Liberator Wedel 100 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 
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Reproduces postcard to legal size. 
Features backstop paper weight, 
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1, to assure accurate registration. 
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Sales and profits go UP when buyer resist- 


ance goes down... and that’s just what 


happens when you sell “Copy-rite” Liquid 


Duplicators. They offer so many “extra” 


sales appeals to your customers. For ex- 


ample, they give longer runs of more uni- 
form copies .. . better copies faster! One 
copy for each turn of the handle . . . with- 
They vive better duplication 


ink. 


accurate reg- 


out priming. 


without stencils, gelatins. ribbons or 


type. Automatic paper feed 


istration on stocks from post cards to 9” x 


WOLBE Ke DUPLICATOR & SUPPLY CO., 
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Model L-47—-$244 
plus tax, F.O.B. Chicago. 


counter and cover. “Copy-rite”’ 


with Automatic paper feed, re- 








50 


Complete 


set 
all 


steel cabinet as shown, $49.50 additional. 


14” sheets. “Copy-rite” Duplicators are 
built to last, with no service problems. 
They are available in both hand and elec- 
trically operated models, (electric models 
carry | L Seal of Approval) priced from 


$139.50 to $399.50, (plus tax). 


In addition to easy-to-sell “Copy-rite” 
Duplicators, you have a complete line of 
“Rite-Copy” Supplies to sell your custom- 
Make “Copy-rite” 
Supplies prominent in your 


Write for Catalog. 


ers. Duplicators and 


“Rite- opy” 
profit picture for ‘51. 


S Cortland St., Chicago 14 
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of the NOFA national advertising committee, who re- 
ported on the plan by which each dealer will pay 
for lineage coverage and a certain amount will be 
given by the manufacturers. John McKenna of the 
McLean Advertising Agency spoke on the value of 
national advertising. 

Mr. Gray was called upon to describe the NOFA 
group insurance plan. Herb Farkas, Herbert L. Farkas 
Company, was appointed chairman of a group insur- 
ance committee, to select assistants and report at 
the next meeting. 

Paul Fletcher, NOFA consultant and director of the 
sales training course, was introduced by President 
Werfel as the guest speaker. He said that things are 
beginning to look up but he was scared of the outlook 
because dealers feel it is a buyers’ market. He urged 
careful planning and buying and treating of customers 
with respect. 

The president then called for nomination of officers 
with the following chosen and elected: president, Jack 
Werfel, Colonial Desk Company; vice-president, Henry 
Lewis, Max Blau & Sons; treasurer, Jack Garol, Essex 
Desk Company, and secretary, David L. Warner, Bren- 
ner Desk Company. 





NSOEA Districts Plan Combined Regional 


District No. 3 and District No. 13 of the National 
Stationery and Office Equipment Association have 
planned a joint regional convention on Friday, June 29 
and Saturday, June 30, at the Ambassador Hotel in 
Atlantic City, N. J. It is expected that the prospect 
of a week-end at the beautiful seashore hotel plus 
the combined efforts of Charles Lukens, Yeo & Lukens 
Company, Philadelphia, Pa., governor of District No. 3; 
and Robert Reichman, Mooney’s, Inc., New York, N. Y.., 
governor of District No. 13. will draw the largest at- 
tendance of any regional. Further details will be an- 
nounced later. 





Neck-and-Neck Battle Looms in 


Chicago Stationers League 

The half-way mark, reached the day after Christmas 
at the Arena Alleys, revealed one of the tightest races 
in the long kegling history of the Stationers Bowling 
League of Chicago. 

Topping the heap with 30 games won and 18 lost 
were the Phillies, captained by Len Schneider, The 
Globe-Wernicke Co., just one notch ahead of the 
Yankees, led by Hal Schneider, Consolidated Office 
Supply. Third place was held by the Braves (27-21) 
under Roy Hansen, another G-W man 

In the matter of individual averages, a deadlock 
Hansen and 
both of whom carried 177 


existed between the aforementioned Mr 
Tony Peters, Horder’s, Inc., 





totals. Close on their heels with 176’s were John 
Stuercke, Rogers Loose Leaf Company, and Bill Bruner, 
Office Stationery & Equipment Company. 

The team series rankings showed the in-and-out 
Cubs with the top series of 3118, well ahead of the 
second-ranking White Sox with 3098. The Red Sox 
held the team single game mark of 1117, 13 pins bet- 
ter than the Braves. Individual high series was firmly 
gripped by Bill Bruner, whose 722 mark came as a 
result of a 656 scratch series. Not too far behind was 
Dave Rucker, B. H. Hallin & Associates, with a 708. 
High individual single game was the property of Ed 
Kraft, National Blank Book Company, whose 288 was 
only six pins ahead of Charley Mathieu, The Mathieu 
Company. High individual scratch game of the year 
at the midway mark was a whopping 248 rolled by 
Tony Donofrio, McLeod & Company. 





Federation of Jewish Philanthropies Meets 


Nearly 100 prominent members of the office furni- 
ture and stationery division participated in honoring 
Ben Itken, Itken Brothers, and Robert Reichman, 
Mooney’s, Inc., governor of NSOEA District No. 13, 
at the industry’s annual dinner in support of the 
Federation of Jewish Philanthropies at the New Yorker 
Hotel, New York, N. Y., on December 5. 

Mr. Itkin was presented with a scroll by Moe Tur- 
man, Metwood Office Equipment Corporation, who 
declared that “Ben Itkin, by his many years of un- 
selfish devotion and concern for the welfare of our 
less fortunate fellow humans, symbolizes the generous 
heart of our entire industry.” In accepting the scroll, 
Mr. Itkin remarked simply that he did so on behalf 
of the “entire office furniture industry and for its 
participation in the humanitarian work of the federa- 
tion’s hospitals and social work agencies.” 

Mr. Reichman’s acceptance of a testimonial scroll 
was brief and included a poem he had written for the 
occasion. 

Henry Levy, Silver Stationery Company, Inc., and 
Joseph Wallace, Myrtle Desk Company, co-chairmen 
of the industry’s 1950 drive in behalf of the federa- 
tion’s $20,000,000 campaign, announced that the in- 
dustry had substantially increased its contribution 
this year. 

The annual event highlighted the division’s effort 
for 116 affiliated hospitals, health and social welfare 
agencies to end “the heartbreak of the waiting list” 
for needed medical and welfare services. Nathan 
Sachs, president of Sachs Quality Furniture and a 
federation vice-president, was the main speaker of 
the evening. He pointed out that the 480,000 persons 
served annually plus thousands more now on waiting 
lists would be immeasurably helped by the industry’s 
generous participation in the drive 


é 


HEAD TABLE PERSONALITIES AT ANNUAL DINNER OF OFFICE FURNITURE & STATIONERY DIVISION 


B. N. Nemlich, Regan Furn. Corp.; Ben Itkin, Itkin Bros.; 
Moe Turman, Metwood Office Equip. Corp.; Joseph Wallace, 
Myrtle Desk Co.; Henry Levy, Silver Staty. Co., Inc.; Nathan 
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Sachs, Sachs Quality Furn.; Irving M. Levy, Art Steel Sales 


Corp.; Robert Reichman, Mooney’s, Inc.; Chas. Karansik, 
Jaclin Staty. Co.; J. S. Libien, Libien Press. 
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A Profitable Pair 


Years of use has proved that customers are completely satisfied 
with the Weis line of Agate Fibre Board Card Files and 
Transfers. Repeat sales have further confirmed the popular- 
ity of these products. 





Favorable acceptance of the Weis line is not accidental. We 
planned it that way many years ago. Quality of materials 
and technical improvements in fabrication are carefully studied. 
Only those resulting in a superior product are used. For 
example, the new metal bottom in Agate Card Files holds the 
follow block in perfect alignment and adds reinforcement to 
the entire file. No wonder sales are growing steadily. 


You can profit by this policy, too. When you recommend and 
sell any product bearing the famous Y%4&* name you not only 
make a profitable transaction, you also strengthen the foun- 
dation for more sales and win the confidence of your customer. 


Be sure you can profit in both ways by having the complete 
line of Weis Agate Fibre Board Files and Transfers in stock. 
See our current Price List for complete details. 


Wis 








OTHER PRODUCTS IN 


THE FAMOUS $¥/&s- LINE 











BOX LETTER FILES—'"Giant". Index tabs—Alpha 
betical A-Z, Days (1-31), Months. Regular or Easy 
Clasp fasteners. Backs and fly leaves can be imprinted 
Letter and Cap sizes. (Cap size has Easy Clasp and A-Z 
index only). See current Price List. 





BOX LETTER FILES—*Wocverine". Index tabs 
Alphabetical A-Z, Days (1-31), Months. Regular or Easy 
Clasp fasteners. Backs and fly leaves can be imprinted 
Letter and Cap sizes. (Cap size has Easy Clasp and A-Z 
index only). See current Price List. 


Verticas 
Lee ter 
rue 





VERTICAL LETTER FILES  Close-at-hand tempo- 
rary filing for personal papers or business forms Drop 
front aids in quick reference. Equipped with 25 Alpha- 


betical A-Z file folders. Metal ring pull. Letter and Cap 


DOCUMENT TRANSFERS For folded docu- 


ments, vouchers, envelopes, etc. Telescopic drawer per 
sizes. Three capacity depths See current Price List. mits removal without disturbing others Back of trays 
taper for easier reference to contents Separate label 
Also availabl tho alde holders and drawer pulls. See current Price List 
jor use a a re fer 


The Weis Manufacturing Company 


fi © 

? 
1x9? €l0O 1Y51 
| EI 


Monroe, Michigan 
New YorRK 13: The Weis Mfg. Co., 54-56 Franklin St CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


OKLAHOMA CITY 1 ForT WORTH 1 HOUSTON 2 
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for More Sales .. More Protit.. More Good Will 


4 DD spray and recommend ACE Stapling Equip- HOW THE ACE PROCESS OF TREATING 
ment. Stock the complete line ..be prepared to sell WIRE MAKES ACE STAPLES STRONGER 


an ACE Stapler at the price your customer will pay. 
Whether you wrap up the streamlined beauty—the 
ACELINER—or the least costly ACE SCOUT.. you'll 
have the satisfaction of knowing that you have given 
your customer the biggest value the stapling machine 
dollar ever bought! Dealers from coast-to-coast feature 





the ACE Line because of the greater sales and profits as 
well as the lasting confidence and goodwill it brings. 
Remember, too, ACE precision Stapling Equipment 





FIGURE 1 FIGURE 2 


FIGURE 1. . Shows a cross-section of an ALL-ROUND 
steel wire. Ace uses only premium, precision-made, 
occurotely drawn-to-size steel wire. 


FIGURE 2. . Shows the all-round steel wire after being 
treated by the ACE PROCESS. This gives moximum 
strength on the outer edge where it is needed most 


will always be sold through dealers, exclusively! 
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ACE PILOT 


ACE SCOUT 


ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 


IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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FRIDEN ‘BOSSES’ GAIN SERVICE AWARDS 





Friden 15-Year Group Honored at Dinner 


Stories of early trials, tribulations and resultant joys 
in success were told recently as more than 150 veterans 
of the Friden Calculating Machine Company, Inc., 
joined in a dinner to pay tribute to the passing year 

For the first time pins were presented to the group 
that has spent 15 years in Friden work 

Signally honored at the annual service club award 
dinner were the original seven Fridenites, who first 
joined Carl Friden. They are, in order of their con- 
nection with the Friden Company, Jim Gemmell, su- 
pervisor, experimental department; Bill Nonamaker, 
chief tool engineer; Bernice Vierra, secretary to George 
Hopkins; Alvin Nelson, special expediter; Walter 
Bourne, general service manager; Kar! Karlson, fore- 
man of the sub assembly department; and Wesley 
Plunkett, treasurer and assistant general manager. 

In presenting them with the attractive new 15-year 
pin, President Walter S. Johnson said: “In looking at 
the people here before you, you are looking at the 
original group who were with Carl Friden when he 
got his ideas together and started to work. They are 
men—and woman, Bernice Vierra—who at the very 
beginning did the job that has led to all the accom- 
plishments we now observe... .”’ 

The second group of pre-15-year employees is headed 
by President Walter S. Johnson and vice-president and 
general manager John M. Lund. Others are Louis 
Valerio, Tony Machado, Al Brooks, Gil Plunkett, Roy 
Renults, Mag Brorstrom, John Moody, Vic Berds, Mary 
White, Roger Bosch and David Bourne 

In the 15-year group starting in 1935 are Eddie Ber- 
tola, Frank Montandon, Jake Grobl, D. Ray Rowe, 
Howard Hanscom, Fred Zickler, Bill Carter, Carl Rus- 
sell, Bernice Hartz, Jack Grobl, John Bosch, John Re- 
tuss, Hank Johnson, Norman Scarles and Bill Hartley. 

Present to join with these veterans were three rep- 
resentatives of the field sales and service organizations 
—Sven von Heideken, J. Howard Shinn and Wiley 
Owens. 

Marking 10 years of company service at the dinner 
were Frank Caitano, Elwood Davis, Grant Ellerbeck, 
Dunsten S. Gross, Arthur Hanson, Francis Henrietta, 
John Martinson, Roy Rutherford, Kenneth Stoltenberg 
and Jack Travis. 





Maco Holds Annual Yule Party 

Employees of the J. L. May Company, Inc., celebrated 
their annual Christmas party with an additional high- 
light of the day being a surprise twenty-fifth anniver- 
sary presentation to Mrs. Susan Santomauro, head of 
the finishing department 

“Susie” received a jewelled wrist watch, an orchid 
and a twenty-fifth anniversary cake in honor of her 
years of service with the company 

More than 200 employees and guests attended the 
buffet luncheon and danced to the music of Charles 
Prince and his orchestra while Santa Claus distrib- 
uted gifts to everyone , 
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Wesley Plunkett (extreme right), 
treasurer and assistant general 
manager of Friden Calculating 
Machine Co., Inc., pins the new 
15-year pin to the lapel of Pres. 
ident Walter S. Johnson who 
turns and makes the award to 
John M. Lund, Friden vice-presi- 
dent and general manager. 


St. Louis Stationers Hold Party 

The Greater St. Louis Stationers Association held 
the annual Christmas party on the evening of Decem- 
ber 20 at Bevo Mill, St. Louis, Mo. Izzy Voda, Wallace 
Pencil Company, was chairman, assisted by Bill Heh- 
man, Graham Paper Company; Clarence Ezell, Parker 





MEMBERS OF THE ST. LOUIS STATIONERS ASSOCIATION 
ENJOYING THEMSELVES AT THE CLUB’S CHRISTMAS PARTY— 
1. Jack Johnstone, Wallace Pencil Co.; Ray Brotherton, 
Oxford Filing Supply Co., Inc.; Bev Cherrington, Buschart 
Bros.; Eddie Anderson, Minnesota Mining & Manufacturing 
Co.; an accordian player and Herb Held, Blackwell Wielandy 
Co. 2. Caught in a moment of relaxation, left to right: Miss 
A. Koester, Mrs. |. Biel, Mrs. R. Comfort, Don Comfort and 
Robert Comfort, both Comfort Printing & Staty. Co., and Mrs. 
W. Hehman. 3. Margaret Voda, Hugh Green, (partly hidden) 
W. A. Sheaffer Pen Co., and Betty Bartens. 4. Drawing for 
prizes, left to right: Herb Held, Dave C. Neuhaus, manufac- 
turers’ representative, and Izzy Voda, Wallace Pencil Co. 
5. Mr. & Mrs. Harley Wantz, Skinner & Kennedy Staty. Co. 


Pen Company, and Ray Brotherton, Oxford Filing Sup- 
ply Company, Inc. 

A cocktail hour was followed by the delicious steak 
and chicken dinner. 

Following dinner, Al J. Bartens, president, introduced 
the committees and visitors. Every woman present was 
given a favor 

Attendance totaled 82 stationers and guests, each 
member permitted to bring one extra couple besides 
himself and family. 





Chico Party Attracts 155 

Best attended of the numerous year-end parties in 
Chicago’s stationery industry was the Chico gathering 
in the Mirror Room of the Hotel Hamilton on Wednes- 
day evening, January 10. A total of 155 dealers, man- 
ufacturer’s representatives and guests were in attend- 
ance. 

Supervising the activities, which included a friend- 
ship hour and an excellent roast beef dinner was Saul 
Hurtig, Acme Stationers, president of the group. A 
special guest was Lt. Doug Allen, U. S. Army, formerly 
of American Pad & Paper Company 
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—1. Computing the proceeds are, left to right, A. F. ‘‘Heinie”’ 
Sengbusch, Sengbusch Self-Closing Inkstand Co.; Bob H. 
Krohne, American Lead Pencil Co., and Paul Baird, George 
E. Baird & Son, Kansas City, Mo. The balance of $117 was 
distributed to charities in the form of a Christmas donation. 
2. The perfect host, Dan A. MacDougall, Stationers Loose 


Yule Party Enjoyed at Kansas City 


The Kansas City stationers and the Kansas City 
Chapter of the Midwest Travelers Club enjoyed a 
Christmas party on the evening of December 8 at the 
Santa Fe Hills Golf & Country Club in Kansas City. 
Cocktails were served, followed by an appetizing buffet 
dinner. 

Awarding of prizes was a highlight 

The entire party was made possible through contri- 
butions from both stationers and Travelers. After all 
expenses were paid, the remaining balance of $117.00 
was distributed equally between the Mercy Children’s 
Hospital and the Salvation Army in the form of a 
Christmas donation. 

Attendance at the party included 40 stationers, their 
wives and employees, and 43 Travelers and wives 

Because of the party’s success it is expected to be- 
come an annual affair 





Syracuse Stationers Meet 


Stationers and Office Equipment Dealers Associa- 
tion of Syracuse, N. Y. held a dinner meeting on De- 
cember 12 at the Hotel Syracuse. The meeting was 
addressed by Walter H. Miller, governor of NSOEA 
District No. 2 and Charles H. Kaletzki, president of 
the Bohanon Stationery & Engraving Co., Inc—GET 
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SNAPPED DURING THE CHRISTMAS PARTY GIVEN BY THE KANSAS CITY STATIONERS AND THE MIDWEST TRAVELERS 


Leaf Co., who had charge of the ‘Cocktail Hour’ together 
with Kenneth Pendergast, (not shown) Geo. E. Baird & Son, 
Kansas City, Mo. Specially prepared hors d’oeuvres kept 
Mr. MacDougall busy giving recipes. 3. Acting as game 
callers were Tom Seward, Speed Products Co., Inc., and 
Ray Baldwin, Gallup Map & Stationery Co., Kansas City, Mo. 


12:30 Club Holds Christmas Party 


With an attendance of more than 110 members and 
guests the Stationers 12:30 Club of New York held its 
annual Christmas party on Monday evening, Decem- 
ber 18, in the Oxford Room at Rosoff’s Restaurant, 
New York, N. Y. 

A festive holiday spirit prevailed right from the 
start, with much good fellowship in evidence during 
the cocktail hour. Shortly after seven o’clock the gong 
was sounded and all adjourned to the Oxford Room 
to partake of a good old-fashioned beefsteak dinner 

President Mortimer Libien, Libien Press Inc., New 
York, N. Y., extended a hearty welcome and then 
called for jolly Santa Claus, who promptly made his 
appearance with a pack of gifts 

When Santa had finished distributing his gifts, he 
removed his long white beard and was found to be 
Leonard A. Mathews, Weis Manufacturing Company, 
Inc., who played the part to perfection as he usually 
does. He was ably assisted by Joseph A. Linehan 
Joseph Dixon Crucible Company. In response to pop- 
ular request, Mr. Linehan then obliged by singing sev- 
eral good old Irish songs with all joining in the chorus 

President Libien called for the report of the nomi- 
nating committee and in response Chairman Louis F 
Caracci, The Nor-Wood Co., Inc., New York, N. Y. 
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placed in nomination the following slate of officers 
for the coming year: 

President—Philip G. Tagley, Consolidated Loose Leaf 
Inc. 

Vice-President-—Ralph Barnett, Blaisdell Pencil Com- 
pany. 

Treasurer—Dwight N. Briggs, Sun Rubber Company 

Secretary—Edward J. Healy, Wilson Jones Company 

All were unanimously elected and will be installed 
at the next meeting in January 

Declaring he was happy and proud to have had the 
privilege of serving as president of the club, President 
Libien extended his sincere good wishes for a success- 
ful administration to the new officers. 

President Libien called upon Mr. Caracci, chairman 
of the committee to arrange an orphan children’s 
Christmas Party. He announced with regret that be- 
cause of the shortness of time at their disposal they 
were unable to get the several groups of children 
together this year. The party will be held next year, 
instead, with the same committee of arrangements in 
charge. A telegram was then read by President Libien 
exressing regret that Harry Gripp, The Esterbrook 
Pen Company, was unable to attend and conveying 
season’s greetings and best wishes for the New Year 

President Libien announced that word was received 
from Gerard D. White, Acco Products, Inc., editor of 
Stationery Whitens, that because of illness he was 
unable to attend to celebrate both the Christmas party 
and his birthday. Harry Tehan, Sr., Higgins Ink Com- 
pany, Inc., who celebrates his birthday on December 
25, was also unable to attend. “Happy Birthday” was 
sung by the group for both absentees. 

Robert Reichman, Mooney’s, Inc., New York, N. Y., 
Governor of NSOEA, Thirteenth Regional District, read 
a poem he had written, entitled “The Night Before 
Christmas,” which was received with much applause 

The balance of the evening was devoted to the ren- 
dition of good music, community singing and genuine 
good fellowship. 

To Co-Chairman Louis Wachtel, American Lead 
Pencil Company, and Harry Fernsterheim, S. E. & M 
Vernon, Inc., and their committee goes the credit for 
a job well done in arranging a successful Christmas 
party. 





Good Fellowship Prevails at 
GLTC Christmas Party 


Replete with a fine spirit of camaraderie, the 1950 
Christmas party of the Great Lakes Travelers Club, 
held in the Merchants & Manufacturers Club restau- 
rant, Merchandise Mart, Chicago, starting Wednesday 
noon, December 20, was chalked up as another suc- 
cess. When Party Chairman Bob Reynell, Oxford 
Filing Supply Company, called for self-introductions, 
122 responded. 

As usual, each one present brought at least one gift 
for a boy or a girl. Later in the day the gifts were 
delivered to the Martha Washington Home for De- 
pendent Crippled Children 

A letter from Zac Smith, Zac Smith Stationery Com- 
pany, Birmingham, Ala., president of the National Sta- 
tionery & Office Equipment Association, was read by 
Chairman Reynell. Other commitments made it im- 
possible for President Smith to be present. Ralph 
Maish, Dennison Manufacturing Company, president 
of the Great Lakes Travelers Club, spoke briefly, as 
did Clarence Reynolds, Globe Furniture & Stationery 
Company, Chicago, governor of NSOEA District No. 6 

Chairman Reynell presented the members of his 
committee, as follows: Ken Henderson, Carters’ Ink 
Company, co-chairman; Ray J. Eichenlaub, Service 
Steel Products Corporation; Gordon Kickels, C. L 
Barkley & Company; Ed Rohrs, Eaton Paper Corpora- 
tion; Al Skibbe, Boorum & Pease Company, and (ex 
officio) Ben Allen, American Lead Pencil Company 
Three other notables who were given recognition were 
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Saul Hurtig, Acme Stationers, Chicago, president gq 
the Chico Club; Rus Ragan, American Pad & Pape 
Company, vice-president, field division, NSOEA, ar 
Harry Fellowes, Bankers Box Company, vice-president 
manufacturers division, NSOEA. 

For the fifth consecutive year, Paul Burbank, gen 
eral manager of NSOEA, was present as chief guest, 
Each year he has come by the air route and each year Uy 


AT GLTC ANNUAL CHRISTMAS PARTY—Top row: Harry 
Fellowes, Bankers Co.; Ralph Maish, Dennison Mfg. Co 
Clarence Reynolds, Globe Furniture & Staty. Co., governe 
NSOEA District No. 6. Center row: Saul Hurtig, Ac 

Stationers; Gordon Kickels, C. L. Barkley & Co.; Al Skibbe 
Boorum & Pease Co.; Rus Ragan, American Pad & Pag 
Co., vice-president NSOEA Field Division. Bottom row: K 
Henderson, The Carter’s Ink Co.; ‘Benny’ Allen, America 
Lead Pencil Co.; Ray Eichenlaub, Service Steel Products Corp 


weather conditions make the trip hazardous and ar- 
rival time uncertain. Yet, he has never failed to make 
the deadline, and he has never failed to have some- 
thing interesting to say. 

The party was formally adjourned at about threg 
o'clock. 





Boston Stationers Hold Yule Party 
HARLEY J. LEWIS, CORRESPONDENT 


The Christmas party of the Boston Stationers Asso 
ciation attracted 143 on December 5 to the Louis XIV 
Ballroom of the Hotel Somerset. A social hour wa 
enjoyed preceding the chicken dinner. 

Ken Reeves orchestra furnished music for dancin 
and Christmas melodies during this dinner. Severs 
selections were sung by the stationers’ quartet consist 
ing of James Inman, Raymond Fletcher, John Kenned 
and John Dwyer. President John Murray also pleased 
with a solo 

Distribution of gifts was a highlight of the evening 





Reynolds Marks 82nd Birthday 


John Reynolds, proprietor of Reynolds Brothers 
stationers, 128 Wyoming Ave., Scranton, Pa., one 0 
the city’s oldest and most successful merchants, ob 
served his 82nd birthday on December 15—on the jot 
as usual. 

Mr. Reynolds founded the stationery business 
years ago with his brother, the late David Reynolds 
Enjoying exceptionally good health for his years, he 
remarked that it is the 73rd consecutive Christmé 
that he has been on the job.—GET 
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We take pride in the reception accorded the OLIVETTI 14 
Printing Calculator by American business, always ready to 


adopt progressive, time-saving methods. 


Combining the features of a high-quality calculator and a 
high-capacity adding, listing and subtracting machine, together 
with fully automatic operation and accurate printed record 
the OLIVETTI 14 answers this demand for greater efficiency 





Request a demonstration under your actual operating conditions 


Sales and service throughout the United States 


rv 


FTH AVENUE 


Olivetti Corporation of America EXCLUSIVE U. S. DISTRIBUTOR 








Risbey Promoted to Roytype Post 


Fortune Peter Ryan, vice-president of Royal Type- 
writer Company, Inc., has announced the elevation of 
J. Russell Risbey to the post of Roytype sales man- 
ager, effective January 1 

Mr. Risbey, a 23-year veteran of the typewriter 
company, started with Royal selling portable type- 
writers in 1927. During the following year he was 


J. RUSSELL RISBEY 





New York Roytype division, in 
After serving in this 


transferred to the 
charge of retail office supplies. 
capacity for nine years, he was appointed assistant 
sales manager in 1938, the position he filled until his 
recent promotion. 

In his new assignment as Roytype sales manager, 


Mr. Risbey will supervise the ribbon, carbon, and 
‘office supplies’ activities for Royal’s 83 branch offices 
and 1500 dealers throughout the country, and will 
maintain headquarters at 2 Park Ave., New York, N. Y. 

Mr. Risbey, commenting on business for the year 
ahead said, “The outlook for 1951 excels 1950, the big- 
gest year for Roytype to date. Every effort will be 
made in the new year to supply enough business ma- 
chine supplies to industry during these critical times 

“For the first five months of our fiscal year, begin- 
ning August 1, 1950, Roytype sales were more than 30 
per cent ahead of the comparative period for 1949 
This month’s billing is by far the largest December 
in our history.” 





Loushay New Head of Roberts Numbering 


On December 1, 1950, D. E. Loushay was appointed 
president of Roberts Numbering Machine Company, 
Brooklyn, N. Y. Mr. Loushay came to Roberts from 
Great American Industries where he was general man- 
ager of the Linn Coach & Truck Division, Oneonta, 
et & 





Zenner Elected President of McBee 

Philip M. Zenner was elected president of The McBee 
Company at a directors’ meeting held in Athens, Ohio, 
on Tuesday, December 5. He succeeds his brother, D. R 
Zenner, who died October 17. Mr. Zenner was also re- 
elected chairman of the board 

H. C. Davis was elevated to the newly-created posi- 
tion of executive vice-president. Mr. Davis had been 
vice-president in charge of sales with headquarters in 
New York City. He will move to Athens, where the 
company’s general offices are located 

B. F. Cutler, Athens, was elected to the board of 
directors. He was also made a vice-president and re- 
elected to his position as treasurer 

Besides those mentioned, the following officers were 
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re-elected: Harry B. McBee, vice-president; Roger Con- 
nor, vice-president and secretary; W. E. Ausenheimer, 
comptroller; and J. M. Scriven and C. J. Dickson, 
assistant secretaries. 





Lithomat Men Join A. B. Dick Staff 


Since purchasing the office offset duplicating busi- 
ness of the Lithomat Corporation last October, A. B. 
Dick Company has added to its staff a selected num- 
ber of former employees of Lithomat Corporation, men 
with specialized knowledge. 

William G. “Bill” Mullen, who was Lithomat vice- 
president in charge of research and production, is now 
consultant for A. B. Dick Company. 

Frederick “Fritz” Kurzmann, who joined Lithomat 
in 1941 and was the oldest employee, from the stand- 
point of service, after Mr. Mullen, is now in the sales 
engineering department. Charles W. “Charlie” Lap- 
ham, formerly with Lithomat, is now in A. B. Dick 
testing department. 

William F. “Bill” Tripp is now a member of A. B. 
Dick sales training department and Harold J. “Hal” 
Fleming is a buyer in the purchasing division. 

Others acquired from Lithomat and now handling 
A. B. Dick assignments are Charles U. “Toby” Hauer, 
Edwin L. “Ed” Miller and Edmund B. Fritz. 








5. Guy Norman Retires from Hoosier Desk 


The office furniture industry has lost another of 
the “old guard.” On December 31, S. Guy Norman, 


head of the Hoosier Desk Company, retired after 33 
years of active service, during 28 of which he directed 
the affairs of the company in the capacity of general 
manager, secretary and treasurer, the last four years 
as president and treasurer. 

Mr. Norman started as a bookkeeper with the com- 
pany when it 


was a small cabinet shop under the 


S. GUY NORMAN 





name of the Jasper Manufacturing Company. Those 
who know him well say he gave a “good share of his 
life’s blood” to bring the Hoosier Desk Company to its 
present high position in the industry. 

His vast host of friends throughout the nation will 
miss his familiar signature at the bottom of letters. 
They wish him improved health, contentment and 
happiness in the coming years 

Four years ago, Mr. Norman contemplated this action 
but was prevailed upon to delegate most of his duties 
to his associates and continue as president and treas- 
urer. These associates, who will now assume full man- 
agement, state that they will carry on the same policies 
adapted and practiced by Mr. Norman 
1951 
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Name Diehl, Jr., President 

William R. Diehl, Jr., recently was elected president 
and general manager of the Diehl Office Equipment 
Company, Columbus, Ohio. He was serving as vice- 
president at the time of his election. 

William R. Diehl, father of the firm’s new president 
and founder of the company, was elected chairman of 


WILLIAM R. DIEHL, JR. 





the board of directors. He had served as president 
since the organization of the company in 1909. Other 
officers named at the election were H. H. Diehl, vice- 
president; A. D. Chamblin, treasurer, and M. D. Shull, 
secretary. 

A graduate of Bexley high school Mr. Diehl, Jr., 
attended Mercerberg Academy and in 1934 received 
his Bachelor of Science degree from Ohio State Uni- 
versity. Following graduation he joined the sales staff 
of the Diehl firm where he has been ever since, with 
the exception of three years in the U. S. Navy after 
which he was discharged as a lieutenant commander 

Also active outside of business, Mr. Diehl has been 
selected as chairman of the American Red Cross 1951 
Fund Campaign. He is a director of the Columbus 
Country Club and a member of the Phi Gamma Delta 
fraternity, the Columbus Athletic Club, Rotary Club, 
the City Club and the Varsity O 





Jacquin & Company Remodels 

Extensive changes recently made at Jacquin & Com- 
pany, Peoria, Ill., office appliance, book and stationery 
store, have added materially to the floor space as well 














NEW STORE FRONT OF JACQUIN & CO. 


as making the store more attractive 

Most noticeable is the new all-glass front with 
chrome trim and a chocolate brown porcelain block 
cornice. Below the glass, which comes down almost 
to the sidewalk, is the terrazzo 

On one side of the deep-set entrance is a large dis- 
play window designed for furniture displays. It can 
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also be built up with fixtures to accommodate smaller 
items. On the other side is a show-case display window 
which extends well inside the store. Chocolate brown 
block letters spell out the firm’s name over the win- 
dows. 

The 20x50-foot office furniture display in the base- 
ment has also been redecorated to include a new 
linoleum floor and rest room facilities for both men 
and women. The latter has been enlarged to include 
a lounging room. The basement now extends under 
the sidewalk to provide more storage space. 

By leasing the adjoining building the firm has been 
able to provide an opening from one building to the 
other, thus increasing the floor space by about 2009 
square feet. 

Private offices are built on the first floor of the 
addition. The remainder of this floor, together with 
the basement storage facilities now make it possible 








to have all storage under one roof. Previously, storage 
space had been rented in two other locations——HLS 





Underwood Appoints Utica Manager 


D. A. Ealy has been appointed manager of the Utica, 
N. Y., branch office of Underwood Corporation, accord- 


ing to an announcement by W. F. Arnold, vice-presi- | 


dent and general sales manager 
Mr. Ealy was a typewriter and adding machine sales 
representative prior to his present assignment. His 


D. A. EALY 


headquarters are at 16 Bank P!., where he will direct 
the sales and service activities of the typewriter, add- 
ing machine, accounting machine and supply divisions 
in the Utica area. 





A. H. Haase Resigns From Ames 

Officials of the Ames Supply Company have accepted, 
with regret, the resignation of A. H. Haase as treas- 
urer and assistant secretary. Mr. Haase has been asso- 
ciated with the firm since 1938, with the exception of 
1943-1946, when he served as lieutenant commander in 
the United States Navy. He has gone into business 
with his father-in-law, J. M. Voorhees, of the W. W. 
Wilcox Company. 

A luncheon was given in Mr. Haase’s honor December 


ReneS en? acmpeaaner 


22 at the Lake Shore Club, Chicago, an affair which} 


was attended by his former business 
well as some of the members of the Wilcox Company. 
A diamond dial wrist watch and a desk set were pre- 
sented to Mr. Haase by H. R. Ames in behalf of his 
fellow workers. Individuals at the luncheon expressed 
verbally their regret in seeing Mr. Haase leave the 
firm. Tony Kartous of Dallas came to Chicago espe- 
cially for the luncheon and to wish him good luck in 
his new venture 

At the December 22 meeting of the board of direc- 
tors, Hubert 
Haase as treasurer and assistant secretary of Ames 
Supply Company. A newcomer to the firm, Mr. Hagen 
is well-recommended as a certified public accountant 
affiliated with a number of organizations in his pro- 
fession 
1951 
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Fisher Pen Appoints Robert E. Wright 

Paul Fisher, president of Fisher Pen Company, 
Chicago, has announced the appointment of Robert 
E. Wright as general sales manager. 

Mr. Wright comes to the Fisher Pen Company as 
one of the original pioneers of the felt point pen, 


ROBERT E. WRIGHT 





markers and inks. He was formerly sales manager of 
the Felt Point pen division of Marsh Stencil Machine 
Company and prior to that was sales manager of 
Cushman & Denison Manufacturing Company, New 
York, N. Y. He will direct the sales activities of the 
Fisher Pen Company national expansion program. 





Royal Rolls Back Roytype Prices 


Royal Typewriter Company, Inc., has rolled back 
prices on its Roytype carbon paper and typewriter 
ribbons to levels in effect before December 1, 1950, 
Maxwell V. Miller, president, wrote Alan Valentine, 
administrator, Economic Stabilization Agency. 

“In this way we have given tangible evidence of our 
determination to help curb inflation,’ declared Mr. 
Miller. “It is a matter of company policy, as well as 
of civic responsibility, for us at Royal to hold the line 
on prices, and we will most certainly do our part.” 

A number of Roytype items had been advanced from 
2.7 per cent to 12 per cent on December 11. Rolling 
back the prices of these items to their December 1, 
1950 quotations puts them back to price levels in effect 
since June 20, 1949. 

“This action is taken despite the fact that, within the 
last year Roytype, one of our three major divisions, 
has incurred cost advances, including labor and mate- 
rials, approximating 15 per cent,” said Mr. Miller. 

This roll-back of prices affects about 600 different 
items. It covers five different brands of carbon paper 
and six different brands of ribbons. Each of these 
brands is made up of dozens of individual items, in 
varying weights, finishes and sizes. 

Eighty-four branches of the Royal Typewriter Com- 
pany, Inc., in the United States received the following 
telegram from J. R. Risbey, sales manager of the Roy- 
type Division: 

“In compliance with the appeal received from Eco- 
nomic Stabilization Agency to combat inflation, we are 
hereby rescinding our telegrams of December 11 and 
13 increasing Roytype prices. Customers billed at new 
prices should be credited with difference. Commis- 
sions already earned on new prices will not be charged 
back.” 

Mr. Miller stated that Royal, following an E.S.A. re- 
quest, will notify that agency a week in advance of any 
contemplated price increase, although none is foreseen 
at this time. 

Royal Typewriter claims that throughout the post- 
war period it has strived to hold prices down to a 
minimum consistent with quality products. Since 1939, 
the company’s major item, the office typewriter, has 
been increased in price only 36 per cent, it is asserted. 
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Myrtle Desk Discontinues Burnproof Tops 


An announcement from T. R. Pitts, sales manager 
of the Myrtle Desk Company, advises that the com- 
pany is forced to discontinue making the cigarette 
burn-proof top construction as supplied on the No. 6000 
Pacemaker series. Current Government restrictions 
and regulations, effective on December 1, 1950, con- 
trolling and restricting the distribution and use of 
aluminum were given as the reason for the company’s 
decision. 

The No. 6000 Pacemaker series will be continued in 
the regular walnut and frosted walnut finishes with 
only the burnproof-waterproof guarantee missing. 
During December the only items equipped with the 
burnproof tops were a cutting of the 6015LF legal size 
file, the 6013LF letter size file and one small cutting 
of the 6068-T tables. In order to avoid confusion, the 
firm applied a label to the top or inside the knee drawer 
advising that the item was not equipped with the burn- 
proof top construction. 





Kisco Announces 1951 Dealer Program 

J. W. Kisling, president of Kisco Company, Inc., 
recently announced the 1951 plans for a “Dealer As- 
sistance” program aimed at consumers across the 
country. The company will make use of giant 30x22 
inch, three-color newsprint broadsides bearing the 
dealer’s imprint. Backing this dealer promotion, Kisco 
will place advertising in national publications such as 
Life, Saturday Evening Post, Better Homes and Gar- 
dens, Country Gentleman and other publications with 
over 15 million circulation. Radio and television time 
also will be used to sell the consumer. 





Speed Products Names Heyward 


Speed Products Company, Inc., recently announced 
the appointment of Harold Heyward as the metro- 
politan Chicago sales representative for the company. 


HAROLD HEYWARD 


Mr. Heyward returns to the stationery field after 
spending the last two years as manager of premium 
merchandising for John Plain and Company. Prior to 
that he had extensive-merchandising and sales ex- 
perience with Sears, Roebuck & Company and in his 
own business. 





Paillard Products Appoints Manager 

Hans Stauder, vice-president and general manager 
of Paillard Products, Inc., recently announced the 
appointment of Richard C. Smith, Jr., as sales man- 
ager of Hermes typewriter and business machine divi- 
sion of Paillard 

Mr. Smith, with 18 years’ experience in the field (for 
the past five years assistant sales manager in the 
typewriter division of Remington Rand, Inc.) will pro- 
mote the national sales of the Hermes Rocket, 2,000 
and Ambassador typewriters and the Intromat book- 
keeping machines to large industrial and governmental 
organizations. 


OFFICE APPLIANCES, February, 1951 








er 


ed 
0- 
Ly 


er 


to 
X- 
LS 


er 

ne 
i- 

a 


57 









































































































































THIS FOLDER LINE WILL MAKE MONEY FOR YOU 


For years (70 to be exact) “Y and E” Empire 
folders have stood for the best there was in 
folders. Thousands of companies ordered once 

and then reordered each year—year after 
year—which is the way dealers make large 
profits 


War Casualty 

During World War II Empire folders were not 
made because quality standards could not be 
met. 


Also Makers of Quality Steel Office Equipment 


The Franchise that means —_ 
Merchand — ' _ 
é 1andise” may = = 
r commun “8 I 
Inquiries invited 
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YAWMAN «n> FRBE MFG.(O. 


1015 JAY STREET, ROCHESTER 3,N. Y., U.S. A. 


Still habit forming 

Since last year Empire folders are back—better 
than ever. We have been pleased to find that 
they are still habit forming. Companies order 
and then reorder. 


There is a reason 

You will profit more when you sell Empire 
folders because they always deliver satisfac- 
tion. You sell the Empire line knowing that 
there is no better line made. 





HE 








83 











DOOR-TO-DOOR TECHNIQUE 
FOR 62 YEARS OF SELLING 


Meeting Customer Demands and Omitting 
High Pressure Tactics Given as Cause 
for Success and Longevity 


Charles H. Black, Kansas City, Mo., whose 60-odd 
years of experience as a salesman should qualify him 
as an expert, claims that high-pressure salesmanship 
isn’t the best way to keep customers or one’s mental 
equilibrium. Although 85 years old Mr. Black looks 
about 60. 

Connected with the Gallup Map & Stationery Com- 
pany for the past 15 years, Mr. Black states that he 
has no intention of giving up his work just as long as 






CHARLES BLACK WRITING UP AN ORDER 


his health holds up. “And so far,” he’s quoted as say- 
ing, “there hasn’t been any sign it won’t hold up.” 

Today, as 62 years ago, he is following a door-to-door 
Sales route because he simply isn’t content to sit in 
the office attending to the numerous jobs he would be 
so capable of performing. “In my many years of selling 
stationery supplies in Kansas City,” he says, “I have 
built up a great line of customers. They are my friends. 
I wouldn’t feel right if I just sat here and neglected 
them.” Such a statement is in line with his philosophy 
that salesmanship and friendship are synonymous. 

“This high-pressure business you hear so much about 
never interested me,” Mr. Black explains. “I have been 
able, over a period of time, to sell a considerable 
amount of material just by supplying customers’ needs, 
not by creating needs for them.” 


When asked to what he attributed his 
longevity and 
excellent health he said, “To tell the truth I have 
always lived a simple life. I always have worked pretty 
hard and saved my money. It may be that I haven’t 
had as many worries as other folks.” 

“God has been good to me,” he said. “He has given 
me a fine family, good friends, splendid health and 
an interest in a wonderful business. It is He whom I 
can thank for my blessings.” 

A native of Illinois, Mr. Black moved to St. Joseph, 
Mo., at the age of 13. In about 1888 he was employed 
in a stationery supply store in St. Joseph. Later he 
moved to Kansas City where he has lived ever since. 

His wife died in June, 1949, after 59 years of mar- 
riage. There are two children, a son, Donald E. Black, 
attorney for the Missouri Power & Light Company of 
Jefferson City, Mo., and a daughter, Mrs. Virginia 
Osborn. ; 
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Seattle Honors Thomas M. Pelly 


Recognition as the “First Citizen of 1950" was be- 
stowed by the city of Seattle upon Thomas M. Pelly, 
president of Lowman & Hanford Company, serving as 
president of the Seattle Chamber of Commerce for a 
second term 

Selection as the No. 1 citizen was made by members 
of the Seattle Real Estate Board. President L. W. 
Eastman announced that Mr. Pelly would be presented 
with a special bronze plaque at a banquet at the Hotel 
Olympic on January 24. 

Joining the large stationery firm of Lowman & Han- 
ford Company in 1930, within five years Mr. Pelly 
became president. 

Recognized in Mr. Pelly’s outstanding year of 
achievement were his state-wide trips into each of 
Washington’s 39 counties, “his aid in selling Seattle, 
its prestige and its business and industry.”—CML 





L. Ed Friedmann Still Confined 

His many friends in the industry must remain pa- 
tient and not expect an early visit from L. Ed Fried- 
mann, district manager of Le Pages, Inc., at St. Paul, 
Minn. 

Suffering a heart attack last November 17, Mr. Fried- 
mann was taken to St. Joseph’s Hospital where he 
spent five weeks before returning home, still confined 
to bed. He expected to have a check-up at the hospi- 
tal in mid-January and after that will need to remain 
at home until about April 1. 

Mr. Friedmann has been making good progress but 
has been warned by his physicians that he can not 
early return to work. 





Greenfield Appointed Dallas Manager 


The Finger Office Equipment Company, operating in 
both Houston and Dallas, Tex., recently appointed 
Nelson E. Greenfield as manager of the Dallas store. 


NELSON E. GREENFIELD 





Mr. Greenfield, of Cleveland, Ohio, brings 22 years of 
experience in the office equipment field with him to 
his new position. 

A native of Cleveland he was, prior to his coming 
to Dallas, sales manager of the Burrows Brothers Com- 
pany of Cleveland, president of the Cleveland Office 
Furniture Dealers Association and a director of the 
National Office Furniture Association. 





McLennon Recovering from Accident 


Just before Christmas, John J. McLennon, pen and 
pencil distributor, Chicago, slipped on the icy front 
steps of his home and seriously injured his spine. 
During his stay at a hospital his back was put in a 
cast, which he will have to wear for some time. In a 
letter dated January 4 he reported that most of his 
pain had left him. He said, “I am able to get around 
quite well as I have fairly good use of both my arms 
and legs. I hope in another week or so to be able to 
get down to the office for at least a couple of hours a 
day.” 

1951 
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rmchair Full | 






hair looks inviting to your customer. And when 
ts in it, it feels grand! No matter how close his 
tion, its quality steel construction, clean design 
Itless upholstery keep right on pleasing him. 

Broad, comfortably padded, widespread arms give 
my appearance that executives look for in a 
for themselves. Fully upholstered back has no 
parts exposed. Resilient padding over special coil 


xs gives deep-seated comfort that lasts. Choice of 


steries, colors, finishes. Write for details on the 
that sells in modern offices. Harter Corporation, 
Prairie Avenue, Sturgis, Michigan. 


HARTER 


Mic#H 


S28 R64 


of Comfort 


C-1500A 
SWIVEL ARMCHAIR 





C-1510A 
MATCHING SIDE ARMCHAIR 


To match the swivel armchair and 
the side armchair, shown, you can 
get models C-1520 and C-1530, 
chairs without arms. This com- 
plete “suite of four” is ideal for 
large ofhces 


GAN 


STEEL CHAIRS © POSTURE CHAIRS 
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Washington Firm “Arrives” in Five Years 


Just before Christmas of 1944, three freshly-dis- 
charged service men from the Air Force were huddled 
over a table in a small downtown, Washington D.C.., 


cafe trying to arrive at a name for a new business they 


were planning to open. They had no office, no inven- 
tory and very little experience in the field they were 
about to enter. However, they did not lack any of the 
basic essentials necessary to the successful operation 
of any business in this wonderful land of opportunity, 
the United States of America. 

The three—J. A. Smart, C. R. Christiansen and 
C. J. Collins—formed an equal partnership February 
1, 1945, and called themselves the Capitol Office Sup- 
ply Company, holding forth with rented desk space 
(one desk between the three) at 809 I St., N. W. Their 
stock of office supplies consisted of a gross of Deletape 
eradicable typewriter ribbons and a few dozen sponge 
rubber chair cushions. Orders were taken one day 
and delivered the next. Miscellaneous supplies were 
picked up at a courtesy discount from the Mallorey 
Office Supply Company and the E. Morrison Paper 
Company of Washington, two competitors whom the 
partners will never forget for their outstanding friend- 
liness and guidance through the troubled first year in 
business. 

Capitol outgrew its operation at 809 Eye St., N.W., 
Washington, D. C., on September 15, 1945, and moved 
into new quarters on that date at 1129 Vermont Ave., 
N. W., which was an old apartment hotel remodeled 
into an office building. One large room was leased 
which was partitioned into a small front office and 
shelf space in the rear. Into these quarters were added 
a section of steel shelving which contained a few items 
of paper and everyday office supply essentials. Total 
inventory would not exceed $500 cost 

A secretary and delivery boy were also added, to- 
gether with a $25 per week drawing account for the 
partners. 

It was here in the Portland Building that a carefully 
planned procedure was outlined and blueprinted for 
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THE THREE PARTNERS OF CAPITOL OFFICE SUPPLY: 
C. R. CHRISTIANSEN, C. J. COLLINS AND J. A. SMART 








the day that the three could be the proud owners of 
the successful operation now enjoyed. 

The firm remained in this location almost four yea 
and constantly expanded until it had occupied almos 
the entire second floor of this huge office building and 
grew in personnel from three to 15 at the time of thé 
move to new quarters. It was at this location that the 
Government contract department was added with 
Charles J. Collins heading up this important division 

And it was on October 1, 1950, when the firm moveg¢ 
to the new location, 1621 L St., N. W. Grand opening 
was held on December 1 and prizes and free coffee 
were offered to friends and customers. 

The building now occupied consists of three floors 
with more than 8,000 square feet of space. The firs 
floor is given over to office supplies and greeting cards 
also a portion for luggage and briefcases and busines 
machines, the rear being partitioned off for the ship- 
ping department. The second floor houses the general 
offices, office furniture show room and _ typewrite 
repair department, each being divisioned from th 
other. The third floor is utilized for warehouse spacé 
only. 

The business machines division of the company was 
organized August 1, 1950, and is under the direct su- 
pervision of Grant H. Sanders, one of Washington’s 
well-known combination salesmen and mechanic. 
Mr. Sanders has had 12 years of field experience in 





















































INTERIOR VIEWS OF NEW QUARTERS OF CAPITOL OFFICE 
SUPPLY CO.—Left: A few of the many prizes offered to 
friends and customers at the grand opening. Below, left: 
A view of the second floor furniture display showing 
various types of wood desks and chairs. Below, right: 
The first floor stationery department showing the wide, 
uncluttered aisle. 
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Check your prospect's 
“No. 1 Need” 
for 1951 


.. + to save time 
» «+» fo save space 
» «+ fo save money 


Show him how 
Postindex does all three 


A good example of Postindex 
efficiency and economy —the 
“zero balance” system for better 
inventory and stock control. Sim- 
ple as A-B-C, positive in opera- 
tion, faster and surer, easily in- 


stalled (no charts or signals or 


other extras needed), complete 





’ 
Fine points exclusive with Postindex 


bring unmatched simplicity, speed, economy 


four sides to write on 
self-aligning trunnion wire 
easy shifting 

constant visibility 

optional multiple records 
perfect lay-back 


For Perfect Control Through Visible Records 





and amazingly compact. This is 
a natural for the manufacturers, 
wholesalers and large retailers on 
your prospect list. 

Make sure that you are thor- 
oughly familiar with this and 
with other types of Postindex 
equipment—a right one for 
every business, every department 





—then stress their many direct 
ways to improve record control. 
Postindex assists your selling 
with prompt deliveries on all 
types of equipment. 


VISIBLE FILES 


“There's an Art 
to Better Record Control” 
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BUSINESS FURNITURE CORPORATION, MIAMI, 


1. A display of Art Metal furniture is appropriately ar- 
ranged with a life-size display of the posture chair in 
the background. 

2. A general view of the interior. 

3. Caught at the opening are, left to right: E. G. Knight, 
district sales manager of Art Metal Construction Co.; 


selling and esrvicing business machines and was so 
well thought of by this firm that he was made a one- 
half partner in the division which has now grown to 
three mechanics and a secretary in the short span of 
five months. New quarters are already being sought 
for this division of the stationery store 

Excellent facilities are available for receiving ship- 
ments and handling deliveries. A large freight ele- 
vator located in the rear of the building goes to all 
floors. A large alley in the rear of the building pro- 
vides easy access even to trailer-type trucks 

Both the first and second floor are painted in a 
soft Williamsburg green with silver gray ceilings 
Both floors have been newly covered with a brown 
marbleized asphalt tile. 

“Our store enjoys the prestige of being one of Wash- 
ington, D. C’s largest and most complete, and in only 
five years. Quick dependable service and merchandise 
of the finest quality are the Keystones to our success 
Rarely does an order lay undelivered over one day 
One-hour delivery is also featured but we do not allow 
it to be abused,” says J. A. Smart, general partner 





William G. Youse Retires 

William G. Youse, connected with the American 
Crayon Company, Sandusky, Ohio, in sales and execu- 
tive capacities for 45 years, retired on November 1. 
He and his wife plan to spend the winter in St. Peters- 
burg, Fla.—AK 








FLA., OPENS FOR BUSINESS IN NEW QUARTERS 


Samuel Shupach, treasurer, Business Furniture Corp.; 
David Linn, salesman; Arthur Sternburg, president, Busi- 
ness Furniture Corp. Seated: David Cooper, secretary, 
Business Furniture Corp. 

4. Another Art Metal display. 

5. One of two suites in the main showroom. 


Florida Firm Holds Open House 


Business Furniture Corporation of Miami, Fla., held 
open house December 11-16 at the new office furniture 
showrooms, 1114 E. Second Aye. in Miami 

This business was started by David Cooper and Ar- 
thur Sternberg in February of 1949 at Miami and has 
speedily expanded until today the firm occupies almost 
7,000 square feet of space on one of the busiest streets 
in Miami. It is claimed to be the only completely air- 
conditioned office furniture showroom in the city 

Here, Business Furniture Corporation is exclusive 
dealer in the area for the Art Metal Construction Com- 
pany and the Imperial Desk Company. The firm also 
handles products of the B. L. Marble Chair Company, 
Jasper Chair Company and Jasper Seating Company, 
together with other lines. 

An interior decorating department is maintained for 
complete installations including carpeting and drapes 





Chas. S. Nathan Opens Jamaica Branch 

The Chas. S. Nathan Company of New York, N. Y.., 
longtime retailer of office furniture and equipment, 
formally opened its new Jamaica branch, located at 
150-01°Hillside Ave., on January 6. Movie, stage and 
television stars were on hand for the festivities and 
the borough president of Queens, Maurice A. FitzGer- 
ald, cut the tape in recogniton of this important busi- 
ness development in Long Island 
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Exclusive Canadian Distributor: 
CANADIAN STAPLES LIMITED — Montreal, Toronto, Winnipeg, Vancouver 
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Above: Exterior view showing 
the modern design of the new 
warehouse. Center: Interior 
view of the warehouse showing 
part of the tremendous amount 
of storage space now available 
to the firm. Below: Cele>rating 
at a dinner served on the prem- 
ises are more than 350 em- 
ployees, their wives and hus- 
bands. The windows in the 
background are the same as 
can ke observed in the top 
picture. 


Gill’s Opens New Warehouse 


More than 350 employees of the J. K. Gill Company 
of Portland, Ore., with their wives and husbands cele- 
brated the opening of the firm’s new warehouse re- 
cently with a dinner served on the premises 

This reinforced concrete structure is said to be one 
of the most modern warehouse units of its kind in 
Portland and is located at 28th and Industrial Ave 
in the Guild Lake district. 

The warehouse is constructed with an incombustible 
roof supported by glue-laminated girders and burlins 
in natural finish. Here are featured 24-foot bays using 
steel pipe columns designed to give a maximum of 
space for warehousing the merchandise of the com- 
pany. 

Steel sash is used throughout and all openings have 
overhead door systems. Its loading facilities can take 
care of three freight cars at one time and the truck 
loading zone can load or unload four trucks at a time. 

The 60,000 square feet of storage space is heated to 
a thermostatically controlled temperature by means 
of steam with an oil-burning boiler. 

An over-head sprinkler system is one of its major 
safety features. 

Whitehouse, Church, Newberry and Roehr were the 
architects and the Henry M. Mason Co. was con- 
tractor and builder for this $300,000 warehouse 

This new structure will enable the J. K. Gill Com- 
pany to increase its service to customers and is a high 
spot in the expansion program of the 84-year old 
company. Gill’s is the school book depository for Ore- 
gon, Washington and Alaska and carries a complete 
stock of school books, supplies and school furniture 
servicing the whole Northwest and Alaska 

The J. K. Gill Company has long been recognized 
as a leader in its role of retailer, wholesaler and jobber 
to the growing Northwest ; 
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Form Skyline Desk Corporation 


With the news of the formation of the Skyline Desk 
Corporation comes the announcement that the firm 
will manufacture and sell office desks, tables and waste 
baskets in oak and combination walnut. Production 
schedules call for immediate shipment to establish 
office furniture dealers. Officers of the new corpora- 
tion are Robert W. Graff, president; Ben S. Bland, 
vice-president, and Samuel Ehrlich, secretary-treas- 
urer. The firm is located at 201 Front Ave., N. W., 
Grand Rapids, Mich. 

Mr. Graff is the son of the late Jack Graff and was 
associated with him in the manufacture of office fur- 
niture for the past eight years. He will be in charge 
of production. 

Mr. Bland, with a 25-year background in adver- 
tising, merchandising and sales promotion, will assume 
charge of sales. He is also sales manager of the Grand 
Rapids Leather Furniture Company, Inc. 

Mr. Ehrlich brings to the firm 30 odd years of experi- 
ence in the making and selling of office furniture. He 
is president of the Grand Rapids Leather Furniture 
Company which produces the Ehrlich line. 





Ft. Worth Firm to Move 
E. R. Conner & Company office supply firm of Fort 
Worth, Tex., is planning to move shortly from 1704 
Houston, to larger quarters at 1313 Houston. F. E. 
Berry, president, made the announcement. The firm 
is one of the oldest business establishments in Fort 
Worth, having been organized in 1872 by the late 
E. R. Conner. Present quarters with 12,500 square feet 
of floor space have been occupied by the company for 
five years. The new store, with three floors and bal- 
cony, will have 18,000 square feet of floor area. Re- 
modeling of the building will be started soon.—WLF 
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iT IS ESTIMATED 
THE AVERAGE INK USER 


BUYS 4 oz. PER YEAR 





@ When the public demands a bottle of ink that will stay 
fresh and protect fountain pens from air thickened ink— 
When the public wants and will pay for such a product, 
it's up to the manufacturer, jobber and retailer to deliver 





Bonbon 
Peni: 
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4 oz. customer 
25¢ yearly 





what the public wants. 


Sell your customers Sanford's 
PFNit fountain pen ink in the 
sensible sized, % oz. bottle. 


ASK FOR 


au it 


9 DELICIOUS COLORS—I10¢ 


February, 1951 


a GONE for 6 months 


BACK 10 your 


store in 2 months 
¥, oz. customer 
60¢ yearly 


FOUNTAIN PEN INK 
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Ames San Francisco Branch Hails 
Fortieth Anniversary Year 

Many of the pioneers in the typewriter industry will 
remember January, 1911, when the “tale” of the Ames 
and Filstead (as the Ames Supply Comany was then 
known) cat had grown to include a West Coast branch 
located in San Francisco! What would be considered 
a humble beginning today, was a revolutionary ad- 
vancement to the dealers in that territory at that 
time. The West Coast typewriter men were to have 
a convenient and dependable supplier of quality re- 
covered platens. As the industry grew, the branch 
grew and today, after 40 years, the San Francisco 
branch of the Ames Supply Company, with the younger 
Los Angeles branch, serves the West Coast dealers 
with not only platens and feed rolls but carries a large 
stock to tools, parts and supplies on the Pacific Coast. 
Also, the “tale” of the cat continued to grow with the 
addition of Ames Supply Company branches through- 
out the country. 

An announcement of the branch’s opening appeared 
in the January, 1911, issue of Orrice APPLIANCES which 
showed the “tale” of the cat growing with the addition 
of the San Francisco branch. In that same issue an ac- 
count of the opening was published with a story of 
Charlie Ames, the first Frisco branch manager—who 
was well-known in the trade and is now deceased. The 
news story from OFFIcE APPLIANCES reads as follows: 


“AMES & FILSTEAD OPEN 
SAN FRANCISCO BRANCH 


“Charles H. Ames, hitherto manager of the Den- 
ver branch of Ames & Filstead, manufacturers of 
the famous Amfil recovered typewriter platens, 
has just opened a branch office of the company 
in San Francisco for the convenience of the firm’s 
Coast trade. 

“One of the principal features of the Ames & 
Filstead business is the prompt return of the plat- 
ens sent to be covered 

“The business has grown marvelously. Only about 
two years ago the company opened a New York 
factory under the personal management of Mr 
Filstead, A. R. Ames remaining in charge of the 
Chicago branch. 

“The opening of the new San Francisco office 
will enable the branch managers and dealers on 
the Coast to get the same service that is enjoyed 
by the East and other parts of the country 

“Amfil platens are made by a special grinding 
process, operated by the firm’s exclusive system, 
giving perfect uniformity of grinding, cylindrical 
form and uniform ends. These features, with the 
high grade rubber employed in the composition, 
give the Amfil platens a very strong position in 
the trade. 

“Charles H. Ames is thoroughly versed in the 
system of the company through his experience at 
the company’s plant in Denver 

“In annexing the Coast, Ames & Filstead take an- 
other forward step in their history, which has been 
of continued progress ever since the organization 
of the company. 

“OFFICE APPLIANCES predicts the same success for 
the new San Francisco branch that is and has 
been the constant attendant of the company’s 
other branches.” 

Congenial Earl S. White, manager of the 
San Francisco branch, can verify that the prediction 
made 40 years ago is now a fact. Behind the success 
of the branch is the distribution of high quality Fu- 
turistic Five-Star platens and other merchandise with 
prompt service. 

Through the branch’s 40 years, Earl White has 
been instrumental in West Coast dealers relying on 
Ames’ San Francisco office for their needs. He worked 
with Charlie Ames and his wife during the organiza- 
tion of the branch and if he were .asked what his 


present 
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AMES SUPPLY CO. AT SAN FRANCISCO—TOP—branch office 
with parts department in background. CENTER—A view 
of the shop with feed roll grinding machine in foreground 
and platen mounting conducted at right. BOTTOM—Cus- 
tomers are served from the parts department which is 
directly behind the counter. 


duties were at that time, he would tell you that he 
often became platen boy, errand boy, billing clerk 
and manager, when Charlie Ames was away from the 
office. One year after its beginning, Earl White was 
left in charge, when Charlie Ames returned to the 
New York office of the Ames’ firm 

Up to 1914, only the recovering of platens was han- 
dled. Although dealers wanted them, tools and parts 
were impossible to get. A milestone in the typewriter 
industry took place when the agency of Thorp & Mar- 
tin of Boston was taken on and the line of parts was 
handled 

Earl White had extensive experience in platen re- 
covering but the handling of parts was new to him 
In order to serve the West Coast dealers to the ut- 
most, Charlie Ames and his wife returned to help 
Earl White install the parts department to the branch 
It is hard to feature the welcome dealers gave this 
1951 


OFFICE APPLIANCES, February, 














4 Here’s a BIG Reason 
why STEEL AGE Grade “A” Files 








operate 48 bldg 


.. pole 












~ 


Ruilt Stronger to last longer! 





~ 


renee yer 








top 
; . ‘A Gauee S¥° 
TPE suspension is the working heart of every good 6. weavy 
file. And at Corry-Jamestown, we take special pride Chan pearit g Roller 
. : < : J< . < ?P P =  & Ball mediate Stop Roller 

ice in the sturdy, precision construction of our Grade “A”, 8. \nt B arin g Guide 
aaa . 9, Ball Laten Catch oer 

full-progressive file suspension. qumb Later cress B 
nied We've designed it as simply as possible for trouble- 11. $ 
is free service . . . fabricated it of heavy welded steel 

channel for long, hard use . . . and equipped it with 8 

ball bearings for silken smooth action. That’s why 
“ Steel Age files operate “like new” year after year. 
he That's why you hear people say so often, "Sell Steel 
as Ace and vou sell the best in steel office furniture.” 
he , 
a 
PT 
r- 
as 
t 
Ip 
h 
5] OFFICE APPLIANCES, February, 1951 93 








news as up until this time, parts were not available 
to them. 

With the addition of a parts department, the old 
location at 58 Second St., San Francisco, was no longer 
large enough—the space was approximately 10 x 30 
feet. The first move was to 507 Mission St. As time 
passed, business expanded and the number of em- 
ployees increased and more and more room was 
needed. In 1928 the branch was moved to its present 
location, where additional space was rented as it was 
needed until now they have 200 times the space they 
had when the first San Francisco office opened 


One of the first men 

added to his staff after Earl 
White returned from a trip to New York in 1921 was 
Melville Burr. Mr. Burr has had continual employ- 
ment with the Ames Supply Company since that time 
and is now the assistant branch manager. By March 
of this year, Mr. Burr will be backing his service to 
dealers with 30 years of experience in the typewriter 
industry. 

In 1930, George Funk joined the San Francisco 
group. He has had many years of experience in plat- 
ens and is now rounding out his experience by work- 
ing in the parts department. Another man in the 
parts department is Lester Anderson, who is very 
familiar with parts since he spent a good deal of the 
time working as a typewriter mechanic before joining 
the Ames firm. Such men as Fred Schmitt and Don 
Richter add years of experience in platens to assure 
good workmanship as well as quality. Margaret Grutz- 
macher, office manager, has been handling the office 
end of the branch's business since 1940 

The branch possesses up-to-date equipment, which 
is properly used by men with experience to assure finer 
products and rapid service. The Ames’ platen grinders 
are of the newest type available, designed especially 
for the particualr purpose of grinding platens, and 
have been installed after World War II to replace the 
former ones used. The feed roll grinders are also 
special-built machines to provide accurate grinding 
of. feed rolls. 

A complete and well-organized inventory of parts 
is kept. The San Francisco branch provides a supply 
house whereby the dealer can consolidate his platens 
and parts order and send them to one place 

So has evolved from the humble 10 x 30 foot room 
of 1911, of the now completely modern 40-year-old San 
Francisco branch of the Ames Supply Company 





WINS UNDERWOOD PORTABLE 


Ee 





Orville Andrews (left) receives a new Underwood portable 
typewriter which he won on a recent Juvenile Jury radio 
program. E. W. LaTourette, manager of Underwood's Chi- 
cago branch, made the presentation. 
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Reyburn Celebrates Anniversary 

In celebrating their 55th anniversary during 1950-51, 
The Reyburn Manufacturing Company, Inc., expresses 
its deep appreciation to the many friends and cus- 
tomers among the stationery dealers, jobbers and 
paper merchants who have contributed so largely to 
the firm’s success. 

It was just a little more than 55 years ago, back in 
1895, when the founders went into the manufacturing 
business in a small one-room shop located in the 





REYBURN’S ORIGINAL PIN TICKET MACHINE 


heart of the Philadelphia business district. Sole manu- 
facturing facilitiy of the new company was a pin ticket 
machine on which its first product was made. Care- 
fully preserved through the years, the original machine 
now occupies a place of honor in the reception room 
of the Reyburn factory in Philadelphia 

Although handicapped by lack of experience, the 
struggling young company through vigorous applica- 
tion of industry and energy gradually acquired addi- 
tional machinery for the manufacture of tags, gummed 
labels and other stationery sundries. The quarter cen- 
tury mark found the dealers’ line of Reyburn’s Utilities 
well established. In more recent years, the firm has 
also become widely known for crepe papers and win- 
dow display materials. 

Since its humble establishment 55 years ago, Rey- 
burn’s has so grown and prospered that today, oper- 
ating two large factories, it is recognized as one of 
the leading tag and paper utility manufacturers in 
the United States 

Well-known trade personalities associated with the 
firm are E. L. McCusker, secretary and treasurer, who 
in June of 1950 celebrated his 50th anniversary with 
the company, and E. H. Dunwoody, who recently 
marked his 55th year as a tag salesman 





Office Supplier Called to Service 


Lawson Cowart, owner of the Loudoun Office Supply 


Store at Leesburg, Va., is awaiting orders to active 
service in the medical department of the U. S. Air 
Force. Mr. Cowart will enter active duty as soon as he 


can make disposition of his business 
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PROFITS TO THE DEALER ...SAVINGS TO THE CUSTOMER 
Visible Records have proven their adaptability to all types of businesses. Record 
keeping has been made easy by the accuracy and speed in posting and reference, 
through the use of Visible Records. Most any record keeping problem can prof- 
itably be solved through Visible Records. 

The Shif-Dex Visible Record Binder with its numerous exclusive features 
sains immediate interest upon demonstration. It shows the way to direct sav- 
ngs in the keeping of records and to indirect savings through the ready infor- 
mation and improved record control it provides. 


* SHIF-DEX FEATURES 


Wide range of stock forms for account- 0 ‘ectly fi ; tte S 
ing, payroll, sales, purchase and stock @ Opens perfectly flat—atftords periectly flat writing surlace. 
control, and other records are available. 


6 @ Single Lever, Finger-Touch Operation—Opens binder instantly 


to working position or for sheet changes. 





@ Balanced Construction—Assures smoothness of action with | 
minimum effort. 






@ Built-in Automatic Shift—Opens space at any desired place 
for insertion of sheet; closes space when sheet is removed. 







@ Shift-Lock—A safeguard against accidental shifting and dis- 
arrangement of record sequence. 






@ Metal hinged covers of heavy binders board bound in black 
Levant grain imitation leather, with “‘Resistal’’ steel rims ex- 
tending around four sides—assure lasting service. 






@ Patented Sheet Lifters— Automatically guide sheets into prop- 
er position when closing binder and preserve the records. 


Ask for Circular DI248 







WILSON JONES Co. 


ELIZABETH CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
1000 S. Elmora Ave. 3300 Franklin Bivd 816 Locust Street 234 First Street 


Ma Plants at CHICAGO and ELIZABETH, N. Jd. 
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Ditto, Inc., Moves to New Quarters 

Ditto, Inc., is now established in its new home at 
1136 S. Maple Ave., Los Angeles, Calif. The Los Angeles 
office was first opened in 1925 at Sixth and Main St. 
Later the company moved to 1lth and Olive, followed 
by a move to the Bendix Building at 12th and Locust 





PERSONNEL IN NEW HOME OF DITTO, INC.—TOP: front 
row, seated left to right: T. G. Starkey, service manager; 
C. C. Wood, assistant branch manager; H. T. Gates, branch 
manager; Mrs. Vovella Lewis, office manager. CENTER: 
View of the general office showing Mrs. Lewis seated at 
front desk. BOTTOM: Sales department with personnel at 
work. Seated left to right, rear row: C. C. Wood and Homer 
Harris; middle row: Fred Snell, Charles Wilkinson and Derol 
Glines; front row: William Butler and A. H. Wood. 


Each move indicated a growth in the firm’s business 
until now it is the third largest branch office of the 
organization. 

H. T. Gates, branch manager, joined the firm in Des 
Moines, Iowa, about 30 years ago. After four years 
he was transferred to St. Louis, Mo., where he served 
as branch manager for 24 years. He was transferred 
to Los Angeles, serving in the same capacity, in De- 
cember, 1949. 

Mrs. Vovella Lewis, office manager, has been con- 
nected with the Los Angeles branch for several years 
She began her work with Ditto when the office first 
opened in 1925, then left for several years, returning 
in June, 1950, to assume her new duties as office man- 
ager.—JET 





Named Ad Manager at Omaha 


Mrs. Florence M. Nelson was recently named adver- 
tising manager of the Peterson Lithographing and 
Printing Company, Omaha, Nebr. She also will handle 
publicity and catalog production 

The new appointee formerly was employed by Hor 
der’s, Inc., Chicago. 
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Royal Metal Uses Unique Theme in Ads 


A new idea in magazine advertising has been inaug- 
urated by Royal Metal Manufacturing Company, Chi- 
cago, makers of metal furniture for professional and 
commercial interiors. In their 1951 ads Royal Metal 
will recommend that their customers who cannot wait 
for deliveries should patronize Royal’s competitors. 

It is believed that this is the first time that an ad- 
vertiser has deliberately recommended that his cus- 
tomers patronize competing concerns. Later in the 
year Royal Metal plans to mention some of its com- 
petitors by name in the advertisements. 

Metal allocations, Government orders and increasing 
consumer production facilities to the utmost, despite 
the huge 1950 expansion which saw the addition of 
two American factories and a Canadian plant. Conse- 
quently Royal Metal customers often must wait 60 to 
90 days for deliveries. Therefore, rather than endanger 
their customer and dealer good will, Royal Metal is 
asking customers whose needs are urgent to patronize 
other manufacturers in the metal furniture field. 

The current trade magazine advertisements carry 
this message 

“If your customers need metal furniture for imme- 
diate use, and cannot wait for Royal’s extended deliv- 
eries, we suggest that you purchase from competitors 
whose products of good quality we recommend. We 
believe that as a Royal dealer you should be free and 
flexible in order to protect your interest under today’s 
unusual conditions.” 

Royal Metal’s national advertising also is unusual, 
for it is written in old English style, based on the diary 
of Samuel Pepys. The advertisements are in the form 
of the “Diary of Peppye Royal” and feature short, un- 
related items of human interest written in a semi- 
humorous vein 

“For example: “December 16—To the office there to 
ponder that the Good state of my trade hath a Bad 
side. Small satisfaction do I find in our workshops 
being so far behind in Deliveries. If this my Worthy 
Patrons can not forbear, may I suggest they seek my 
Competitors; most are Good people and make Good 
products.”’ 





AT GOLDSMITH’S FORMAL OPENING 





ABOVE: Directors of Goldsmith Book & Stationery Co., 
Wichita, Kans., at the recent opening of their completely 
remodeled and air-conditioned store. Left to right: H. E. 
“Chief’’ Moore, Dr. Fred Arst, Maryon Goldsmith Arst, 
Karl Zeinninger, Miss Alma Maurer, Charles Maurer and 
Mrs. Pearle Creager. BELOW: Travelers, director and friends 
get together to celebrate the opening. Afterwards the 
group was entertained in the Walnut Room of the Lassen 
Hotel. (Story appeared on page 94 of the January issue.) 
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all over the country sit up and take notice. 





The new companion piece to the Boling 
Executive Posture chair! (Shown below.) Ideal 
for conference table groupings or as 





individual guest chairs. 


Eye-appeal to attract interest .. . 
craftsmanship to close the sale . . . that’s the 
story of business success with Boling. 
Stock the complete line and watch your 
sales volume climb. 


And there's a quick way to learn how you can 
realize immediate profits with Boling... 
write today for our catalog 

“Chairs for All Business.” It’s a fast 


start to new sales. 








No. 8711 
Companion Piece 





No. 4858 
Executive Posture Chair 


pam 
( fou; WIGH POINT BENDING & CHAIR 
ements SILER CITY, NORTH CAROLINA 


OFFICE APPLIANCES, February, 1951 97 


SRR eR 











Office Desk Designed for Home Use 


Conceived essentially for office area in which the 
furniture ties in with the executive offices, the illus- 
trated section of executive office group just intro- 
duced by Herman Miller Furniture Company is de- 
clared to be equally ideal as a home desk. Like the 





UNDERWOOD PORTABLE GRACES MILLER DESK 


larger units in the series, this light-scaled desk con- 
centrates essential working space and working aides 
in one compact area. 

Along with its two-or-three door storage cabinet, 
it may be fitted also with a triple-sectioned tray ar- 
rangement which is mounted 9on top of the desk top. 
When combined with the Herman Miller typing unit 
(with its four drawers and Pendaflex file basket), it 
is declared to offer the utmost in home work efficiency 





A.M.A. Publishes Wage, Salary Guide 


A complete guide to principles and techniques of 
wage and salary administration and company experi- 
ences with all major types of job evaluation and wage 
administration plans has been made available. It is 
in the form of a 416-page A.M.A. Handbook of Wage 
and Salary Administration, edited by M. Joseph Dooher 
and Vivienne Marquis. It is available from the Ameri- 
can Management Association, 330 W. 42nd St., New 
York 18, N. Y., at $7.50 per copy (A.M.A. members, 
$5.00). 

The manual will be of particular importance to in- 
dustry in the present mobilization period, the authors 
declare, as companies scrutinize their wage programs 
in anticipation of the effects of wage controls. 

The 34 chapters cover such subjects as techniques 
of the wage survey, case histories in wage and salary 
administrations, effective compensation methods for 
salaried jobs, supervisory and executive salary admin- 
istration, joint labor-management job evaluation, sal- 
ary administration for multi-unit operations, methods 
for keeping wage programs up-to-date, selected forms 
for job evaluation, and results of recent research into 
simplified wage administration 





Holt Announces Five-Year Guarantee 


Holt Pen Company recently announced a five-year 
guarantee with its new 1951 line of all-precious metal, 
all-plastic and metal-plastic gift lines of standard 
fountain pens, Ink-Riters and mechanical pencils 
President George C. Holt stated that both engineering 
and designing improvements make possible the new 
guarantee on Holt pens and pencils which are now 
easily repaired or replaced with interchangeable con- 
struction of parts. 
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Burroughs Announces Appointments 


The Burroughs Adding Machine Company recently 
announced the appointments of R. J. Sanders, Rich- 
ard W. Cray and David P. Faraudo to positions of 
importance with the organization. 

Mr. Sanders was named supervisor of the retail sec- 
tion on the home office sales division. 

Mr. Cray was appointed service manager in the 
Philippines. 

Mr. Faraudo becomes assistant to the general man- 
ager of Compania Burroughs Mexicana. 

Each of these men has had a number of years service 
with Burroughs 





James A. Collum Is Promoted 

James A. Collum, vice-president and sales manager 
of Comfort Printing & Stationery Company, St. Louis, 
Mo., has been appointed to the position of executive 
vice-president of the company, effective February 1. 
Named to take over as sales manager is Duncan I. 
Meier, Jr., formerly a sales and manufacturers’ repre- 
sentative at St. Louis. 





Add to Marchant Fort Worth Staff 


W. T. Crockett and Paul Conner have been added to 
the staff of the Dallas (Tex.) office of the Marchant 
Calculating Machine Company. Mr. Crockett takes the 
place of C. Clifton Holland, who was recently pro- 
moted to become manager of the company’s Fort 
Worth office—JHR 





KLEIN’S NEW OFFICE EQUIPMENT STORE 





On November 19, 1950, D. L. Klein was host at the opening 
of his new store, formerly A. M. Blood Co., of 330 Twentieth 
St., Rock Island, Ill. Prior to buying the business in June, 
1948, Mr. Klein was associated with IBM in Moline, Ill. 
ABOVE: View from inside the new store looking toward 
the front display window. BELOW: Section of the store 
showing counter displays of the many items stocked. Among 
the lines carried are: Mosler safes, Gunlocke chairs, Im- 
perial desks, All Steel desks and files, Sampson folding 
chairs, Sheaffer pens and Parker pens, as well as products 
of Wilson Jones and Boorum & Pease. 
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What's behind all tht P 

vat’s behind a is. anyway: 
Every one of your salesmen should be ready outline those policies and intentions that dis- 
with one answer above all others when show- tinguish A‘S-E and have brought it to leader- 
ing A°S:E office equipment. ship in the field in a few short years—the in- 
Let’s get at it this way: a prospect’s interest sistence on quality beyond compromise, the 

grows progressively from that first glow in unrelaxing alertness to improvement in equip- 
the eye at the beauty of an A’S-E desk to the ment function, the determination to give more 
conviction that he has found a definitely supe- value, dollar for dollar, than can be bought 
rior product as each feature is presented. Then elsewhere. 
the question arises in his mind—who and Future sales always depend on the cus- 
what is behind all this? How come this finer tomer’s confidence that he is dealing with the 

9 equipment? best source. The salesman must be prepared 

~ That’s when the salesman must be ready to to help develop and sustain that confidence. 

i. See our exhibit at the OMA Office Equipment Display, Stevens Hotel, Chicago, February 26, 27, 28 and 

d March 1. Booth Nos. 92 and 93, AND See our display at the National Office Furniture Show to be held 

e at the Stevens Hotel in Chicago, Illinois on March 4, 5 and 6. 

9 Mocs 2 SR 

n- 

. ALL-STEEL EQUIPMENT INC. 

is 900 Cleveland Avenue ° Aurora, Illinois 

7 
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OFFICE SUPPLIES MAKE GIFTS 
FOR VALENTINE DAY 


EARTS are the recognized symbols for Valentine 
Day and Schwabacher-Frey, stationers and office 
outfitters of Los Angeles, Calif., used them to good 
advantage to call attention to their pen and pencil 
sets as valentine gifts. 
Four blue panels in the rear were draped with white 
net spangled with tiny red metallic hearts. On each 





SCHWABACHER-FREY VALENTINE DISPLAY 


panel were four pen and pencil sets, in cases. The 
floor was covered with gold brocade, on which were 
a number of the sets. Three red satin hearts adorned 
the side wall. On each of these was a valentine card 
and envelope, to which was fastened a red pen with 
the verse, “I’m sending you this pen petite because 
you are so very sweet. With carmine ink your name 
you'll sign. Please, won’t you be my valentine?” 

Each of the valentine gift pens was filled with red 
ink. Another large red heart had attached to it gold 
pencils at $2.00 to $5.00. Another of the clever displays 
featured small leather goods. It was backed and floored 
with green and in the rear was an arbor hung with 
red leaves. In this was a white bench on which were 
seated grotesque life-size cutouts of a bashful man 
and maid. Above them was a strip sign, “Valentine 
Gifts.” Wall cards at either side said “For Him” and 
“For Her.” Fitted overnight cases, zipper cases, mono- 
grammed sets and many types of small leather goods 
were shown—many of them being of red leather 
especially appropriate for valentine gifts 

For one who wanted to make a really substantial gift 
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for Valentine Day, a typewriter wouid surely be highly 
appreciated. The Stella Company, Culver City, Calif., 
called instant attention to their machines by a big 
island window backed with black curtains and having 
a big red heart bordered with white lace. This hung 
from the ceiling and on a low bench covered with 
gold-hued silk were displayed three typewriters. Red 
ribbons, forming a sunburst, ran to the top and sides 
of the window, and also to the three machines. On a 
small table near the entrance, covered with a red 
velvet cloth, was a typewriter which had a heart- 
shaped red card lettered “To My Valentine.”—-WBS 





O.E.A. Appoints Earl G. Bunce 


Earl G. Bunce of the Antara products division of 
General Dyestuff Corporation was recently appointed 
vice-president in charge of meetings and membership 
of the Office Executives Association of New York, Inc. 

Mr. Bunce was formerly director of meetings for 
O.E.A. As vice-president he will replace Homer B. 
Harrison of Kenneth H. Ripnen Company, who was 
appointed executive vice-president of O.E.A. last No- 
vember. 





Dallas Firm Takes New Location 

John A. Williams, printer and office supply dealer 
of Dallas, Tex., moved from his location at 410 S. 
Poydras St. into new and larger quarters at 1000 
Munger St., in January, following completion of re- 
modeling. 

The building, purchased by the company for its use, 
contains 10,000 square feet of floor space. In addition, 
the firm has acquired other property now under lease 
and extending from Munger to Griffin St., containing 
another 8,000 square feet of floor space. This will be 
available for further expansion 

The firm was established in 1933 by John A. Wil- 
liams, Sr., who was joined by his son, John A. Williams, 
Jr., two years later. It entered the office supply field 
in 1938 with the absorption of the stationery firm o 
McDowell and Williams—JHR 





Neff Joins Marshall Printing 

Robert H. Neff, factory representative the W. A. 
Sheaffer Pen Company, in the Ohio district from 1939 
until 1950, recently joined the Marshall Printing and 
Office Supply Company, 53 N. High St., Columbus, Ohio. 
He is manager of the writing instrument department, 
which is being expanded to one of the most complete 
pen selection centers in central Ohio.—AK 





WINDOW FEATURES VICTOR FILES 





An interesting window display recently set up by the New 
Jersey Office Equipment Co. of Newark, N. J., to promote 
the sale of Victor products. The prominent showing of Victor 
steel and insulated files, safes, treasure chests and visible 
record equipment is enhanced by promotional material to 
make an informative display. 
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EQ00// Office Furniture 
Builds Confidence For You 
\ And Your Customers 






Leopold office furniture installation for 
City National Bank, Houston, Texas, 
by Finger Office Equipment Co, 





\ 


}Juccessful businessmen throughout the country 

appreciate the value of attractive office furnishings in gaining 
the respect and confidence of their clients. 

Leopold desks are both functional and handsome in 

styling . . . designed to inspire customer confidence and 

to improve office efficiency and morale. These 

factors mean more sales . . . more profits for the 


user and the dealer. 


1H LEQ00/A ‘iurant 


— 








BURLINGTON, IOWA 





MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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DON'T MISS 
THE BIG SHOW! 





N. O. F. A. invites vou to come to the Hotel 
Stevens, Chicago, Ill., on March 4-5-6—to at- 
tend its 5th Annual Convention and Exhibi- 


tion. 


ELABORATE PROGRAM 
Hear excellent speakers on timely and perti- 
Sales. 


Eduzation. 


nent topics including, Management 


Problems, Product Inventory, 


Taxes and Government Regulations. 


EXHIBITION 


The World’s the 


Stevens Exposition Hall. where will be seen 


Biggest Show staged in 


displayed to best advantage the newest and 


Office 


Accessories. 


best in Furniture, Equipment and 


SPACE 


Limited display spaces available. To assure 
representation ot your products make reserva- 


tion now. 


IT’S BIGGER—IT’S BETTER 


Make a note of the dates and send in vour 


reservation now. 








NATIONAL OFFice FURNITURE AssocIATION 


60 EAST 42ND STREET NEW YORK 17, N. Y. 
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Name Representatives for Cosco 
Kirk W. Bassett, sales manager, Office Furniture Di- 


vision of the Hamilton Manufacturing Corporation, | 
Columbus, Ind., has announced the appointment of | 


representatives for the new Cosco “Finger-Lift” office 
chair in four districts. 

Ward H. Silliman, 308 N. Akard St., Dallas 1, Tex. 
and W. B. Waltman, 3007 Quenby Rd., Houston 5, 





COSCO REPRESENTATIVES: 1. W. B. Waltman; 2. Ward H. 
Silliman; 3. R. P. Vaugnan; 4. Milton Stone; 5. Carl W. 
Draper; 6. Dan M. Thompson; 7. Samuel Newman. 


Tex., will represent Cosco in New Mexico, Oklahoma, 
Arkansas, Texas and Louisiana 

Carl W. Draper Company, 843 S. Los Angeles St., Los 
Angeles 14, Calif., with associates Dan M. Thompson, 
Merchandise Mart, San Francisco, Calif., and Richard 
P. “Dick” Vaughan, 516 N. 60th St., Seattle 3, Wash., 
will represent Cosco in Washington, Oregon, California, 
Montana, Idaho, Nevada, Arizona, Wyoming, Utah and 
Colorado. 

Milton Stone, 320 Broadway, New York 7, N. Y., and 
associates Samuel Newman and Philip Side, of the 
same address, will represent Cosco in New York City, 
Long Island, Westchester County, N. Y., and the fol- 
lowing counties of northern New Jersey: Bergen, Essex, 
Hudson, Hunterdon, Middlesex, Morris, Passaic, Somer- 
set, Sussex, Union and Warren 





Safeguard Tests Condition of Machines in Use 


To overcome the well known tendency of users of 
office equipment to call for a serviceman, only after 
the machine has broken down, and to insure maxi- 
mum security in checks written on Safeguard check- 
writers, Safeguard Corporation of Lansdale, Pa., is 
sending test slips to all of their users of checkwriting 
equipment during the period of mechanical guarantee 

Test slips are sent free together with free return 
envelopes. A special checkup system insures that the 
slip is sent to the person responsible for the check- 
writer in the user’s office. Every test slip is inspected 
immediately upon return. The calibration of the slip 
assists the watchful eye of the skilled inspector to 
detect any deviation from good working condition of 
the checkwriter. Users are thus assured of continuous 
good service from their equipment, a feature which is 
doubly important where the protection of one’s money 
is concerned. 

The company is accepting for a moderate fee, appli- 
cations of users who wish to avail themselves of this 
service even though the mechanical guarantee has ex- 
pired. Inquiries should be directed to the service de- 
partment 
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| c. 1605 Locust St, ST.LOUIS 3, MO 


July 27th, 1950. 








7 , . 
Mr. G. Ruck, President, 
, 


Columbia steel Equipment Company, 


Lincoln-Liberty Building 


Philadelphia f/f,» Pennsylvania. 





Dear Mr. suck: 


mity & commend your firm on the high standard 


we wish to take this opport 
silly main- 


of service and the uniform quality which you have 8° success! 


tained during the last tiuree years. 


The combination f these two factors are directly responsible for tie 
increased yolume of stee4 equipzent which we have enjoyed. 
It is now over twenty-five years since we first became distrioutors for 
| solumbia and tne long and ¢ mplete line of Columbia Steel units, 4 
pratical ywnit for every purpose, coupled with thee ficiency and excellent 
| cooperation nas ntinually increased our business, and made it @ real 
nleasure to @ business with Columbia. 


Very sincerely yours, 


AC Y MPANY 


- 7 = vot aul 
DLA L.A eae wil Alt 4s 


fmt 


Manager, 
Equipment Division. 





Leerything for Schools 








. Aanwta ed by 
OLUMBIA STEEL EQUIPMENT COMPANY 
PHILADELPHIA 7, PA 


crys vive 


Lincoln-Liberty Building 
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If it’s worth 
Mailing... 
it’s worth 
Safeguarding! 


waliey ask 


MAILING ENVELOPES 


Here are three members of the famous 
Quality Park family that take the “ailing”’ 
out of mailing. Solve your customers’ 
problems with a better product and you'll 
have better customers. 











@ AIRWAY EXPRESS MAILING 
ENVELOPES ... 


Extra protection for contents of extra 
value .. . the envelope with double top 
and bottom .. . wide super-gummed, 
easy to seal flaps. Available in two stock 
weights and four sizes from 4'2x97%" to 
6x12” packaged 250 to a box, 1,000 
to a carton. 





“A 


es 





@ FLAT MAILING ENVELOPES 


The finest mailing envelope you can offer 
customers — double gummed flaps, wide 
seams, heavy durable stock for maxi- 
mum protection and service. Available 
in nine sizes from 5x11” to 11x17”. 
Flat mailing envelopes are packaged 100 
to a box. 





TWO SEAL SAFETY MAILING 
ENVELOPES ... 


For safe mailing of securities and other 
valuable papers unusually wide 
flaps and side seams — safety fold under 
flaps protects contents when opening 
with knife or letter opener. Available in 
5x11” and 9x12” size flat... and 5x11”, 
6x11”, and 9x12” in one and two inch 
expansion. 250 to the box. 


Quality Park means Quality Products—Quality Service—Quality Packaging 


SOLD ONLY THROUGH DEALERS 


ALT dwy, 





SAV EVES ANP ato) 2a (XO), 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 


mia, 


Oaslity Rsk ) 


Product a. 
—— 


i 
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TEN FACTORS IN SUCCESSFUL 
RETAILING 


By Goodreau Soper, 
Small Business Division 


HAT ARE THE FACTORS which make for suc- 
cee in retailing? Retailers whose businesses have 
prospered undoubtedly would attribute their success to 
numerous and varied factors, with no two retailers 
naming the same ones or ranking them in the same 
der of importance 

It can be said, however, that some of the factors 
vyhich generally make for success in retailing are: 
1. A desirable location 


2. Skillful buying 

3. Effective stock control 

4. Sound merchandising 

5. Proper pricing 

6. Adequate financing 

7. Adequate, helpful records 
8. Good housekeeping 


9. Service to customers 

10. A friendly, pleasing personality 

The success of the retailer depends, to a great: ex- 
tent, upon his having a location within an area that 
is a good one for stores in general, and for his kind 
of store in particular. The population of the area 
should be stable or growing, and should include an 
adequate number of persons whose age and buying 
habits make them potential customers and whose buy- 
ing power will be great enough to support the retail- 
er’s store. Another highly important factor that must 
be considered is the amount and quality of the com- 
petition that will be encountered 

The importance of the location does not cease once 
the store has been established. Instead, the retailer 
should watch carefully for changes in the character 
yf the area which in turn might affect the types of 
business that can be operated successfully. If changes 
in the area indicate a subsequent adverse effect upon 
the business, which cannot be adapted to meet those 
hanges, a more desirable location should be sought 


Although the retailer 
Should shop around to pick 


sources of supply, he should not spread his buying 
among too many sources. If the retailer’s account is 
a profitable one, a supplier will be more likely to give 


him better values and services. If he spreads his buy- 
ing among too many sources, his account probably will 
not be profitable to any one of them. In Selecting 
sources of supply, the retailer should take into con- 


sideration the merchandising suggestions and sales 
ind advertising aids offered by the supplier. 

The greatest service the retailer can give his cus- 
tomers is to provide the merchandise they want when 
they want it. He must learn to subordinate his own 
merchandise likes and dislikes to those of his cus- 
tomers. Through investigation, questioning, observa- 
tion, and experience, he must learn what his customers 
vill and will not buy. His buying decisions must be 
based on these customer wants, not the deals his sup- 
pliers offer him. He must watch the overall sales 


trends, note changes in customer requests, and replen- 
ish his supplies of wanted items before they are ex- 
hausted. If he does not have the merchandise when 
the customer wants it, he may lose not merely a sale, 
but the customer’s future patronage as well. 

Instead of depending entirely upon his “judgment” 
in buying merchandise, the retailer should have an 
effective stock control system so that he will know 
which are his fastest and which are his slowest sell- 
ing items. Such a system will help him to keep a suf- 
ficient number of fast-moving items in stock, avoid 
Wverstocking slow-moving merchandise, and eliminate 
imnecessary duplications. It will point out obsolete 
stock that should be reduced in price and moved out 
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Model 6-6-0 
Full keyboard 
adds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 
OF KEYBOARDS 


9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD ... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 
YOU ADD .. .a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD... line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 
VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 





= —_ —_——— er Ss) 8 rr Ce i ES Se ell ee eer eer mm 
| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. O. A.- 2-51 | 
| | am interested in the new Victor Champion line of adding machines. 

Please send details to: | 
| Name: | 
| Address : | 
| City: State : 
Territory where | am now selling: 


ee ee 
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More and MORE 


Dealers 


everywhere 
are saying:- 


They ve “FASTEN-ATING” 


108 





and will release selling space and capital which have 
been tied up in slow-moving inventories. Many retail. 
ers who base their inventory control upon their judg- 
ment alone obtain too great a percentage of their 
sales from too small a percentage of their stock. The 
retailer sometimes can obtain a suggested simple stock 
control system from his wholesaler or his trade asso- 
ciation. 


Sound merchandising helps 





; 


the retailer to succeed 


by attracting customers and building sales. Aspects 
of merchandising that are of great importance are: 
a. Developing a store personality. Every retail store 


has a personality. It should be a planned one, de-| 


signed to appeal to that particular segment of the 
population to which the store caters. Is the store in- 
terested primarily in serving the ‘social set,’ white- 
collared families, the student? The retailer should 
decide definitely to which group he wishes to appeal 
and should plan his store personality and merchandis- 
ing program accordingly. 

b. Skillful advertising. The retailer’s advertising 
must be planned and scheduled skillfully. Each ad- 
vertisement should have a definite purpose, should be 
designed to appeal to the store’s particular type of 
customer, and should be employed in the advertising 
medium that is most likely to reach the greatest num- 


ber of these potential customers. The total amount} 
spent for advertising purposes should bear a reason-} 


able relationship to both anticipated and actual sales, 

c. Attractive window and interior displays. The re- 
tailer’s window displays should be attractive and have 
sales appeal, since they provide the potential custom- 


er’s first impression of the store. Like the retailer’s} 


advertisements, the windows must indicate the char- 
acter of the store, must appeal to the selected type 
of customer, and must invite into the store as many 
passers-by as possible. 

Once the customer has entered the store, the favor- 
able impression gained from the window displays 
should be maintained by the interior displays. These 
should be attractive, colorful, and above all, clean. By 
the arrangement of the displays and the wording of 
cards accompanying them, the retailer should create 
in the customer the desire to buy 

Like merchandise should be grouped together, or 
“departmentalized,” for customer convenience, with 
complementary departments located adjacent to each 
other. The retailer should not hold to a fixed depart- 
mental arrangement, however. By displaying a few 
items out of their own departments and in the de- 
partments of related merchandise, “impulse” sales are 
increased. From example, garden seed can be dis- 
played in the garden tool department 

d. Well-trained, courteous salespeople. In the eyes 
of the customer, the salesperson is the proprietor 
Poor service or discourteous treatment by a salesclerk 
can undo the good work of skillful advertising or at- 
tractive window displays. If the customer happens to 
be a regular one, the salesclerk’s action possibly can 
wipe out, in a few seconds, the good will the store 
has built up over a period of years 

In training his salespeople, the retailer should place 
particular emphasis upon such factors as courtesy 
customers; the importance of a thorough knowledge 
of the merchandise and its location in the store; greet- 
ing the customer; determining the customer’s needs 
demonstrating the merchandise; meeting the cus- 
tomer’s objections; and closing the sale. The value of 
suggesting additional items after the sale is assured 
also should be stressed. Merchandise best suited 
suggestion selling is that related to items purchased 
that on which the price has been reduced, or new mer- 
chandise in which the customer may be interested. 

e. Sound credit policies. Extension of credit to cus 
tomers is a very good means of increasing sales vok 
ume. However, the retailer must realize that granting 
credit involves certain definite costs, such as cost of 
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| SURE LIKE 
TO WORK AT MY 
NEW GF DESK |g 








ERTAINLY she 


A at her new GF desk and so does 


likes to work 


every office employee who is for- 
tunate enough to have one. GF metal 
desks in their lustrous gray finish 
and anodized aluminum trim in- 
crease employee morale, improve 


make 


sion on your customers and last in- 


efficiency. a favorable impres- 


definitely. You might be surprised 


to learn how little GF desks cost in 


relation to the good thev ean do for 


vou. Thev are truly a worthwhile 


dollars and “sense” investment as 
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its modern... it’s metal 









ee tts Americas first 


choice...its a GF desk 


thousands of large and small com- 
panies have proven for themselves. 
Get the facts. Write for the folder 
—"“GF 1600 Line Desks” 


name of our nearest branch or dealer. 


and the 


The General Fireproofing Company, 


Dept. A-26, Youngstown 1, Ohio. 


Foremost in Metal Business Furniture 


DEALERS THR THE WORLD 


© GF Co. 19650 


1951 
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Check these GF features and 
you'll see why the 1600 Line for 
years has been the world’s largest 
selling desk : 


1. Typewriter housed in 
either pedestal, as you prefer. 
Pedestal door swings out and 
typewriter bed is simply pulled 
forward. Elevator mechanism 
raises it automatically to working 
position, 


2. Planned for office pro- 
duction as scientifically as a 
modern turret lathe is designed 
for factory production, Ample con- 
venient space to work with and 
house the tools of the office worker. 


3. Resilient Velvoleum top 
provides ideal writing surface — 
satin-smooth, quiet, durable, stain- 
proof, moisture-proof. 


4.Decorative aluminum 
molding around top protects V el- 
voleum from damage in shipping 
and moving, from cigarette burns, 
from gouges by chairs and clean- 
ers’ equipment, 


5. Interchangeable drawers 
permit quick rearrangement of 
any and all drawers to suit user's 


needs. 


6.Four-leg construction 
provides greater freedom for user's 
feet and chair movement, makes 
cleaning easier, permits closer 
spacing of desks without crowding. 


7.Rugged metal construc- 
tion throughout . . . no splinters 
or rough edges . . . no warping, 
shrinking or swelling . . . mois- 
ture-resistant, fire-resistant, 


8. Handsome in appearance 
—all edges and corners rounded 
—warm gray finish relieved by 
trim of sparkling aluminum. 


9. Low in lifetime cost —com- 
pares favorably in initial cost 
with any other desk —repair, main- 
tenance and refinishing expense 
negligible. 


The GF dealer's sales effort is aided by 
a strong national advertising program. 
The % page on the secretary's desk at 
left appears in Time, Business Week and 
other well-known magazines. 
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NATIONAL’S 


THIN POST 


1 
POST IS4 


+t) 
DIAMETER \\\\ 


.-.is specially designed for use with marginal 





ca 
punched continuous forms oe 
You’re looking at the binders with the thin (1%”' dia.), 
d 7 te ' STOCK NO. SHEET SIZE  C to C of POSTS 

sturdy, ever-so-practical posts for 5/32"’ marginal punch- 7232 BYs x BY 5’ 
; ; . . i oe < 7234 82 x 10% 5” 
ing of continuous forms. They save the necessity of re- 7200 1 «Oe 75" 

: ' . 7239 11 x 10% 7" 
punching for storage or transfer .. . are economical and dhe <n 4" 





specially designed to fit standard forms of this type. yess ta 17 fen 7% 


STOCK BINDERS FURNISHED ONLY WITH 4 POSTS | 


Binding is blue slate canvas, corners are tooled black Sibiieitinasiirthedis Acute aut 





Texhide. Natlock thin steel mechanism — automatic locks STOCK NO. LENGTH 
; : 7418 2 
release from posts by slight pressure of two flush locking 7420 6! i 
i 
panels in covers. Order TODAY! | ' 


: 
t 
é 





NATIONAL 
NATIONAL BLANK BOOK COMPANY ‘4’ 


NEW YORK HOLYOKE, MASS. CHICAGO SAN FRANCISCO BOSTON 
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bookkeeping, mailing, and office 
costs; losses from unpaid accounts; 


SE oats: colle 


osses on repossessed merchandise; and so forth. Thus, 
f he is to maintain his desired profit margin, the re- 
tailer, in pricing his merchandise, must take into con- 
ideration thi iditional cost of credit sales. 

I order to avoid excessive losses from unpaid 


accounts, the retailer should select credit risks care- 
fully, should be certain that new and old credit cus- 
tomers thoroughly understand credit terms, and should 
lave a systematic follow-up system for delinquent ac- 


a EAM 
Skillful pricing 

is essential to a retailer’s success. If 
hi ces too high, people may not buy. If he 
sets them tor w, people may buy but his net income 


In his over-all pricing, the retailer should aim at 
n ige markup which will cover operating ex- 
sth penses, markdowns, and net profit. Of course, it is 
neither possible nor desirable for him to apply this 
average mark-up to all items. In pricing individual 
—| items, he a must consider such factors as the sala- 
bility of thi erchandise, customer demand, compe- 
tion, the advertising value of the items, the prices 
hat are most popular with his customers, and possible 
resale price maintenance by manufacturers in states 
having Fair Trade laws 
In mani nstances, variations from the average 
mark-up will result in an increase of total sales and 
profits. For instance, advertising and selling some 
items at a |] mark-up as “leaders” may attract more 
‘ustomers to the store and result in additional sales 
which mo! than compensate for the lower margin 
received on the leaders.” The lower mark-up on 
leaders” or other competitively priced goods some- 
times may be offset by placing a higher than average 
mark-up on goods lacking price competition. Also, the 
turn-over of items with low mark-ups may be suffi- 
iently great t profits from this type of merchandise 
will be incre even though a smaller margin is ob 
ained. Then, too, the more rapid turn-over normally 
ill lower thi it selling costs of the merchandise 
Mistakes in buying or in pricing which result in an 
oversupp] f tain items, odd sizes, and merchan- 
lise that n’t sell are almost inevitable. Also, mer- 
handise frequently is soiled or damaged by excessive 
ndling The retailer should take early markdowns 
n such merchandise so that the capital obtained from 
its sale can be laced in more salable merchandise 
I ill prev the tying-up of working capital in 
which n’t move and which reflects unfavorably 
n the entire stock. It also will avoid the necessity 
the retailer either taking a more drastic price cut 
seasonal merchandise at the end of the season, or 
lding ji ambling on its later being salable 
=_ a nd keepi vorking capital tied up in the meantime 
I iccer retailer generally must have sufficient 
se an adequate stock of merchan- 
lis operating expenses, and have a 
mergencies. If he extends credit to 
must have additional capital or a 
e of { lich will enable him to finance the 


I n} of the retailer’s bills enables him 
57S lower h t of merchandising by taking advan- 
f tl 1 discounts offered for prompt pay- 
Thi ives him a better credit rating and 
trade, resulting in more favorable 
ippliers and bankers 
merchant, not a speculator in mer- 
landi buy carefully in small enough 
— nounts t within the limits of his customers’ 
ivailable capital. He should resist 
uccept any supplier’s offer of ad- 
‘+h may result in over-loading his 
not only may force him to reduce 
merchandise in order to dispose of 
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The Posi Line in 1951 


When you sell the Master Addresser line . . . the repeat 


business from the sale of supplies gives you extra profits. 





\ UCH time and effort is devoted to making Master 
1 Addresser supplies better than any other obtain- 
able. The new printed Master Tape just released, for 
instance, is not just plain old paper—-but an address 
Master with printed outlines to show the typist just 
where and how to space names and addresses. Once the 
typist has used this new Tape, she'll never accept a sub 
stitute. Other Master Addresser supplies are super- 
quality too—the very best hecto-carbon for the largest 
number, and most brilliant copies. Clean edged-—to be 
handled without finger smudging. Master Printing Fluid 
is formulated for proper evaporation so as to give the 
most and best copies from Master Tapes. 

The Master Addresser line is a complete line, with extra 
value in every item. 


Model 25 Low-priced, simple and efficient. 
Roller moistening. 


Model 40 Moderately priced, automatic tape advance 
ment, adjustable margin guides, adjustable fluid control. 
Roller moistening. 


Model 40-H A moderately priced, foot-operated produc- 
tion machine for the largest mailing lists. 
Roller moistening. 


Lab-L-Master A unique new system for addressing ship- 
ping labels and tags. Best of all, the Master which 
prints addresses is prepared as a by-product when ship- 
ping orders are written! 


MASTER ADDRESSER ADS APPEAR IN NATIONAL PUBLICA- 
TIONS EVERY MONTH. THIS MONTH SEE—KIWANIS—NA- 
TION’S BUSINESS—SATURDAY EVENING POST and others. 


Write for prices and catalog sheets 


l2e thtdreiee C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 











The Profit Line in 195] 








CARBON 
PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD e@ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER e@ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


HECTOGRAPH SUPPLIES 


CARBONS @ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


lolslemie Vitel Mc) iijii 6 pve di lcm i li sy 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


T - 
ht a 


Codlo-WrG. core. * 


Factory: Coraopolis, Pa. 


564 W. Monroe St. 401 Wood St. 270 Lafayette St. 
Chicago 6, I. Pittsburgh 22, Pa. New York 12, N.Y. 





112 


it, but may result in over-extension of credit to the 
point where he no longer can meet his bills. This has 
caused many retailers to fail. A retailer must have 
adequate working capital at all times. He should real- 
ize that he will be given credit by suppliers or bank- 
ers only if he keeps his business in a liquid position 


Adequate yet simple records 

are essential to profit- 
able, successful operation. Through them the retailer 
has at all times the information that assures effective 
control of his purchases, sales, expenses, and other 
operations. A continuing study of the records will re- 
veal unfavorable conditions before they have had a 
chance to do serious harm to the business 

Records are important to the retailer, too, in pre- 
paring reports required by federal, state, and some- 
times municipal governments. For example, they are 
necessary as a source of information in preparing and 
supporting tax returns under federal and state laws, 
including income tax and social security laws. An 
accurate record of each expense item also may Save 
the retailer money by preventing understatement of 
actual business expenses on state and federal income 
tax returns. Records also are valuable to the retailer 
when he seeks credit from suppliers and banks. 

Some retailers possibly do not realize that they are 
housekeepers—keepers of stores which are visited by 
guest-customers at frequent intervals. The retailer 
who recognizes this fact and strives for an attractive 
store stands a better chance of success. Some features 
of well-kept stores are: 

a. Adequate light. This often means the difference 
between a dark, dingy store and one that is attractive 
and cheerful. In most communities, the electric light 
company will send a light engineer upon request, to 
the retailer’s store to determine whether light in the 
different parts of the selling room is sufficient. The 
retailer also should keep in mind that some merchan- 
dise requires special lighting for maximum sales ap- 
peal. 

b. Paint. Perhaps more than any other thing, a new 
coat of paint will give a fresh look to the inside of a 
store. Then, too, a freshly-painted store unconsciously 
encourages the owner and his employees to keep it 
cleaner 

c. Good ventilation. This is a housekeeping item 
that sometimes is overlooked. Yet at certain times of 
the year, poor ventilation may discourage customers 
from entering or remaining in a store and may lessen 
the effectiveness of its salespeople 

d. Orderly store. Some stores attract attention be- 
cause they are well-ordered: others have lost custom- 
ers because of their disorder. Order is not entirely a 
matter of having wide aisles or richly-colored floor 
coverings or symmetrically-arranged display racks. A 
supermarket or a furniture store can be just as or- 
derly in its appearance as an electrical appliance store 
Order in store begins with the placing together of 
related kinds of merchandise, with each item neatly 
arranged where it obviously belongs 


Another major factor 
that helps to bring success to 
a retailer is good service to customers. Among those 
to which he might devote special attention are: 

a. Prompt service. Customers do not like to wait for 
a clerk to serve them, for a package to be wrapped, 
or for money to be changed in another part of the 
store. In grocery stores, they do not like to stand in 
long, slow-moving lines at check-out counters. They 
grow unwilling to shop in stores whose service is of 
this type. Through wider use of open display, multiple 
wrapping counters, a sufficient number of sales clerks, 
and by other means, the retailer should make it easy 
for customers to shop in his store 

b. Convenient store hours. Store hours should be ar- 
ranged for the convenience of customers, not to suit 
the store personnel or the retailer. During the war 
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TWERES A BEP BLANK BOOK FOR EVERY BUSINESS / 





\ll business needs blank books — and Boorum & Pease Blank Books are 
made for every size and kind of business, from the gigantic corporation to 
the little shop around the corner. 

When your customers come looking for blank books, show them that you 
keep the B&P line —the line famous for variety, high quality and sensible 
prices. 


B&P quality means such important features as these: 
I. Books open to a flat, convenient writing surface. 


zs Sturdy, durable covers in many grades—fabrihide, 
canvas, book cloth, ete. 

3+ Rulings to fit every possible record-keeping 
requirement, 


L.4 wide, all-inclusive variety of sizes. 


Phe customer is always pleased—and you're always right—when you stock 
the entire Blank Book line —for no matter what the specific need, there’s a 
B&P Blank Book to meet it! How about checking over your stock now? 


dome 
RDER FROM YOUR BOORUM & PEASE SALESMAN TODAY! [ Sfendard S 


GeneraL Orrices: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10: 80 Summer St. © St. Louis 2: 115 So. Sth St. 
Chieago 7: 310 W. Polk St. product 
New York City Salesroom: 349 Broadway, New York 15 FOR EVERY RECORD — 
Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 A WAY TO KEEP IT 
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Desk lays Gy Xockwel-Barnes 


mean MORE satisfied customers 








PLASTIC DESK TRAY 


For modern styling, greater convenience and 
extra capacity, you can’t beat Rock-Elite Desk 
Trays. Designed to give maximum freedom of 
use plus ample capacity for file folders, ring 
binders and catalog covers, Rock-Elite trays 
also tier lower than ordinary trays. Ribbed tray 
surface eliminates fumbling for bottom sheet of 





Write or wire today for complete information and prices 


paper, downward slope to rear automatically 
aligns contents. Fluted, non-slip tier posts at 
sides plus ample front and rear cut-out openings 
permit easy access to contents. Rock-Elite trays 
are molded of chip-proof scratch-proof rugged 
plastic, walnut or steel gray finish. Rubber cor- 
ner cushions protect desk against scratches. 


R-B SOLID WALNUT DESK TRAY 


For those who prefer a genuine wood desk tray, 
Rockwell-Barnes offers a beautifully grained, se- 
lect walnut tray with walnut veneer bottom. 
This model also accommodates file folders, cata- 
logs and ring binders. Can be stacked in tiers to 
any height with standard corner posts. Roomy 
cut-out openings on three sides for maximum 
convenience and access to contents. Full felt 
pad on under side safeguards desk top. 








ROCKWELL-BARNES COMPANY 


35 East Wacker Drive 


114 


Chicago 1, Illinois 
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MAKERS OF ROCK-A-FILES AND ROCK-A-FILE MODULAR OFFICE FURNITURE AND EQUIPMENT 
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veal may not have liked the shorter hours 
f many stores, but could do little about it. Now, how- 
V 


ever, they can afford to shop around, choosing the 
store whose hours are most convenient for them 

c. Better pi ng for customers. This has become 
, “must” amo! istomer services. Today, more and 
nore customers use automobiles when shopping. The 


retailer who is located in a new neighborhood or 
uburban are isually can provide parking space for 


istomers. The ill downtown retailer, however, gen- 
erally cannot do this, except through the use of ex- 
pensive land or parking garages. If he is to hold trade, 
the downtown retailer must provide parking space for 
istomers O! oin with neighoring merchants to 
rovide such ice or to have space provided by the 
‘ity governme! he retailer in a smaller city or town 
ften can lve his customers’ parking problems 
through provisi of free parking lots on side streets 
back of the store 
A friendly, pleasing personality is perhaps the most 
mportant singel element in business. To be successful 
the retailer usually must like people and like talking 
ith them with them, and serving them. He 
nust recognize the fact that his customers are really 
lis employe that they will employ him and his 
store only as lo} as he serves them well. As essen- 
parts of his personality, he must have a good 


tomer wants, a personal acquaintance 
his customers as possible, and a strong 


erest in Ni nmunity 
a. Acquaint e with individual customers. The suc- 
essful retaile sually spends much of his time dur- 
store hou n the selling floor, meeting and serv- 
ing old an customers. If he can call many of 
lis regula! istomers by name and know their mer- 
handise, b style, and color preferences, their 
sizes, and other facts about their shopping needs and 
buying habits, he has a great advantage over less well- 
nformed Col etitors 


community. The successful retailer 


isually has ersonal interest in the community in 
hich his store is located, the attractions it has for 
ersons fri the surrounding areas, and the social, 
ecreational educational facilities it provides for 
ts own citize1 He takes an active part in the civic 
nd charital ictivities of the community, support- 
hose wl will strengthen the community and 

ke it er and happier place in which to live 





Stockett- Fiske Named Ditto Representative 





Stocke I Company, Inc., of Washington, D. C 
ntly wa ppointed the authorized Ditto represen- 

tative for the Washington area. A printed announce- 
ment by Dit Inc., stated that trained personnel of 
the duplicati epartment of the Washington firm 
re available help the buyer with his duplicating 
roblems 
Onavie Opens Wichita Branch Office 

The openi f a branch sales office in Wichita 
me wa ently announced by Lewis P. Naylor, 
yeneral sale anager, Ozalid, division of General 
Aniline & Fi Corporation. 

Mr. Naylor stated that the new sales branch was set 
ip to provide faster and better service to Ozalid cus- 
tomers in the Wichita area. The modern, well equipped 
fice provi omplete stock of sensitized materials 
ind genuil Ozalid parts. It is located at 562 W 
Dougla 

Ozalid’s 1 ules branch is under the supervision 
{f William E. Harn, who previously held sales and 
ervice posi h H. H. Sullivan, Inc., Southwestern 
Blueprint ny, L. L. Ridgeway, and Ozalid. Ac- 
ording to Mr. Naylor, Mr. Harn is skilled in the latest 
printmakil niques and his years of experience 
n the diaz production field will help customers 
in Wichita « in the most effective use of their Ozalid 
quipment al! ipplies 
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- UPHOLSTERED CHAIRS 


en GS Boe. 


eadquantens yor 


DISTINCTIVE HIGH BACK 





No. 936' 2C Comfort 
able head rest and thick 


spring-filled cushion 


No. 956'/ Adjustable 


tilting back. Spring up 
holstered seat is non 


tilting 


No 932'A Aristocratof 
Chippendale chairs. Soft 
spring-filled cushian 


These high back upholstered revolving 
t+ chairs are outstanding in design, with 
many “built-in” features that provide the max- 
imum in comfort. Especially recommended for 
use as Judge’s chairs in court rooms, but 
equally appropriate for private offices, espe- 
cially those of the legal profession. 


Oe faewmluse a3 4 chacr 


there (3 no satisfactory substitute for WOOD / 
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The “1900 Line” offers 
you the ultimate in fil- 
ing ease, beauty, dura- 
bility. its smooth, 
modern design, rugged 
construction and rich 
lustrous colors are con- 
vincing proof that the 
“1900 Line” will be 
your choice. 





Here is a worthy companion to the well 
known line of Anderson-Hickey filing cab- 
inets. The same meticulous engineering, high- 
est quality materials and fine craftmanship 
which have made the name Anderson-Hickey 
stand out in the filing cabinet field, have 
gone into the making of the “1900 Line.” 


Geatures 


THAT SELL}?! 





Newly designed, graceful yet practical hard- 
ware — Thumb latch for added convenience — 
Reinforced framework, positive side locking 
compressor -- Steel Channels, horizontal and 
vertical, spot welded into rigid frame which 
carries the drawers — Free-floating cradle 
suspended drawers — Heavy torque plates 
hold frame true. 


‘Cardinal 5a, WIZ 
Ly, 


SOLE DISTRIBUTOR 
5631 W. MADISON ST., CHICAGO 44, ILL. 
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News Notes From NSOEA District No. 7 


A. J. NORDSTROM, CORRESPONDENT 
116 PRATT ST., MINNEAPOLIS 9, MINN. 


The Northwest Travelers Club annual Christmas 
party was held at the Commerce Club in Minneapolis, 
Minn., on Saturday, December 16. Present were Jack 
Guntrum, president; Jack Berry, first vice-president; 
Warren Carlson, second vice-president; Harry Berg- 
quist, secretary-treasurer; Al Nordstrom, correspond- 
ing secretary; Art O’Hara, Bob Valleau, Roy Clarke, 
Henry Huette, Ray Johnson, Ivan Cornelius, Ray Rudie, 
Berk Ertl, Fred Luley, Harry Hitchcock, Arnold Berg- 
lund, Bud Caruso, Vic Lydon and Merrill Hasty. 

Christmas greetings were sent to Gene Mitchell, 
Ken Chase and Eddie Friedman, fellow Travelers who 
are confined through illness. 

* ~ . 

The Northwest Travelers Club extends its sympathy 
to the family of Joseph Jones, long associated with 
the Miller Davis Company, who died on Friday, De- 
cember 15, at the Asbury Hospital in Minneapolis. 
Mr. Jones was a veteran county supply man who had 
been associated with the Miller-Davis Company for 
more than 30 years before his retirement several years 


ar 
ago. * * * 


Howard Schaub, president of the Schaub Office Sup- 
ply Company, invited all of the travelers and dealers 
to attend a benefit ice fishing contest given by his 
American Legion Post at Medicine Lake, Minn., on 
January 7 

Howard thought that with such expert fishermen 
on the loose as the “Durable Dane” and “Scatter Gun” 
Clarke, Bob Davies, Arthur Grayston and “Musky King” 
Sowell some of the other contestants would have their 
hands full. 


* * * 


Kenneth Bertelson of Bertelson Brothers was one 
of the active workers at the Y. M. C. A. Christmas tree 
ticket sales campaign. 

* * * 

Gordy Wenell, the Turkey King of Northern Minne- 
sota, is back at his stand, during the Christmas holi- 
days, helping out the Bertelson Brothers, where he 
was located for so many years before embarking on 
his turkey raising venture. 

= 7” + 

Henry Clausin, buyer at Pouchers, is back on the 

job after a short siege of illness. 
* - om 

Herb Fall is mapping out his spring trip, to San 

Diego, Calif., to visit his daughter and grandchild. 
-“ “ ” 

Mrs. M. W. Knoblauch, formerly head of the Ameri- 
can Legion Auxiliary in Minnesota, and active in youth 
conservation work in that state, received national 
publicity through an article appearing in December 
in the Saturday Evening Post. Mrs. Knoblauch is the 
wife of M. W. Knoblauch, vice-president of Farnham 
Stationery and School Supply Company. 

* ~ ~ 

Arnold Berglund won the North Dakota bridge 
playing championship, that is Arnold was on the 
winning team. Could be that Mrs. Berglund was his 
partner, so says his competitor, Berk Ertl of the Amer- 
ican Pencil Company. 





Ft. Worth Firm Opens Gallery 

Hogan Fort Worth Office Supply Company, 1007 Main 
St., Fort Worth, Tex., recently established an executive 
furniture gallery according to an announcement by 
Royal Hogan, owner of the firm. Eight separate offices, 
decorated in bright colors, are complete with drapes, 
carpet and spotlights. Since the addition of the gallery 
the firm has announced that it will carry a full line 
of directors’ tables, in addition to carpets, drapes, 
wastebaskets, wall pictures and lamps.—_EWF 
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THE NEW IMPROVED 
DIXIE GENERAL 


The new, better looking, longer lasting, popular priced DIXIE 
GENERALS come in single chair, two place and three place 
units. Vastly improved frame construction employs heavy gauge 
2” spring-steel laths to give a uniform, flexible, sturdy support 
to seat and back cushions. One-inch mechanical steel tubing, 
UDYLITE chromed, forms the super-structure. “Air-Flow” 
reversible cushions contain all-steel-coil-spring units encased in 
Flex-O-Lator bags, top-grade felt padding and covered with 
choice of Dupont fabric-backed or Duran Plastic in wide selec- 
tion of colors. (Also available in Goodall “Purlpoint”.) Write 


today for illustrated catalog and dealer prospectus. 


MADE BY 


DIXIE CHROME PRODUCTS, ING. 
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@ The Norfield Tray Stand illustrated above, is finished in grey 
crinkle enamel! and chromium fittings to match the tray. It 
is adjustable for height from 191/,” 
structed, it is designed to provide maximum posting con- 


venience. 


POSTING TRAY 


Here is an entirely new kind of posting tray, designed to satisfy the most critical require. 
ments of users of mechanized systems. The Norfield Posting Tray is a marked advance on 
anything hitherto available; it is extremely adaptable, taking cards of different widths, it 
is light and convenient to handle, and its mechanism gives maximum security to the contents 
while allowing the cards to be handled easily for posting and reference. Norfield quality is 
built into every one of these trays and is reflected in their practical design and handsome 


finish. Po 


e Available in three sizes to cover 


to 


ledger sheet widths from 6 to 15 
inches 


Adjustment for width is made by 
sliding outwards the extenders hold- 
ing the hinged side rails 


The angles of the front and back 
slope provide a perfect posting \ 


Specially designed spacers prevent 
sheets from ‘“‘creeping”’ 


Both side rails can be dropped for 
offsetting 


29”. Sturdily con- 














e@ Available in two sizes accommodating sheets 


up to 11 inches square 


@ Capacity approximately 350 cards 


@ Finished in grey crinkle enamel with chro- 


mium fittings 


POSTING BOX 


Entirely original in its design the Posting Box is ideal for housing records such 
as Employees Earnings Cards, General Ledger Sheets, etc., whether machine or 
hand posted. Serving a dual purpose, it can be converted instantly from a 
double locked container to a posting tray giving a perfect V for easy accessibility. 


Following are a few addi- 
tional uses for the Norfield 
Posting Box: 

@ Accounts Receivable Cards 
@ Accounts Payable Vouchers 
@ Real Estate Records 

@ Insuranace Records 


@ Personnel Records 


e Order File 





INTASCO CORPORATION 


3021 CARROLL AVENUE, CHICAGO 12, ILLINOIS 
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SEEN AND HEARD IN 
Y'! SOUTHERN CALIFORNIA 


by J. Edward Tufft 





ire- 1719 Fremont Ave., South Pasadena, Calif. 
on 
» i Business efficiency is the keynote to national defense, 
nts John L. Carey of New York City, executive director 
is yf the Ameri stitute of Accountants, told certified 
me nublic accountants and guests of the Pasadena area 
in a recent visit to that city. He spoke at the athletic 
lub at a rou ible meeting of the practice procedure 
eroup of the California Society of Certified Public 
Accountan 
Strict eco! 1y both business and the govern- 
nent is esst the survival of our economic sys- 


m tl tended emergency period we may 
e facing, Mr. Carey stated. As independent experts, 
ertified public accountants could promote business 
efficiency in t major areas, he added 

tremendous contribution toward 
' client’s cost by a thorough-going 
ani f their systems and procedures. Also you 
an help deft piraling costs by advocating public 
ies in taxation and procurement which will pro- 
vide incentive to keep down these costs,” Mr. Carey 
old li Ordinarily you might consider this 
an opportunity merely to expand your practice. Today, 
in the prese1 rgency, you must also regard it as 

solemn duty, for in assisting businessmen to meet 
h v ligations you are contributing to the eco- 
nomic strength of the nation in time of peril.” 

Mr. Carey i idition to his regular duties is also 
lanaging edit f the Journal of Accountancy, and 
author of “Professional Ethics of Public Accounting.” 
He is an alul if Yale University 

The meeti presided over by Donald F. Cooper, 
hairman of Pasadena Area Practice Procedure 
Round Table the California Society of Certified 


 G 


4 O. C. Haney 1 of the O. C. Haney Company Du- 

ating M 1206 S. Maple Ave., Los Angeles, 

tly his business. Mr. Haney opened 

1907 in the Pacific Electric Building 

He later moved to 1220 S. Maple 

- Ave., where he re ined for 15 years. Seven years ago 
he moved to 1206 S. Maple 

ys that thoug 

peak, if he omething 


h he has retired, so to 


4 
interesting he may go 


Dick Iredale prietor of Commercial Stationers 
a I 1306 N. I e Ave., Pasadena, has remodeled his 
e and off New fixtures have been installed and 
phal floor has been laid. The floor space 
ee] by an addition at the rear of the 
ffords larger and better stock rooms 

‘ the size of the show room 
edal ered the stationery business about 
yeal has been at the present location 
| eal H rts that business in 1950 was about 

40 per cent ahe yf that of 1949 

Don Hess Ernie Messenger, two of Mr. Iredale’s 
lesmen, hi een called into service. They have 
een replace Jimmie Boggs and Cal England. Both 
le nd cover Pasadena, Altadena and 


its 


D. L. Paddock prietor of Paddock’s Office Sup 
138 N. B Glendale, reports a greatly in- 
business since moving into the 

July. The former address was 110 


The ne the heart of Glendale’s business 
ber of drop-in customers is much 
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HENRY A. BAUMANN 
ST. LOUIS, MO. 





THE EXCLUSIVE H-H-M FRANCHISE 


The John Baumann Safe Co., of St. 
Louis has been one of the outstand- 
ing safe dealers in the country for 
107 years. This long, successful 
record has made their name synony- 
mous with Safes among business 


men in a large trading area. | 


“We have found more demand for 
Herring - Hall - Marvin equipment 
than any other lines we have ever 
handled,” writes President Henry 
A. Baumann. “We value highly 
vour exclusive franchise that has 
made us true partners in the profit- 
able development of our territory. 
You keep us on our toes with your 
understanding cooperation, courtesy 
and loyalty.” 


Correspondence is invited from 
dealers interested in the H-H-M 
exclusive franchise as a companion 
in successful office equipment 


merchandising. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 





Craftsmen in . Safes © Record Files © Money 





- 
- Chests © Vault Doors ® Rotary Record Files © Steel 
~ Ae ™~ Storage Files © Bonk Vault Equipment ©® Drive-in 
pert Windows © Depositories © Under-Counter Work © 
Sart Stainless Steel Hospital and Building Equipment 
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@ COSTUMERS 

@ SMOKING STANDS 
@ LETTER TRAYS 

@ SAND URNS 

@ TORCHIERS 










No. 260 
SMOKING STAND 





No. 265-T COCKTAIL 
SMOKER 


e No. 17-C COSTUMER 


Durable 14 diameter base, heavily weighted 
1',"" diameter upright. 4 double hangers with 
finished protective knobs. 


e No. 265-T Cocktail Smoker 


Overall Height 24". Tray Diameter /6 Base 
Diameter 10". Tray Height 22'/."'. Shipping Weight No. 17-C 


vo COSTUMER 
e No. 260 SMOKING STAND 


Overall Height 24"'. Base Diameter |0°. Will not 
stain—no glass to break. Wearing surfaces are 
coated with clear, burn-proof lacquer. Al! ashes 
disappear by depressing center knob. Heavy 
weighted—approximately |! Ibs. each 


e Send for Complete Information 


VALCO COMPANY 





2937 Sheridan Ave., St. Lowis 6, Mo. 
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larger than formerly. In fact, Mr. Paddock reports 
that drop-in business in regular stationery supplies 
has more than doubled that of a year ago. There has 
been a 25 per cent increase in industrial stationery 
sales and sales in the book department have also sur- 
passed those of last year, he says 

The new location affords greater floor space as 
well as adequate warehousing at the rear 

- * * 

H. A. Townsend, proprietor of the Snyder Typewriter 
Company, 303 S. San Fernando Rd., Burbank, and 142 
S. Maryland Ave., Glendale, states that he still fol- 
lows the old adage, “The customer is always right,” 
and finds that it definitely pays in the long run. Many 
life-long customers are made by adhering to this 
simple rule, he says. 

Mr. Townsend reports that the holiday season in 
both stores was a very busy one and that outside of 
certain shortages he looks for good business conditions 
throughout 1951. 

~ * x 

L. J. Burt, head of Calculators, Ltd., Southern Cali- 
fornia distributors for Plus Computing Machines and 
Olivetti Printing Calculators, who several months ago 
was forced to partially suspend business operations 
due to a severe case of pneumonia which kept him 
from active duties for a period of three months, has 
closed his store at 330 S. La Brea Ave. and is now 
sharing space with another firm at 332! S. La Brea. 
He wishes to announce that he is retaining the same 
telephone number listed in the Los Angeles telephone 
directory. 

Calculators, Ltd., in addition to sales and service 
on old makes of calculating machines, offers several 
unique services. As far as is known, Mr. Burt says 
that this is the only firm in the Los Angeles area offer- 
ing an established schedule of rental rates for calcu- 
lating machines by day as well as by the month. 

Another service which Mr. Burt believes differs from 
that offered by any other organization is a consulting 
service in mathematical office efficiencies and person- 
nel training and instruction. The firm also does statis- 
tical computation work, payroll and inventories. 

F. C. Charles, head of Charles Office Equipment Dis- 
tribution, 2436-40 E. Eighth St., Los Angeles, who 
some months ago underwent eye surgery, is now much 
improved and back on the job full time. He planned 
at this writing to begin coverage of his territory after 
January 1, splitting up his duties with his son-in-law, 
Ralph W. Moore, who has taken care of all accounts 
during Mr. Charles’ illness. This plan, Mr. Charles 
feels, will enable both of them to meet all customers 

” ” * 

Ed. R. Harrington, proprietor of the Pasadena Sta- 
tionery & Printing Company, 45 E. Colorado St., Pasa- 
dena, and governor of the Fourteenth District of 
NSOEA, reports that plans for the 1951 regional con- 
vention to be held at the Hotel Del Coronado, San 
Diego, May 16-17, are progressing nicely. 

* + * 

The Victor Adding Machine Company, 720 S. Flower 
St., Los Angeles, held its annual Christmas party on 
Friday, December 22, at the Rancho Golf Course. Staff 
members of the regional offices were guests at the 
dinner and dance. About 60 were present, according 
to A. W. Dahlstrom, branch manager. 

, 7 7 

Howard Mackin, secretary of the Los Angeles Chap- 
ter of the National Association of Cost Accountants, 
at this writing announced a dinner meeting to be held 
January 16 at the Hotel Alexandria 

* o 7 

Harold Pettit of the California Typewriter Exchange, 
443 S. Spring St., reports that the business volume for 
the year just closed was very satisfactory. All depart- 
ments showed substantial increases. 


- * * 


Mr. and Mrs. E. E. Thornton, proprietors of the Cali- 
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Monroe 
~i It’s no accident that good operators Adding- 
no ane 
ch consistently prefer Monroes. They Calculator 
yee know that whatever the figuring 
er 
wv or accounting job—adding, 
te bookkes ping. calculating = 
rs Monroe makes exactly the model 
= to handle it. And they know, too, 
a that Monroe's exclusive 
bn “Velvet Touch” keyboard makes Monroe 
un all ficguring easier. faster. more Bookkeeping 
efficient . . . saves nervous strain Machine 
er and energy. 
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w Write today and learn how 
ng Monroes can simplify and 
streamline any business figuring. 
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LOF MACHINES FOR BUSINESS 
MONROE CALCULATING MACHINE COMPANY, ORANGE, NEW JERSEY, U.S. A. 
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AMERICAN AIRLINES 
Lot Labelling AIR FREIGHT 


Boxes, Cartons 
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MULTISTAMD- The Oriein 


LABEL ADDRESSING 








KAGE MARKING 
-Cut"’ Stencil 





al Hand Stamp Stencil Duplicator 


"Solved our marking problem !”’ 
say users everywhere 


One firm reports, “The MULTISTAMP* Duplicator is the 
best thing we have ever seen for printing postcards.”’ Another, 
“You licked our shipping tag and label addressing problem.”’ 
Still another, “The MULTISTAMP Duplicator tops any- 
thing we’ve seen for marking boxes, cartons and packages- 

we’re completely satisfied.’” MULTISTAMP is the Origi- 
nal Hand Stamp Stencil Duplicator, and has been giving 
dependable service for over 30 years to the biggest names in 
the office and shipping fields. Portable and non-mechanical, 


it is made of non-corrosive meta/ to last indefinitely ... no 
moving parts to wear or repair... has low-cost replaceable 
ink pads. 





pA ¢ f 

PRINTS and ILLUSTRATES POSTCARDS. The MULTISTAMP 
Duplicator is also ideal for printing office and shipping forms, 
bulletins ...even letters and menus. It’s so handy it is often 
used as an emergency “rubberstamp”...takes but a minute 
.-. costs about 2c. Where hairline registration is required (print 
ing “‘fill-ins’’ on printed forms—or printing the full area of 
postcards) printing guides are available 
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Quick... clean... accurate... easy-to-use ... inexpensive 
the MULTISTAMP Duplicator prints 1000 or more clear, 
sharp copies from one stencil. ..one inking. “It prints 
anywhere’’: 


POSTCARDS SHIPPING TAGS LABELS 
BOXES CARTONS PACKAGES 
Just type, write, trace or draw on low-cost stencil and snap 
in position, then print... print... print—just like using 


1 rubberstamp. And, with the new FORM-CUTT 
MULTISTAMP Stencils (now widely used to speed up freight 
marking) you print forms and “‘fill-ins’’ in one operation. 





ULTISTAMP 


STENCIL DUPLICATOR 


MANUFACTURED ONLY BY THE MULTISTAMP CO. INC) NORFOLK, VIRGINIA 





There is a size for every duplicating need. 8 complete outfits, $9.50 to $99.50, 
f.o.b. factory. Write for descriptive literature or see your Office or Shipping 
Room Supply Dealer. The popular “No. 3°’ outfit, pictured above, is of 
suitable size for printing postcards and large shipping tags; and includes 
the duplicator, 12 stencils, ink, ink brush, writing board, stylus pen, type 
cleaner, correction varnish and complete illustrated instructions in a handy 
durable case $19.50 

Peecistee ma ex freace manx @ 1981, w 0.1 
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fornia Typewriter Exchange, spent the holidays in 
Arizona 
* . = 

The Ames Supply Company moved into new and 
larger quarters at 777-779 E. Pico St., Los Angeles, 
early in January from 417 Wall St., the company’s 
headquarters for the past three and a half years. The 
new offices are on the ground floor and adequate 
parking space is available for the convenience of 
customers, according to Frank R. Marshall, the man- 
ager 

o * = 

James C. Nelson, vice president of Business Systems, 
Inc., 2627 Santa Fe Ave., Los Angeles, reports that 
the company is taking over another building adjacent 
to the one now occupied, as of February 1. The addi- 
tional 4000 square feet of floor space acquired will be 
used for production and stock. 

Mr. Nelson and Harry N. Kamph, partners in the 
company, have been in business for five years. Mr. 
Kamph is president. They opened their first office at 
2627 Santa Fe Ave. Last June they took over a build- 
ing at 2619 and now are taking over the building at 
2629 on the same avenue 

Mr. Nelson states that they have enjoyed a steady 
increase in business since the beginning. They started 
with nine employees and now have 75. 

* A 2 

Southern California Stationers, 648 Venice Blvd.., 
has begun the erection of a two-story building for 
storage purposes, which, when completed, will afford 
an additional 2500 square feet of floor space. 





Name Chiartas Sales Representative 


A. W. Faber-Castell Pencil Company, Inc., recently 
announced the appointment of George J. Chiartas as 
sales representative. Working out of his headquarters 


GEORGE J. CHIARTAS 





in Philadelphia, he will cover Pennsylvania, with the 
exception of Pittsburgh, Delaware, Maryland and 
southern New Jersey. After a visit to the factory, 
starting December 1, to familiarize himself with the 
company’s manufacturing processes, Mr. Chiartas will 
begin calling upon the trade 





Catch Skinner & Kennedy Bandit 

Dave C. Neuhaus reports that a few hours after 
Skinner & Kennedy Stationery Company, 416 N. Fourth 
St., St. Louis, Mo., was robbed of $400 by an armed 
bandit, East St. Louis police arrested one of the men 
involved 


Detectives saw a Cadillac answering the description 
of the escape car and although the license number 
differed slightly they waited near-by. When a man 


entered the car they took him to the police station for 
questioning. The man, who gave his name as Thomas 
Lindell Hayden, said that the $115 in his pocket was 
his share of the robbery money. The gunman is re- 
ported to have drawn a revolver on Cashier Arthur F 
Scheer when he demanded the money in the cash 


Sane ° 
Grawel 
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iffany Stands give costly machines the 

tection they deserve Tiffany Stands provide 
easy, safe portability are completely adjustable 
compensate for uneven f oor surfaces afford complete 
protection against tripping and snagging hose. A fir 


foundation for every type La LAdl4 Mil) 4illil 
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No. 3560-CD 60x34” Oak No. 3660-CD 60x34” Mah. 
No. 3760-CD 60x34" Wal. 


Sell This One Now... 


le 





while the 


Between now and March 15, most busi- 
ness firms will have more than a normal 
amount of figuring...a good time for 
you to sell the need for immediate as well 
as year ‘round use of a good calculating 
desk—the Myrtle Expediter, of course. 

It provides proper height for maximum 
comfort, correct posture and highest effi- 
ciency. Its sturdy construction and over- 
size platform accommodate the largest 
and heaviest machines available. Platform 
area drilled for power cord installation. 
Three side rail suspension drawers and a 
center drawer afford ample storage space. 
Choice of oak, mahogany or walnut finishes. 

Order your samples today. Sell them 
now and throughout the year. 


MYRTLE DESK COMPANY 


HIGH POINT, N.C 
BETTER DESKS 
ARE MADE 


OF WOOD 
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JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 





A goodly number of Trail Travelers were present at 
the December 4 luncheon at the Gowman, in Seattle, 
for their semi-annual business luncheon. Chet (Y. and 
E.) Williams’ able handling of the minutes and reports 
high-lighted the session. His intimation of the pro- 
posed manufacturer-representatives’ 1951 assistance to 
dealers and their sales personnel created considerable 
interest and discussion. 

* a x 

On December 5 the Sand Point Country Club formed 
the background for the annual dinner dance and it 
was a gala evening for the many Travelers and their 
ladies attending. The entertainment chairman, Clint 
(A.S.E.) Martin, had entrusted the decorations to Mrs. 
Martin and Mrs. Fred Carlson and their efforts re- 
sulted in a beautifully convincing tribute to our Great 
Northwest as truly the “Evergreen Empire.” After a 
super-delicious steak dinner, dancing was enjoyed to 
one of Seattle’s name bands until an early morning 
hour. 

Prior to the dancing Verne (Hallmark) Alder, on 
behalf of the dealer and traveler fraternity of the 
Northwest, presented a silver trophy to Bob (Dixon 
Pencil) McColloch. It came as an expression of their 
collective admiration for him as an expertly skillful 
player. (For further interpretation we refer you to 
Bob.) 

Friday evening, December 8, witnessed the conclud- 
ing event on the 1950 social calendar of the Travelers 

the annual stag party at Bob McColloch’s rumpus 
room. The many in attendance were particularly ap- 
preciative of Fred (Dennison) Carlson’s contributions 
to the endowment fund and to Dorothea McColloch’s 
smorgasbord that fairly groaned under its weight of 
tempting and satisfying calories 

* * * 

We respectfully suggest that among your New 
Year’s resolutions you embody the one, viz., “That I 
will be in attendance at the 1951 Travelers Social 
Week as well as their spring convention and summer 
picnic.” And we promise you, once you have fulfilled 
it you will never fail in its renewal!!! 

+ ” <a 

Arrangements for the yearly Christmas party, for 
hospitalized children, were handled by the Portland 
group of the Oregon Trail Travelers. Perennial heads 
of the “Sunshine Division” of that group, Dick (B. & P.) 
Zeisler and Charlie (M. R.) Davis, performed a mas- 
terful job in this respect and merit our vote of sincere 
appreciation 

* - . 

Gerry (American Pencil) Whitcomb has been con- 
ducting a “welcome” service these past December 
Sunday mornings just outside Seattle. His success 
with the denizens of the local rivers has made him 
one of the outstanding steelhead fishermen of the 
state and that 19 pounder recently “welcomed” to his 
net, after 40 minutes of acute persuasion, constitutes 
a December weight record for this fighting type of 
fish 

> ” . 

This past month the surprising information came 
to us that the popular owners of the Tacoma Office 
Supply, Tacoma, Wash., George Abelsett and Al Osborn, 
had become steel workers. Hurrying to Tacoma, with 
bridge-building in mind, we were relieved to find that 
our industry still retained these two personable sta- 
tioners; their recent activities merely having been 
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Feature 
THOMAS FURNITURE 
covered with KALISTRON 






























New Thomas Furniture Series No. 1200. Covered with Kalistron. 





| How SINGLE SALES become STEADY CUSTOMERS 


I} ture covered with Kalistron* keeps selling for you long after 
the or e. For Kalistron color, fused to underside of clear vinyl sheeting, 


ir, keeps furniture new-looking for years 





brings k stomers again and again. In a class by itself, Kalistron is 
cuff. t, scratch-, and spot-resistant; won't peel, chip or crack. 
Watery] t cleaned easily with a damp cloth 
Mor e dealers are turning to furniture that combines Thomas’ 
fine st d Kalistron’s enduring beauty. It sells faster, guarantees satisfaction. 
Coup w will bring complete information and free nail-file test on 
Kalis See if you can injure Kalistron even with this file. 
*TI Ml n Plastics Award for furniture and interior decorating materials. 
Dee ee oy 
: ; 
a ; Thomas Furniture Company, Dept. T-5 ' 
: , ' 
; High Point, North Carolina ' 
’ ' 
; lease send me Kalistron information and free nail-file test } 
: (sample of Kalistron and actual nail-file). ; 
i ' 
» ' ' 
' NAME____ a emma ' 
' ' 
' ' ! 
' : 
a ' ADDRESS ' 
1 | ' 1 
' ' 
ry ' 
1 ' 
| HIGH POINT, NORTH CAROLINA ; 
' ’ a eeeeeeeeeoooosoooocossssesceo ececccescooesoo! 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK AND U.S. NEWS 





Ee 
196 eth REO 
Tm 


N fast-paced business today, time 
is the critical factor—but this 
young executive ticks right along 
with the clock every working minute. 

His ‘“‘time-engineered’’ Shaw 
Walker desk helps him to pack his 
work into a smooth-flowing eight- 
hour day. 

Built inches /ower than standard 
desks, it places all work under his 
eyes, within finger-tip reach. And it is 
“time-engineered’’ 27 ways, inside 
and out, to speed thinking, plan- 
ning, organizing — eliminate wasted 
motions, wasted minutes. 

More than fifty years of Shaw- 
Walker experience and “know-how” 
have made this one of the greatest 
advances in office engineering. 

And there are Shaw-Walker desks. 
chairs, files, cabinets, systems, in- 
dexes and supplies — everything for 





the office except machines — each 
‘“time-engineered’ for the needs of 
every job and worker. 

If you are setting up a new busi- 
ness or merely wish to modernize 








f 


worn, out-dated offices, make sure 
you use Shaw-Walker equipment 
throughout. It will help you make 
the most of every minute, every work- 


ing day! 





New. low. comfortable he 
Puts vou « tor 
ery j)oD 
lob-engineered drawer space 
executive administrat 
‘ ea t i 
vastebasket saves time 


pace and iitter 


(Center drawer with ext 
mpartments—space I 
ervthing you need at 3 


nger tips 





y i working top 
0) He etter 
entia 
kor er 
S - with 
ive 





The booklet 


Time and Office Work,” is packed with ideas for stretching office 


s and equip 


Wrre 40 FREE time. Organize now for greater sales « rtanada er operating cost 


Shaw-W er, Musk Michigan 


A wealth of information on “time-engineered ‘offi e system ] 
ment. 36 pages! Many color illustrat s' Just off the press! Write to 
day, on Dusiness letterhead to alker j egor higan 
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) SHAW-WALKER 


Largest tx ve Makers of Office Furniture 


ng Equipment in the World 


Executive at Muskeg Michigan 
Branches and Ex ve Dealers in All Principal Cities} 
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misinterpret seems that Jack (General Fire- 
proofing) Boehne has been giving them a most com- 
1 desk and file erection and adjust- 
zealous activity in this department 


plete course ll Les 


ment and thei! 


had given rise to the ill-founded rumor. 
= x > 
Among the more colorful celebrations of this past 


Yuletide season was the group singing of the em- 
ployees of the Seattle Office Supply, Seattle, Wash., in 
the “Mural Room” of that organization, under the 
direction of Al Holmes. The many encores accorded 
the popular Pillsbury-Gilpin-Hellenthal trio would 
seem to indicate that they would be a welcome addi- 
tion to the entertainment program at the convention 
at Gearhart May 
“Out Whe Hand Clasp’s a Little Stronger.” 





Honor Office Equipment Manufacturers 
Four companies in the office equipment field are 


. » 920 
among 238 


fi throughout the United States and 
Canada which are being awarded “Certificates of Man- 
agement Excellence” for 1950 by the American Insti- 
tute of Management, New York, N. Y., according to 
Jackson Martindell, president of the non-profit foun- 
lation. The vards, which will be bestowed annually 


Institute, are based on continuing 
more than 2,000 leading concerns. They are 
a basis for research into corporate 
es af eaures 
) r |} companies include Burroughs Add- 
ing Machine Company, International Business Ma- 
chines Corp tion, The National Cash Register Com- 
n Bowes, Inc 
merits of each management, Mr 
Martindell explained, credits are given for excellence 
in ten separate fields—economic function, corporate 
of earnings growth, fairness to stock- 
development, directorate analy- 
1 policies, production efficiency, sales vigor and 


in welgniln nie 


holders, rest nd 


The purpost f the awards,” the A.I.M. president 
neourage management in all lines of 
weight to all 10 factors, rather 
to conce te, aS many do, on only one or two 
firn trong on research and development 
ack uni f command within the organization 
Others are ble for aggressive, top-flight selling, 
re not pre ring younger men to take over when 
present any heads retire 
The fa his year’s recipients come from 25 
industries shows that sound 
eme! iples are applicable to all lines of 
isiness, wherever located. We hope that succeeding 
years will witn¢e further spread, with an increasing 
mber of f yming entitled to the designation 


siness tf Ve l€ 


tes al } rate 


The yard plied by the Institute in evaluating 

ny 1 nents is described in detail in Mr 
le] 0k, “The Scientific Appraisal of 
eme lished during 1950 by Harper & 


Companik eceive this year’s certificates are 

f New York State, 84: Ohio, 29: Illi- 

24: Pe lvania, 22: Michigan, 11: California 
Connecticut, 7: Minnesota, 5: 
! 4: Wisconsin, 4: Maryland, 3: 
Missouri, 3: ( ! 2: Delaware, 2: Indiana, 2; Okla- 
: Virginia, 2: Florida, 1; Kansas, 1 
Ne 1: North Carolina, 1: West Vir- 


A Pp . 99 


iditi tinuing its studies of 2,000 firms 
he Institute icts detailed management audits of 
selected I for the latter’s guidance, and to 
material for the advancement 
nd } principles. It also sponsors a 
rm prog! f vocational guidance to help in- 
te schools of business train and 
ture managers 
1951 
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"So you’re irritable and 


can’t sleep, eh, Mr. Ward ?” 


When Ward wakes up, he'll go out and buy bis 
own Barcalo Reclining Chair, and Dr. Mangel- 
Wurzel will never see him again. With all that 
comfort, who needs psychiatry ? “Pfui!” says 
Dr. Mangel-Wurzel. "I lose all my patients. 
Better | should get a Barcalo dealership instead!” 


r’s risky to claim health benefits for a chair . . . but 
I the Barcalo Reclining Chair isn’t just an ordinary 
chair. It’s pretty special. A lot of doctors agree with 
us on that. 


Exclusive Scientific Reclining Action adjusts instantly 
to any position the body desires, from sitting to 
full reclining. That—along with patented “Floating 
Comfort” — actually gives deeper, more complete 
relaxation than a bed! It makes circulation easier, 
and thus takes a strain off the heart. People bothered 
with insomnia find a short rest period in the Barcalo 
Reclining Chair puts them right in the mood for sleep. 


Every businessman in your community is a prospect — 
because frequent cat-naps in the Barcalo Reclining 
Chair keep minds clearer, moods cheerier and lives 
longer! There's a rich market to exploit — wherever 
you are, 





THE ONLY RECLINING {| f2 P An i 
CHAIR MADE WITH = \\ \"3 ws = Qe me 
PATENTED ‘ Np —. 
FLOATING COMFORT | ——F ie, [-— —4 —-~{ 
READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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A BIG 
PROFITABLE MARKET 





AWAITS THE 





BY AGET 














EXECUTIVE URN 


SANDLESS URN COCKTAIL URN 


_- 


fr 
H DEFINITELY BETTER SMOKER WITH 
FEATURES UNEQUALLED ANYWHERE 


"tein Pressure Control 
OF SMELL + SMOKE * FIRE 


The scientifically designed receiver and throat, exclusive 
with “Smoker's Urn", makes possible the ‘air pressure 
control” which extinguishes lighted smokes and matches 
... traps smoke from smouldering embers. No doors, 
springs, levers, lifting devices, or covers to operate, 
stick, get out of order, or release odors. 


FIREPROOF—EASILY CLEANED-LARGE STEEL TUBE CONTAINER 
WEIGHTED, NON-TIP BASE—ATTRACTIVE APPEARANCE 


Dealers wanted. Also choice territories open fo aggressive 
office equipment and supply salesmen. 





AGET MANUFACTURING CO. 
1408 CHURCH STREET 
ADRIAN, MICHIGAN 


Please send complete descriptive information and prices 
on Smoker's Urn. 








128 


News Notes From NSOEA District No. 8 


BY DAVE C. NEUHAUS, FOR E. J. MITCHELL, 
12 W. 70TH ST., KANSAS CITY 5, MO. 

Harry Tipton, president, Central Printing Company, 
Little Rock, Ark., finally got away on his vacation a 
few days before Thanksgiving. Plans were made to 
spend several days in both Tennessee and Kentucky. 

* ~ * 

E. W. Sweeney, Sr., general manager, Carpenter Pa- 
per Company, Oklahoma City, Okla., and Mrs. Sweeney 
enjoyed a rather late vacation this year. It was spent 
in Little Rock, Ark., visiting their son and family. 
Some time was also spent with John Chowning, Car- 
penter Paper Company, stationery division representa- 
tive, who makes Little Rock his home. 

x ~ « 

The Raymond Halls, of Hall & Craig Printers, Hot 
Springs, Ark., enjoyed a very happy and pleasant 
Christmas surprise, in the form of a visit from their 
son, who is in the Navy and has been stationed in 
Cuba for the past 17 months. 

* ” * 

Morris Morgan, country salesman for Parkin Print- 
ing & Stationery Company, Little Rock, Ark., has been 
released from the hospital and is recuperating at home. 
Morris received a very severe and painful cut on his 
left hand last March and it was impossible to perform 
an operation until just recently. It is reported that he 
should be able to resume his road work late in Janu- 
ary. Our sincere wishes for a speedy recovery 

oe * * 

Bill Heilager, Conway, Ark., office supply dealer who 
was seriously injured in a fall from the bleachers at a 
football game last fall, was able to enjoy Christmas 
at home, after which, it was necessary to return to the 
hospital, until he is completely recovered. They hope 
to remove the casts from his body and legs, late in 
January, get him on his feet and back to work as soon 
thereafter as possible. 

* * * 

A. H. Morrow, Morrow & Son, Fort Smith, Ark., was 
confined to the hospital for two weeks in November 
from a heart attack. He is now recovering at his home. 
He reports he is too young to retire and hopes to be 
back on the job before long. 

é * x 

James R. Lang, formerly store manager of Junction 
City Office Supply Company, Junction City, Kans., is 
now affiiliated with Fiddler’s, Inc., of Kansas City, 
Kans., in a like capacity. Junction City’s loss is Kansas 
City’s gain. 

Earl Scott, Bauman Office Equipment Company, Inc.; 
Bill Pickering, Eberhard Faber Pencil Company; Fred 
Pitt, manufacturer’s representative, and Al Perry, Car- 
penter Paper Company, were recently roaming Wichi- 
ta’s street one night and stepped upon a sidewalk 
scale. Earl, Bill and Fred each weighed exactly 207 
pounds. Al didn’t quite make the grade in avoirdupois. 

* * * 

Mr. and Mrs. Bob Latsch, Latsch Brothers, Inc., Lin- 
coln, Nebr., attended the Nebraska-Oklahoma football 
game with Mr. and Mrs. Fred Downs, Downs-Randolph 
Company, Tulsa, Okla., at Norman, Okla., the last 
Saturday in November. They visited the Will Rogers 
Memorial at Claremore, Okla., the following day and 
there ran into Mr. & Mrs. Fred Pitt, manufacturer’s 
representative, who were on their way to Houston, 
Tex., to attend the wedding of their son, Bill 

« co « 

We are pleased to welcome Frank House, Minnesota 
Mining & Manufacturing Company, and Gene Walker, 
Columbia Ribbon & Carbon Manufacturing Company, 
as new members in the Midwest Travelers Club 

* *” * 

C. A. “Chester” Kennedy, William J. Kennedy Sta- 
tionery Company, St. Louis, Mo., is gradually recover- 
ing from a painful shoulder injury, received late in 
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Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 

. a posture chair that raises office-worker 
efficiency and comfort toa new, all-time high. 

Foam rubber, revolving, “saddle” seat has 
easy, instant, positive height control, any- 
where between 16” and 20”. Padded back- 
¥ Illustrated: Model 16-C, with 
baked-on, gray enamel finish. 


Also: Model 16-D, brown 
enamel; Model 16-B, chro- 


rest adjusts three ways. Large 2”, hard rub- 


ber casters, with life-time lubricated roller 





bearing and ball bearing swivel; tubular 


steel frame finished in brown or gray, baked- 








on enamel, or extra-heavy chromium. 
Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Three models—each “a beauty and a bar- 
gain’’—to retail from $29.95 to $31.95 
(slightly higher in Florida, Texas and West- 


ern States). 





Pealersh; 


Cosco " 





To raise: Place foot on 





circular rung and, with 
one hand releasing 
control lever, lift seat 


to desired height 


To lower: Release con- 
trol lever and lower 


seat to proper level. 





HAMILTON MANUFACTURING CORPORATION @« COLUMBUS, INDIANA 
Makers of COSCO Household Stools, Chairs and Utility Tables 


Posture Back Adjusts to “cradle” 
For depth for height 
the back i 
THREE WAYS! of seat... of bockrest , . . sate 
———— any position 





— ————————eEeE~w ——_—_———_> 
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“Filing and Finding’’ Aids 
mean real user satisfaction 


and real dealer profits! 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Here’s the low cost, economical way for your customers to 
keep their semi-active and inactive records safe, clean, orderly 
and available for instant reference. TRANSFILE Transfer 
Files are made of fibre board and so reinforced by steel that 
all the weight of the drawer and contents is supported on 





steel. 


Even when stacked high and wide, the lowest drawer 
works as freely as the top drawer. The steel front styles 
look like regular steel files and can be placed right in line 


with them. Also available in the economy all fibre style. 


Keep after this profitable business every day. If you haven't 
a good stock of TRANSFILE Files on hand, order now! 


Everywhere records are kept, Guide-O-Folders increase the speed, 
accuracy and facility of “Filing and Finding.” Because they hang 
they reduce the tedious manual labor to a minimum. Always in an 
upright position, Guide-O-Folders glide along on the metal frames 
with finger tip ease. Because the metal tabs are adjustable to every 
standard filing position, Guide-O-Folders fit right into every filing 
system. They can be used to save time and money in every office 
you contact. Use our handy demonstration kit to help you sell. 


WEST 





Filing Supplies 


GUSSCO Dealers know they can depend on us as a reliable 
source for good quality and uniformity—priced to meet their 
competition. And as paper stocks become increasingly diffi- 
cult to obtain and maintain, we will continue to work very 
closely with our dealers. To maintain the quality and real 
value of the whole complete line of GUSSCO Filing Supplies 
will be our aim. You, too, will find buying and selling 
GUSSCO Filing Supplies a profitable habit. Why not write 
for our catalog today! 


? 3 y 
4 i... j THE HANGING FOLDER WITH 
— ADJUSTABLE METAL TAB 


Write for your copy of the GUSSCO catalog today. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


There is a TRANSFILE for every 
purse and purpose. 














NEW YORK 13, N. Y. 
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November. He is able to spend short periods each day 
at his office. Our sincere wishes for a complete and 
rapid recovery 

Roy S. Moreland, Schooley Printing & Stationery 
( pany, Ka ; City, Mo., returned to his home on 
beautiful Lake Lotawana on Christmas evening, after 
visiting with one of his neighbors, to find his boat 
house on fire Luckily, his boat was not moored 
therein. Hov damage to the structure was esti- 
nated a $150 

Don F. Brown, Rader Office Equipment Company, 
Omaha, Nebr., has received $50 from the Toronto Star 
for second prize in the lake trout division of the 


newspaper’s contest. Don caught a 39-pound 
lake trout lat 1is fall as heretofore reported. George 
Desmond, Victor Safe & Equipment Company, Inc.., 
who accompanied Don, has received “honorable men- 
tion” from Fié & Stream magazine for his prize lake 
trout catch which weighed 33 pounds, 3 ounces. 


» 


Austin R. Waterbury, The Carter’s Ink Company, 


his ¢ vife, Olive, in an endeavor to elude 
he frigid tem; tures in the vicinity of Lake Michi- 
gan, are spend the holidays, basking in the sunshine 
t Ocala, F They expect to return sometime in Jan- 
Si hwe tionery & Bank Supply Company 
eli general sa meeting on December 4 at Wood- 
d, Ok 3asil Martin acted as host during a full 
lay’s meetin I factory representatives, Art Pfister, 
Smead Manuf iring Company, Hastings, Minn., and 
Dan A. Mac Dougall, Stationers Loose Leaf Company 
Milwaukee, Wis., were scheduled on the program 
In addition to the sales meeting, a bird hunt was 
rrangec following day. However, high wind 
ow ten tures curtailed the hunter’s activities 


point where much of the time was spent in cars, 


Mr. and Mrs. Tom Seward, Speed Products Company 
Inc., and Mr Mrs. Dave C. Neuhaus, manufac- 
turer’s repress tive, Kansas City, Mo., recently mo- 
ored to St. Loui Mo., to attend the Greater St 
I Sta Association’s Christmas Party, on 
December 20. The hospitality extended by this fine 

ip was “‘t and a perfect evening was spent, 
enjoying fine 1 entertainment and fellowship. 

It was oul ire, While in St. Louis, to visit with 
E. J. “Gene” Mitchell, manufacturer’s representative, 

family. Ge progressing nicely from his long 

Le ( erely hope he will again be able to 

ne his 1 activities before long 

William B sill” Bohart of Eberhard Faber Pencil 
Company fam«¢ been confined for a short time, due 

painful ry to his ankle, received on a recent 
vi to Kan City. He reports that both he and 
Bill Pickering, f Eberhard Faber Pencil Company 
nd mayor Davis, Okla., are planning to attend 
their compa! nnual sales meeting in Chicago, dur- 
he week December 24. Bill expects to resume 

pia re \ 
ctivities « in January. Our sincere wishes for 

ear 
C. F. “Clarence” Fiddler of Fiddler’s, Inc., Kansas 


released from the hospital, 
Ri peration. The painful injury was 
received in from his horse, a number of weeks 


peen 


ag At examination did not reveal the 
extent of and oniy through recent x-rays 
were e si bones discovered and an operation 
advised. Ou ere wishes for a rapid and complete 
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STORMS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


MANUFACTURED FOR 


THE DEALER TRADE EXCLUSIVELY 


@ DEALER IMPRINT PACKAGING 


@ DEALER IMPRINTED BACK 
CARBON PAPER 


@ SPECIAL CARBONS, RIBBONS 
AND ROLLS 


FINEST QUALITY PRODUCTS BACKED BY OVER 
A HALF CENTURY OF MANUFACTURING EX- 
PERIENCE. 


IF YOU WANT TO SELL NEW CUSTOMERS WHO 
WILL STAY SOLD OR IF YOU WOULD LIKE TO 
OFFER YOUR OLD CUSTOMERS A BETTER PROD- 
UCT THAN EVER BEFORE THEN WRITE NOW 
TO DEPT. H. FoR DETAILS. 


“THE COMPLETE LINE” 


Stands the test of time 





‘ 
*tconos evens” 


veeee sane 


H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 
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.«.. here’s another 
M P business builder 
for dealers...... 
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4000 Long Beach Ave, 
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Address 











as advertised in— 
e@ BUSINESS WEEK 


© BANKERS MONTHLY 
© BANKING 


Stock up now while you can 
be sure of prompt delivery 


METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Ave. Los Angeles 58, Calif. 
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News Notes From NSOEA District No. 5 


JIM CRELL, CORRESPONDENT 
6236 BONA VISTA AVE., CINCINNATI 13, OHIO 


The Cincinnati Chapter of the Fifth District Travel- 
ers and the local stationers played host to their annual 








DON CRILE, GOVERNOR OF NSOEA DISTRICT NO. 5 ENTER- 
TAINS THE CHILDREN—Cleveland’s Chapter of the Fifth 
District Travelers Club had a fine tree and a large number 
of packages, a few of which can be seen above, at the 
annua! Christmas party for needy children. 





MEMBERS OF THE COMMITTEE RESPONSIBLE FOR THE 5TH 
ANNUAL CHRISTMAS PARTY—Front row, left to right: Bob 
Russell, Samuel Ward Mfg. Co., and H. L. Davis, Central 
Ohio Paper Co. Rear row: Harry Howard, Minnesota Mining 
& Mfg. Co., and Frank Graham, The Bates Mfg. Co. 








Christmas party December 23 at the Cincinnati Club. 
The 15 boys invited were amazed when Santa Claus 
gave each one a large package containing their gifts. 
Many thanks to the Travelers and stationers who 
contributed. 

Cal Long entertained after dinner with several short 
films, including activities of the Fifth District summer 
meetings. 

” “ « 

Did any of the travelers notice Don Hanover and 
family plus a new Buick heading toward Florida for 
their Christmas vacation??? 


x a 





Ed Lohmier, Dennison Manufacturing Company, was 
in Hawaii for a short vacation 
= ~ om 
Received a short note from Pat Patterson, Speed 
Products Company, saying that he was moving Jan- 
uary 1 to 19201 S. Moreland Blvd., Shaker Heights 22, 
Ohio 
A reunion was held in Dayton, Ohio, after the recent 
holidays. Al Seitz and Myron George of Seitz & George 





Specicliz. 
Wgonize: 
eeurate 


OFFICE APPLIANCES, February, 195] fiwas. 











eR ee ll 




























MASTER MULTI-POST 
SECTIONAL FILING CABINETS 


eciclized 
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P Packed with Quality ond Price, Appeal! 


Punch Any Combination 





1525EX 












Greater in capacity, more 
powerfu other in per- 
formance! Punch as many 
as 6 I! one stroke 
through f thickness. Heavy duty construction through- 





















What a Buy at $2.95! 


DESKMASTER 


$798 








Lowest-priced quality 244" punch 
on the market! Streamlined design, 
with exclusive ‘‘Handle Hold- 
Down." Scissor-sharp dies 
and punches for stand- 
ard 234", 14” round 
punching. Full '4” 
capacity. Adjustable 
extension and depth 
gauges. Heavy gauge 
steel base, 4%,” x 6”. 
Rubber toes. Gray crackle 
finish. Height, 2%". $2.95. 














out. Ground and tempered, full-floating punches. Calibrated 
ijustable side guide and depth gauge. Extra long curved 
handle. Rubber feet. Gray crackle finish; heavily plated parts. 
Complete range of punch styles available (see below). 


SCale, at 


Model 1525EX, for Standard 3- and 4-hole punching in 
combination, with punching pattern as shown here, $39.50 


EH) O08 @ 


Model 1425, for 4-hole 4° round hole punching, $27.00 





@ Additional heads for Masters Series 1000 
Punches available for any combination 
of shapes and sizes, as above. 


= 


matically control ref 
erence files. Available 
in a wide variety of 
titles to meet the exact 
indexing needs of 
nearly every business 


. Alin o ne thot 
e g } - 3 ¥ 
Quice 


eference 


MASTER METAL TAS 
INDEX SYSTEMS 
Systemotize and auto- 


spocitie 


EASTERN DISTRIBUTOR: Bainbridge, Kimpton & Haupt, Inc., 218 Greenwich Street, New York 8, New York 





Manutocturers of Specialized Filing and Office Equipment since 1934 


OTHER MASTER EQUIPMENT FOR LOOSELEAF FILING 


CASES 
material. Separate, 
self-locking, removable 
sections. All-enclosed, top 








The Lowest-priced Fully Adjustable, 





All-purpose Punch! 


A powerful punch with full 
|.” capacity. Sharp, accurate 
dies-and-punches. Geared punch 
head for lifting through punched 
sheets. Incised, calibrated 

scale and side guide for 
centering sheets. Long handle. 
Removable chip pan. Heavy 
stamped metal base. 
Gray crackle finish; 
heavily plated parts. 














Model 325— 
3 heads, 4" diam. 
round, $10.95. 


Model 425— 
4 heads, 4" diam. 
round, $12.95. 


—— at 
DIVISION OF MASTER MANUFACTURERS, (NC 








3480 East 14th Street > Los Angeles 23, Calif. 












fy 
STREAMLINER A 
SECTIONAL SALES - 
A 


Designed especi- 
ally for orgoniz- 
ing, carrying, and 


display of sales ALL WITH MASTERS 


FAMOUS BINDING MECHANISM 
2-piece section with self-locking 


triggers, posted for any punching. 
groin lecther cases 














y 











877 TC 
78 REV. A/CH 
877 EXEC. DESK 
3078 SOFA 

78 A/CH 


mOO=> 


The advantage of planned layout to conform with 
maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete 
satisfaction and best results. Our wealth of ex- 
perience is yours for the asking—Just send in a 
sketch of your plan and we will estimate at no 
additional cost. 





WRITE FOR OUR 








pesened Xy your Specifications 





. 














877 EXEC 


| 690 


DRUM TABLE 


ae 

















877 CONFERENCE TABLE 
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COLORFUL ILLUSTRATED CATALOGUE 
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Office Equipment Company were escorted by Art Frey, 
Nelson Cady jim Crell, to an unexpected luncheon 
Ray Paulin Paulin’s in Lancaster, Ohio, still insists 
be i store by early spring 
Bob Eldridge, ‘ e and Cobb, is working on his 
rivate pilo We will probably see Bob mak- 
ter! 1irpiane soon 


ratulati Frank Graham, Bates Manufac- 
Com} he birth of his second son, Bruce, 


Fiftl \ | Cleveland Chapter Christmas 
y given ¢ ear for needy children, got off to 
flyin ul the organizational meeting on 


Present at t eting were Billy Kane, Oxford Fil- 
Equipn ( any: Ron Douglass, W. H. Gun- 
‘hair ( 1vy; Ted Hale, Jack Luke, Seng- 
busch Self-Cl Inkstand Company; George Long, 
President of Fit District Travelers; Harry Howard, 
Minnesota Mi & Manufacturing Company; Jack 
Clark, W.H.S ffer Pen Company; “Doc” Davis, Cen- 
Ohio Paper Company; Bob Russell, Samuel Ward 
Manufacturi pany; Tom Chambers, Dennison 
Manufacturing ¢ pany; Frank Graham, Bates Man- 
ifacturing C y; Earl Manle, A. C. Burton, Asso- 
iated Statio1 Don Bond, Buxton; Jack Prieffer, 
Dixie Carroll, ! 1ard Faber Pencil Company, and a 
Bert Johnson, Eaton Paper Company 


nm Dece Doc” Davis played host at the 
nual affair preceding the Christ- 


On Decen he Christmas party was held at 
Cl ie Park I There is no need to ask any of 
the 26 chil received their gifts from Santa 
Claus hov it. Their eyes gave us all the 


Vo hat 1 is over we should like to thank 

travelers whose generous con- 
ribution ! party possible. We should also 
like than! ies, especially Mrs. Ron Douglass 
Mrs. C. W. Clark, whose efforts brought forth the 


Our thank to Don Crile, governor of the 
Fift Distri ame up from Canton to put on 
l and to Scott Summerville, who 
e up frol \ to do an excellent job as Santa 
Cl To C. B. Clarke and A. A. Bigalke, who acted 
ippreciation and finally to the 

tee. A job well done 


ilso to Frank Graham for his 
the Cleveland Christms party 





Jones Opens Y-City Office Supply 
Herman F. J 


mer vice-president of the Com- 


} 


mercial Suppl which recently changed owner- 
ship, has an he opening of the Y-City Office 
Supply Co! The new store is located at 19 N 
F th St., Z le, Ohio. Associated with Mr. Jones 
is Cl A also formerly connected with 
C al § nd Rolland Anderson, who has 


rience in repairing office equip- 
that the firm would handle 
lies and equipment and would 


ffice machines 
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Ahhhhhh! 
Now (Can Think 





CHAIR ACTION CONTROLS 


Don’t sell “chairs”! Everybody tries that—sell the 
seating comfort that stimulates alert, straightline think- 
ing among executives. SENG SYNCRO-TILT equipped 
chairs provide perfect posture support, body-bracing, 
form-fitting comfort in working position, and smooth- 
gliding SYNCHRONIZED tile for fatigue-chasing 
relaxation. 

Only SYNCRO-TILT offers these advantages. So be 
sure your executive chairs are SENG SYNCRO-TILT 
equipped. Then it’s a business-building benefit for you. 


THE COMPANY 


1450 N. DAYTON STREET 
CHICAGO 22 LLINOIS 


SINCE 1874 WORLD’S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 
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Sell the BEST 
Stamp Pads for 
the MOST PROFITS 


Speed-Mo 
Sponge Rubber 


Stamp Pads 














* It’s Silent * Cleans Stamp While 
Inking 


* Full Rich Inking 
* Easy on Rubber Stamps 


* It’s Sweat Proof 
* It’s Dust Proof 
¢ It’s Lint Proof 


— * Large, Natural Reser- 
It’s Sag Proof voir. Can be Re- 
* It’s Long Lived inked Indefinitely 
* Clean, Sharp Impres- * No Scraping Before 
sions Inking 


QUICK TURNOVER . . 
LIBERAL DISCOUNTS 


* 
RIVET- O NVNNIULa Vensel tile 








In Canada, for complete information, write 


Bossence & Co., 52 Homewood Ave., Hamilton, Canada 


701 MAIN STREET + ORANGE, MASSACHUSETTS 


a 
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News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT, 
644 N. HIGHLAND AVE., ATLANTA, GA. 

Last month I told you the details of the “expect- 
ancy” of Hane Steadman, John H. Harland Company, 
and Al Walker, firm of the same name and both of 
Atlanta. Here ‘tis:—Hane and Barbara declared an 
armistice of their own on November 11 and were pre- 
sented with an eight pound son, name of Hane Jr. 
Gonna make an office supply salesman out of him 
Hane? As for Al—well—‘sompin hoppen.” His “foot- 
ball” string was broken on December 16 when “Doug” 
came forth with a “lil de-icer” name of Jan Tracy. 
Al and Doug have three sons, two, four and seven. 


* * * 


In this morning’s mail comes an announcement from 
Julia and Herbert Bowen, Sanford, N. C., branch and 
firm of the same name. They have a brand new baby 
girl, Julia Anne, who arrived December 14. I'll give 
anybody odds that Julia and Herbert will never get 
another seven-pound, one-ounce package that will 
thrill them as much as this one. Congratulations are 
certainly in order and are hereby granted. 

” ” * 

Have just learned that “Cliff” Clifton has resigned 
from Boorum & Pease and has gone with Alton Boyd 
in Panama City, Fla. Seems as Cliff is to manage the 
office supply section and give Alton more time for the 
printing plant. 

7 7 ” 

Frank Kinzey is the new buyer at Lee’s Office Supply 
Company, Dalton, Ga. Most of you boys will remember 
Frank as the former buyer at Roberts & Sons, Birming- 
ham, Ala. Am looking forward to seeing you Frank, 
get that pencil nice and sharp. 

+. * s 

John F. Burnett, former sales manager and outside 
salesman with Alabama Stationery Company, Mobile, 
Ala., has heard the call of “Uncle” and is now a T/Sgt. 
in the Marine Corps and at present stationed at El 
Toro, Calif., as an instructor. 

* oo + 

The news comes down that Jimmy Ray, that affable 
young man at the helm of Raleigh Office Supply, Ra- 
leigh, N. C., decided that he had no further use for his 
appendix, so he called in a “saw-bones” and had it 
removed. Then a week later some kind of complica- 
tion set in and he was thrown for another loss. All 
this happened around November 10. However, we all 
know you can’t keep a good man down very long so 
Jimmie, being no exception to this rule, is now doing 
fine and back on the job. 


* * 7 


Alvin Richards, Roberts & Sons, Birmingham, Ala., 
was in Highland Baptist Hospital on December 18 
for a check-up and perhaps a bit of “cuttin.” Cer- 
tainly hope none of this was necessary Alvin but if it 
was, hope everything came out all right and you are, 
at this writing, well on the way to complete recovery. 

- ” - 


It is with a great deal of sadness that we learn of 
the death of Leo Couch, Lorick-Couch Company, Co- 
lumbia, S. C. Leo suffered a heart attack about No- 
vember 16 and died instantly. Some people we miss 
more than others and Leo was one of those that will 
be missed very much indeed. 


- * * 


Cliff Olmstead, American Printing Company, Macon, 
Ga., was in Emory University Hospital the middle of 
November for a check up but I have no details on 
what happened. Having heard nothing I presume this 
was one of those that Cliff “walked away from.” 

oa 7 * 

Clyde Tidwell, Tidwell Company, Atlanta, wasn’t 
quite so lucky. Instead of getting mad at somebody 
else’s he got mad at his own and had the doc cut out 
a section of his insides. Everything came out fine 
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MOKCASE x } stack 


ookcase of heavy gauge 
to the popular -Junior File 
juipped with three shelves 
n 2” centers (can be raised 
ives added). Olive green 
» unit alone is 49” high, 


‘24° 


vith two odjustable she!ves 16” 
6X (37%" high, 30%,” wide, 
bcsadtailitbiice. 25.95 


N TEXAS, COLORADO AND WEST OF ROCKIES. 





THE “JUNIOR SECRETARY” FILE 


Built of heavy gauge furniture steel, containing: two letter- 
size file drawers with smooth riding, ball-bearing rollers; a 
double index drawer for 3 x 5 or 4 x 6 cards (3200 capac- 
ity); card drawer may also be used for cancelled checks; 
storage cabinet with three adjustable compartments under 
lock and key. Saves stationery and supplies. Size without 
the bookcase is 32” high, 30 14 “wide,17 2" deep. In olive 


green or Cole gray. $ 3 9% 


With plunger-type lock which automatically locks all drawers. 


STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 
































The “AUDITOR'S” FILE N 6/ 
_ Contains: Two ball-bearing letter size drawers; 
_ two double index drawers for 3x 5 or 4x 6 cards T ie 
. Eubadial be by removing the partitions, he built-in Safety Vaults are well worth 
cancelled checks; one safe compartment with : 3 
mbination lock (no key necessary — only YOU the entire cost of these cabinets. Ideal for 
: w the combination); also three adjustable stor- 
a je compartments under lock and key. 37/4" innumerable uses, such as cigars, liquors, 
ian, 30%" wide, 17%" deep. Cole gray baked 
oe : : : 
finish. personal valuables, confidential papers, efc. 
type lock which automatically locks ol! drawers. 


PO MPe Reet eewe ree 


TLY HIGHER IN TEXAS, COLORADO AND WEST OF ROCKIES. 


COLE STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 








$4g5° 


any nook, large enough to keep 
personal papers orderly. A steel 
cts valuables (only YOU know the 
ball-bearing letter files. 37 %” 
deep. Cole gray baked 


I7%~ 


or both drawers. No. 197Y-PL..$55.00 





T: 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQ 





a | Ge 


285 Madison Avenue, 
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$5950 
The “SALESMAN’S” File No. 960Y 


A drawer for prospects’ and customers’ names. 


Holds 3200 3x5 or 4x6 cards or cancelled checks. 
Two ball-bearing letter files for letters and quota- 
tions. A steel safety vault protected by a combina- 
tion dial lock. 43” high, 15%" wide, 17 Ye" deep. 
Cole gray baked enamel finish. 


With plunger-type lock which ares Be locks all drawers. 
Ne, SEDC TES cca sersicenriciabaetaiians vere, $60.00 


ak = 


te a ee ee Oe ae 
New York 17, N. Y. 









SANITARY BASES 








LETTER SIZE 


for all size files 


*3.60 


FREIGHT BILLS 





CHECKS 


STURDY CONSTRUCTION — Prontos are built of 275- 
Ib. test corrugated fibre board and reinforced with 


steel on the shell and the four corners of the drowers 


SAVE FLOOR SPACE — Constructed so that they inter- 
lock into solid units and stack as high as the ceiling, 


saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more need of 
fussing and fuming. With Pronto files you can get at 


oll records just as easily as in your regular active files 


BEAUTIFUL APPEARANCE — Pronto files ore beautiful 
in appearance, finished in on attractive olive green 
The steel drawer front matches your regulor active 


office files. 


Prices Slightly Higher in Texas, Colorado and West of Rockies 





Suggested Uses 


tletter Size 
tletter Size 
tlega! or Cap 
Invoices 

*2 Rows 8x5 Forms 
*Invoices or 2 Rows 8x5 
Freight Bills 
Checks 

Drafts or Checks 
Drafts or Checks 
5x8 Forms 


Deposit Slips (2 Rows) 


Deposit Slips 
Tabulating Cards 
*3x5 Cards (3 Rows) 
*4x6 Cards (2 Rows) 
*3x5 Cards (2 Rows) 
Vouchers (Upright) 
tledger Sheets 
tledger Sheets 
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imensions 


Height Length! 
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SIZES AND PRICES 





FIBRE BOARD 
DRAWER FRONT 


File 
No 


E210 
E210S 
ESIO 
E109 
E108 
E108M 
E97 
E104 
E94 


| £94M 


E8s 
Esss 


| E64 


E73 
E64 
E24 
E103 
E592 
E9! 
E!2 
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*These numbers have removable divider partitions. 
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and Clyde expe o be back at his desk around the 
first of the yea! 
s > > 
Just a reminder to you travelers that whenever you 


Monday don’t fail to have lunch 
travelers who are in town at the Pied- 
mont Hotel’s Oak Room. This is a regular Monday 
affair and usually finds eight or ten of the boys in 
attendance. On top of that one of the local radio 

t broadcast originating there at 12:30 


stations has 


are in Atlanta 
with any othe! 


with everybody getting in the act. For example, on 
December 11, Ralph Unsworth was given a nice bill- 
fold and a record of his part of the program. He was 
ably assisted by the following: Jake Hearn, Al Lamp- 


kin, Charles Hucke, Bill Cole, Jim Cooper, Harold 
Wolff, Jess Haralson and myself. Come as near noon 
as possible 


s + . 

A very delightt affair” of the Christmas season 
which shows definite signs of becoming an annual 
event is a “Dutch” luncheon sponsored by Bill Cole and 
Charlie Hucke given at the Atlanta Athletic Club 
The first one was last year and the one this year was 


held on December 21. It started out as a little pre- 
Christmas get-together of the travelers living in and 
around Atlanta but out of towners and their guests 
are always welcome. This is a “soup to nuts” deal 
with some of the club members (capitalists) usually 
throwing in a cocktail or so. This year we were espe- 
cially fortunate in that we had a couple of distin- 
guished guests. Zac Smith, our national president, 
ame over from Birmingham and gave us a very in- 


formative and interesting talk on the aims and some 


of the things he wants to put through during his 
tenure in office always enlivens a gathering and 
we thoroughly enjoyed his presence. The other one 


tle friend and photographer from the 
Southern Stationer Marjorie (Flash) Stanfiel. Marg 
threw all cautio1 the winds and popped and flashed 
all over the place. If her camera stood up under all 
that it will pa y test. In addition to the above 
mentioned “cele! the following were grouped around 
the festive board I repeat—around, not under) Geo. 
Florence, Nati Blank Book; Jake Hearn, Ralph 


was our prett 


Unsworth, George Slater, manufacturer’s agents; Sam 
Orr, National Blank Book; Tom Parkes, Eberhard- 
Faber: “Hank” Walden, Wilson Jones: Charles Hucke 


Honekamp, manufacturer’s agent and 
ag Bill Cole, manufacturer’s agent; Jess Haral- 
son, Boorum & Pease; Frank Miller, G. F.; Russell 
Broadbear, Whitn Publishing Company; Phil Rhodes 
and Bob Peacock, S. P. Richards Paper Company; Jack 
and Jim Cooper, manufacturer’s agent and agentee; 
J. W. Barton, Wallace Pencil; Al Lampkin, manufac- 


and Jim 


ventee 


turer’s agent: Jack Mivler, Merriam; Al Marschall, 
manufacturer’s ag Jess Marshall, Mittag & Volger; 
Joe Kilpatrick, C. W. C. and president, Atlanta Sta- 
tioners Associat Harold Wolff, Gunlocke; Ruddy 


Rudder and Mr. Grimstead, Herring-Hall-Marvin. 


> > > 


Ole ‘“Huncan Dines Again” is here again. This time 


I give you the French Restaurant in the old Mecklen- 
burg Hotel Charlotte. In my book this is the best 
place to eat in the town. You can’t go wrong on any- 
thing on their but they are especially noted for 
sea food and the nion soup. 





Galveston Firm Profits on Ship Arrivals 


Watching the shipping news has proven profitable 
for R. F. Peter vner of the Peters Typewriter Com- 
pany, Galveston, Tex. Mr. Peters notes the arrival of 
each ship and with an offer to put its type- 
writer, adding machines or other office equipment in 
shape. He makes note of the sailing date and has the 
machine on board when the ship is ready to leave 
This service is especially appreciated by shipmasters 
on long voyagt of whom are regular customers 
when they coms Galveston.—JHR 
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istinctive quality 
creates a nationwide demand 
for JASPER SEATING CHAIRS 





No. 1601 













jo know ... Buyers 
of office furniture know .. . 
there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an excel- 
lent example of what we mean. 
Fair Price * Unequalled Com- 
fort * Quality Construction * 
and Finish + Eye Appeal. Avail- 
able in Deep Buff or Top Grain 
leather—also Du Pont simulated 
leather. Offered in genuine 
American black walnut, north- 
ern birch and.Indiana white 
quartered oak. Dealer inquiries 
invited. 


Send Jor information... 


No. 1603 











JASPER SEATING COMPANY 


JASPER e« INDIANA 
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RECORDS ... 


More Vital Than Ever 





With the nation 
once more work- ey 
ing under military | | See 
pressure — every ’ 

business — every 


individual will ; 
find their records i 
quantity and im- | 





te ai cach eae ak Ca 


increasing in 


portance. 


Protect against 
loss by fire or 
theft. Modern 
Protectall Safes 
are needed every- 
where. You make 
the profit. 





Easy to handle. Easy to sell. Streamlined 
design. One door — or two door models. 
Permanent or adjustable interiors. 


Protectall Safes carry the Underwriters’ 
“C” Label for certified one hour protection. 
Yet Protectall Safes are competitively priced 
with non-label safes. 


Get the Protectall Story. 


PROTECTALL SAFE CORP. 


926 S. Salina St., Syracuse, N. Y. 























Canadian News Notes 


S. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 


G. Vincent Grimes, a lifelong resident of Ottawa, 
Ont., was recently appointed to the sales staff of Office 
Appliances, Ltd., Ottawa, the district distributors for 
Royal typewriters and many well known lines of office 
machines and office supplies with office and shops at 
319 Queen St., Ottawa. 

> + * 

R. L. Capstick, formerly a senior account executive 
with James Fisher Company, advertising agency, To- 
ronto, has been named general sales manager of Mystik 
Adhesive Products, Ltd., St. Catharines, Ont. The Ca- 
nadian Mystik firm is affiliated with Mystik Adhesive 
Products, Inc., of Chicago, Ill., and is presently engaged 
in launching an extensive program of manufacturing 
and marketing a lengthy list of Mystik-Self-Stik pres- 
sure sensitive tape products throughout Canada. 


* * ~ 


J. D. Duguay & Company, with main store at 35 
Main St., Rouyn, Que., recently opened a branch sta- 
tionery and office equipment and supply branch at 
40 Government Rd., W., Kirkland Lake, Ont. George 
Apolzer, manager and co-owner of the new store, was 
born in Hartford, Conn. He received his early educa- 
tion in that city. After finishing school he was em- 
ployed for nine years as assistant purchasing agent 
with a large New England retail lumber and building 
material firm. Resigning from that position he served 
with Hartford and Stevens, Jordan and Harrison of 
New York for five years as a methods engineer in time 
study. In 1940 he moved to Rouyn, Que., where he 
joined his brother-in-law and present partner in busi- 
ness. He is married and has two sons 

J. D. Duguay, president of the J. D. Duguay and 
Company, Rouyn, was born in Adams, Mass., and 
worked as a mechanic for National Typewriters for 
two years at Hartford, Conn., and for a second firm 
of office machine suppliers in the same city. Following 
his discharge from the R. C. A. F. in 1946, he returned 
to Rouyn to reorganize his former business. 


* + + 


C. F. Martin, manager of the Edmonton, Alta., branch 
of the Willson Stationery Company, Ltd., since 1934, 
retired recently. He joined the staff of the company 7 
in Winnipeg in 1903, and has been with them most of § 
the time since then. Mr. Martin was born in Guelph, 
Ont., going to Winnipeg at the age of 15. In 1907 and 
1908 he worked in Toronto, and from there moved to 
Vancouver, where he remained until 1917. He then 
moved to Calgary, and later became manager of the 
Calgary branch of Willson Stationery. In 1934 he was 
transferred to Edmonton. 

E. C. Warner, formerly manager of the Calgary 
branch of the company, is Mr. Martin’s successor as 
manager in Edmonton. Mr. Martin was presented with 
a handsome farewell gift from his staff. 

* * * 

The Carrington-Wilson Typewriter Company, Sun 
Life Bldg., Hamilton, Ont., was recently appointed sales 
and service representatives in Hamilton for Smith- 
Corona typewriters. Frank Carrington of the firm has 
had 33 years’ and Sinclair Wilson, the other partner, 
23 years’ continuous service in the office equipment 
field. The firm also handles office equipment and sup- 
plies 

© > ~ 

Edmonton Business Machines Company (formerly 
Willson Business Machines, Ltd.), 10021 102nd Ave, 
Edmonton, Alta., has been appointed as exclusive rep- 
resentative in Edmonton for Royal Standard type-) 
writers made by the Royal Typewriter Company, Ltd, 
7035 Park Ave., Montreal, Que. Edmonton Business 
Machines Company is owned and headed by W. 
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QUALITY FOR CUSTOMERS 





2296 


2295AC 


Yes, Gunlocke has a double meaning — (1) excel- 





lent dealer profit opportunities; (2) customer sat- 
isfaction, which adds up to repeat business. 
The reason is guality—you don’t need to cross 
your fingers when you talk about Gunlocke top 
quality. It’s there—based on sound design and 
careful Gunlocke workmanship. Sell Gunlocke 


for bigger profits and satisfied customers. 


682RSB 





WAYLAND, NEW YORK 


GOP. 1. GUNLOCKE CHAIR COMPANY 


PROFITS FOR YOU 


S 2253 


2237 = 
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No. 390—3-way zipper envelope of smooth, deep 
buff cowhide. Opens flat. Attractively lined. 3 interior 
pockets. 

Ginger color and suntan. To retail at approx. $5.00 









-FELDCO 


Today’s ‘Easy to Sell” Line of 


_ RING BINDERS 


AND 


_ BRIEF CASES 





No. 591—Oversize Zipper 
Ring Binder, Handle Type 
Heavy duty oversize ring 
metal 144 inch or 2 inch 
capacity. Smooth deep buff cow- 
hide in ginger color only. Two interior 
pockets and tuck-away handles. 

To retail at approx. $8.00 


KLWAie loday for beautifully illustrated color catalog. 
ce 








No. 490—Multi-Pocket Portfolio. Smooth deep buff 
cowhide in ginger color or suntan. Wide expanding 
gusset with tuck away handles. 3 interior pockets with 
identification pocket. To retail at approx. $8.00 


No. 690 — Frame opening Brief Bag of 
smooth deep buff cowhide in ginger or 
suntan colors. Wide opening bag with sectional 
lock. Large capacity expanding gusset. Rein- 


forced dropped bottom. To retail at approx. $9.00 


Fixoco, America’s largest manufacturer 
of student ring binders backed by 80 years 
of dependability, now offers vou the most 
complete line in their history, including 
brief bags, brief cases and zipper ring 
binders. 

Feldco’s ultra-modern plant and ad- 
vanced production methods make possible 
high quality products at easy-to-sell prices. 


For the finest in popular-priced merehan- 
dise stock and feature FELDCO! 





No. 410Z—Deluxe 2 or 3 Ring 
Binder with Wide Inside Zipper 
Pocket. Feldeo’s own exclusive 
Grade A metal. Fine deep buff 
cowhide with tan calf grain lining. 

Ginger color only. 2 pockets plus inside 
zipper pocket and identification card pocket. 
New action trigger. To retail at approx. $4.75 


These outstanding numbers are available for 
immediate delivery. All prices are subject to 
change without notice. 


FELDCO LOOSE LEAF CORPORATION 


1511 West Leland Ave 
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(Bill) Vance, formerly manager of Willson Business 
Machines, Ltd 
> > > 

International Business Machines occupies the entire 
main floor of a recently completed two-story building 
at 216-218 Laurier Ave. W., Ottawa, Ont. At the rear 
of the main office and showroom is a spacious work- 
shop decorated in the pale green shades of the gen- 
eral office 

> > . 

Penn Stationers, handling a complete line of office 
supplies, stationery and office furniture, has opened 
for business at 1942 Main St., Niagara Falls, Ont. The 
owners are William O'Reilly, formerly associated with 
the J. H. Raham stationery firm in St. Catharines, 
Ont., and Jack Newman, formerly business machine 
sales representative for Underwood, Ltd 

> a . 

Considerable business equipment for the modern 
office was displayed at the recent conference of Mont- 
real chapter, National Office Management. The meet- 
ing was attended by Canadian and United States office 
managers from 14 cities. The guest speaker was Rich- 
ard S. Mackenzie, New York management consultant. 

> > . 

W. A. Bordeleau has been appointed general man- 
ager of Villemaire Freres Ltee., Montreal. He was also 
made a director. He joined the firm in 1941 as sales 
manager and served in that capacity until his recent 
appointment 

> - > 

Horace F. Guildford, newly-appointed managing di- 
rector of the Waterman Pen Company, Ltd., London, 
Eng., British affiliate of the L. E. Waterman Company, 
was a recent visitor to the company’s office in New York 
‘ity and Montre 

. o > 
1, Ltd., Moncton, N. B., won the 
dressed building during the recent 

elebrations in that city. 


> . . 


K. R. Colpitts & Sor 
trophy for the best 
fiftieth annive 


Ottawa Stationers & Office Equipment Association 


is considering the staging of its own show of office 
appliances in that city, members decided at a recent 
meeting. Committee in charge of the matter includes 
Bert Sheppard, Basil McEmery and Ted Grand. 


> . > 


The Canadia 1embership of the Wholesale Sation- 


ers’ Association (U. S.), was recently held in Toronto, 
with John ere eer of Brown Bros., Ltd., vice-presi- 
dent of the association, presiding. The association’s 
Four Golden Opport nities program was discussed 
n deta 

Reliance ink ji w being sold by the makers, Reli- 
ance Ink Company, Ltd., Winnipeg, Man., in a new 
improved quart ttle and distinctive package. The 
new bottle i horter in height and less likely to 





Stone Buys Jackson Office Company 

Jack E. Stone Hutchinson, Kans., recently bought 
the Jackson Office Company, 119 E. Randolph, Enid, 
Okla. He was formerly employed with Geeber’s Office 
Machine Company in Hutchinson. Mr. Stone, who 
started in the office equipment business in Wichita, 
Kans., will have complete line of office equipment 
in his new store. He has established an agency for 
Royal typewrit« ind Victor adding machines. The 
ompany was formerly operated by H. L. Jackson, who 
has moved to D Tex.—_WLF 





Myrtle Desk Issues New Price List 

The Myrtle Des Company, High Point, N. C., has 
issued a new price list which became effective last 
December 15. All lers are accepted subject to prices 
in effect on thi te of shipment 
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SMOOTH ; 
BEAUTIES! 






You can say that again—and 
again—about Weldon Roberts Erasers. 
Make money every time you say it to your customers. 
They will appreciate the uniform beauty, convincing 
smoothness and precision performance of Weldon 
Roberts Erasers in saving time, tempers and eliminating 
messy erasing and the need of rewriting 
an entire piece of work. 


FEATURE THESE 

THREE VOLUME-SELLING NUMBERS 
FOR BUSINESS 
AND GENERAL 
USE 







2020 MASTER PINK. 
Medium sized, soft pink 
super-quality eraser of 


aN handy elliptical shape. 
* Ideal tor pencil work and 
cleaning; for drawing 

and for general use 


a “* 
yyse™ s nk 
A OT 3 “wats & 
~4F ‘yn j 
2 
= 


340 CORAL PINK. A soft, 
smooth pink eraser for 
pencil writing In im- 
mensely popular stubby” 
double-beveled shape. A 
big selling number for 
general, office, drafting, 
art and school use 





399 TRI-PLY. The orig- 
inal, superior, 3-layer 
eraser for typists. Two 
outer plies of red pencil- 
rubber for smooth, clean 
erasures on originals and 


carbon copies; center ply = 
of soft gray ink-eraser 

for a single letter or a 

complete line 


Write for our Illustrated Price List NOW! 


WELDON ROBERTS RUBBER CO. 
Newark 7 N. J. 


America’s Foremost Eraser Specialists 





























The Marking Pencil that 
writes on EVERYTHING! 


Y WOOD VY ENAMEL VY RUBBER 
VY METAL VY CELLOPHANE Y CANVAS 
VY GLASS Y OILCLOTH VY CARDBOARD 
YW PORCELAIN Y LINOLEUM /Y OILED PAPER 
Y PLASTICS - CORK VY LEATHER 


USED BY STORES, FACTORIES, OFFICES, HOMES 





THE BEST ADVERTISED, EXTRA 


HEAVY LEADS 


BIGGEST SELLING MARKING. | THAT DON’T BREAK 





PENCIL IN THE WORLD 


FAST TURN-OVER MEANS 
BIG PROFITS FOR YOU 


in 6 cotors 


RED 
BLUE 
BLACK 
GREEN 
BROWN 
YELLOW 








An EXTRA sleeve in every box of leads 


LISTO PENCIL CORPORATION, Alameda, California 


LISTO PRODUCTS, LTD., Vancouver, B. 
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News Notes from the Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B. 

J. Edmund Cole, branch manager for the Under- 
wood, Ltd., at St. John, N. B., was named to the presi- 
dency of.the St. John Kiwanis Club at the annual 
meeting. He has been active in the club for some 
years, especially in a yearly radio auction. Another 
member assisting is Philip O. Soulis, vice-president of 
the Soulis Typewriter Company of New Brunswick, at 
St. John and Moncton. Mr. Cole has been on the 
staff of the Underwood branch at St. John for over 
20 years, and has been branch manager about a dozen 
years. 

= a ~ 

Keith Allen and William Snow of the National Cash 
Register Company branch, Sydney, N. S., came to the 
rescue of Harvey Webber, a Sydney merchant, following 
a fire, and aided him in becoming re-established. 

o * * 

Ian Glen has been named resident representative for 
the provinces of New Brunswick and Prince Edward 
Island in the accounting machines division of the Na- 
tional Cash Register Company. Mr. Glen is working 
with E. S. Berghs, branch manager at St. John, N. B. 

- * . 


Frank Alexander, president of J. & A. McHillan, 
Ltd., St. John, N. B., is chairman of the transit com- 
mission of St. John, which governs the local bus 
transportation system for the city. He is also a mem- 
ber of the commission governing its Boys’ Industrial 
Home, a correctional institution at East St. John, N.B. 

. * os 

Granville Sales & Repairs, Halifax, N. S., is special- 
izing in selling, repairing, servicing, opening, combi- 
nation changing of safes, vaults, files, strong boxes 
and locks for Nova Scotia Province 





Pacific Northwest Notes 
C. M. LITTELJOHN, CORRESPONDENT, 
918 12TH AVE. N., SEATTLE 2, WASH. 

Surplus Office Supplies has opened a No. 2 store by 
that name at 1215 Second Ave., Seattle, branching 
from its No. 1 headquarters at 115 James St., Seattle 
The new store is in the heart of the office building 
district and will feature desks, files and stationery 

> a ~ 

The Roper Office Machines Company of Third Ave., 
Seattle, had an intriguing holiday display which fea- 
tured an electric train passing miniature signboards 
of various business firms. 

* 7 * 

The Seattle Y.M.C.A. has been named as a collection 
depot for stationery contributions to the servicemen 
in Korea. 

7 - = 

The J. K. Gill Company of Portland, Ore., has re- 
ceived a contract from Guy Brislawn, purchasing agent 
of the Washington State College at Pullman, Wash., 
for chairs in the college library. These chairs were 
purchased from The Globe-Wernicke Co. and have 
upholstered backs trimmed in deep green. 





Model Offices Displayed by N. Y. Firm 

Eagle Office Equipment Company, Inc., 265 Main St., 
Buffalo, N. Y., recently opened a new display of office 
decorations and furnishings. Customers, local execu- 
tives and friends were invited to the opening. Based 
on the theme “A business office should be an attractive 
and comfortable place, as well as efficient” the display 
contained 17 model offices. These ranged from a 
modest office to executive suites. Russell Koen, vice- 
president, said that the company is co-operating with 
the National Executive Furniture Guild of America 
which is sponsoring a complete color co-ordination of 
office walls, rugs and furnishings.—-GET 
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jEqualt e your profit! It will pay you 
well to feature the finest, nothing less, 
in coming months. Plan to put all 
possible emphasis on office equipment 
that is first in service efficiency and 
enduring worth 

irt Metal Secretarial Desks are engi- 
neered for new efficiency. Special re- 
finements eliminate vibration in the 
Fold-O-W ay mechanism and desk ped- 


estal—make these new desks steadier 


For over 60 years the hall-mark of fine 
business equipment . . . desks « files « 
office chairs + safes and visible equipment. 











Art lo desk officiency” 


\\ 
f/ y 


Fold-O-Way secretarial desk 


date copy holders without sacrificing 
space or convenience. No other desk 
has equal ease, flexibility, distinction 


and sturdier, the utmost in reliability. 
Smooth running suspension, the desks 
are also equipped with handy station- 
ery drawer, file drawer and conveni- .. . Art Metal Construction Co., 
ence drawer for working tools. Jamestown, N. Y. 

The “Fold-O-Way” de- 
vice takes any standard- 
width typewriter, including 
new electrical models. The 
platform is larger and 


slightly raised to accommo- 





























Here’s A QUALITY CHAIR LINE 
That’s.... SELLING! 








It stands to reason that a specialist knows his busi- 


ness better than any one else. 


We make Chairs . . . and only Chairs. All the 
resources and planning of our entire organization 
are concentrated on just one thing . . . producing 


the finest chair values in America. 


The unprecedented coast to coast demand for 
Jasper Chair Co. Chairs, is convincing proof of the 


success of our policy of specialization. 


Expect something SPECIAL 


from a specialist! 
The 
RIGHT CHAIR 


at the 
RIGHT PRICE’’ 


NOTHING takes the place 
of WOOD fer Beauty. 
Warmth and Touch! 


VISIT BOOTH 129 
NOFA Convention March 4-5-6 
The Stevens, Chicago 








JASPER, INDIANA 


‘Jasper Chair 
Company 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 


Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, ( Eastern) 
3525 Southwestern Blwd 666 Lake Shore Dr. 

Dallas 5, Texas Chicago. Ill. Space 844 

James S. Fowls, (Southern) R. A. Browne, (West) 

327 Sunset Drive, North 2925 Revere Ave. 

St. Petersburg, Florida Oakland, Calif. 


No. 878SQO 





Solid American Walnut 
Upholstered in Genuine Leather 





385 Madison Ave. 

New York, N. Y. 

Jack S. Doran, (Northwest) 
538 E. 9lst St., 

Seattle 5, Wash. 
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P, assed Away shat 


Emerson O. Morris, Jr., 


51, former owner of Morris Brothers Stationery store 
of Stockton, Calif., died last November after a long 


CR UES 
illness. In 1921 Mr. Morris took over managership of 
the firm, which was founded in 1901 by his father, 
the late Emerson O. Morris, Sr. In April, 1949, his . y 
physician discovered a serious condition which he pre- 
dicted would t Mr. Morris’ 


ake 





life in three to six 





TO ALL OUR FRIENDS: 


h 
Your loyalty entitles you to muc 

better service than we have been 
able to give you due to conditions 





THE LATE EMERSON rol. 
©. MORRIS beyond our cont 
Frankly the paper paucity per ex- 
: ute than 
months. Accordingly, the firm was sold to four mem- ists today is far more ac 
bers of the store: W. E. Morris, his uncle and one of ever before due to an rvratininte =." 
his former partners; his son, E. O. Morris, III: A. G. ercila 
Ficovich and W. B. Thompson. The business was in- dented demand _ comm y 
orporated on July 1, 1949. erment y. 
Especially interested in the Rotary Club, which a and gov 
year ago voted him honorary membership, Mr. Morris 
was also active in the Stockton Golf and Country Club We want you to know therefore : 
and the Yosemite Club. He was a 32nd Degree Mason, being al- 
a member of the High Twelve Club and a past presi- that what paper we get is 8 
dent of the Exchange Club. located equitably to our old cus- 
Surviving are his widow, Mrs. Orlyn R. Morris, three irness to all 
children, Emerson, Jeanne and Diana: his mother. tomers in fairn . 
Mrs. Tonie G. Morris and a sister, Mrs. Eloise Gate. 
The family asked that flowers be omitted and sug- ‘ : ur 
gested that tribute be expressed through contributions We genuinely appreciate yo 
to the American Cancer Society. Contributions reached atience and ask for your con- 
such a large sum that a special memorial fund has Di tion 
been established in Mr. Morris’ memory. tinued cooperation, 
+t - 





Happy New Year! 
Woodson P. Waddy, IMPERIAL METHODS CO, 


- 

| past president of the National Stationers Association, 
died Saturday ecember 23, at Richmond, Va., after 
being In declining health for the last several months. 











THE LATE W. P. WADDY 


As president of the Everett Waddey Company in Rich- f 

mond, the decedent had built one of the outstanding Perla ‘4 0. § 0 
firms in the industry. For years his interest and be- a ee 
lief in NSA work was tremendous and he served as FOREST PARK » ILLINOIS 
president in 1927-1 


928. From then until 1947 he was 
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We Speciales se Tn Your 


UNUSUAL 


Envelope Weeds 
Bank Exuelopes 


FOR EVERY BANKING 
NEED 












*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 


*Bank Filing Envelopes 





Write for Prices and Samples 














For Seeds, Samples of 
Grain, Ore and Sand, 
Machine Parts, Jewelry, 
Etc. 
*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 


justritgs 
© 
















ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 








Open End Filing 
Exuelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flot and Expanding Styles 













*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


fustrits 











Passe Book Covers 


MADE TO STAND LONG, 
HARD USE 









*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 


FOR ag ae. OF SCHOOL 
REPORT CARDS 


yy Excellent * wowodl Me- 
dia for donation to Schools. 


Write for Prices and Samples 


ellen = les 


ENVELOPE =<" company 








7 
— ad a athe rE LINE 

~ t i SS vane 
= 7 UO LSOES: 


CHICAGO SAINT PAUL 
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the Association auditor and annually gave his report 
at the convention. From its beginning he had been the 
publisher of the National Stationer 


- + + 


A. R. King, 
special representative of Royal Typewriter Company, 
Inc., Baltimore (Md.) territory, died December 19 at 
the age of 74 at his home, 3700 N. Charles St., Balti- 
more. 

Mr. King devoted his entire business life to the type- 
writer industry and was one of the best-known and 


THE LATE A. R. KING 





best-liked men in the business. Prior to joining Royal, 
he was general sales manager for the Underwood Type- 
writer Company 

Associated with Royal since 1934, he served as man- 
ager of the Baltimore branch for many years, and most 
recently held the post of special representative in that 
territory. 


Rievel E. Shepherd, 


president of the Stationers Association of Southern 
California from April 1947 to April 1950, died from a 
heart attack at 3 o’clock Saturday morning, Decem- 
ber 23, at his home 1365 Midville Ave., Westwood. 

Mr. Shepherd had retired from the stationery busi- 
ness several months ago. At the time of his retire- 
ment he was executive vice president of the Schwa- 
bacher-Frey Company, 736 S. Broadway, Los Angeles 
He was with the company for 15 years and prior to 
that he and his father, A. E. Shepherd, were in 
charge of the school supply department of the Gen- 
eral Paper Company of Los Angeles for some years. 
They later took over the school supply department of 
the Schwabacher-Frey Company. Mr. Shepherd, Sr., 
retired a few years ago. R. E. Shepherd was appointed 
executive vice-president of the company in 1943. He 
was born at Oceanside, Calif. January 12, 1904. 
He leaves his widow, Enid, his mother, father and 
two sisters.—JET 


Oscar D. Trick, Jr., 
vice-president of Trick & Murray, stationery and office 
supply store of Seattle, Wash., was killed instantly on 
December 2 when his car plunged over a bank on Mer- 
cer Island in Lake Washington, opposite Seattle. Mr. 
Trick was 36 at the time of his death. Born in Seattle 
he graduated from Boardway high school and attended 
the University of Washington. He then joined Trick 
& Murray, the stationery business established by his 
father 

Before joining the “In a Hurry” stationers and print- 
ers Mr. Trick had served with the Air Force in World 
War II. He had also been active in the building of air- 
planes at the Boeing Airplane Company of Seattle. 
He is survived by his father, Oscar D. Trick; daughter, 
Leslie; and sisters, Mrs. Darwin Lounsbury of Seattle 
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The Machine ot the YEa 


NEEDED EVERYWHERE . . . PARTICULARLY NOW! 


Old Town engineers designed this new spirit duplicator for harder 
service, better work, and lowest maintenance cost. Simple, streamlined, 
precision engineered. Easy to operate. Hair line registration, copy strength 
control and smooth performance. Sells on sight. It’s the newest, most 
versatile, quality spirit duplicator you've ever seen! Enjoy new business, 
better business, by helping your customers save time and effort particularly 
now that time means so much. Manual or electric models. Complete 
details and literature upon request. 
Manvutac 


OLD TOWN RIBBON AND CARBON CO., INC. 
Brooklyn 17, New York 
Please send complete information on 
Old Town Spirit Duplicetor 
ot a 


5 years RIBBON AND CARBON CO., INC. fF nome 


ge Brooklyn 17, New York 





cant 





Firm 
trust 
Street Address 


City State 
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MATIONAL OFFICE FURNITURE CONVENTION 
Chicago, March 3rd, 4th and Sth, Booths 88 & 109 





we Pe es 
STEELMASTER superior filing cabinet construc- 
tien safer-compartment strategically inte- 
grated as indicated. It protects as it conceals — it 
secures greater piece of mind — greater security 
— greater safety against petty pilferage. 


the SAF-4 





the SAF-2 





Available in limited quantities. 








5, AA3— 

THE COMMANDO — for greater 
safety — All-in-One — office — 
everything at fingertip control. 
Futura grey. 





z*2200— 

THE SAFO—a super safety cab- 
inet system. It protects as it 
conceals. A handsome furniture 
piece. Futura grey. 


Available in Futura grey or Steelmaster green. indicote color wanted 


DESCRIPTION 


_ (letter size) 


if PLUNGER LOCKS FOR CABINET DRAWERS DESIRED — ADO LETTER “L'' AFTER CATALOG NUMBER 
OUTSIDE LOCK AVAILABLE FOR 772200 (TOP DRAWER) $4.00 EXTRA 
PLUNGER LOCK AVAILABLE FOR AA), AAS, $9.00 EXTRA 





£F2201— 

THE PROTECTOR—ao safety cab- 
inet system. It protects as it 
conceals. A handsome furniture 
piece. Futura grey. 








sF2100CB—*_ 

A utility safety cabinet. It pro- 
tects as it conceals—for all uses. 
Futura grey 


Available in Futura grey or Steeimaster green. indicate color wanted 


SAFe4 
: 
SAFe4C 
SAFe3 
SAFe3C 
' 
SAFe? | 2 Sectior 
neide 
SAF*2C 
‘ 


F PLUNGER LOCKS FOR CABINE 


2 Sectio 
mside Safety Sect 


RAWERS DESIRED ADO LETTER “i 


5 


AFTER CATALOG N 


PLUNGER LOCKS AVAILABLE SAF4 12 50 extra; SAFI, 40.00 extra; SAF2, 9.00 extra 


© HIGHER ON WEST COAST 





Sreelmasters 


NAME FOR QUALITY OFFICE EQUIPMENT 


art steel sales corp. 
170 west 233rd street 


mew york 63 °- new york 
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and Mrs. Dudley J. Scholten of Ann Arbor, Mich., and 
1 brother, Bert CML 


Tr tf t 


James T. Lafferty, 


formerly assist district manager of Underwood Cor- 
poration’s New York office, died recently at the age of 
67. He had been retired since April 1, 1950. Mr. Laf- 
ferty was employed by Underwood in 1909 at San 


Francisco wht 
After being 


became an outstanding salesman. 
to Pittsburgh, he was transferred 


to Chicago. In 1927 he was sent to New York as the 
first portabl resentative for Underwood covering 
the entire United States 

+ ob 


Joseph B. Stephens, Jr., 

Stephens Typewriter and Adding Ma- 
chine Company, Henderson, Tex., died in a Galveston, 
Tex., hospital November 26, after a short illness. 
He was 43 years old. Prior to opening his business 
Mr. Stephen engaged in the office appliance 


owner of the 


business in Beaumont, Tex., where he had been con- 
nected with the Davis Office Machine Company, the 
Remington Rand Company and the Sabine Office Sup- 
ply Company. He had opened his business in Hender- 
son about six months ago.—JHR 

tr + & 


Charles E. Clifford, 

77, widely-kni n the Canadian stationery industry, 
died recently at*his Wright Ave. home, Toronto. For a 
number of years he worked for the Baker-Bawter 
Company in Chicago. In 1904 he located in Toronto 
looseleaf printing firm of Copeland- 
Leaving that company with A. E 


ana managed tl 


Chatterson, Lt 


Chatterson, he inded the firm of Chatterson-Clif- 
fo! Ltd. H later associated with the Luckett, 
Ltd., and retired five years ago 
Mr. Cliff an honorary member of the Com- 
ercial T1 Association. He is survived by his 
idow, als laughters, Maria, Rosamae and Mrs 
R. R. Curls Toronto.—SJL 
Se ole che 
‘ 4 4 


Edward C. O’Brien, 

53, vice-president of J. J. O’Brien & Son, printing and 
stationery firm, 123 E. 32nd St., New York, N. Y., died 
December 10 Lenox Hill Hospital. A graduate of 
Massachusetts Institute of Technology, Mr. O’Brien 
was vice-president of the Shoreham Club in Old 
Greenwich, C Surviving are his widow, Mrs. Gladys 
Cavanaugh O’Brien and three sons, D. Rea, G. Frank 
and Edward ( 


Charles Wesley Andrews, 


long identifie ith the Wesley Greeting Card Com- 
pany, died at the age of 85 in Portland, Ore., late in 
December. Hi born in Aurora, Ontario, December 
10, 1865. His business was the outgrowth of early 
interest in vie’ sstcards. He was a charter member 
if the O Trail Association and at one time 
pre ent « League of Western Writers. Besides 
his widow, Pearl, he leaves three daughters, a sister 
in Califor number of grandchildren and great 
dcehildre CMI 
Se he ke 
‘ 


Seymour M. Rosenfeld, 

treasurer of 1 Koh-I-Noor Pencil Company, Inc., 

Bloomsbury lied suddenly on Monday, December 

18. Mr. Rosenfeld had been with the Koh-I-Noor or- 
zation f 30 years as auditor and later as 


roy ; 
BaAiMZaAvIVLI 
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Wew 


4807 LA 


NEW 


SMARTLY 
DESIGNED 


Modern Ensemble 


A natural with 
Modern Wood 






4807% LA 


Taylor patterns 


to make any office 
Comfortable and Efficient 


Clean horizontal lines 
Freedom of movement 
Excellent for small 
private offices, 
reception and con- 
ference rooms. 


Write today for illustrated 
catalog and dealer proposition. 


THE TAYLOR CHAIR COMPANY 


BEDFORD, OHIO 
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SCHOOL EQUIPMENT SALES 
are P-R-O-F-I-T-M-A-K-E-R-S 


Get Your Share the Easy ROWLES Way 


There's big profit ready to } t ] 
market. Enrollments are ¢i 
need more and n 
business with the 

buyers for more than 
EQUIPMENT. 


Let These Favorites Build Big Profits For You 








BLACKBOARDS 


BLACKBOARDS are | big 
demand. Every new ! 
needs one. Floor stand, w 
or ease! type to sx 























BULLETIN BOARDS 


























& + yh 

“< ¥ 

4 

bie WINDOW SHA 

| ERASERS | WINDOW SHADES 
BLACKBOARD ERASERS that WINDOW SHADES t 
erase thoroughly In k 7 
quickly and give nge! n 
wear 





LEARN THE FULL DETAILS, NOW 
As the local distributo: f Row : - 
profit from the rich benefit leadership quality 
«+. and popularity. Write today { tta 


ELS. A-ROULES CO. 


ARLIBR GTO BHEIGHUTS. WLIBOVS 
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treasurer. He is survived by his widow, Harriet J., and 
a brother, Albert. He resided at 3660 Lufberry Ave., 
Wantagh, Long Island, N. Y. 


tr + + 
Thomas D. Heighton, 


long associated with the Snap-Out Forms Company, 
Chardon, Ohio, died on November 13 at the age of 71. 
Mr. Heighton was one of the founders of the Overfold 
Company of Chardon which eventually became the 
Snap-Out Forms Company. Surviving are his widow, 
Lillian and a daughter, Mrs. David Booth.—AK 


+ + + 
Mrs. Fern B. Reeves, 
who operated the Reeves Office Supply Company, 
Bucyrus, Ohio, for several years, died on November 28 
after a three-week illness. Mrs. Reeves, who was 67, 
had been associated with an office supply firm of 
Mansfield, Ohio for the past two years. She is survived 
by a brother.—AK 

+ - + 


Charles E. Davis, 

for 36 years a sales representative of the Automatic 
Pencil Sharpener Company in the middle western 
states, died following a heart attack on Friday, Decem- 
ber 8. Burial was in Battle Creek, Mich. Prior to his 
long connection with APSCO, Mr. Davis represented 
the Tower Manufacturing & Novelty Company 


tr & + 

Dayton L. Donnelly, 

associated with his father, Chester A. Donnelly, in the 
commercial stationery firm of Chester A. Donnelly, 
Inc., Albany, N. Y., died on December 1. He was 49 at 
the time of his death. Widely known in Albany po- 
litical circles, Mr. Donnelly, a veteran of World War I, 
was a member ot the Albany Library Board of Trustees. 
He is survived by his widow, a son and a daughter. 





CROCKER FILING SCHOOL 





Sponsored by the H. S. Crocker Company, Inc., and The 
Globe-Wernicke Co., the three one-day filing seminars drew 
more than 150 representatives of Crocker customers. A 
popular feature of the session was the buffet luncheon 
served at noon. ABOVE: S. S. Kauffman, H. S. Crocker Co. 
president; Miss Norma Hinds, systems division, The Globe- 
Wernicke Co., who conducted the seminars; John Hibbard, 
West Coast representative; Robert L. Horth, retail sales 
manager; L. A. Johnson, Crocker furniture department man- 
ager. BELOW: Miss Norma Hinds, second from the left, 
during class. Bob Horth mans the projection machine. 
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THIS SALE MEANS MANY SALES 


Every time you sell Krylon to someone who’s not used How’s your stock of this fast-growing, fast-moving 
it before, you've set the stage for many sales. For staple? Order from your jobber, or write direct. 
Krylon quickly becomes indispensable in any office. 


Krylon covers records, papers, price sheets, photo- 
graphs with a water-clear coating that protects and 
preserves for years. No more dog-eared salesmen’s 
portfolios...mo more messy fingerprints...no more 


tattered letters and documents. Extremely valuable 


on business-system cards, too. 


Krylon will not turn yellow and will not curl 





papers. Papers are correctable. Waterproof. Grease-, 

acid-, and alcohol-resistant. Cost per application is 

next to nothing. 12 oz. spray can of clear Krylon, list THE ACRYLIC SPRAY 

$1.95. Also available in nonflammable aluminum, 

ie anon that seals - protects - preserves 
ist 32.2. 


KRYLON, INC. 2601 North Broad St., Philadelphia 32, Pa. 
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the “Fire-e-est’’ display since 
Mrs. O’Leary’s cow 
kicked over the lantern! 























Join the Meilink Brigade 
at BOOTHS 85-86 


N.O.F.A. Convention 


STEVENS HOTEL 
CHICAGO MARCH 4-5-6 


MEILINK STEEL SAFE CO. « Toledo 6, Ohio 
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BOOKS BRING BIGGER BUSINESS 


By Ira Scott, Correspondent 


HAT BOOKS the form of a lending library do 
pens business has been proved by R. Lafayette 
Ervin, manager of J. A. Browne Company located at 
53 Main St., Houlton, Me. Started with a handful of 
books, comparatively speaking, a few years ago as a 
service to book-lovers of the community who were not 
always able to get the latest editions at the public 
library, the library has grown until today it numbers 
some four hundred volumes. 

Located at the rear of the basement department, it 
serves a twofold purpose in the selling of office equip- 
ment and appliances. In the first place, any customers 


wi 
1 iy el 


MRS. R. L. ERVIN WITH SOME OF THE VOLUMES OF 
THE SMALL BUT WELL-STOCKED LENDING LIBRARY 





)f the library are exposed to the display of office sup- 
plies which includes the complete line of Royal type- 
writers, adding ichines and so forth, of which he 
has a franchise in Aroostook County, Markwell and 
Bostitch staplers, Anchor Clasp envelopes, American 
Writing Pape! Eaton papers, Sheaffer pens and 
pencils, Parker, Carter’s and Sheaffer inks, as well as 
a complete stock of paper clips, rubber bands, erasers, 
file boxes and file envelopes. Because of lack of space, 
Mr. Ervin, known to his friends and business associates 
as “Lafe,” dos stock bulky items such as office 
desks and chairs but can and does order these when 
requested 

The merchal se is attractively featured on a 
stepped-up island display, wall displays and a unique 
half-round display counter located directly at the foot 
of the stairs. T counter serves not only to display 
merchandise but also to camouflage a supporting col- 
imn that might otherwise detract from the appear- 
ance of the sho} Eight two-tube Mitchell slimline 
louvered fluoresc: fixtures using 4500-degree white 
light tubes pr an abundance of shadowless, glare- 
less light over the merchandise and in front of the 
library shelve 

By attract tential customers into the store the 
library furnishes a means of beginning and cementing 
friendships. These have—in turn—started a chain of 


word-of-mouth advertising and friendly feelings which 
have resulted sales in the least expected quarters 
Believing that a satisfied customer is the best adver- 
tisement, Lafe is new books once a week as they 
come off the pres In addition, every 60 days books 
that are not moving readily are culled and replaced 
with new title Mrs. Ervin, who doubles as librarian 
and saleslady for the store, has found from experience 
that the public likes romantic novels and detective 


stories, so little n-fiction is stocked. She says de- 
tective stories are especially popular; she has one cus- 
tomer who reads from three to five books each week 

Since the library is operated on a consignment basis 
from a nationally-known concern, the fee of 15 
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chairs 


yam Steidaodl 
of EScisinesi Seating 


. . « meet the requirements of every 
business. They have eye-appeal that 
make them a cinch to sell . . . intrinsic 
merit that guarantees user satisfaction 

price appeal that produces real 
profits. This great demand for FINE- 
REST Chairs poses a serious problem. 
In compliance with a government or- 
der, our use of aluminum will be re- 
stricted. Every effort will be made to 
equitably share our production with the 
hundreds of dealers who have contrib- 
uted towards the rapid rise in popular- 
‘ty of FINE-REST Chairs. We earnestly 
seek the sympathetic understanding of 
the trade in the months that lie ahead. 


FA 





ALUMINUM SEATING yportalion 

77 S$. CHERRY STREET °* A AKRON 8B, OHIO 

Disthibulor etmorouitan N.Y & EXPORT DISTRIBUTOR 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUS!- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today 
for Our 


NEW 1950 


Handsomely 
Illustrated 


CATALOG No. 96 


and 
‘Price List 






ASTSWA 


& COMPANY, inc. 


80 DUANE ST.NEW YORK 7,N.Y. 
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cents for the first three days and three to five cents 
each day thereafter is not all profit. But enough rev- 
enue is realized to pay for the labor of handling the 
books, and there’s always the added bonus of increased 
office equipment sales and new friends 





Everything-for-the-Stenographer Display 
Gets Attention at Denver Store 
Giving periodic attention to the needs of secretaries 
in business offices is a policy which has consistently 
paid dividends in the office supply department of The 
W. H. Kistler Stationery Company, Denver, Colo 
Usual seasonal! displays of such items as blank books 
or income tax helps, aimed for the businessman’s at- 
tention, are punctuated at regular intervals with a 
case display designed entirely to catch the attention 
of visiting stenographers. “Everything for the stenog- 
rapher” is the theme which Hugh Alexander, head of 






Stenographic Supplies 
Display at Kistler’s 


the department, portrays in clever, interesting dis- 
plays which have often resulted in large unit impulse 
sales. 

A standard six-foot countercase is utilized for the 
stenographer’s supply display, brilliantly lighted with 
concealed fluorescent lamps. On two center glass 
shelves are shown seven models of stenographer’s note- 
books, all opened at the middle and set up, as if in 
use on the stenographer’s desk. Printed neatly in 
the center of the page facing the aisle is the stock 
number of the particular stenographer’s notebook. 

Sight of the open stenographer’s notebooks with the 
large pencil-drawn numerals naturally leads the visi- 
tor’s attention to accessory supplies which are grouped 
on the bottom and top shelves of the case. Included 
are typewriter type cleaners, business machine oil, 
squirt cans, rubber typewriter keys, sound deadening 
typewriter pads, brushes, sleeve protectors, handy pa- 
per clip containers, staplers, a variety of typewriter 
erasers, pencils, and scratch pads. All of these are 
grouped around the note books, as if: in regular use, 
with small price tags which give the selling price 

Salespeople in the office supply division point out 
the display to every businessman who is in search of 
any type of supply which may be used by stenog- 
raphers, with the admonition that he will find in the 
case many items which will make daily work produc- 
tion easier for his stenographers. “Many businessmen 
give their stenographers more consideration in turning 
out work than they do themselves,” it was pointed 
out, “and consequently, it is not unusual] for an execu- 
tive to order a dozen or more items from the stenog- 
rapher’s supply display for his own stenographer’s 
benefit.” 

Similar displays are used from time to time in store 
windows and never fail to bring in interested typists, 
private secretaries and others who recommend pur- 
chase of the displayed items to their own employers. 

RAL 
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“see, | can open it with a fine thread”’ 


“You thought I was kidding when I said our new Glider Files could be 
pulled open with the finest thread. But, there you are. I can open and close 
this Glider File a hundred times a day without effort. What a difference it 
makes in the way I feel at the end of the day.” 
Yes, Sally, you've found the secret to faster, more accurate filing. You 
know now why Browne-Morse Glider Files are in a class by 
themselves. It takes only a 4-ounce pull to open a Glider File drawer carrying a 
92 pound load because of full-length triple-action extension arms and natural touch handles. 
Built like a precision machine, Glider Files will continue their 
smooth, trouble-free service long after other files have been 
replaced. By whatever standards you choose to compare, the Glider File is 
the best buy on the market today. 


Architects of Efficiency for America’s Offices 


Write for the complete new 


bulletin on the Browne- 
Morse Glider File Learn 
how you can increase your ro Ww nN e 0 rse 
filing efficiency and cut the 


cost of your filing operation. 
MUSKEGON MICHIGAN 





MANUFACTURERS OF STEEL OFFICE FURNITURE FILES, DESKS ALUMINUM CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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WORLDS FOREMOST INSURANCE C0: 


~ chooses Ssoseploree Staplers 


after rigorous competitive tests 





% Swingline Scored 96% on 


Performance. 





















*% Swingline Showed 
No Sign of Rust... 


% ...and of course, only 
Swingline gives you the 
100% “OPEN CHANNEL” 


for 4 second loading. 





The company tested 7 staplers of 
various prices and sizes. Swingline 
was found “tops” in long life and 
performance. With materials 
getting scarce, you too will find 

it pays more than ever to invest 

in the best .. . Swingline. 








IS BEST BY 
CUSTOMER 
TEST! 






*it is the policy of this company not to divulge 






its name in product tests. However, they 
graciously permitted us to report these tests 
without mentioning their name. 






SPEED PRODUCTS COMPANY, INC., 37-18 NoRTHERN BLVD., LONG ISLAND CITY 1, Nv. ¥. 
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SARASOTA FIRM GROWS 
FROM HUMBLE START 


ORDON NORMAN of Sarasota, Fla., has proved 
G the old adage that you can’t keep a good man 
down or prevent him from moving up. For in four 
years he has grown from a little mimeographing plant 
in his home garage to the double-front establish- 
ment known as Norman’s Office Supplies at 119-21 S. 
Orange St., Sarasota, Fla. But Norman’s Office Sup- 
plies is hardly an expansive enough name to cover 





THE MODERN BUSINESS HEADQUARTERS OF NORMAN’S IN 
SARASOTA, FLA.—Top: the firm recently expanded into this 
double-fronted store, half of which is devoted to office furni- 
ture, half to office supplies. Center: section of the office 
furniture department. Bottom: Norman’s Office Supply staff. 
Left to right—Charles R. Judd, Jinni Clark, Greta Dunnigan, 
Elizabeth Thelen, Delores Angers, Carl Gross, and Mr. and 
Mrs. Gordon Norman, the proprietors. 


his last year’s greatest activity, that of making large 
and larger installations of office equipment in Sara- 
sota and its surrounding territory. 

Four years ago Gordon Norman and his wife, Doro- 
thy, began their humble start in the mimeographing 
and printing business in a small garage back of their 
home. For three years they attended to their busi- 
ness, making bett and better impressions in their 
work and, more important, making better and better 
impressions on the business firms of Sarasota. Due 
to the many requt on the part of their customers 
to expand their business, a little over a year ago they 
moved into their present quarters, calling their new 
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POSTAL SCALES 








ANS 








line of office mailing 
ange market today- 


2 Ibs. to 50 tbs. 


the most com 
scales on 


Four models — Capacities 






Model 1546 

A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. - 
putes postage for air and 
first class mail, and for 


merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3”. 
Dimensions overall 5/2" x 
24" x 62". Packed one 

to a carton. Shipping 

weight, 1% Ibs. 










































Model 1509 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by 4% 
ounce. Computes 
postage for airmail, 
first class and mer- 


chandise up to 4 Ibs. 
Dial 62", glass covered. 
Platform 5/2" square. 

Dimensions overall 6/2" x 


6" x 92". Packed one J 






































to a carton. Shipping 
weight, 5 Ibs. 








Model 1530 : 


Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 62", glass covered. 
Platform 52” squore. 
Dimensions overall 61/2" 
x 62" x 9V2". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 





Model 1515 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Dial 8, glass covered. 
Platform 7” square. 
Dimensions overall 


8" x 72" x 10”. Model 


Packed one to a carton. 
Shipping weight, 82 Ibs. 1515 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 272, Illinois 
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DARNELL 


(| % |p 


Casters 


Possess Exceptional 
FEATURES That Will 
Command Instant 


Attention From Your 
CUSTOMERS 


WRITE FOR FREE 
DARNELL MANUAL 


DARNELL CORP. LTD 


| A ‘ RNIA 
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venture Norman’s Office Supplies. It consisted of one 
store. 


But soon they found 

their new business expanding 
beyond their expectations. This necessitated the en- 
largement of their business by the accession of the 
store adjoining their initial store. Here they en- 
larged and increased their mimeographing and print- 
ing business to which they added a department of ad- 
vertising specialties. Their new general office supply 
department soon began to grow apace. A year ago 
they announced that they were now prepared to offer 
a complete service to all businesses, and they did. 
Hardly had Mr. Norman successfully organized his 
office supply department when he became convinced 
that Sarasota, despite its limited population. of 18,000 
permanent residents and another 10,000 transient 
tourists, was a profitable field for complete installa- 
tions of office furniture and equipment. 

A member of many organizations and clubs, he soon 
found that his individual contacts brought results in 
orders for the refurnishing and re-equipment of the 
offices of these organizations. His six employees were 
encouraged to act in out-of-store-hours as salesmen 
for orders for new installations. 

To these part-time salesmen, he added an outside 
salesman, Harold Mitchell, whose duty it was to can- 
vass the city and surrounding country for complete 
refurnishing of, and the complete installation of, office 
equipment in new offices. The results of this policy 
has been truly noteworthy. 

The Citizens Bank in Sarasota, the Sarasota Tile and 
Terrazzo Company, the Sarasota County Court, the 
Stilleco Laboratories and other installations prove the 
efficacy of personal solicitation and the good taste 
which Mr. Norman fortunately possesses in the ar- 
rangement and the furnishing of offices, both small 
and large. 


What has been the cause 
of Gordon Norman’s out- 
standing success, not only in the conduct of his office 
supply business, but in his office installations? What 
were the preparations and follow-through which 
brought him the orders for the complete refurnish- 
ing on new installations? 

“First of all,” says Mr. Norman, “I have more and 
more tried to become a specialist in my line or lines. 
And my present line is centered upon my becoming a 
specialist in the complete refurnishing of old offices 
and complete installation of new offices, whether they 
be in banks, organizations or business establishments. 

“The first thing I learned was that I had to impress 
my prospective customers that my mimeographing and 
printing was a little better than usual. Once having 
succeeded in that endeavor, I then tried to impress 
upon them that my office supply department was as 
good and, I hope, a little better than that usually 
found in a city of 18,000 population. I hope that I 
have succeeded in both fields. For I could not hope 
to succeed in the more specialized field of complete 
office installations unless my customers minds were 
keyed to the idea that I knew my business a little 
bit better than the next man. I therefore have made 
every effort to keep my office supply store windows 
as attractive and eye-appealing as I coulc make them. 

Having an eye 

towards the complete office installa- 
tion line, I made it a rule to reserve one of my win- 
dows exclusively for the display of office furniture. 
These displays I changed frequently. I turned over 
a large part of my store for the display of the varied 
lines of office furniture and equipment. The display 
of this indoor furniture is frequently changed so as 
to make it fluid and not static to the eyes of my cus- 
tomers. 

“T hold frequent conferences with my regular sales- 
men and employees who act as part-time salesmen. 
At these meetings we discuss the best approach to 
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Here’s How a Plumbing Supply House Looks 
Equipped for a “Better Business Living” 


Courtesy 
Midland Plumbing Supply Co., 
East St. Louis, Ill, 


with INVINCIBLE METAL FURNITURE 


e There are several good reasons why INVINCIBLE 
‘‘Modernaire”’ steel furniture is rapidly becoming a top 
favorite with dealers and customers alike. Regardless 
of size or kind of business you'll find INVINCIBLE 
desks and files are planned to ms improve your cus- 
tomer’s efficiency, reduce all-day fatigue, expedite of- 
fice procedure. 

INVINCIBLE “Modernaire” steel office furniture 
is designed with your customer's needs in mind — to 
reduce administrative costs by improving the cus- 
tomer’s business living conditions. It provides work- 
ing comfort, pleasing appearance and extreme dura- 
bility at a down-to-earth price. 

INVESTIGATE INVINCIBLE line of steel office 
furniture today. See all the advantages of the line — 
sales-wise and profit-wise. You'll like the results. Write 
direct to... 

















REG. U. S. PAT. OFF 
INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS. 
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Featuring 


No. 1738 
POSTURE CHAIP 
with No. 1765LL Arm Chair 


The No. 1738 JOHNSON CHAIR 
is one that will make any execu 
tive smile with a warm glow of 
satisfaction. Real comfort with 
arms attached to the back which 
tilts when you lean back. This 
fine executive chair has all the 
adjustable features to furnish 
complete control to suit individual 
posture preferences. Real com 
fort, superb construction and 
classic beauty that blends well 
with any type of desk. 





~ when you deliver a 


----he’s a satisfied customer...... 





Please your customers, keep them happy and they'll come back again and 
again—even send in their friends. How? Simply by giving them more than 
they expect. 

And when it comes to office chairs, you give them a whole lot more than 
they expect when you suggest a JOHNSON CHAIR. Finest in construction, 
quality that’s unbeatable, and styling that'll attract even the most difficult-to- 
please. And tor comfort—well, try settling back in a big, roomy posture-true 
JOHNSON CHAIR and you'll see why they always make a big hit with 
customers. You give a lot of “extras” when you recommend a JOHNSON 
QUALITY BUILT CHAIR. 

JOHNSON CHAIRS make lifetime friends. Let us show you how they can 


go to work for you. It’s a line that'll please your customers. Write, today. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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our prospective istomers and how to clinch orders. 
I keep a careful watch on the new buildings that were 
being planned in Sarasota, find out as much as I can 
about their prospective businesses and owners, and 
then we approach them with a full plan, often illus- 
trated with diagrams and illustrations of their new 
offices. We make them conscious of the fact that we 
are specialists in the field of complete installation 
of office equipment for their new offices. Often we are 
not only successful in obtaining their order for com- 
plete office furniture installations, but also complete 
interior decorating 


We take into consideration our prospective cus- 
tomer’s complete equipment problem and try to give 
him individual treatment which will conform with 
his basic requirements but also his tastes. Work- 


ing on the supposition that no two prospective cus- 
tomers have the same preference in the furnishing 
and decorating of their offices, we employ the assump- 
tion that the customer is always right and that we are 
here to furnish him with what he desires. But we 
do hold out the thought that as specialists in the line 
of office furniture and decorating, we may be of service 
to him or her not only in giving what he wants, but 
giving him what he wants just a little better than 
somebody else could give it. So we treat each prospect 
individually, catering not only to his business needs 
but also to his individual desires, and sometime idio- 
syncrasies. We always make it a rule to photograph 
our installations and these are shown as proofs to our 
prospective customer of what we have done and what 
we hope we can do 

Our new business comes not only from the earnest- 
ness and sales talks of our regular salesmen and their 
part-time-assistant in the store, but it largely accrues 
to us through the word-of-mouth advertising of clients 
Direct mail and newspaper advertising is, of course, a 
must, but our special folders which we print or mimeo- 
graph in our own shop hold out, we hope, the promise 
of good taste in the furnishing of new installations 
to the prospective customers to whom they: are 
mailed.”—JI 





Bixby Firm to Increase Space 
The Bixby Office Supply Co., 132 Ottawa Ave., N. W.., 
Grand Rapids, Mich., will increase its selling space by 


20 per cent in the near future, according to Floyd R 
Mayo, president of the firm 

The firm will acquire space now used by a travel 
agency adjoining the concern’s present location. Some 
6,000 square feet of floor space will be added.—_MJP 





ee a 


PRESENTED UNDERWOOD PORTABLE 





Joseph A. Yanchik (left) smilingly accepts a new Underwood 
portable typewriter he won on a recent Juvenile Jury radio 
program. J. R. Mould, manager of Underwood Corp.'s 
Wilkes-Barre (Pa.) branch office, makes the presentation to 
Mr. Yanchik, who is a resident of his community. 
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new 
\ \\~ improved 


VUI- Ci Waste 


J Baskets 


guaranteed 
5 years 


New Vul-Cots sell because colors 
don't chip off —rims don’t break! 
Made of hard vulcanized fibre, 
they are light weight, noiseless, 
durable and attractive. Exclusive 
bonded seam construction gives 
added strength—improves ap- 
pearance. Easy to handle—easy 
to clean—they are practically 
indestructible, don't crack, 
splinter, dent, rust or corrode. 
Cut maintenance and replace- 
ment costs—save money on han- 
dling waste. Because Vul-Cots 
offer your customers more for 
their money —there’s more money ' 
for you in selling Vul-Cots. Write 
today for catalog price sheet— 
Dept. OA-2. 








The Round Taper—most popular of 
all Vul-Cots for general office and 
schoolroom use. Takes up small space, 
is neat and attractive. Two sizes, 
nos. 2 and 3. 


The Square Taper—ca distinctive 
style, popular with executives and 
ideal for reception or board rooms. 
One size, no. 5. 


The Round Straight—specially de- 
signed for washrooms, basements, 
ticker rooms, lobbies, shipping and 
mailing rooms. Two sizes, nos. 9 
and 10. 





Colors—All sizes made in standard colors—maroon-brown and 
olive-green. Gray also available for use with gray 
office furniture. 
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Patent No, 2248355-D 128118 
EVERY TIME you sell the FINDIT Filing System, you 
do more than make,a sale. You make a real contribution 
to the filing efficiency of another business office. The 
FINDIT Filing System provides packaged filing efficiency 
ready to make “filing and finding” effortless. The erystal 
clear plastic tab angled for greater visibility is an out- 
standing feature. Send for illustrated 
literature. 






Established 1921 


[. L. BARKLEY & CO. 


nufacturers of Piling Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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Movable Displays Stimulate Sales 


Four specially-constructed display racks have been 
very beneficial in changing the interior appearance 
of the A. W. Gill & Company, office outfitters and 
stationers of Trenton, N. J. 

“We have found that it is extremely important to 
change the appearance of the store frequently so 
that it always offers a fresh and rejuvenated appear- 
ance to regular customers,” explains Albert W. Gill, 
president. “The customer who drops in occasionally 





HOW GILL’‘S MAINTAIN THAT FRESH APPEARANCE -Shift- 
ing of merchandise on the firm’s specially-made fixtures 
assures a rejuvenated appearance for regular customers. 


isn’t apt to mind the appearance of our store, but in- 
as much as we supply office equipment and stationery 
mostly to businessmen, we find that many of them 
revisit us as often as once a week. 

“For this reason we like to make changes so that 
everything looks new and inviting. But inasmuch as 
changing the general appearance can take up a lot 
of time and energy, we’ve found that the construc- 
tion of a few special display racks does the job very 
admirably.” 

The racks are six feet long at the base, 30 inches 
deep and six feet high. They slant back from the 
front so that across the top it is only about 12 inches 
deep. The racks are of walnut construction, have two 
bottom drawers for stock reserve and glass shelves 
that can be raised, lowered or taken out entirely. The 
racks are mounted on a dolly base for convenience 
in moving. 

One of these racks is used for small leather goods 
displays of zipper cases, portfolios and briefcases. Each 
item is neatly stacked and allows customers an op- 
portunity of handling the merchandise. 

The second case is devoted to smoking stands, desk 
ash trays and similar articles. They gain ample dis- 
play space by the removal of the lower shelves. Two 
shelves remain on top for the display of small items 
such as ash trays. 

A third rack is devoted exclusively to desk acces- 
sories, such as calendars, phone indexes, desk pads 
and blotters. The fourth rack displays chair cushions, 
pen sets, small desk lamps, ink wells and so forth. 

“These racks have been doing an extremely good 
job for us,” explains Mr. Gill. “First, we’re able to 
move them around whenever and however we want 
them. We can either line them up next to one an- 
other along the walls, place them back to back so 
that they create a store aisle, or we can place them 
in our show windows for use as a backdrop. 

“Inasmuch as the front portion of our store is de- 
voted exclusively to the display of office furniture and 
the walls on either side are bare, these racks can be 
pushed from one side to the other to provide a change. 
Also, the merchandise can very easily be changed 
within a few minutes so that, by replacing items on 
these racks and pushing them around, our store looks 
as if major adjustments had been made.” 

These racks have also been found to be the source 
of additional sales. Since they’re located near the 
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, The Alma Economizer 
1163-F 60x34 
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You can easily put yourself in the place of this 
happy dealer by featuring the Alma Economizer 
line for new profits this year! Combining Alma’s 
popular budget-appeal and famous craftsman- 
ship, the Economizer is setting the pace with its 
new shaped top and other added features of 
modern design. 


Get in on volume sales with the complete 
line of the new Economizer 1100 series... 
the “desk in demand” with smart buyers 
everywhere! Stock the Economizer today! 
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x SOME DEALERSHIPS STILL OPEN FOR 


ed 


| FLAGSHIP, THE METALLIC-BACK 


j 
j 


CARBON PAPER THAT SELLS ON SIGHT, 





Not just another carbon paper in a new package—but a whole fresh conception ® Flagship is curl-proof, 
of what a carbon paper can be! Flagship’s patented, metallic coating supported not just curl-resistant 


by a plastic base—its superior performance and appearance—take it right out of 


the class of all other carbon papers. You will use Flagship to bring new business @ Flagship’s metallic back 


. . . . means extra wear 
in your doors, to bring repeat business, to mark your store as the first to bring ’ 


, mak ; ; easier handlin 
better things to town. We'll be glad to supply complete information about 9 


Flagship and we'll be glad to tell you what the chances are for a dealership for 


; ' ' @ Flagship makes sharp, 
this wonderful new product and the entire Allied line of carbon papers and 


ribbons. Write today to Dept. A, 


permanent copies 


@ Flagship allows smudgeless 


erasures 
CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B'way, Los Angeles (5 
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ffice furnitur ection, customers buying desks or 
hairs have an opportunity of examining some of the 
accessory merchandise. They’re able to handle every- 
thing they see without asking for it. This method 
has been found to be a source of added business. 
The self-service stores flourished because customers 
were able to see and handle almost everything for 
sale,’ points out Mr. Gill, “and if this was possible in 
a regular stationery shop I have no doubt that busi- 
ness would increase there just as well. However, since 
this type of merchandising does not readily adapt 
itself for the office appliance trade, all that we can 
do is try to display integrated items together. That’s 
why we show merchandise on the racks that will ap- 
peal to the customer buying office furniture.”—PL 





“Everyday Office Needs” Display 
Makes Extra Sales 


A complete self-service display of “everyday office 
needs” featured prominently in the main office sup- 
ply section makes up to three dozen additional sales 
per day for the Kendrick-Bellamy Stationery Com- 
pany, office supply dealers of Denver, Colo. 

The display, which shows 36 items, is pointed out 
to each visiting customer by salespeople, with the sug- 
gestion, “If you’ve forgotten anything, it may be in 





36-ITEM SELF-SERVICE DISPLAY AT THE 
KENDRICK-BELLAMY STATY. CO., DENVER. 


his display.”” Most customers, no matter how pressed 
for time, will usually sean the displayed items and 


the sign list in the center. The result is invariably 
he addition of e or two items to the original pur- 
hase, often saving the customer an extra trip later. 
As a result, tl permanent display is much appre- 
iated by the store’s regular customers 


Listed in the center of the sign are paper perforators, 


stapling machines, inkwells, ash trays, numbering ma- 
‘hines, memo } hand punches, spindle sets, stamp 
pa stam] cs and wheels, staple removers, rub- 
ber stamps, a nany other items. Sales turnover 
on each has tl een heavily increased.—RAL 





Business Equipment Buys Commercial Supply 


Charles Woo nd Ray Collins, owners of the Busi- 
ness Equipment Company, 515 Market St., Zanesville, 
Ohio, recently purchased all the capital stock of the 
Commercial Supply, Inc. The latter firm, owned by 
Charles F. Goelz, was located at Fourth and Market 
Sts. in Zanesville. Mr. Wood and Mr. Collins report 
that they will ntinue to operate the business equip- 

nt firm in addition to their new business. 

Commercial Supply was organized in 1947 with Mr. 
Goelz as president and general manager. Herman 
Jones, present office manager, has had active charge 

f the busine recently while Mr. Goelz has devoted 

t of his time his printing plant. With the sale 
the compa e will now be able to devote all of 


ting plant 
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FAMOUS THE WORLD OVER 


“A Marvel of Swiss Precision” 
Since 1933 


No matter what your problem, addition or subtraction, Precisa 
remembers the last figure and will repeat it. Simply press the 
Recall key. All standard adding machine features are incorpo- 
rated in the Precisa which adds, subtracts, multiplies, and has 
automatic credit balance. 


Plus exclusive features of ~ 
* Single, double and triple zero keys. 
* Recall key. 


* Automatic step-over multiplication. 
Available in Manual or Electrical Models. 


DEALERS: Your territory may still be open for Precisa 
representation. Write today for complete information. 


PRECISA DISTRIBUTORS, INC. 


171 MADISON AVE., NEW YORK 16, N. Y. 
and 905 2nd AVENUE, SEATTLE 4, WASH. 
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SALES SUGGESTION RE 
PORTABLE TYPEWRITER 
KEYBOARDS 


Von Werner Siech, 
Berlin, Germany 


HILE the sale of standard typewriters is limited 
to a relatively small circle of customers (offices, 
governmental departments) who usually have an army 
of trained typists, well grounded in the use of the 
ten-finger touch system, the sale for the ci¢cle of in- 
terested small portable typewriter users. is unlimited. 
Here, not only the professional typist, but every in- 
dividual person must be taken into consideration. 
This immense line of customers must be contacted 
through a far different approach than the standard 
machine buyers. The customary technical (often much 
overrated) sales arguments may be convincing to a 
professional typist, but may not be of any interest to 
the Writer X or the Student Y, who perhaps have 
never owned a typewriter before. These people may 
become skeptical, or even afraid, when hearing the 
unfamiliar, often plump and bombastic language. As 
a result, they may put off the purchase or go toa 
firm using less technical terms. 


A new way of approach, 
which considers the pecu- 
liarities of these customers, must be found for these 
people can not really type and most likely will not 
have the ambition to become as efficient as their pro- 
fessional colleagues. They will increase the legion of 
the two-fingered typists. This well-known fact alone 
should not concern the salesman, whose main object, 
after all, is to sell his machines. But wouldn’t it be a 
good idea to use just this fact of two-finger typing 
psychologically as the basis of a new sales argument? 
Perhaps this article will be of service in doing so 
and it is not at all limited to the use of machines 

with a German keyboard. 


In every language 

certain letters of the alphabet— 
vowels (mostly in the language of Roman origin), or 
consonants are used more frequently than others. 
Statistics have been compiled giving the percentage of 
each letter according to its use within the entire 
alphabet, the scale of 100 per cent being the basis. 
We now suggest that, in order to save the new typist 
the trouble of searching the entire keyboard for the 
most important letters, the first six or eight of these 
letters would (according to their statistically-roved 
order) be furnished with different-colored caps made 
of rubber or tin, of course without any changes in the 
original keyboard. 

Whenever the typist has acquired a certain amount 
of efficiency the caps could be removed. They might 
be destroyed, or saved for the children, who also must 
be considered as customers in our modern age. 

Whoever has had the opportunity to observe how a 
good old artisan sweats over this typewriter keyboard 
will have to admit that, even if our suggestion can not 
unveil a secret of immediate speed to the layman, it 
can well be used as a favorable sales argument. 

The small increase in expense will be far outweighed 
by the high percentage of sales and, above all, the 
customers will appreciate the fact that we are trying 
to understand their needs. 





Sun Rubber Establishes West Coast Outlet 


Dwight N. Briggs, stationery sales manager of The 
Sun Rubber Company, recently announced that a 
complete jobber stock is now avaliable in Southern 
California. Establishment of this new jobber site at 
Stationers’ Corporation, 525 S. Spring St., Los Angeles, 
Calif., will enable West Coast consumers to receive 
prompt localized delivery on all orders. 
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PENDAFLEX* 


| the folder that hangs 
NO NEW CABINETS NEEDED — Simple frame fits in file drawers; folders hang 
on frame. Presto! No more slumping, sagging folders — every folder upright 
and easily accessible. 





And Oxford Pendaflex is hanging up new sales records and bigger profits 


tor dealers everywhere. Your inquiry is invited. 
*Reg. U.S. Pat. Off. 


Oxford rune suppty co., Inc. 


Garden City, New York 
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a Machine For Every Purpose In Every Price Range 








Number 11 
UTILITY—ECONOMY 


Stapler, Tacker, Plier 
Grey Wrinkle Finish 


Overall rubber pad on base 
Fastens up to 35 sheets 
Loads 100 511 Staples or 


100 A-44 Staples for 
greater penetration 





Number A-44 
DURABILITY AT 
LOW COST 


Combination Stapler, Tacker 
Chrome plated, rubber cap, 
ae — Be xg base 
astens ". sheets 


Loads 100 “ Sinetes 





Number 105 Standard 


STREAMLINED BEAUTY 


Stapler. Tacker. Plier 


All Steel Construction — 


All Chrome Finish 


Fastens up to 40 sheets 
Loads 105 Standard Staples 
Temporary, Permanent Stitch 





Number 203 Standard 
VERSATILITY 
Combination Stapler, Tacker 
Snaps off base as Tacker 
Chrome finish. rubber cap 
Fastens up to 40 sheets 
Loads 210 Standard Staples 
Temporary, Permanent Stitch 





Number 202 Standard 
PRECISION—LOCKED 
Snaps off base as Tacke: 
All Steel Construction — 
All Chrome Finish 

Fastens up to 40 sheets 
Loads 210 Standard Staples 
Temporary. Permanent Stitch 





Number 200 Standard 


a +k ae oS 
WRIST ACTION 
Hardened Steel Construction 
All Chrome Finish 
Fastens up to 40 sheets 


Loads 210 Standard Staples ° 


Temporary, Permanent Stitch 





P-22 Hand Stapler 
HEAVY DUTY PLIER 


Reaches into 

hard-to-get-at places 

All Steel Construction — 
All Chrome Finish 

Loads 1/,"’ 


or 5/16” staples 





Number T-32 Gun Tacker 
POWER WITH DOUBLE 
LEVERAGE ACTION 


Shoots a Staple wherever a 
Tack can be driven 

All Steel Construction — 
All Chrome Finish 

Loads 3/16"", 1/4" 

or 5/16" size staples 

Locks to fit in pocket 


SCREEN ATTACHMENT 
I} | 





WINDOW SHADE 
ATTACHMENT 


iW! ¢ 








Arrow Longarm 

Reaches Areas inaccessible 
to ordinary Staplers 

Loads 210 Standard Staples 


12°’ reach 
1S" reach 
18° reach cso 





ARROW 
STAPLE REMOVER 
Quickly and Easily 
Removes from Paper 
Every Size of Staple. 
Saves Fingernails. 
Will Not Tear Paper. 


—_ 


wer 


Use Only 


“Genuine ARROW Staples” 


For Best Performance 
Of Your 


ARROW Stapling Machine 


“Genuine ARROW Staples” 

are precision-made of the 
finest steel wire, high in 
tensile strength to insure 
deep penetration and a firm 
gripping power. Only “Gen- 
uine ARROW Staples’ are 
your assurance of top per- 
formance of your ARROW 
Stapling Machine. 














KERIB 8 


Guara n lee 


Arrow Stapling Machines are 
guaranteed against defective 
workmanship or materials pro 
viding only Genuine Arrow 
Staples are used. Use Arrow 
Stagles to insure top stapling 
performance. 
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e traditional high quality, sound workmanship and 
years of engineering progress. So when you buy an 
ARROW stapler, you are buying DEPENDABILITY 
and Time-Proven Manufacturing KNOW-HOW. 


“STAPLING IS OUR BUSINESS—OUR ONLY BUSINESS” 


Your ARROW Stapling Machine is a product of 








“PIONEERS AND PACESETTERS FOR 


California Distributor: 


B. Sternberg, Los Angeles 


30-38 MAUJER STREET 
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{4 QUARTER OF 


4 CENTURY” 


Canadian Distributor: 
Lightstone Sales, Montreal 





° BROOKLYN 6, N. Y. 
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PROPER PRICING—KEY TO 
VOLUME AND PROFIT 
By David Markstein 


ECENTLY two office equipment stores opened 
Ke within a block of each other in a suburban shop- 
ping center. The owners, who were friends, compared 
plans before opening 

Now I’m going to mark my merchandise high,” 
said one. “We can’t expect too much volume in this 
shopping area because there isn’t the traffic flow that 
would be available in a main commercial district. So 
since I’m primarily interested in net profits rather 
than big dollar sales figures, I plan to mark the mer- 
chandise high, make fewer sales, but have more dol- 
lars left in the bank at the end of the year.” 

I disagree,” said the other office equipment mer- 
chant. “Sure, there is much less traffic here than we 
would have in a high rent-high traffic commercial 
district. For that very reason, I’m marking low. With 
fewer prospects, I want to turn a larger percentage 
into my doorway. I’ve got to. And at the end of the 
year, I’ll not only have higher sales than you, but I’ll 
have a bigger net profit as well.” 

Which one was right? A comparison of records at 
the end of the year showed that the first office equip- 
ment merchandiser, who had marked his merchandise 
high, frankly planned on fewer sales, but expected to 
realize a high net profit, had indeed done so. His 
profit was high, however, only in percentage, while 
his friend, whose mark-up had been lower, had made 
a lower net on each sale but had made so many more 
sales that his profit and loss statement showed a dollar 
return almost double that of the low-volume merchant 


Proper pricing is a key 
to profits. It is almost a 
science. Where is the point at which a higher mark- 
up will drive off sufficient number of customers to 
reduce the dollar volume and profit? How low can 
an item be priced so that the volume brings the net 
ip—without making it drop? 

Which items should be marked high for “bonus” 
profits, and which items low for volume sales and 
leaders? Is there a formula for pricing for profit? 

The “best” price for any given item of merchandise 
at any given time is the price which will bring the 
highest net profit. Let’s look at how this may be fig- 


iTe¢ 

First, it is necessary to know exactly what an item 
costs. That isn’t as simple as it sounds. In addition 
to the sum paid the vendor and the amount (if any) 


paid for freight or express, there is the operational cost 
of the item. How much of a marking clerk’s time did 


it take? How much of a stock boy’s time? How much 
time do salespeople put in showing, moving, selling it? 
These things are important 

Actually it is not possible or even advisable to at- 


tempt a detailed breakdown on each item carried by 
the average office equipment store. The merchant or 
buyer should know, however, approximately how much 
operations cost him. The total 
ilaries is easy to secure. Add to this 
tures and such, and you have the 


his overhead sellil 
monthly cost 
depreciation on 
total handling « 

One system is divide this total handling cost by 
the number of ales made during the month, giv- 
ing an approximate cost-of-handling figure for each 
item of merchandise. Another average method is to 
divide by the volume, giving a per-dollar sale 
figure which cal charged against the selling price 
of each piece of office equipment 

Breaking the handling cost 

down by kind of mer- 


chandise is diff t, but not impossible. Here’s how 
one southern merchant did it: 
He first figured the total handling cost, then made 


a provisional unit breakdown as shown above. Then 
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"PRESTO 


Model X 
STENCIL DUPLICATOR 


Manufactured by 
Hadewe Duplicatorfabrieken, 
Drachten, Holland. Exclusive 
U.S.A. Distributors Mid-Conti- 
nent Sales Co., 111 W. Jack- 
son, Chicago 4. 


e Closed Drum—easily removable 


e Inside semi-automatic inking brush with individual out- 
side handle. 


e Compact size for storage—paper receiving tray collapses 
under machine—size when closed 17” x 12” x 11”. 


e Automatic Feed with stabilizer bar. 
e Uses standard 4-hole legal size stencils. 


e Takes postcards to legal size paper—full 8” printable 
width. 


e Fully guaranteed, sturdy construction, no service problem. 


e Proved by users the world over. 


IMMEDIATE DELIVERY . LARGE U.S.A. STOCKS 


Write or use coupon for full details. 
A few choice territories open for representatives. 


MID-CONTINENT SALES COMPANY 
Exclusive Distributors for U.S.A. 
111 W. Jackson Bivd., Chicago 4, Ill. 


Please send full details on 


PRESTO MODEL X STENCIL DUPLICATOR. 


Nome 

Company 

Address 

City Zone State 
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These CESCO products mean 
greater profits and faster 
turnover. Check how you can 
put them to work for you 
NOW! 




















Wide range of binders with automatic shift or 
non-shift mechanisms, and various rack, stand 
and cabinet accessory units. 


RING...POST...PRONG BINDERS 





Numerous styles, sizes and grades of binding — 
stiff and flexible covers; wood and metal backs; 
fixed and expanding capacities. 


BUSINESS FORMS > 








meeooeeooe 


Stock forms for almost every requirement: Ledger 
Leaves, Columnar Forms and Pads, Accounting 


Records. 
BE SURE THE CESCO CATALOG IS 
IN YOUR LOOSE-LEAF DEPARTMENT 


The C. E. SHEPPARD Co. 


44-01 TWENTY-FIRST STREET 


LONG ISLAND CITY 1, N. Y. 








he looked at each line. Those that required a good 
amount of handling by salespersons were allotted a 
slightly higher cost than those that needed only to 
be shown once. Items that sold themselves were 
charged with the lowest handling cost of all. In this 
way, a fair handling figure was added to the purchase 
price of each line individually, and the method em- 
ployed to arrive at cost of handling did not take too 
much of the store-owner’s time. 

One pitfall into which many office equipment mer- 
chandisers drop is the “blanket” mark-up. Having 
arrived at a’cost figure and decided upon how much 
mark-up will bring the maximum profit, they then 
proceed to mark-up every item in the store by the 
same percentage. 


A vastly better practice 

is unit mark-ups. Here, the 
merchandise with good volume selling potentialities 
is picked out—the lines that customers demand most. 
These are given the lowest mark-up for two reasons: 
First, these are “staple” lines that almost every store 
sells; hence they are competitive, and the customer 
will know immediately if the Jones store is charging 
more than the Smith store. The second reason is that 
items most in demand make the best leaders, and 
good merchandising practices are built around leader 
offerings. The more customers who enter the store to 
buy low mark-up leaders, the higher the volume will 
be in other merchandise as well. 

In every office equipment store operation, it is nec- 
essary to mark some merchandise high, some low. An 
average mark-up to be aimed at should be decided 
upon. Then the high mark-ups and the low mark-ups 
should be tailored to average out at this figure 

Generally speaking, merchandise most in demand 
should be marked lowest. Merchandise for which there 
is little demand—but for which a few customers are 
willing to pay a higher price—should be given the 
highest mark-up. If a line is not competitive, it is safe 
to give it a higher mark-up than a competive line. 
provided the mark-up is not so high that the potential 
sales will be driven away. The office equipment mer- 
chant’s own experience, based upon knowledge of his 
customers and their likes, is the yardstick here. 

Deciding on what the “average” mark-up should 
be—the mark-up around which to tailor the indi- 
vidual pricing policies of the store—is an important 
matter. Several factors should be taken into account 


The aim of proper pricing 
is to mark merchandise 
nearest the figure at which the maximum profits can 
be made—low enough to sell in good volume (but not 
so low that operating overhead eats up profits), high 
enough to realize a good net profit but not so high 
that sales are hard to close. To determine the best 
mark-ups for each individual office equipment store 
or department, the factors of location and kind of 

customer must be considered. 

If the store is located in a suburban shopping dis- 
trict, the customers to whom it should logically appeal 
are usually accustomed to fairly low mark-ups. The 
customer who wants high-quality merchandise, and is 
willing to pay a high price with a good profit margin 
in it to get her quality lines, usually shops at the down- 
town business district store. The suburban store cus- 
tomer is not always looking for a bargain, but she 
is seldom expecting to pay a high price. 

On the other hand, location in a downtown business 
district does not in itself make a high mark-up policy 
advisable. In the case of a office equipment depart- 
ment, the over-all pricing policy of the store must be 
considered. Customers do not expect to find high- 
priced merchandise in a price-appeal department 
store, nor low-priced volume sellers in a quality-appeal 
store. 

In the case of a store located in a main commercial 
district, consider the shopping habits of the customers 
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T.. Most Complete 


line of High Quality 
Desk and /ndustrial 
Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


The popularity of MONARCH BRAND Paper Fastening PINS 
Devices is predicated on many years of successful per- sae 
formance in the world of business. In these difficult days ~~ CLIPS 


demand exceeds productive capacity but the trade we sites 
have consistently served in the past is assured that the FASTENERS 
unequalled facilities of the great, modern Vail plant pic- , 
tured above are functioning at top speed to serve their XY» —" 
needs. >: THUMB 
TACKS 


Largest Paper Clip Manufacturers in the World 


VAIL MANUFACTURING COMPANY 


900 EAST 95TH ST. CHICAGO 19, ILLINOIS ! 
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VICTOR 
CER) 
SAFES 


There is a need for fire protection 
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in every business — large or 

small — and you can cash in on that 
need with Victor Certified Safes 

— a grade of protection for every 
fire hazard, designed and priced 

to fit the needs of small and large 
businesses alike. Write today for 
full information on this fast- 
selling, high profit line. 





Cerririep: All Victor Safes bear the Under. 
writers label, the S.M.N.A. label, and Victor’s own 
label, certifying them to be effective in withstanding 
severe heat reaching from 1700° F. to 2000° F. for 
from one to four hours, dependent upon the indi- 
vidual classification of the safe. 


ae 


rem The Victor Safe and Equipment Co., Inc. 


North Tonawanda, New York 
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CLASS 8B CLASS C 
2 HOUR. SAFE 1 HOUR SAFE 
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who frequent neighboring stores. Most business dis- 
trict blocks have an over-all pattern. Some are oc- 
cupied largely by quality-appeal stores, some by price- 
appeal stores. Changing buying habits of customers 
is hard; therefore it is wiser to take into account the 
habits of customers who shop your block in deciding 
upon pricing policies 

Proper pricing is a key to better profits—fully as 
much a merchandising tool as advertising and sales 
promotion. 





Special Sale Stimulates Business 

Whenever the Davis & Nye Company, Waterbury, 
Conn., runs int slow sales period, they instigate a 
98c sale. This has been very instrumental in bringing 
in traffic and in generally stimulating regular sales. 

Every stationer has certain periods when business 
ills off,” says Store Manager Sid Berman, “and we 
are just like the rest. In an effort to ward off these 
slump periods, we've devised a 98c sale special which 
has done wonders in helping business.” 

Some of the slump periods are in exidence right 
fter Christmas, or after other holidays and during 
the vacation months. Although the store usually knows 
hat times are slow, slumps often appear without 
warning. And is through these unseasonal periods 
that the special sales are promoted. Davis & Nyes’ 


yne that attracts office, home and student 
tomers. Items are selected that are known to ap- 
tnree groups. 

4 recent sale featured card files, waste paper bas- 
kets, pencil sharpeners and ledger paper, all of which 


98c sale is 


peal to these 





A PROVEN CURE FOR SLACK PERIODS—Sales clerk at 
Davis & Nye, Inc., Waterbury, Conn., posts the 98-cent sale 
sign clipped from firm's newspaper ad. Each counter display 
carries selected items for office, home or student customers. 


had values exceeding $1.50. Such items were immedi- 
good values by the office groups. 

addition, specials were run on desk sets, ink, pens 
and pencils which exceeded the 98c value posted for 
them. These were promoted to interest the home 
groups. And finally such items as pencil sets, paint 


itely recognizer 


sets, pencils, loose leaf binders and similar items were 


the interest of school students. In 
‘atered to most of the traffic for 


, ] + , sa + 
isea to stimulate 


this way the 


stationery lines 
We usually promote a 98c sale for a week or ten 
days, depending upon the length of the slump period,” 


explains Mr. Berman. “If we find business picking up 
before then, we just discontinue the sale.” 
Sales are opened with full- or half-page newspaper 


ad No time period is placed on these ads so that 
they can be terminated at will. The ads always feature 
merchandise that will interest all three classes of cus- 


tomers. During these sales the store manager sticks 
proofs of the newspaper ad on the store windows to 
nside he makes special displays 
lise so that it can easily be seen 


attract attention 

of the sale mer 

and purchased 
At the present 


A 


center floor 


time the store is making use of three 
rs for display. One counter is used 
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For the First Time 


one manufacturer is producing 


BOTH 


SPIRIT & MIMEOGRAPH 
Types of Duplicators! 


vvy 
For LONG Runs use 
THE FIRST ECONOMY-PRICED 
Complete Mimeograph 
POST CARD TO/LETTER SIZE 


$3495 


PLUS TAX 


EXCLUSIVE 
FEATURES 





The ECON-O-MATIC 


Other Fast-Selling Mimeograph Models at $59.50 to $162.50 
all plus tax 


Write for Literature & Discounts 


HART MFG. CO. 


2400 ENDICOTT STREET 
ST. PAUL 4, MINN. 


a. he 
For SHORT Runs use 


SPIRIT DUPLICATOR 
$6950 


PLUS TAX 
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Needs No Ink, 
Stencils, Type 
or Gelatin 





Handles sheets up to 9 x 14. Copies up to 4 colors in one operation. 
Simple operation. Enclosed self-draining fluid moistener. Automatic 
release hondles. 


Write for Literature and Discounts 


Wright Duplicator Div. of HART MFG. CO. 
2400 Endicott Street, St. Paul 4, Minn. 
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NOMA TAKES GREAT PRIDE IN 
ANNOUNCING A COMPLETE 


“SELLOUT” — 
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AON NOONE 
“ALL PURPOSE BUSINESS SHOW 
For 1951” 
71st Inf. Regiment Armory 


MAY 21-23 


NEW YORK, N. Y. 
MYM IOOTOIOIE 





and would like to thank the following exhibitors for their 
wholehearted cooperation that has made this possible. 


Acme Visible Records, Inc. 

Addressograph-Multigraph 
Corp. 

Alma Desk Co. 

American Automatic Typewriter 
Co. 

H. C. Anderson Mimeograph 
Corp. 

Art Metal Construction Co. 

Bankers Box Company 

Burroughs Adding Machine Co. 

Chart-Pak, Inc. 

Clary Multiplier Corp. 

Clemco Desk Mfg. Co., Inc 

Columbia Ribbon & Carbon 
Mfg. Co. 

Commercial Controls Corp. 

A. B. Dick Company 

Dictaphone Corp. 

Ditto, Incorporated 

Thomas A. Edison, Inc. 

Elliott Addressing Machine Co. 

The Esterbrook Pen Co. 

Executone, Inc. 

Felins Tying Machine Co. 


Friden Calculating Machine Co. 


The General Fireproofing Co. 
Globe-Wernicke Co. 
The Gray Manufacturing Co. 


High Point Bending & Chair Co. 


Huntington Chair Corporation 

Imperial Desk Co. 

Indiana Desk Co. 

International Business Machine 
Corp. 

Jasper Chair Co. 

Jasper Desk Co. 

Jasper Office Furniture Co. 

Jasper Seating Co. 


Kee Lox Manufacturing Co. 

The Leopold Co. 

The McBee Company 

Macey-Fowler Co. 

Marchant Calculating Machine 
Co. 

Master Addresser Co. 

Miles Reproducer Co., Inc. 

Monroe Calculating Machine 
Co. 

Murphy Chair Company 

Myrtle Desk Co. 

National Blank Book Co. 

The National Cash Register Co. 

National Litho Forms Co. 

National Office Management 
Assn. 

New Indiana Chair Co. 

Office Management and 
Equipment 

Office Publications Co. 

Peirce Wire Recorder Corp. 

Pitney-Bowes, Inc. 

Reynolds & Reynolds, Inc. 

Rockwell Barnes Co. 

Royal Typewriter Co. 

Security Steel Equipment Corp. 

Shaw Walker 

The Sikes Co. 

Simplex Time Recorder Co. 

Standard Duplicating Machines 
Corp. 

TelAutograph Corp. 

The Todd Company 

Underwood Corporation 

Victor Adding Machine Co. 

ViSIrecord, Inc. 

Wood Office Furniture Co. 

Yawman & Erbe Mfg. Co. 


All Office Executives and persons interested in scientific office 
management are cordially invited to attend. Plan to join us in 
May by requesting admission tickets now from representatives 
of the companies shown above or by writing to— 


NATIONAL OFFICE MANAGEMENT ASSOCIATION 


132 W. Chelten Ave. 


Philadelphia 44, Pa. 
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for the regular office articles, one for home use sta- 
tionery merchandise and a third for students. Such 
presentation eases customer-handling since each group 
can select merchandise from the individual dis- 
plays and does not have to congregate in one location 
to wait for the clerks. 

Over each of these counter displays are additional 
copies of the ad. Shoppers can then check the ad 
against the display so that they won’t miss anything. 
Customers coming to the store for these specials al- 
ways buy two or more and often add other stationery 
items to their purchases. 

“Although we don’t make any profit on these spe- 
cial sale items, they do bring in the traffic to keep us 
busy and permit us to turn over our merchandise,” 
says Mr. Berman. “In addition, such a sale helps to 
attract traffic to our store which results in our getting 
better acquainted with the new and old customers. 
And generally they make other purchases as well.” 


The store has found 
that the use of four 98c sales 
per year has more than justified this promotion. They 
have now reached the point where the public awaits 
these sales because the store makes certain that the 
items selected are popular articles in which the special 
sales value is recognized. 

“Too many people don’t pay attention to special sale 
ads because they fail to recognize any substantial 
value,” Mr. Berman points out. “As far as we are 
concerned, we pick established price merchandise 
which every customer knows is really worth while ob- 
taining. This is the primary reason for the great 
success of these sales.”—PL 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for September, 1950, Released in December, 
1950, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Net Value 
Quantity (Dollars) 
Machines Bookkeeping Nondescriptive New 285 298566 
Machines Bookkeeping Descriptive New... 568 801501 
Machines Listing-Adding New . 4683 663050 
Machines Coiculating Non-Listing New 2644 690251 
Machines Card Punching Etc. New 496 782048 
Machines Accounting Etc. Nes. 1102 130239 
Machine Parts Accounting Etc. 1249816 
Machines Addressing 245 100935 
Equipment & Parts Addressing Machines 67073 
Machines Duplication Ex Lithographic 326 39787 
Machines Duplicating Lithographic . 47 79839 
Parts for Duplicating Machines $2727 
Cash Registers New ; 689 244240 
Cash Registers Used Rebuilt 307 24622 
Parts for Cash Registers 331434 
Typewriters Standard New 10381 1041042 
Typewriters Portable New 13180 749189 
Typewriters Rebuilt 634 33812 
Typewriters Nes. Inc. Used 1290 65935 
Parts for Typewriters 310388 
Staplers & Staples Office cid 84860 
Machines & Parts Dictating. .......... 110578 
Machines & Parts Mail Handling 25982 
Machines & Parts Check Handling 38597 
Appliances & Parts Office Nes. 240193 
Mechanical Pencils All Materials ee. 29234 90729 
Mechanical Pencil Parts _..... aan ‘ 17732 
Mechanical Pencil Refill Leads (Gr.) elem . 11682 
Pencils Ex. Mechanical Black Lead (Gr.)............... 91737 191266 
Pencils Ex. Mechanical Ex. Black used (Gr.)..... 18932 55988 
a 2”. | Saye : 95964 37231 
Pencil Parts Nes. _.. ; 9390 
Crayons (Gr.) 38535 43072 
Fountain Pens Ball Type (Doz.).. 43037 65521 
Fountain Pens Ex. Bali Type (Doz.) 166633 661587 
Ball Pen Refill Ink Cartridges (Doz.) 11602 9650 
Fountain Pen & Ball Pen Parts Nes. 124504 
Fountain Pen Points (Gr.) fe . 14625 76633 
Carbon Steel Pen Points (Gr.)....... 20266, 27890 
Desk Pen Sets..... 3034 10135 
Ink Writing .... 38128 
Ink Nes. .... 239428 
Carbon Paper (Lb.) .. 96853 96278 
Typewriter Ribbons (Doz.) ee ; 9520 42005 
Office Supplies Nes. ; : : 236487 


(Nes.—Not elsewhere specified) 
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hant man to the rescue with the only 
with Push Button Multiplication 
ble on both the Figuremaster and 
t Figurematic. Since more 
f all calculator work is 
tion, the young lady !s 
ndeed to get a Marchant 
stor that multiplies 
nd fastest because it 
ne step in every multiplication 
The Marchant man 
hone book will prove this 
»wn work. Call him today 


KK PUSH-BUTTON MULTIPLICATION 


Touch of a key in this row enters 


NEW AUTOMATIC LINE-UP 
SPEEDS DIVISION. Touch of 





new Division Control automatically multiplier digit POSITIVELY . .. car- 

& lines-up dividend and divisor as riage shifts AUTOMATICALLY... 

ine division begins answer appears SIMULTANEOUSLY 

~ 
Mail this Coupon with your business letterhead to get our free i Q 
DE TO MODERN FIGURING METHODS ce a AMERICA’S FIRST 

LLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS [_] 
MARCHANT CALCULATING MACHINE COMPANY 
OAKLAND 6, CALIFORNIA Pi 


—Se eereene woe ooees eoeee ~ 
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COMPLETE CATALOG 
Availablee 


Bigger ... Better... 
New lines added .. . 
Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 












Points on 







ever offered. 


Write fora 
copy on your 


letterhead 








MARKING DEVICES 


DESCRIPTION 


DomESTIC & EXPORT TRADE 


MPLETE LINE 











Line Daters and Numberers. Die Plate 
Daters, Self-Inking Stamps. Time Stamps. 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Rubber Type Sets, Sign Markers, 
Brass and Fibre Checks, Corrugated Box 


Dies. Badges, ete. 


ConsouipaTeo STAMP Mes. Co., Ine. 


MAIN OFFICE AND EXPORT DEPT 


44 WARREN STREET, NEW YORK 7, N. Y. 
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the Sturgis 


No. 624N 





Point by point, the Sturgis No. 
624N has built a reputation 


Ps 


for being one of the best values 


in the industry: 


@ smartly curved backrest and 
coil spring seat, both cushioned 
with new rubber latex foam 


@ exclusive Sturgis Follow-Flex 


back support 


@ easily adjusted to fit individual; 


no tools required 


@ sturdy steel tube construction, 
with metal parts Bonderized 
and finished with infra-red 
baked enamels 


@ two-inch ball bearing casters 
with soft rubber wheels 


®@ upholstered in rugged Versilan; 
Goodall’s Claremont or Bed- 
ford Cord; Deep Buff Leather. 


Mwiges 
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WHAT WE’RE LEARNING 
ABOUT CREDIT TODAY 


By Ernest W. Fair Correspondent 


H, BY THE WAY, Mr. Smith, I’ve been paying 
eash all along and haven’t needed any credit 


now. I wonder if I could start buying on credit 
re? There just doesn’t seem to be enough money to 
from payday to payday, what with these high 


We'll wager that every office supply dealer has heard 


; request more than once during the last few weeks 
Many people who never requested credit from us before 
ve been asking for it lately 
And that vhere we must move with cautious 
ps, for it ha een so long since credit was of the 
most import: e that there has been a tendency 
forget a great deal about how we must do business 
h credit istomers 
Many office ipply dealers have learned “the hard 
15 luring nt weeks. From the experiences of 
number of these men we have gathered some mighty 
i suggestio1 ind these, added to the time-tested 
| proven met is of handling credit, are well worth 
horough examination 
The old and very reliable principles of procedure in 
operatio1 redit business must be adhered to 
we must study new developments with just as 
nm care al ition 
The big thing today is that we have to exercise more 
more cont! yver charge accounts,” declares one 
hern offi ipply dealer. “People who have been 
iying without much attention to more control over 
their spending are finding that money is not as plen- 
ful as it used to be. With many of these people, if 
can get credit, they go right ahead in the same 
spending styl and very soon they are actually 
ible to pay their bills 
The retail trade always has its share of dead beats 
people wl pile up accounts they just can’t pay 
lay we’re going to find a lot more of these develop- 
if we are not careful P 
The perso! ’ moves from cash to credit must 
vatched today with the utmost care to help him 
piling up debts greater than he can pay. These 
eople, particularly the younger generation, have never 
experience with such difficulties and it will be 
nething new with them 
We're tryil to avoid this situation by studying 
y such application with the utmost care and by 
through agreement at the time the charge 
int is opens the limit of that account. Then 
are no hard feelings when the limit has been 
hed and credit cut off . for the customer helped 


Issuing credit 
ipon books (nothing more than 
ld groce ice coupon books) and having the 
mer sign the note at the time the book is issued, 
nother go ethod of holding down credit. The 
pons are us¢ is cash and when they are gone it 
easy to point out to the customer that another book 
not be i intil the note on the last one has 


The mail we have to do today,” cautions 
th dealer, “is to help people avoid 
for their own good. My experi- 
has bee the people who are deliberate 
beats al efaulters are very definitely in the 
ty. With 1 t people it’s a matter of finding 
hemselves it ht spot with no way to get out 
During the yea! ead it’s going to be our job to pre- 
t people fro! etting into such spots.” 
Another dea ints out that one can very easily 
nside! sses through errors in handling 
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Point by point, the STURGIS 
No. 1200 executive chair is the 
choice of hard-working execu- 
tives who recognize the 1m port- 
ance of efficient working comfort: 


@ low backrest allows free 
shoulder and arm movement 


@ open space between backrest 
and seat allows full support of 
the back while preventing 
pressure on the base of the spine 


@ full-cushioned coil spring seat 
and soft, comfortable backrest 


e streamlined base with con- 
cealed 2” ball bearing casters 


@ bonderized metals with dura- 
ble infra-red baked finishes 


e upholstered in rugged Versilan; 
Goodall’s Claremont or Bed- 
ford Cord; Deep Buff or Top 


Grain leather. 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 














fe LITTLE. 


Inc - 


MANUFACTURERS 


1888 Factory, Rochester8, N.Y. 1951 





“QUALITY EXCLUSIVELY SINCE 1888” 
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charge accounts in the store, particularly where the 
store has not been handling much credit business in 
the past and therefore has not had to be too careful. 
He suggests eight points well worth watching 

1. Don’t rush the job of posting accounts . Mis- 
takes are made too easily when this is done 

2. Check every statement at least twice and use 
an adding machine ... mental calculation being done 
hour after hour can easily slip into an error groove. 

3. Check and recheck charge slips, for it is éasy to 
forget some item, particularly during rush periods. 

4. Exercise great care in transposing figures from 
one notation to another ...a careless glance at $9.69 
on a charge slip can make it $6.96 on the ledger sheet. 

5. Make every charged item stand up to the rules 
for granting credit as set up by the store . a single 
$1.00 charge item can soon grow into a $100 account. 

6. Check each charge before the customer, thus 
avoiding disputes when statements are rendered. 

7. Forget nothing ... one tiny leak means all of 
the profit on the whole account gone. 

8. Avoid slow accounts... they can very easily turn 
into bad accounts. 

Since we are today receiving sO many new appli- 
cations for credit it is a very good idea to make cer- 
tain that every person understands the rules and 
regulations on credit. Some stores do this by printing 
these rules on the back of the duplicate credit applica- 
tion given the customer. Others do it by a personal 
letter sent to the customer after opening the account. 
The letter is designed to welcome the customer’s ac- 
count to the store and then proceeds to explain credit 
rules, point by point, so that there will be no misunder- 
standings. 

“I’m also finding that it pays to be very firm with 
new accounts today,” another retailer declares. If 
you are too generous in extending payment dates to 
a person using credit for the first time, that individual 
may very easily get the idea that you’re an easy mark 
When things get rough, you’ll be the one who suffers— 
not the creditor who’s strict with new accounts. 


Several retailers 

hasten to advise that a bookkeep- 
ing system which gives day-to-day control of credit 
accounts is a “must” in these times. They also point 
out that posting of charges should all be finished on 
each day’s business before the books are closed that 
day—thus one has accurate information on that score 
when the doors are opened the next morning 


These retailers also offer a good many additional 
suggestions, all based on their current experiences. 
Here are the ten mentioned most frequently: 

1. Obtain a signed application for the charge ac- 
count. 

2. Make sure information needed for possible later 
collection is given then and there, and by all means 
secure names of nearest relatives of both husband and 
wife. 

3. Have an agreed credit limit to protect both the 
store and the customer. 

4. Never hesitate to let the customer know when 
his or her account has grown too large. 

5. Make it easy for the customer to pay an account. 

6. Eliminate errors in bookkeeping they cause 
bad feelings and are always costly. 

7. Keep all personal feelings out of collection of 
accounts ... “he’s such a nice fellow” is far too often 
the very one that must later be written off as a bad 
account. 

8. Check charged items at time of purchase with 
the customer. 

9. Be careful whom you hire to collect overdue ac- 
counts; the wrong kind of collection agency can often 
ruin a good account in temporary distress by brow- 
beating tactics. 

10. Be constantly on guard for bookkeeping mis- 
takes, particularly in handling returned goods, for 
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What the 


Wel Dressed Office | 


uth wear ta 1957 


BEAUTIFULLY FINISHED 
SMARTLY STYLED 


General's new Contempo lamps for 
office and home gives you an unusual 
assortment 

All are finished in General's new 





Platinum Chrome’ enduring finish with 
the rich silver cast that fits anywhere. 


A) Two tube fluorescent desk lamp. 
One piece adjustable 
shade $16.95 Retail 
No. 646 hammerloid 
bronze $16.95 Retail) 
B) No. 4671/34! Safety-Tip desk 
or table lamp with 8” reflector. 
Washable fibre-glass 
shade $18.87 
C) No. 308 Sofety-Tip’’ smokin 


stand $1}. 


D) No. 5330/5150 swing arm bridge 
lamp with 8” reflector and 14” 


spun alum m shade $25.59 
COME TO SPACE 138 = “TEXENS 
NOFA EXHIBIT MARCH 4-6 
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MFG. CORP., ELWOOD, INDIANA 
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Honestly, here's an ‘‘Eye-Catcher"’ beauty that 
sells almost on sight. Upholstered throughout in 
Boltaflex, the finest material of its kind. Avail- 
able in many solid colors, pastels, and a variety 
of combinations of the new multi-color prints 
and smooth-finish Boltaflex. The Rocket Line in- 





STANLEY 


MANUFACTURING COMPANY 





| 2310 N. Main Street * Fort Worth 6, Texas 


LOOKING FOR A Money- Maker? 
Here it is - ROCKET SOFA NO. R-33 


(Club Chair, 2-Place Settee, and 3-Piece Sectional to Match) 


cludes many styles of sofas, settees, sectionals, 
and chairs and gives you the same high quality 
that has made Stanley Fine Leather Furniture a 
national favorite. Show a Rocket and it sells 
itself, even against tough price competition. 
Write today for prices and color samples. 
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Capillary-Action Handipen Desk Sets 
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yor 
- ° é dut 
of Time- and Money-Savings ; 
. Ps idea! ’ 
Beautiful Handi-Pen desk sets for easy, effortless writ- e ineheinnies wh 
ing. A complete line of moisteners to fit any need. Ohiites Tools her 
Time-saving Kleeradesk. Heavy-duty Cata-RacK for his 
catalogs and books. All these aids and more too het 
make up the Sengbusch line. Cata-Rack tie: 
Sound design and attractive styling make them easy in 
to sell. We also supply sales aids free of charge — tha 
circulars, blotters, display cards, etc. Turnover is fast wif 
and highly profitable. 3 
Now is the time to stock the entire Sengbusch L the 
family. Mail your order today and get set to make . No-Over-Fle the 
>Yy Kleradesk S 
yourself some money. fseeet a SS Sponge Cup the 
Steeiess) nec 
4 
SELF-CLOSING INKSTAND CO., 321 Sengbusch Bidg. * Milwaukee 3, Wis. voi 
at 
val 
5 
7.1 mil 
siti 
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4. The Lighting Unit 
can be purchased 
and attached to any 
metal TECHNY 
SCOPE 
The Lighting Unit 
and its component 
parts, if used with 
AC-110V—60 cy 
is guaranteed for a 
period of one year 
Each Lighting Unit 
has the Underwriters 


Lab. label. 


ghting Unit 
< nclosed 
light, and 
are fully 
within a 





MODEL F-2 
$29.50 NSC 
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TECHNYGR APH CO. TECHNY, ILLINOIS nae 
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there, it has been found, is one of the sources of most 
mistakes in charge account bookkeeping. 

Caution is also being expressed today in permitting 
the customer to charge and take with them merchan- 
dise purchased at the time the application is made 
Most experienced office supply dealers recommend 
that this be very definitely discouraged except where 
very small amounts are involved 

They also advise 

a close study of the legal aspects 
f credit and an understanding of local and state laws 
governing its use. There are a good many general 
legal controls in force everywhere and a few of these 
should be particularly noted. Those suggested most 
yften by experienced credit men are as follows: 

A wife cannot buy and have the husband held 
responsible if the purchases are extravagant and be- 
yond the necessities which the law imposes as his 
duty to supply his wife. 


2. Be most careful in handling credit to the wife 
who is living apart from her husband. If she leaves 
her husband and refuses to live with him because of 


his misconduct she may generally go out and pledge 
her husband’s credit and he will be liable for necessi- 


ties furnished to her. Where the husband is justified 
in not living with his wife, the courts generally rule 
that he is not liable for any goods furnished to his 
wile 


3. When a married woman purchases necessities for 
the family, she personally cannot be held liable, even 
though she has money in her own name, except where 
the husband does give the wife sufficient cash to handle 
necessary family purchases. 

4. A contract made by a minor is not void, but is 
voidable at the coming of age of that minor. He can 
at that time, however, be forced to pay the reasonable 

ulue of the goods, but not always the contract price. 


5. Generally, the parent can be held liable for a 
minor’s charges, if they are in the nature of neces- 
sities, but not where that minor, for example, has 
married and accordingly has become emancipated 

The important thing today in office supply dealers’ 
ranting of credit to new accounts is not to feel safe 
and content with old pre-war practices and principles 
Time changes all of these things and today’s times 
ire changing even our credit practices and principles 





CHOOSE HOTEL FOR REGIONAL MEETING 





NSOEA District No. 8 has chosen the Hote! Fontenelle as 
the scene of its forthcoming regional meeting to be held 
April 19-20 in Omaha, Nebr. To be assured of hotel ac- 
commodations, write Mack Medakovich, chairman hote! com- 
mittee, Corey McKenzie Co., 1203 Farnam St., Omaha 2. 
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Made to selli Wanted for use by Students, Teachers, 
Salesmen, Executives! DOPP-BILT, your fast-turnover 
line with top-VALUE quality! 


Quality Heavy Duty 


BINDERS 


Sectional 


METAL BINDERS 


PORTFOLIOS 


BRIEF BAGS 


Charles Doppelt & Co, lnc 


2024 S. WABASH AVE., CHICAGO 16 
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Want More Positive EG) 





Payroll Record 
(Continental 
Hour 
Numbering) 






GET IT... 


by making sure 

your time records 
are accurate, complete, 
indisputable—like these! 











Job Cost 
Record 
Complete, trustworthy records of payroll 
and job costs mean better control, less time 
wasted. Protect you from wage over or un- 
derpayment, and job underpricing, meet 
government Wage-Hour requirements. 

Depend on a Cincinnati Clipper for those 
vital records. It’s the world’s first consecu- 
tive spacing, up-card-print recorder. Elimi- 
mates overprints, al- 
lows faster, more ac- 
curate direct subtrac- 
tion in compiling both 
payroll and job costs. 


Rugged, reliable, 





fully automatic. 


Ask your Cincinnati distributor to demon- 
strate the Clipper—no obligation. Or write— 





THE CINCINNATI 
TIME RECORDER CO. 


1733 Central Avenue, Cincinnati 14, Ohio 


DISTRIBUTORSHIPS AVAILABLE IN SOME 
AREAS—WRITE TODAY! 


BS. VISIT OUR EXHIBIT at the Office Manage- 
ment of Chicago Show, Feb. 26—March 1, Booth 21. 
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WOMAN STATIONER OPERATES 
UNIQUE BUSINESS 


By Robert Latimer 


HAT A WOMAN MAY SELL as successfully in the 

office supply field as men has been proven by the 
experience of Miss Rosa Rowland, head of Office Fur- 
niture & Supply Company, Augusta, Ga.—a thorough 
office appliance, furniture and stationery dealership 
covering a large section of northern Georgia 

Miss Rowland, a familiar figure to businessmen 
throughout Augusta and surrounding cities, has suc- 
ceeded in building up a unique business after many 
years of what she characterizes a “long uphill fight.” 

“When I started out in business, the average execu- 
tive was unaccustomed to discussing any type of man- 
agement problems with a woman,” Miss Rowland 
smiled, “and therefore, it was just about twice as hard 





MISS ROSA ROWLAND, PROPRIETOR OF EXPANDING 
OFFICE FURNITURE & SUPPLY CO., AUGUSTA, GA. 


for me to make a sale. However, by pointing out that 
I had been associated with office supply work since the 
first World War, and demonstrating a bit of knowl- 
edge in office routine management, I was able to win 
over most of them.” 


Her complete office supply 
store involves a furniture 

Her complete office supply store involves a furniture 
department, staple office supplies, stationery, and 
office machine section, complete from steel files down 
to blank books, loose leaf equipment, and so on. Miss 
Rowland started out shortly following Armistice Day 
in 1918 as an employee of a Georgia stationery com- 
pany, and opened up her own company nine years ago, 
when the original firm went out of business. 

Since then she has made a point of learning the 
operational problems of every type of business, from 
the smallest professional man’s office up to large in- 
surance companies, banks and mail order houses. Al- 
though her own store is small, she can carry adequate 
supplies to set up accounting systems, transfer sys- 
tems, more efficient furniture arrangements and office 
machine installations. “Office supply selling is much 
the same as any other line,” she pointed out. “You 
must know what the customer needs, and present it 
to him in such a way that he can understand how 
he will profit by making the purchase.” 

On every call, Miss Rowland carries a clever business 
envelope-size blotter, which is headed “Greetings—lI 
am Miss Rosa Rowland—your office supply saleslady. 
Do you need?” Below on the blotter are listed pen- 
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700 Jamaica Ave. 
Brooklyn 8, N. Y. 


Telephone 
APplegate 7-3900 





THIS COMPARISON SHOULD CONVINCE YOU... 


Kkores 


PERMA 
SILK RIBBONS | 


SHARPER IMPRESSIONS 
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STRENGTH 


+ LONGER WEAR 
SHEERNESS ~— CLEANER ERASURES 
| + MORE PROFITS 
J ORDINAR, atari inca, MORE CUSTOMERS 
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KORES CARBON PAPER & RIBBONS MFG. CORP. 
FACTORY: 43 BLEECKER ST., NEW YORK 12, N. Y. 


Please send us sample and prices of 


KORES PERMA-SILK RIBBONS 
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cils, ink, carbon paper, ribbons, ledger sheets, pads, 
paper clips, adding machine paper, scratch pads, filing 
cabinets, pins, box files, desk blotters, envelopes, trans- 
fer files, wood and steel desks and chairs, and many 
other items. Often, when calling on a new prospect 
for the first time, Miss Rowland simply sends the 
blotter in by the receptionist—and the irresistible curi- 
osity of the average businessman will get her an inter- 
view where many men would be impatiently waved 
away 

Once inside, Miss Rowland is businesslike and effi- 
cient in presenting her merchandise. Due to good 
connections and constant reorders, the store usually 
has something new to offer on every call. “I do all of 
my own selling out in the territory,” Miss Rowland 
said, “taking actual samples of the office supply item 
along where possible, to augment catalog presentation. 
One of the best ways to make a permanent regular 
customer from businessmen, I have found, is to take 
notes on the type of business he does, and on whatever 
management deficiencies which might crop up. For 
example, a man with a great deal of correspondence 
may be struggling along with an old-fashioned type- 
writer, or a bookkeeper may be doing too much pen- 
and-ink calculation when a simple accounting ma- 
chine would save many hours per week. I find that 
most of my customers are willing to let me look over 
their offices for just this reason, and most of them 
are pleasantly surprised when I point out some way 
in which I may help them.” 


Increasing efficiency 

in her customer’s offices has 
had some startling results for Office Furniture and 
Supply Company, according to Miss Rowland. For one 
thing, when she started out nine years ago, the in- 
ventory of the company was only $500. Now, in 1947, 
it has swelled to $15,000, with a turnover which many 
retailers might well envy. 

Miss Rowland operates the business with one full- 
time saleslady on duty in the store, which she shares 
with an Augusta chemical agency for telephone-an- 
swering and other purposes. She manages to put in 
better than five hours per average business day out 
making contacts and deliveries. During the war, she 
was able to supply steel files and other metal office 
equipment at a time when larger stores were stripped 
bare—largely because she foresaw the serious lack 
in the future, and “stocked up.” 


Although few of her customers actually enter the 
store, Miss Rowland keeps it neat as a pin. A typical 
example is the display shown herewith on which more 
than 250 small items, such as glue, staples, pens, pen- 
cils, rubber stamps, stamp pads, Scotch tape, erasers 
and pencil sharpeners are worked into an eye-catch- 
ing mass display. Many times given an opportunity to 
move to larger quarters, Miss Rowland has stead- 
fastly refused—on the theory that since she does 99% 
of her selling sitting across the desk from the pur- 
chasing agent, there is no need for her to own a 
pretentious main-street store. 





Victor Adding Machine Moves in Dallas 
The Dallas branch office of the Victor Adding Ma- 


at 1731 N. Harwood St., where it is occupying double 
the space it previously had at 407 N. Field St. The 
Dallas office serves not only Texas but Oklahoma, 
Arkansas and Louisiana. C. F. Brown is the company’s 
branch manager.—JHR 
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FOR USERS! 


FOR DEALERS! 


WWDLANA 


CASH REGISTER 


Dealers looking for a profitable Cash Register to sell to small 
business have found the answer in the Indiana. 


Easy to sell because the prospective user can quickly see that 
the Indiana will give results equal to systems costing 2 to 3 
times as much! 


Most practical—easy for clerks—a complete confidential detail 

of sales by departments or commodities. Quick, accurate, safe 

cash control. 

You will find this a 
profitable addition 

to your line. 
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| SHELBYVILLE, INDIANA | 
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| THE UNITED STATES EFFORTS IN F 
WHEN ORDERING SPECIFY: THE PRESENT WORLD CRISIS 


Paul H. Douglas 
A\\. i} United States Senator from Illinois 


\ 
///\ j Y Address given at the recent NSOEA convention 
// Y / I THINK the differences which develop over foreign policy 
Vj ire not so much a matter of divided llewiance Ss historik 
///. 


Vi / lifferences growing out of the past isolation of America 
TRAOE MAR K The authentic foreign policy of the United States from 1789 
to 1914, a century and a quarter, was e of isolatior And 
THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES it was well expressed in Washingto! farewell address. It 
4 was isolationist, that is, so far as Europe was co erned, 
although expansionist so far as this continent and perhaps 
the Caribbean were concerned 
This attitude of isolation was very natural in a period iy 
which it took three weeks for a sailing vessel t« ross the 
Atlantic Even when steamships first came in, it took ten 
days to cross the Atlantic, and it took weeks to go from the 
Atlantic to the Pacific coast. America was shut off from the 
rest of the world, and we had a great task in carry Zz out 
ind developing our own country The Atiantic and Pacifix 
both seemed to be extensive moats to protect us from danger 
Nevertheless, despite all this, America was twice drawn 





into the first world-wide wars which were waged from 1795 j 
IS15 wars which developed out of the French Revolution 

ind which continued under Napoleon It 1799 we engaged 

in an undeclared war against France with very severe 

naval hostilities And from 1812 to 181 ve engag i ina 

war with England Then for a century Europe wa more 

or less at peace except for brief interruptions—a century i 

which the world made its greatest material progress; and 

during that period the United States too was largely at 

peace, except for our own civil war 
gut the first world war of modern times drew us to it 

inevitably This resulted because ot nterruptior to our 

shipping and a because it became evident, towards the 1 


end of 1916 and the first part of 1917, that if the United 
States did not enter, Imperial Germany would I 

and the free governments of Western Europe would be 
destroyed. At this time also the Zimmerman note was dis- 


covered and published and it was cls hat Imperi Ger- 
many was going to try to take over Latin America and 
engulf and surround us with hostile states. So that despite 
the historic American policy of isolation in the two great 
truggles the first from 1795 to 1815, the second fr 1914 
118—despit i ur efforts we bee nvolved 
After World War lI, 
there were som: ho felt that the _ 


American policy of isolation would not save us from a 
future war These men, led by Woodrow Wilson, believed it 
was necessary to have a world organizati: to prevent war = 
that the nations of the world should pool their strength and 
agree to use it against any aggressor, to create such a pre 
ponderant support that no one would dare to take the offen- 
sive. Many of us can remember that long struggle in 1919 
and 1920 as to whether or not we should enter the League 1 
of Nations. It was a struggle which was finally decided ir 
favor of those who were opposed to our entering And I 
think it was a strugwzle decided by the historic attitude -of 
America rather than by a recognition of the realities of the 
situation as it then existed. In any event we withdrew fron 
participation in the League of Nations, which went On as a ( 
crippled and a maimed thing 

Following World War I Russian communism developed on 

" 


the ruins of Czarism and developed increasingly into a police 


state Italian fascism developed partially as a _ reaction 
against Russian communism, partially as a move against 
democracy itself And then in the world-wide depression 


which swept over the world from 1929 on, Nazism took power! 
in Germany 


In the early days 

we were told that neither fascism nor 
nazism was an article for export, that they were purely 
domestic programs adopted because of local situations and 
that there was no desire on the part of either the Italian 
Fascists or the German Nazis to spread their doctrine over! 
the world. But by about 1935 and 1936 it became apparent 
that this was not so. Italy went into Ethiopia and took that 





country over. France and England offered a certain toke 
resistance, but acquiesced. Germany went into the Rhine 
land and rearmed the Rhineland in violation of tne treaty 
it had made Germany quickly began to take over ountry 
after country in Central Europe—aAustria in 1937, the first 
bite of Czechoslovakia in 1938 and the second bite in 1939 
During this time there were still large imbers of Amer 


icans, perhaps a majority, who believed this was no concer! 
of ours; that we had nothing involved in what was happe! 


ing in Europe or what was happening elsewhere n the 
th: j 


GUIDES - FOLDERS - INDEX CARDS - VERTICAL FILE GUIDES - ADDING MACHINE ROLLS + ROLLED LABELS + PIN TICKETS 
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world it the aggressive policies of Japan did not threate! 
our peace Ten years ago this was the bitter struggle be 
tween equally patriotic Americans as to whether o1 t we 
should intervene more actively in world affairs, and many 
refused to heed the warning of President Roosevelt in 1937 
that we must quarantine” the aggressors 
| think it became increasingly apparent in both 1940 and 
4 in 1941 that if the German nazis, the Italia fascists 1 the 
12w Japanese militarists, who were linked together ir i alli- 
ance were to be victorious, they would quick! take over 


y ti 
Latin America and dominate Asia, Europe and Africa. The! 


the United States would be in the jaws of a gigantic world 

THE WARSHAW MANUFACTURING C0 ING nutcracker in which our own freedom would not be safe Ir 
T . other words, we began to realize that the struggle for free 

dom itself in a totalitarian period was a world struget 

1 eet 8 up eg 2 oe Baeogr :S ! ‘ ‘ nst forces determined on conquering the world . 
erculean effort the free peoples of the world wo! 
ifficult victory, and we all hoped that a permanent 
t result. We were all nervous and apprehensive 


~ 
r 
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A NEW CONCEPT 
IN KEYBOARD DESIGN— 
PERFECT SYMMETRY 
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Large Legible 
Figures visible 
thru Transparent 
Paper Tear - off 
Bar 



















Sole 


Ke ~ c Distributor 

. \ kA in the y 
NBANMO = SYMMETRICAL KEYBOARD 
—Permits fixed position of hand with slight 


movements, to control entire keyboard. 


MACHINE CO., Inc. —Allows right or left hand touch operation with equal 
145 W. 57th St., facility. 

N. Y. 19, N. Y. —Features all single purpose “live” function keys for ex- 
Phone: CO 5-0536 treme simplicity. 
























Introducing 


THE NEW 


Beautiful 


LAMIDALL TOP 
ON MASO’S 
ROYAL 
ELEVATOR STAND 
























e MORE ATTRACTIVE THAN WOOD VENEERS! 


The new Lamidall Top is truly beautiful and will net chip, erack, 
split nor dent. Is not affected by aleohol, grease, fruit juices, vine- 
gar or boiling water; is permanently bonded to tempered Presdwoed ; 
will last indefinitely and keep its gleaming beauty 


e 3 BEAUTIFUL LAMIDALL FINISHES 


of grained Walnut with Walnut understructure; most 
and driftwood Gray 
finest, most attractive 


Your choice 
attractive golden Oak with green understructure 
satin with gray understructure. Lamidall is the 


Top ever placed on a typewriter stand 


(Royal Tables are also available with ‘2 hard tempered 
Masonite, in a choice of Grained Walnut, Black or Office Gray.) 


ALL TOPS ARE PRE-ASSEMBLED! 
DON’T DELAY—ORDER YOUR SAMPLE TODAY! 


All Lamidall Toy pletely assembled at the 





the e rigid leg brackets. The 


ler has only t aste belts and take about 


MASO STEEL PRODUCTS 


und ready for display 


Dept. A 81 W. Van Buren St Chicago 5, III 
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"HE WORLDS MO/T VEVATILE DEK 


THE NEW AND IMPROVED 


LA 
FEDERAL ” 


MODEL 3232 Desks and tables of genuine walnut plus the efficiency and durability of 

FLAT TOP (nylon-insulated) steel drawer-suspensions. An outstanding advancement in 
(Size 58x 30") the design and construction of functional business furniture for lifetime utility 
and beauty. Interchangeable tops, pedestals, and components afford greater 








gina, to 5 GareraNTiON flexibility and economy of Dealer’s inventories. Write for illustrated brochure 
THE STEVENS HOTEL, CHICAGO and prices. 
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SOLD EXCLUSIVELY THROUGH 


DESIGNED, PRODUCED 
AUTHORIZED DEALERSHIPS 


AND DISTRIBUTED BY 





2412 PENNSYLVANIA AVE., N. W. «¢ Tel. Di. 6868-69 + WASH. 7, D. C. 











No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship. 





The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxurious, comfortable, durable and practical BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line. 





No. 667 Judges Chair, a truly distinctive number. Arms and Backs 
of foam rubber. Seat, foam rubber over a spring unit base. 
Customed in the finest leathers, this chair is the last word in 
comfort and durability. 







133 BLEECKER ST. 
NEW YORK 12, N. Y. 
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OO enase «4 


~~ saw a 


5 t vi of Russia would be. With the destruc- a. a 

I f Ge zism and Italian fascism, a vacuum was |* 
reated in ‘ Europe and Russia and Western Europs 

gan to f ther directly. A vacuum was also created w 


Asia by t nued weakness of the Chinese government 
i the sit ere became still more unstable. We hoped 
‘ ible for ourselves and the western 
Russia to live together on terms of 
signs upon them; whe hoped that they 
s upon us. I would like to point out 
United States since the armistice has 
ary generosity and of a great desiré« 
nefit of the world 


A4t the end of the war 


we had 13 million men under arms 

itaristic and an imperialistic nation 

iined a large military force. Perhaps 

te for our own security and for the 

had not disarmed as rapidly as we 

But eep desire on the part of the Americal 
t ways of war to the ways of peace 


ire upon Congress and the Adminis 

vs back home We reduced our mili- 

on to about a million and a half in 

onths. Whatever the military mis 

ng this, it was in conformity with 

people, and it certainly did not 

rid domination. Quite the reverss 

I i r hand did not disarm to the same ex 
t t Russia maintained possibly 175 in 


V¢ 


own colonial empire. We had pre 
troops from Haiti and Santa Do- 


Mi ed the Platt amendment which had 
ervene at will in Cuba And we 
the surprise of Europe, in com- 


pines We led the movement in 
stern Asia back to the Asiatics. No 
uld have done that Then we made 
rosity and took a great chance wher 
tionalize atomic energy. 
\ were behind the Baruch Plan in 
ve have the production of atomic energy 
iational authority and to have its 


sfegumpones: This was subicct only | Today's Most Saleable 

they are essential conditions, par- oO y s a eee 
first, that there should be genuine 

» make certain that energy was not 


e atom bomb, and next, that if a 
olate the agreement, it would not 
wer inside the security council of 


prevent disciplinary action being 
ire two essentials of any effectiv« 


tional control of atomic energy, and *The Weber Way is the better way—the best way to 
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; strate it. Dealers everywhere are finding that the new 


Weber is today’s most saleable mechanical addresser. And 
it’s trouble free too! No service calls. Write today for 


rhe Russians refused 


accept this proposal of the Amer- details about a new Weber Way direct mailing advertising 
ide it clear by their actions that . 
oth nations free to develop atomic program we've prepared for you. 


ive an effective ban on both coun- 
purposes. And I think there was 


iit tothe sreentas Cae WEBER EXCLUSIVES 


igza 


vy inhibited in using atomic bombs 
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with Eastern Europe and part of 
ssession of the Russian Army. We 
not driving the Russians out of 
driving them out of Poland, Bul 
e who looks at the map, anyone 
it the military situation at that 
t would have been impossible for 
ed the Russians out of Eastern 
been done at the expense of a 

r which the American people at 
tood But we did try to get the 
democratic governments in Po- 





I gal inia, and at the much criticized 
f r sians agreed to do just that—to . 
rnments to be formed and free 
ledge was not fulfilled, and it | Joseph A. Weber 
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being worked to death, starved to death in the Russian 
prison Camps 

This attitude of hostility in Europe and Asia is something 
which has confronted America with a great decision—a de- 
cision as to whether we should stand aside in Europe and 
Asia or whether we should resist the spread of Russian 
aggression I think I can say that it is the disposition of 
the present administration to resist aggression in both 
Europe and Asia, to prevent the spread of communism by 
force and to use our economic and military power to the 
illest extent possible to prevent any further domination of 
idditional countries 

Let me take up Europe first. The populations of Western 
kurope, particularly in Italy and France were trembling in 
1947, trembling on the verge of going communist It looked 

ough Italy would turn communist, and there were very 

ong chances that France might go the same way At other 
dges of the iron curtain in Greece and in Turkey, free 
ysuntries were also being subjected to mounting communist 
pressures within and just outside their borders 


f 


We reached the decision 
that the first thing to d was to 
iild up the economies of those countries, to provide them 
vith the food and the raw material necessary for the suste- 
ance of their population and for building up their indus- 
tries; so that the people could get back to work, could begin 
produce and could take hope in life and feel that they 
had a future. Then we believed that the working people of 
those countries would drift away fron communism and 
toward the cause of democracy 
We have obtained substantial success in that program. It 
has been an expensive program. To date it has cost approx- 
mately 17 billions of dollars and it will probably cost some 
8 billions of dollars more. But during the war, we were 
spending at the rate of 300 millions of dollars a day and the 
total expenditures on the economic rehabilitation of Europe 
so far have amounted to 55 days, a ittle less than two 
mnths, of war expenditures 
So far as the people of Europe are concerned, their alle 
giances are drifting away from communism towards democ- 
racy, and the danger of internal revolution, in all of the 
countries, has been greatly diminished. ‘There is very little 
possibility that communism can take hold in either Italy or 
France by internal revolution, but there is a danger that if 
the Russian communist army should start to move west that 








they could over-power these nations In other words the 
danger has been shifted from an internal danger to an ex- 
ternal danger. The danger now lies in the 175 Russian divi 
sions as compared with the 12 French divisions and the 12 
t< 15 divisions of the low countries and of England whict 


ild be throw igainst them 


® Russia could mass bees 
a military force from seven to eight 
eS times the strength which western Europe could throw 
igainst then And that has led us to advocate a second 
yhase of the program of building up the military 


strength 

western Europs first by an alliance under which the 
itions pledge that they will support each other if any one 
is attacked and second by a program of military aid. I may 

~ . : . ‘ ty in this connection that it will be necessary for us, for 
Special Duo-Tang covers are available in special sheet sizes Great Britain, for France, for Belgium and for Holland to 


have much larger armies, much stronger forces, if we are to 
if 
T 











with binding capacity up to 114’. Covers may be con- create a sufficient deterrent. It is our hope that we can 
. . ; S al build the united force of western Europe up to some 35 to 

structed with variable load capacity knife bac k OI constant 1 well-trained divisions, there will be sufficient force in 
western Europe to deter the Russians from moving westward 


load capacity box back which may be decorated. Covers, You cannot make an appeal to a police state on the basis 
. : Ss ee —— of Tolstoian love You cannot make an appeal to a police 

box backbone and inside poc kets can be decorate d through state on the ground that we don't wish to harm them, so 
ege,? . . ‘ . = ’ 7. please don’t touch us. An expansionist police state can be 

our facilities for printing, stamping, embossing, silk-screen- deterred primarily by force. That is a very hard and a very 


brutal lesson that we have learned, but it is true And it 


ing, spraying, rubbing, and coating. is oul hope that, if in the next two years we can build up 


I 
ufficient strength in western Europe including the presence 


For out-of-the-ordinary jobs that your customers may ol five American divisions, Russia will be deterred from 
. . . - marching es ar¢ ane é > l iave a least a vette 
require, just send sketch showing binder needed, and specify arching westward, and that we will } t lea better 


chance of peace than we otherwise would have 
In Asia things have gone badly. One should very frankly 


material and color, size, quantity, capacity and other per- 






















1idmit that They have gone badly in large part for two 

- . ’ sat} le will ote reasons: first, the Chinese Nationalist movement which took 

tinent iniormation. We vill Qu te power in 1927 under Chiang-Kai-Shek, unfortunately under- 

tly r catalog show! went an internal process of corruption and demoralizatior 

prom] l Our catalog sh ) ng which lost it the illegiance and support of a large sectio1 

let | : lar cov of the Chinese people and created a situation in which new 

° >I i P| yul CcOV- peo] : 

com} ‘ C ne ‘ regu ar and revolutionary movements, allied to communisn coulda H 

1 1 tal . T . » « y - — , i¢ = a) 
tT t > origine y1 > h take power! That was a great tragedy, and it enor ously - 
ers (the « ginal binder wit weakened the anti-communist forces of Asia ir 
*built-i Fac , sts : The second thing which has created difficulty has been the y' 
uilt-in fastener), lists this _creé : 
MR. DUO-TANG eb: vhite man’s imperialism or European imperialism in sout! fc 
says spe cial work, and mate and emeens Asia ae —~ en i Me — Cc 
eee states were ormerly controllec Vy angiane while Java ~ 
. , Cc 
' rials available are same Sumatra and thé rich islands about the m were contr ed by rs 
t costs no more - tne Wuten ne *rencn 1a ndo-China ane we had re . 
as samples for regular Philippines, so that south and southeast Asia was dominated 81 
to get the " by the white man and used in large part by the white mar g' 
b fit f binders. Write for your for his profit SE 
enetrtits o ' s 
copy today. rm 
: J This aroused a feeling p 

. : of resentmen the part the 
custom quality and orig- * ve ow and brown pec ple s which made then want t¢ tnrow te 

; ff white dominatior The domination of the white man was 
inal features. far more onerous and far more humiliating ir ts social w 
ispects than in any economic aspects Holland, it is true ys 
made itself wealthy out of the riches of Java and Sumatra PI 
Britain made money out of Malaya from rubber, tin, oil and «ec 
t i But what the people of these countries resented most er 

was the attitude of the white man that they were dirt under 

neath his feet This had led, particularly since the Japanes¢ 
shattered European power in this area, to explosive move 7 

ments leading in the direction of intense ationalisn Pe 

s i E e ple in these areas want to be free. They want to throw off 

200 So. Peoria Street, Chicago 7, Illinois white domination. We have led the way in freeing th 
Phil ines t was ir example which in a large measure — 
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Weary, dog-eared folder tabs are difficult to read — offer a quick and simple remedy—just slip a strip in- 
quickly become a nuisance to office personnel. to a typewriter... type the headings... and stick them 


Dennison new Reinforced Tab Labels ........ over the old folder tab. 





NEW! Reinforced File Folder Tab Labels 


Here’s what your customers should know about Dennison 
Reinforced File Folder Tab Labels: 


@ Make worn folders as good as new. 


@ Reinforce new folder tabs while labeling. 
@ Form a triple strength tab for long wear. 
@ Ready to use in easy-to-type strips. 

@ 8 colors for easy subject classification. 

@ Fit all 1 cut folders. 

@ No ridges to catch on papers. 


Advertisements now appearing in Office Management and 
Equipment and The Office are telling your customers about 
these labels 








PRINT-O-MATIC 


PRE-CUT 


STENCIL LIBRARY 


A New Service for 
PRINT-O-MATIC users 
and a new source 
of profit for you! 


Here’sa great new traffic-mak- 
ing and profit-making idea for 
you! And it’s a great service 
for your PRINT-O-MATIC 
customers. Sparkling, eye- 
catching designs and headlines 
are already cut in the post card 
size stencils...means they can 
get professional results and 
save time. Library is a hand- 
some, self-selling, self-storing 
metal display unit with actual 
printed samples from which 
to choose. 





















Write for details today. If 
you don't stock 

PRINT -O-MATIC—get the 
complete story on our 
emazing merchandise program. 


THE PRINT-O-MATIC CO., Inc. 


Merchandise Mart - Chicago 54, Ill. 








BANKERS & MERCHANTS, INC. 


Leader in the Marking Device field 
Makers of the famous 


Chrome Mount Rubber Stamps 
ANNOUNCE 


the opening of still another plant manufac- 
turing a complete line of Marking Devices to 
serve you better... at 


133 The Arcade 
Cleveland 14, Ohio 


Now offering outstanding services developed exclusively for 
Office Supply Dealers. 


@ Display Stands @ Window Decals 
@ Advertising Stuffers @ Self-Selling Catalogs 


Fast Service— Always! 


IN THE CLEVELAND AREA, FOR PROMPT SERVICE 
SEND YOUR ORDER TO 


B & M, INC. 


Affiliated with Bankers & Merchants, Inc 
133 THE ARCADE CLEVELAND 14, OHIO 
Phone CHerry 1-4354 
Write for complete Marking Device catalog No. 75—also our 
292-page catalog for distribution to our own customers. 


Ask for our Dealership Proposition. 
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SPARKLING CHROME 

i WITH 
“COLORFUL PLASTIC 
BARREL 


DUD =FAST 
POCKET STAPLER 


gift. 
counts and free dealer aids. 


» FASTENER CORPORATION 


858 Fletcher St. Chicago 14, Illinois 





Here is modern stapling convenience at 
its best. A beautiful pen-size stapler the 
business man can take with him. Perfect 
for desk use, too. Makes a distinctive 


Write today for information on dis- 





PROMPT SHIPMENT 








THE LOOSE-LEAF 


ELBE 
UNE BINDERS 
Since 1909 
* RING BINDERS * STORAGE BINDERS 
* “ZIPCASE” *x PRESSBOARD 


RING BINDERS FOLDERS 


* PRONG FASTENER * MAGAZINE 
BINDERS BINDERS 


a. - * PHONE ADDRESS 


BOOKS 
* SHEET HOLDERS annie nope, 
* POST BINDERS BOOKS 


ALSO :—Telephone Book Covers, Ledger Binders. Cor- 
poration Outfits, Ring Book Fillers and Indexes, Ledger 
Indexes, Screw Posts, Prong Fasteners and many other 
items. 





Write for Our Complete Catalog and 
New Price List #51-PL 


ELBE FILE & BINDER CO., Inc. 


FALL RIVER, MASS. 
New York Office & Showroom——200 Fifth Ave 
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RULERS @ TRIANGLES @ NAVIGATIONA RUMENT ENCILS @ PROTRACTORS @ OTHER DEVICE 


Flos llmpany 


; 


SPAR Te Geo , Cc ON WN 


SURL 


CARBON PAP 


SMU Sacked 


CAN BE USED 
TWICE AS LONG 


Your customers will appreciate your 
showing them how NEV-R-KURL still 
gives sharp clear impressions even after 
the inked surface has worn off from 
long, hard and continuous use. The 
reason is that every sheet of NEV-R- 
KURL carbon paper is fully inked and 
will continue to give good impressions 
long after the gloss is gone. NEV-R- 
KURL lasts 50 per cent longer because 
the finest quality paper is used, the best 
inks— discovered through years of re- 
search—and the plastic backing are 
bonded exactly right. Suggest that your 
prospects compare NEV-R-KURL with 
any other carbon. NEV-R-KURL cus- 
tomers repeat—a real profit-maker for 
any dealer. 

















PROCESS CO., INC. 
192 MILL ST., ROCHESTER, 14. N. Y 
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coca ere 


led the Britis India and Burma and Ceylon. Nothing 
he whole é tritain so became them as the man- 

er of thei: those countries. And largely due to 

American pre 7 we succeeded in forcing the Dutch out 

f Indonesia a ping the truly independent and nation- 
t gover be set up there 


These new nationalistic governments 
are weak. They still 
and suspicions of the white race, and 
issi s king a terrific appeal to the people of 
t that the western democracies are still 


eir ene é are still imperialistic and that these 
itive people tie up with the Russians. It was for- 
nat inde l n Indonesia we were able to get a gen- 
ely nat t vement which was not only non-com- 
nist but inist. But we have not been as lucky 
that Secause the French have not given 
that « int ymmunists have tarnished nationalism 
In Cl : e represented themselves to the Indo- 
~ pe eir defenders against the French im- 


gi China is much more difficult because 


ive ti being used by communist leaders 
t I erialism Because of this situation in 
l i i s Asia, the buttressing of freedom in the 
\ tic situ been extremely unfavorable. It was 
the light that we had to make our decision in 
s to wv ould do when the north Korean com- 
ts cr S¢ ‘th parallel and came south 


of questions raised about that. Ons 
\merican troops previously pulled out 


South K inswer is very clear to that. We got 
Sout K ise the South Koreans asked us to 

ge t l £ Korean government was afraid that if 
\ rica tre ed, they would be charged by their 
ni ists with being under the domina- 

Amel! t mvince their people that they were 

nt stand on their own, they asked us to 

The 1 Nations itself asked us to get out. And 


we did get out 


When we left, 
ned over to the Scuth Koreans equip- 
adequate for a defensive force, but 
good ffensive force. We gave them rifles 
gu some artillery up to and including 
MM it not 1. We did not give them tanks, we did 
t th we did not give them heavy artil- 
lery. Ons tl s why we did not do that was because 
ve were fra f we did equip them with tanks they 
vould start 1 the 38th parallel and become the ag- 
gressor and tl r would start in which they would take 


When the Nor reans, under Russian instigation, moved 
t Pr 1 a very difficult decision to make 
step r would he intervene? He knew that 
it would say: what concern is it to 
Stat t happens in South Korea? Why 
d Amer ’ die in a country so far away, in a 

1 I hicl re apparently so little concerned? 
But I think ild all ask ourselves what would have 
ppe l wv intervened. Suppose we had stood 
Not o1 1 South Korea have been over-run but 
> Wo! I ple would say that the Americans do 
nd 1} r friends, that aggression can win 
vithout even gle And the Russians would have 
r ed quicl ny of a dozen different directions and 
j n! You would have had the Chinese« 
inists eg ‘ t< Indo-China and taking over that 
Y< ‘ e had the Bulgarian and Rumanian 
sts 1 I either on Yugoslavia or on Greece 
I t Ger ild certainly have moved against West 
Ber We w e been compelled each time that these 
rise rose t i vhether we were going to stand aside 

ther w ne to resist 


Rut it would be a mistake, 
even when we restore Korea, 
er of Russian aggression had been 
re Tr} I will make strategic retreat from 
t t e, wit vithin themselves temporarily, but 
} ed that they cannot get away with 
sion ft ways be great danger from them 
vi I we cannot slacken in the cause 
States, regardless of party, whether 


Democrat publicans or Independents must take 

vy to our we are determined that the Rus- 

siar ice stat not spread further over the world by 
forces nd that termined to prevent it from spread- 
nt act with the other liberty-loving peo- 

vo! involve us in a third World War 


i t t we will face disintegration and 
tely be against the wall 


ee Votes 


Webster-Chicago ( ee oy 5610 W. Bloomingdale Ave., 





Chicago, Il. & Company and Shillinglaw, 
| ger & C New York N. Y are offering to in- 
t 15% ires of Webster “*hicago Corpora- 

a share The commen will use 

ds vy plant program and for additional 


ipit t zation, after this financing and 
" d of 57,807 shares, will consist 
$1 per common stock. The com- 
automatic record changers and 
as t wire New York Herald Tribune, Decem- 
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'51 Can Be Your Record 





1950 made Esterbrook the nation’s 
fastest selling desk pen. 1951 offers 
you even greater opportunities for 
stepping up your Esterbrook sales. 


You will have two powerful forces 

working for you. 

1. An all-out advertising drive in a 
long list of national magazines 
and business papers 

2. The natural sales-appeal of 
America’s most practical and best 
performing desk pens, which offer 
the world’s largest variety of 
point styles, and the widest range 
of designs and prices. 


Feature Esterbrook Desk Pens in 
your advertising and store displays 

and make ’51 the record year for 
your pen counter. 


THE ESTERBROOK PEN COMPANY, Camden, N. J. 
In Canada: The Brown Brothers, Lid., Toronto 


Gsterbrook 


DESK PENS 


By the Makers of ESTERBROOK FOUNTAIN PENS 
ESTERBROOK PUSH-PENCILS* ESTERBROOK STEEL PEN POINTS 
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36” wide, 48” 





PERMA 
CHAIR MATS 


Are Reversible 


Beveled Edges — Black, Brown, 
Green, Maroon, Grey 


shall 


to end of lip. 







sRuu 


Style 9649. 
48” wide, 54” 
to end of lip. 


(“Use only 

rubber 

 pomgennay 
on me. 


LIST PRICES EACH IN DOZEN LOTS 


LIBERAL 


DEALER DISCOUNT 


GEO. E. FOX & CO. 


SAMPLE ROOM. OFFICES AND FACTORY 


317 N. WELLS ST., CHICAGO 10, ILLINOIS 
OPPOSITE THE MERCHANDISE MART 











A SURE PROFIT-MAKER 
“DAWN-AIRE” 


Ulitra-violet FRESH AIR Generator 








ONE BULB UNIT 


Is Complete. 

No Servicing 
required. 

Is Portable. 

Yee per day to use. 
Fully guaranteed. 
| Bulb, List $8.95. 
2 Bulb, List $11.95. 


Freshens the Air and Keeps it Fresh! 
The use of DAWN-AIRE in an 


average room the equivalent of 
obtaining many fresh, clean air 
changes an hour It is as though 


you replaced the air it the room 
with sunshine irradiated air abou 


once every two or three minutes 


Destroys unwanted odor 


hibits formation of mold and mil 
dew Low cost electrica t 

no chemicals tl most effective 
method yet devised Plues into 


any 110 v. 60 « A.C. outlet ay 
signed espe ally for office home 


business and professiona Ise 
ON SALE by all leading depart 
ment stores fies equipment 
dealers and other 

Sure money-! ker W rite for 
literature better till. order a 


sample today 


MIDWEST NATURLITE CO. 


Also makers of the famous 


MIDCO Fluorescent Desk Lamps 


228 W. KINZIE ST., CHICAGO 10, ILL. 
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PATTERN FOR TOMORROW 


Fulton Lewis, Jr. 
Radio News Commentator, Washington, D. C. 


Address given at the recent NSOEA convention 


olders’ meeting of the nation, stockholders’ election, in 
which we decide the pattern for tomorrow—a vitally impor- 
tant thing, not only from the standpoint of the United 
States, and your business of tomorrow, but for the world 


We ARE engaged at the present time in our annual stock 
h 
t 


at laree It is vitally important because across the Atlantis 
s a tight little island where political philosophies are teet- 
ering in the balance As of a week ago, a test vote proved 
that the labor socialist government had just exactly six 
votes’ margin. A change of four votes to the conservative 


side means that they fall 

I ndoubtedly after our elections there will be a new elec- 
on in England and similarly what happens ir the 
Tnited States in trends of political philosophy, will have a 
rrofound effect on Europe and on the stabilizing of the 
world in general These election campaigns leading up to 
November 6, mean a great deal more than just what happens 
here in the United States 


t 
{ 
' 
’ 


Mr. Truman 

last Thursday in a news conference made the 
preposterous statement that this Slst Congress has been a 
wonderful Congress, has co-operated with him magnificently, 
and has given him virtually the entire legislative program 
he asked for That statement was reminiscent of some of 
the statements that were made in the last presidential cam- 
paign, in that it, too, did not even have a speaking acquaint- 
ance with fact I undertook in the four intervening days 
ince that statement was made, to have my office staff, go 
over the President's messages to Congress during the two 
years of the Slst Congress and make tabulations of the leg- 
islation that he requested and then make a tabulation of the 
legislation he got. He asked for 93 different pieces of legis- 
lation, including that which has been classed as emergency 
legislation passed during the Korean War. Congress gave 
him ten That is virtually, he says, his “entire legislative 
program.” Of the ten, one was the Economic Control] Bill in 
which the Congress choked down his throat twice as much 
as he wanted, One was the Tax bill in which it gave him 
exactly the opposite of what he asked for And in his state- 
ment the President made no mention whatsoever of the 
Mundt-Nixon-McCarran Bill which was passed overwhelm- 
ingly over his veto despite everything he could do to block 
it. For public consumption, I suppose the President's state- 
ment thas this was a great Congress and had given him 
everything he wanted, may have been smart politics. Fac- 
tually, there was exactly 10/93 per cent truth in it 


I want to discuss 
some of the problems that lie ahead of 

us; some of the things we face as the American people, as 
American business, as American society. They come from a 
reporter who has spent the last 27 years sitting on the side 
lines watching administrations come and go—and I have 
found that all who come, also go I am here not as a 
Republican, not as a Democrat. Is there anyone here who 
can explain to me how Claude Pepper of Florida and Glen 
Taylor of Idaho are members of the same political party 
with Harry Byrd of Virginia and Walter George of Georgia? 
[I would be interested in your explanation By the same 
token, if you can tell how Charlie Tobey of New Hampshire 
and Wayne Morse of Oregon are members of the same party 
with Robert Taft of Ohio and Styles Bridges, I would like 
the explanation, too. Of course the truth is that the best 
Republican in the United States is Harry Byrd, a Democrat 
from Virginia. And the best States Rights champion that I 
know in the Congress of the United States is Senator Robert 
A. Taft, Republican of Ohio, so I suggest that perhaps the 
idea of Republicans and Democrats is a little confused, a 
little muddled, a little unreasonable, a little illogical 

| would like to speak as an American speaking to other 
Americans and to pull no punches at all in telling you what 

Se¢ on the national scene. You have heard socialistic 
trends talked about very carelessly, you have heard charges 
that we are embarking upon socialized medicine and social- 
ized housing, or socialized education Those things all are 
true They are socialistic projects but I would call your 
attention to the fact that so far, none of them has gone 
through. They have failed to go through because despite 
division of Republican and Democrat in the Congress of the 
United States, 65 per cent of both Houses of Congress are 
zood, sound, solid, sane American citizens who have rejected 
those programs just as fast as they have been presented 


These threats 

of socialistic legislation ought to be ex- 
amined, ought to be looked at very carefully There is no 
danger of it going through even the next Congress, which 
we know already will at least be better t the extent of 
excluding one Senator Claude Pepper of Florida, which is a 
notable improvement, and one Frank Graham of North Caro- 
lina and one Glen Taylor of Idaho. There is little danger 
of any of the legislation going through any more than in 


this Congress I suggest to you very seriously, however 
that the motive behind these proposals demands very careful 
scrutiny. They are not the work of innocents; they are not 


the work of ignoramuses entirely. They are not accidents 
or happenstances Quite the contrary; they are the result 
of careful political intent; deliberation; a philosophy, of a 
line of thinking devoid of responsibility to tomorrow; com- 
plete lisdain for the damage that may be done, in order 
to encourage votes at the present time in order to keep the 
present incumbents in office 

Let me specifically call your attention to the Brannan 


Farm Program, proposed as a magic solution for all our 
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DICTATING MACHINES 


CLEARTONE 
CYLINDERS 


* 
WIRE SPOOLS 
- 
SUPPLIES 
. 
DISCS 
















GUARANTEED 
REBUILTS 


* 

LATE MODEL 
DICTAPHONES 
EDIPHONES 
AUDOGRAPHS 
SOUNDSCRIBERS 


AMERICAN DICTATING MACHINE CO., Inc. 


ESTABLISHED 1923 


65 MADISON AVE., NEW YORK 16, N. Y. 
Telephone MUrray Hill 4-3554 





_” WELCOME TO 
7 BOOTHS 106-107 
NOFA CONVENTION 
MARCH 3-4-5-6 
STEVENS HOTEL 
CHICAGO 


. 


Cramer POSTURE CHAIR CO., inc. 


1205 Cheriotte 
Konses City 6€, Missouri 







“A CHAIR FOR EVERY SEATED WORKER” 
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Webster's definition of the word “extensive” reads: 
“embracing a great number of objects.” 


And extensive is truly a brief but accurate description of 
the “U.S. Line” . . . because it includes every type of inked 
ribbon for all business machines and carbon papers for 
all purposes. 


Add to this extensiveness of product a range of dealer 
packages and imprints that round out an attractive and 
profitable line for you . . . and samples are yours for the 
asking! 


_~_Te-yTeyYeYrye-reryrryreyrvrrrrevrwvry»fwy Ty 
ll i i i i 


For Domestic & Export Trade 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 


ell 9 Wee 


Established 1°40 














Easy to Sell— Profitable to Handle 


F 





| 


| 


| 
i 
; 
: 
A ready seller 


with 10” eye 
guide at 


| 77 


TAX EXTRA 
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There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 





Attachments for copying from wider sheets 
15” extension eye guide $1.25 
20” extension eye guide $1.50 
For full particulars, discount, etc., write to 
RITE-LINE CORPORATION - 1075 [5th St., N. W., Washington 5, D. C. 


a te 3 ‘ See 
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WHOSE WEIGHTED “TITHING ROD” - 
ROUSED SLEEPY WORSHIPPERS WITH | do 
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THE NEW Péeeer IS HERE NOW! +t 

? —" — clud 

AS EFFICIENT AS A TITHING ROD The lamp of a thousand uses. - : = — 
Onl has the patented re and 

TO ASSURE ATTENTION ARE Y P > con! 


double-spring device for giv- oe 
GRAFFCO MAPTACKS ing finger tip flexibility. ont 
or GENERAL MODEL the 








MARKING IMPORTANT POINTS 
4 Light $1575 and 


ON STATISTICAL CHARTS AND MAPS. ) i Ar aA U.L. approved materials . . . BLicht $1405 20 p 
5 SS” bronze, grey and green oven- of 

‘ =) fired enamel finishes. i Tv 

ell DESK MODEL Fe , 

\\_._- Puts light where you want it, |?*!ent $2590 =a — 

Cc) \ home, industry or institution. ee 


< 
MAPTACKS EAS 1S watt fluorescent tubes packed , ae a 
in lamps, available extra. nr mee: oe er» 


and SIGNALS Standard Dealer Discount ac omy — 


inter 


FLEXO INTERNATIONAL CORPORATION enon 




















GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 
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Sales Increase n 
4 picke 
YOUR VOLUME fogs 
sioga 
is a ¢ 
nan p 
Dealers report that one of the simplest — 
methods found to increase sales and oa 
creas: 
rofits is selling “Sentry” safes. Ever City, 
P 8 a em TUBULAR Coin WRAPPERS i 
home and office needs protection against famil: 
i y : ’ 9 , ino, re . -? rover 
the twin threats of fire and theft. “Sentry” Stationers! Its your Line—Exclusively! age 
: a a That 
offers more and sells for 50 per cent less Steel-Strong” Products are sold through that ¢ 
than competitors. Expensive safe features Stationers and Office Supply Dealers only. Ye | 
found in “Sentry” safes are one-piece construction, resistance We have no retail salesmen to pirate your se 
to temperatures of 1700 degrees for one hour, recessed em- customers and cash in on your missionary given 
. . . . k ° and o1 
bossed dial and tamperproof combination. Dealer's Work, more 
. . . . 41 2 p 
mark-up margin is extraordinary. To increase your Write for liberal discounts and sales help on: those 
profits, sales and traffic, Coin Wrappers Lead Seals cy ty 
Bill Straps Seal Presses raisin, 
Coin Bags Teller’s Moisteners = ., g 
WRITE FOR DETAILS TODAY Currency Bags Manual Coin Counters my te 
Metal Class Bags Wrapper Cabinets Yeste 
eta asp Bags ipper i : 
FOR OVER Night Depository Bags Sorting Trays with : 
Linen Shipping Tags Coin Storage Trays f F 
BR AYE PUNNETT CO 20 Downey Change Trays Saeeel 
al YEARS physic 
SENTRY Out o1 
, 545 WEST AVE.- RO taker 
SAEES CHESTER 11, N. Y. THE C.L. DOWNEY CO., HANNIBAL, MO. Boas 
ment 
in the 
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you and I just never thought of it 
people who buy things at grocery 


\ t ; é cheap and the farmer who produces 
t get paid more for them. So, you just 


Mr. | pays the bill out of the Government 
e f he public and the farmer are the ones 
ney for Mr. Brannan to pay the dif- 

dawn on anybody. And the fact of 

hen you ask Mr. Brannan about it, he 

so. He will tell you that Mr. Truman 

iministration are taxing the rich man 

order to provide the money to make 

imer to pay less and the farmer to 

rse is the classic untruth of all Amer- 

graduated income tax was put into 

you have a doubt of what I say, let 

1 think will happen to the price 

when the corporation taxes are in- 


pur t pay the cost of this war. Do you 
hat t al tax will be taken out of the coffers, 
rve t xs of the Chrysler Motor Company? 
2 itt that the cost of Chrysler automobiles 


ff to cover the additional taxes? 

t ie of personal income taxes and of 
; partnership or any private cor- 
Phose t have to get on down to the consumer 


Be t place they can be paid and if they 
t each stage the wholesaler or retailer 

. it of business. Prices in his markup 

‘ iff make a profit, a profit that will in- 

‘ t the government Therefore, Mr 

Br s F is a deliberate lie; a deliberate 


re the consumer on the one hand 

ther hand, knowing as a matter of 

dbrick. The truth of it is that the 

the one hand and the consumer 

is paid for by the farmer and by 

y taken out of this pocketbook 

pt that Mr. Brannan takes about 
strative costs 


The socialized medicine 
program is essentially in the same 
t like the term socialized med- 
fact almost the identical program 


Br n effect and which has done British 
the gering and devastating harm in the 
Brit ne It was predicted exactly what 


Ewing cares not a whit for the 
of American men. He cares not a 
effect, the degrading effect, it will 

standards Oscar Ewing's one 
( is to be abie to use this as a 
neg e American people in the hope that 

I n it to re-elect the party of which 

ctions of 1950. As I say, there is 
igh in the coming Congress. But 
es On each new Congress makes 
from the old rules, certain little 
ertain little conditions here, there, 
we soon find ourselves in deeper 





W pe ed our American system on what 
f t It is a method of competition, based 
that if the individual is willing 
ten as his neighbor, he is entitled 
"I If he is willing to work twice 
titled to have twice as much in 
goods. But under the legislative 
the last four years—those things 
tence for the children that we are 
rrow 


“The cradle to the grave” 
was Mrs. Roosevelt’s term, 
Tokyo from an edict to the Com- 
to the grave” is not merely a 
shibboleth On the contrary it 
1 in that philosophy is the Bran- 
medicine program, the socialized 
cialized housing program The 
is of its architects is to increase 
ist as heavily as it can be in- 
Pendergast machine in Kansas 
il individual added to that pay- 
from that individual and his 
it these great expenditures by 
the services of government to 
neral welfare of the individual. 
of a whole cloth. The services 
the things that it purports to 
4 t t are taken away from the people 


. rd the ent to be able to give them. That 
an come from They must be 

itional produced wealth for any 

to be given back to the people, 


ed wealth in any one given year, 

ng taken—at the present time 

41 E 4 to support the Government. For 
tside, who are doing the work, 

ligging coal in the mines and 

I eat let us put it this way: we have 
on my farm, we have about 

That is the wealth that I and 

ed for this year off that land 

Y vy with a blue uniform came by 
tobacco to nearby Waldorf and 

salaries and provide the living 


\ er ployee s on the Government 
I ! that didn’t actually happen 
. Rut f that is exactly what happened 
Out ’ 1 grair 41 and a little more are 
, tax ! with the picture as it is with 


world and in the State Depart- 
for any reduction whatsoever 
es and as long as the present 
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Paper (ips 


fr) 


RMA! 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


FOAM RUBBER 
CHAIR CUSHIONS 


“Perfect r 
FEATURING 


GOODYEAR AIRFOAM 


IN 
De Luce 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


"0 | yr FOAM RUBBER 


CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber: 
having thousands of air cells 
that breathe with every move 

Colors: Brown, Green. Sizes: 
7” « 18°—I6" « I7"—14¥," 
x 15%". 

Write for New Illustrated Folder 

Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
OE SS TTT 


201 














For Paducing Mailing Costs 
New Dandy 
ENVELOPE SEALER 


Seals Up to 200 Envelopes a Minute 





Pays For Itself In Time and Money 
ANYONE CAN OPERATE 





SEALS PERFECTLY—NO EXCESS MOISTURE 
NO PARTS TO GET OUT OF ORDER 
PARTS MAY BE BOUGHT SEPARATELY 
DETACHABLE ENVELOPE RECEIVER 





LARGE OFFICES USE SEVERAL 
LIST PRICE $39.50 PLUS EXCISE TAX 








TAKE ADVANTAGE OF THE SERVICE AND THE SAVINGS 
OFFERED BY YOUR QUALIFIED WHOLESALER 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 GREENWICH ST. NEW YORK 8&8, N. Y. 














WALKIE—RECORDALL 


® ON THE SPOT ® 


BATTERY RECORDER 


THE ALL PURPOSE 
PORTABLE 
ELECTRONIC 
SECRETARY 


* 


Records interviews, con 
ferences, dictation, tele- 
phone conversation, sales 
training 















USED 


LAND 
SEA 


AIR 2 


Weighs only 
9 Ibs 


Records With 
Bag Closed 
Simply turn 
Concealed 
Knob 


Records reports whispered into the mike while on 

trains, planes or cars. 

50c worth of batteries will last 50 working hours 
Write for Descriptive Bulletin No. 95 


MILES REPRODUCER CO., INC. 


812 BROADWAY NEW YORK 3.N.Y 

















202 





idministration stays in power there will be no reduction in 
any of the side lines of government that aren’t military. 
Would it interest you to know that there is more by about 
20 per cent non-military civilian employment in the Gov- 
ernment right now that at the peak of World War II? So 
the picture—economically, business-wise and socially—is not 
a bright one. It bodes no good for you tomorrow, it bodes no 
good for me. We are very unhappy about it and we complain 
But we have no right to complain because it is our own 
fault. We have made the bed, we ought to be content to lie 
in it unless we are willing to do something about it. It is 
our fault because by passive acceptance, by acquiescence, we 
have allowed the thing to degenerate over the past 26 
years until by forfeit and default, we find ourselves as we 
are in at this moment. We have allowed pride to pass, we 
have allowed the baits to be dangled, we have heard a 
presidential candidate go right on through one whole politi- 
cal campaign and never answer one of the scores of mis- 
statements made by a President running for re-election 


Let me remind you 

of one particular instance, in his accept- 
ance speech in Philadelphia, Mr. Truman said that evil, 
wicked, 80th Congress had produced higher prices by insist- 
ing on repealing the OPA, despite every effort he could use 
to dissuade it He said he had even called them back in a 
special session to try to get that 80th Congress to continue 
price control but they were so unreasonable, so irresponsible, 
that they just let the whole thing slide and he had to ter- 
minate it What was the mis-statement about that? The 
OPA was terminated in June of 1946. The 80th Congress was 
not even elected until November, 1946,—five months after 
OPA went out. And yet that statement was allowed by the 
opposition to stand in the records, to stand in the memory of 
the American people and to this day, half of the United 
States seriously believe that the Republican 80th Congress 
killed OPA. 


These things are allowed 

to stand. They seemed to think 
this Mr. Truman was such a nice little guy that we shouldn't 
be rude to him. So, throughout an entire campaign one mis- 
Statement after another one was allowed to stand and that is 
one of the ways in which we made the bed, one of the rea- 
sons why we are responsible for exactly what exists at the 
present time. 

In closing, the one greatest of all the tragedies is that 
while for our own sufferings we have no one to blame but 
ourselves, let me leave with you the thought that we have 
really passed a totally unfair heritage out to the children 
that we brought into the world and who will take the load 
over from here For the last 15 years the only two years 
when he haven't had a national deficit were the two years 
of the 80th Republican Congress. Otherwise out of the 
last 20 years 18 of them have been operated on a deficit 
living on the fat of the land by the process of charging 
part of that fat to our children, who have to come along 
later and pay it off. Not only have we allowed our birthright 
of freedom, our birthright of initiative, of competition, our 
birthright of opportunity to achieve, perform and create 
not only have we allowed that to be sapped and frittered 
away but in the course of so doing we have placed a bill, a 
debt of $250 billion on our children and our grandchildren 
[ suggest that maybe, maybe something could be done about 
t if we would go to work. It doesn’t matter whether they 
are Republicans or Democrats—that is not the point. What 
we must do is to get down to grass roots—fight fire with 
fire, use a little intestinal fortitude on our own to see that 
the men who go to Congress next January are men and not 
rascals; that the theme of the Missouri Waltz which has 
been too long played gets changed to Battle Hymn of the 
Republic; that we try earnestly and sincerely in a great 
crusade to turn the tide of political thinking and political 
philosophy and political control of Government at least back 
in the direction of decency and fairness to the generations 


to come 








Bcstuses Opportuni fies 


Trade Literature Wanted by Jackson, Miss., Firm -E. B. Pritchett, 
yperating an office equipment and supplies firm at 312 Broad st., Jackson 
Miss., desires to receive trade catalogs and price lists 





Goes Lithographing Lists New Prices 


In a statement to the trade regarding new prices on 
certificates, bordered blanks and bond blanks, Goes 
Lithographing Company, Chicago, announces: “Paper 
prices and other costs have been increasing so rapidly 
and so precipitously of late that we now have no alter- 
native than to increase our certificate, bordered blank 
and bond blank prices approximately 10 per cent, 
effective on all orders post marked after January 13, 
1951. 

“Our policy on price increases has been a very con- 
servative one. Wherever possible in the past we have 
overcome rising costs by increasing the size of our 
editions. But we have now reached the point where 
this policy simply will not overcome recent cost in- 
creases. 
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SELECT =: 





-Q-LINE 


the new covvenaaaiiy 


| 
| 


loaded with Sales Features 








a 


touch 


Only SELECT-A-LINE has... 


Fingertip Copy Aligning 

Handles Any Size Spacing 

Any Length Copy 

Reversible 

Visibi ity down to last % inch of copy sheet. 
Horizontal or Vertical Copy 
Lightweight, Compact . . 
3%""x!/,". Fits into any desk drawer. 
your grey finish 


line WRITE TODAY FOR COMPLETE INFORMATION 





Just 


lever 


up ‘ . 
. overall dimensions 


COMES Beautiful 





Adki: sins & Keenan Company 
225 Columbia Bidg. Cleveland 15, Ohio 











CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAR 
$1.25 FOR 
10°x10" PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
all from Eva-Press and 
have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 







e 110 VOLTS A.C. $700 

* 220 VOLTS A.C. $765 

¢ PLATENS 11“x13” 

¢ INSIDE CHASE 10°x12” 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 





















OFFICE APPLIANCES, 


1-HOLE 
PAPER 
PUNCH 


By the makers of the 
popular CLIX three 
hole ring binder 
punch 


punch for individuals, home, 
. Light pressure of thumb punches 
clean 14" hole instantly in paper, light cardboard, 
etc. Ideal for punching tickets, tags, restaurant 
checks. Slips handily into pocket, brief case, desk 
drawer. Precision construction, sturdy, trouble-free. 
24 in counter display carton. 50 cents list. 


The personal paper 


office and industry 


Order from your Wholesaler 


MODEL 100 Punches \(" hole, 
4," from binding edge 










NEW ENGLAND PAPER PUNCH CO. 


NATICK, MASSACHUSETTS PAPER PUNCH | 


WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST., SAN FRANCISCO 2 





February, 1951 


| SMALL SPACES!” 


—i 
Wai ia ae 


AS reum 
INCORPORATED Cy 4 
' v 


W M. 


& COMPANY 
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THREE QUARTERS OF A CENTURY’S SERVICE 

















TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


BROWN 
GREEN 
MAROON 
BLACK 
GREY 


PROMPT 
SHIPMENTS 








CLIPBOARDS 
FIVE SIZES 
No. 120—6"'x9" 
No.. 121—6!/n""xi 1" 
No. 122—9''x12!/."" 
No. 123—9''x15'/2" 
No. 124—9''x!7 


' CIRCULAR—PRICES 
UPON REQUEST 








, INC. 


BRANCH ST * aT. fies 7. MO 






More Sales Features— 





More Sales 


Led by architects and office planners 
the trend is to Office Valet wardrobe 
* equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps “in press,” helps 
employee morale, saves floor space, fits 
in anywhere, ends locker room evils. 


Widely advertised in general busi- 
ness, institutional and trade magazines 
this line offers an almost unlimited op- 
portunity for profitable sales to offices, 
factories, schools and institutions. 


Write for = 
Bulletin OV13 





VOGEL - PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 
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THE,COMPLETE LINE 
INSURES MORE SALES 


PROFITS come from SALES 


Increase your sales and profits by adding to 
your fast selling Ideal System Line. This un- 
excelled line of Simplified Bookkeeping and 

» Tax Records with its many exclusive fea. 

7 tures, now includes Daily Sales and Income 
Distribution Records, Simplified Weekly Sys- 
tems, Appointment Books, Guest Register, 
Order Records, Household and Persona! Bud. 
set Books and many others that are found to 
be fast sellers. 


IDEAL ENJOYS YEAR-ROUND SALES 


Because Ideal Systems can be started any time 
of the year, are simple and easy to keep and 
require no bookkeeping experience, you will 
enjoy year-round sales. 


PRICES: 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 


Liberal Discounts 


FOR EVERY BUSINESS, 
PROFESSION, HOME, 


FARM AND RANCH... 


Write today for catalog and select the books 
best suited for your trade 
immediate delivery from 
LOS ANGELES or NEW YORK 
and wholesale stationers in many cities 


wancractoaras The IDE AL SYSTEM (ompan) 


Over 25 11 of Notion-Wide Service 


346 SO. FLOWER ST., LOS ANGELES 17, CALIF 6 CHURCH ST, NEW YORK 6. N.Y 














La Salle smoxers 


ASH TRAYS and COSTUMERS 


Open type Smokers with glass liners 
Snuffer type All-Metal Smokers 


Prompt Delivery assured through 
first quarter of 1951. 





See Them March 4-5-6 
BOOTH 143 


N.O.F.A. CONVENTION 
HOTEL STEVENS, CHICAGO 


NEW 320 SMOKER 


A Emptied and cleaned in a few 
seconds. To remove ash recep- 
tacle merely lift top ring. 























A Simple mechanism guaranteed for 
life of smoker. 

A Oversize receptacle—all metal— 
nothing to break. 

A Eliminates foul odors and fire 
hazards. 

A Heavily weighted base prevents 
tipping. 

& 


Four beautiful lasting finishes. 
Bright or Satin Chrome 

Duranite English Bronze 

Statuary Bronze Plated 

A Individually boxed, assembled 
ready for use. 


Write for complete catalog 





NO. 320 SMOKER 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 








OFFICE APPLIANCES, February, 1951 








up | 
pen 
suck 
and 
are 

avai 


Pha 


OF 


ill 





5] 






























































ne cL 
































C-THRU RULER COMPANY, 827 WINDSOR ST., HART- 
FORD, CONN.—An eye-catching junior display mounted 
with nine popular, fast-selling items is now being offered by 
the company. The display and the items are available with an 








order for a supporting C-Thru stock of $20 list value. Attrac- 
tively printed in two colors, the 13x20-inch display takes up 
little counter space. It is backed with an easel and comes with 
items already mounted. Items featured include a protractor 
ruler, three styles of six-inch rulers, a 12-inch ruler, a semi- 
circular and circular protractor, a calibrated 45° triangle and a 
calibrated 30°-60° triangle. For complete information, inquiries 
should be addressed to the firm at the above address. 


COMMERCIAL CONTROLS CORPORATION, ONE 
LEIGHTON AVE., ROCHESTER 2, N. Y.—A new four-color 
folder has been prepared for the firm’s sales force, presented 
early in January. This complete brochure fully illustrates and 
describes the line of parcel post, all-purpose and letter sales 
and is offered free of charge to those who write the corporation 
at the above address 


JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 
3, N. J.—A new line of colorful point-of-purchase display boxes 
for the firm’s Phano, Best and Anadel colored drawing pencils 
is now available. The attractive, compact, self-service boxes tilt 





up to attract the buyer’s eye and invite impulse purchases. Phano 
pencils are made exclusively for working on a smooth surface 
such as glass; Best pencils are made for rendering broad strokes 
and bold masses and Anadel soluble colored drawing pencils 
are for fine lines. figures and watercoler techniques. Pencils are 
available in one-half gross display cartons of six popular colors: 
Phano, No. 85, Best, No. 359 and Anadel, No. 1999. Further 
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@ KEYSTONE 


PEERLESS $ 





CARD INDEX 
CABINETS 








Made for the housing of index 
cards from 3x5 to 6x9. These files are 
in particular demand at this time 
of year. All finishes are available. 


PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Aves. Philadelphia 11, Pa. 














put it on the counter!” 


That's what 
you'll say 
when you 

unpack your 

shipment of 


MIM-E-O 
ALL-STEEL 


STATIONERY 
RACKS 


As soon as you see one of these Mim-E-O Stationery Racks, 
you will immediately see the opportunity for fast sales. 
Wide usage — for Home — Office — Factory. Adaptable — 
hangs on wall, stands upright, lies flat on desk or fits in 
desk drawer. 


ONLY 75 LIST—LESS DEALER DISCOUNT 


10'2” high, 11'2” wide, 4” deep. Weight 4/2 lbs. 4 compartments. 
Finish—gray hammerloid baked enamel. Secure rubber feet on bottom 
and back. Packed: 6 to a carton. 


ORDER A MIM-E-O STENCIL FILES CO 
CARTON 2821 BELMONT AVE 


TODAY 





ad 
Jer 
‘ 
% 
: 


CHICAGO 18, ILLINOIS 
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THE HIT OF THE DECADE! 


RAPID DRY 


DUPLICATING INK 


by 


THE DUPLICATING INK 


THAT GIVES PEPEECT 
RESULTS 


Available in 
Four Colors 
e Red e Blue ¢ Black 


e Green 





WRITE FOR CATALOGUE 





sin a 

INK SPECIALTIES 
COMPANY, INCORPORATED 

523 North Halsted Street, Chicago 22, Ill. 













PRODUCTS 
BY 


WY 











BEST BUY in Hand Numbering Machines Today! 


o*1 







MODEL 


5 Movements 110 
5 Wheels 
e e 
Consecutive 
Duplicate s] 6. 
Triplicate LIST 
Quadruplicate . 
Repeat 
Liberal 
Trade 
ALL IN Discounts 
ONE e 
MACHINE 
Write for 
New 
fe Folder 
2 
ALL ¥ Order NOW 
Steel en ‘iain 
Construction Delivery 





AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES... BROOKLYN 8. N.Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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information may be obtained by writing to the company at the 
above address. é 


GUARDSMAN SAFE COMPANY, LA PORTE, IND.— 
The firm’s new Catalog No. 17 containing 46 pages is now 
being offered to dealers. Indexed pages include the following 
classifications: bank equipment, price lists, ‘“‘Flame-Guard,” 
fire safes, vault doors and money chests. Comprehensive de- 
scriptions are enhanced with illustrative material. The No. 17 
catalog also includes new pages on bank equipment, a page 
for illustrating safe equipment on submitting quotations and 
a page containing verses on safes by Mrs. John Robertson. The 
firm is still able to make reasonable delivery om most of the 
items listed in the catalog. Further inquiries should be ad- 
dressed to the company at the above address. 


HART MANUFACTURING COMPANY, 2500 ENDI- 
COTT ST., ST. PAUL 4, MINN.—New punched pages to be 
inserted into the Hart catalog are now available to dealers. 
Printed on one side of the paper each of the three pages con- 
tains photograrhic illustrations as well as extensive descrip- 
tions. One page is devoted to the Hart drawing scope, another 
to the new Model 149-HB Hart mimeograph and the last to 
the Model HM-249 mimeograph. A black, white and mustard 
mailing piece describes the Model HM 49 B mimeograph as 
well as the drawing scope. Further information is available 
from the company at the above address. 


L. HYMAN & SONS, 102 PRINCE ST., NEW YORK 
12, N. Y.—The firm now has available Wrenn’s mosaic pearl 
gray blotting made especially for use with gray desks. Also 
being offered is the Wrenn Showblott display case which comes 
fully stocked with 250 blotters in the basket weave or mosaic 





finish. Five shelves, each with a capacity of 50 desk blotters, 
allows a choice of five colors from the 12 that are made. A 
sample swatch on top of the cabinet is enclosed in glass. The 
unit measures 11% inches in height at the rear, 10% inches 
at the front, 2015/18 wide and 25 inches deep. Further 
information may be obtained by writing to L. Hyman & Sons 
and the above address. 


KISCO COMPANY, INC., 2400-40 DeKALB ST., ST. 
LOUIS 4, MO.—A feature of the Kisco 1951 advertising pro- 
gram is the free brochure entitled “Bouquets of Profits.” Full 

















of helpful sales ideas the brochure is available to dealers upon 
request. Also available to dealers without cost is the firm's 
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OF 


GUIDES AND FOLDERS 














ee Giekee Remon @: 
AND PRINTED STOCK FORMS 


For more than 25 yeu 


our wares through the 
W rite for our Illustrated Pr 
Vanuf 


SUSPEND-O-FOLDERS ae FILING SUPPLIES 
wr lise) Sel lele) Oa TJ -ti ha i:mn Beelet use! a. k 


> 


ADVANCo 
ADVANCO PRODUCTS 


Division of Adva 


148 West 24th Street, New York 11, N.Y 
Telephone CHelsea 3-1276 

















Jhe New 


JAM) 


‘"THE MACHINE TO COUNT ON" 











DEALERSHIPS 
AVAILABLE 


ADDS e« SUBTRACTS e MULTIPLIES 


dual purpose operating keys—Non-add and electric correction keys 
Ne 1 £ 


lle strok Rubber cushioned mechanism and fast unidi- 
ectional mai for long life, speedy and quiet operation— 
Quick and ea rs through simplified assembly in sections 


Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 
210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 
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UNMATCHED CONVENIENCE 


Brings You QUICK PROFITS 


INGENTO 


QUALITY TRIMMER 


@ Single-Control 
PAPER GUIDE 


speeds up trimming 
@ large number of 
sheets to one size. 
Easy to set. Nothing 
to get out of order! 





e Tempered 
Tool Steel 
Cutting Edges 






@ Strong 


Tension Spring 
holds blades ether 
only at point cut- 
ting. No ragged 
edges! 


When your customer operates the Ingento, he sees in- 
stantly what a time-saver this modern trimming board 
can be. It trims sheet after sheet with perfect accuracy! 
. .. Smartly styled, with handle and spring assembly 
beautifully gold-lacquered, the Ingento is as “sharp” in 
appearance as in cutting. Sizes 6, 8, 10, 12, 15, 18, 24 
and 30 inches. See your jobber or write for details. 
Dept. 20A. 


IDEAL SCHOOL SUPPLY CO. 
8318 Birkhoff Ave., Chicago 20, Ill. 








THE POINTED END 
IS THE TYPIST’S FRIEND 


Siflaisdesf 


KLENZO 


PAPER ER 
WRAPPED ER 
BLAISDELL PENCIL CO BETHAYRES. PA 
At ail Stationers or write on your letterhead for Free Sample 
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Ame - OF Ty 


MUSCATINE, IOWA 


ORDER YOUR SEASON’S NEEDS 
OF H-O-N ALUMINUM CARD FILES NOW! 


The complete line of H-O-N aluminum card files is avail- 
able for prompt delivery. Our supply of aluminum is ade- 
quate to meet all normal requirements. The handsome 
appearance and excellent ename! 
finish of H-O-N files will add to 
— i rofit and please your custom- 
he Home-O-Nize Co., Mus- 
ae Iowa. 


3x5 AND 4x6 
ALUMINUM 
CARD FILES 











CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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| The Binding of 
OFFICE RECORDS 


























—at its Simplest and Best 
with 








ACCO FASTENERS 


ACCO PRODUCTS, Inc. 
OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Limited, Toronto 



































oa SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
~ Nationally Advertised 


. \ 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 
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Equi 
deals 
Sam; 
stenc 
easily 
be se 


30x22-inch, three-color newsprint broadside bearing the dealer’s 
imprint. Requests should be directed to the company at the 
above address. 


INTASCO CORPORATION, 3021 CARROLL AVE., CHI. 
CAGO 12, ILL.—Introducing the new Norfield posting tray, 
Intasco has prepared an attractive brochure which describes 
the product as one that takes cards of different widths, is light 
and convenient to handle and provides maximum security to 
the contents. Complete specifications augment the illustrations 
and a price list accompanies the brochure. 


MINNESOTA MINING & MANUFACTURING COM- 
PANY, 900 FAUQUIER ST., ST. PAUL 6, MINN.—A new 
cellophane tape display cabinet featuring a built-in dispenser 
for the store’s own use was recently made available by the firm. 
Designated “Deal E,” the new all-wood red and yellow cabinet 
displays a larger assortment of Scotch brand cellophane tape 





resale rolls and dispensers than any other previously offered. 
The built-in dispenser provides a direct tie-in with the sale of 
retail rolls and dispensers. The unit occupies 16x9 inches of 
counter space and includes 1042 dozen rolls of cellophane tape 
on utility dispensers or in cans in addition to 12 plastic hand 
dispensers and two metal desk dispensers. Cabinet “Deal E” is 
shipped complete with resale rolls of tape, dispensers and one 
large roll of transparent cellophane tape for the built-in dis- 
penser. Inquiries should be addressed to the company at the 


a bov e address. 


PRINT-O-MATIC COMPANY, INC., MERCHANDISE 
MART, CHICAGO, ILL.—In line with the firm’s policy of 
providing point-of-purchase material, an attractive display 
rack containing pre-cut stencils (see announcement in the New 


FOR USE WITH THE 
‘a PRINT 0 MA Ti¢ 


P Preval Siew Library 





Equipment section) is now being offered to Print-O-Matic 
dealers. The display holds 360 stencils of 30 different designs. 
Sample post cards showing the application of each pre-cut 
stencil are accessible at the front of the display where they can 
easily be reached by the prospect. Additional information may 
be secured by addressing the company. 


THE REYBURN MANUFACTURING COMPANY, INC., 
16TH ST. & INDIANA AVE., PHILADELPHIA 32, PA.— 
A new addition to the Reyburn line is the attractive point-of- 
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DESK PADS DESK SETS 





FEATURING ALL COLORS OF TOP GRAIN COWHIDE 
LEATHER to match UPHOLSTERED FURNITURE 


COMPLETE LINE OF FAST SELLING ITEMS ] 
at Booth 84 N.O.F.A. Convention Exhibit 
March 4-5-6, Hotel Stevens, Chicago, Iilinois | 


ILLUSTRATED IS NO. 1050 EXECUTIVE SERIES OPEN STOCK, 
Matched Leather Desk Appointments, representing the finest in 
workmanship and materials, hand tooled in 24 Kt. GOLD. 








o's 


WRITE FOR COMPLETE, ILLUSTRATED CATALOG. 


Gift Craft Leather Co. 


350 LIVINGSTON ST. + BROOKLYN 17, N. Y. 


























SHEET PROTECTORS 


For 2 and 3-ring 
BINDERS 








JOHN DOES COMPANY” 
= 


werewny Ana 





They have 
METAL EYELETS 
—an exclusive 
Amfile feature. 





They glamorize pro- 
posals, price lists, 
testimonial letters, any 
letter-size material. 
Keep contents from be- 
coming dirty and hold 
it flat. Easy to clean 
by wiping with a cloth. 
Each Amfile Sheet Protector comes with a black mount, all 
punched to fit binders. A regulation one-inch ring binder accom- 
modates up to 25 of these sheet protectors. 








Packed 25 to a box, 125 to shipping carton. 


No. 1780 with metal eyelets; No. 1781 without 
Write for prices and dealer discounts 


AMBERG FILE & INDEX CO. '®%, Preps Sint: “oneeisss 
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ee 
Masonite Floor — 


IMMEDIATE 
DELIVERY! 


COLORS 
MAROON, TAN, GREEN 


MINIMUM ORDER 
OF SIX MATS 


F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNTS 
IN LARGE LOTS 


Size 36” x 48” 
Size 48” x 54” 


Complete Display of Office Equipment 
for Dealers and Decorators 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
7 EAST 46TH STREET NEW YORK 17, N. Y. 


EL dorado 5-7177 
FLORIDA REPRESENTATIVE 
H. |. BLANK, 70 Northeast 2nd St., Miami, Florida 








LIST PRICE $ 7.00 
LIST PRICE $10.00 





























fel Presen ting... 


NEW FRITZ-CROSS CHAIR NO. 410 


Features include foam 
rubber seat cushion, 
new 144” O.D. tubular 
base, ball bearing cast- 
ers as well as Fritz- 
Cross easy-3-way pos- 
ture adjustments. 
Available in a smart 
range of colors and up- 
holstery materials. A 
worthy member of a 
chair line that builds 
sales and profits in any 
competition. 


The kritt-Cross Company 


300 East Fourth Street 











No. 410 


St. Paul 1, Minnesota 











210 





purchase counter display of special occasion gift seals. Meas. 
uring 11%4x6'%2 inches, the display box is covered in silver 
paper and the display card is printed in red, blue and silver 





to attract consumer attention. Containing 60 boxes of colorful 
embossed gift seals for special occasions, the assortment offers 
the consumer a wide selection for decorating gift packages, 
invitations, tally cards and so forth. The assortment is num- 
bered E-100. Inquiries should be addressed to the firm at the 
above address. 





Rem-Rand Moves in Kansas City 

Remington Rand, Inc., plans to move by March 1 to 
a new location at 1901 Baltimore Ave., Kansas City, Mo. 
They have occupied space in the building at 917 Wyan- 
dotte since 1919. 

In making the shift of its facilities, D. O. Modeer, 
manager of the Kansas City branch, disclosed that two 
new departments will be created at the new location. 
The first will be a film processing department which 
will develop and process microfilms of various types 
of records. The film department is entirely new with 
the firm’s Kansas City branch. It will handle film 
processing from the middlewest area which probably 
will include Missouri, Kansas, Oklahoma, Colorado 
and Nebraska. A business service department which 
will handle such ventures as iarge-scale dividend pay- 
ments and refunds is the second new department to 
be initiated, Mr. Modeer said. 

The total floor area in the new location is about 
19,000 square feet. The branch office now has 80 em- 
ployees which it expects to increase to 100 when the 
move is made.—WLF 





Fire Destroys George E. Fox Warehouse 


A disastrous fire on January 10 completely levelled 
the almost block-long office and warehouse of George 
E. Fox & Company at 324 N. La Salle St., Chicago, Ill. 
Although all the stock was destroyed of the 60 tenants 
in the building, the fire has not had the effect of even 
temporarily driving George E. Fox out of business. 

Deliveries on all existing orders are being promised 
within 30 days. The firm went into production on new 
stock only a few days after the fire. A new factory 
building already has been purchased and suppliers 
have responded to an emergency call by rushing fresh 
supplies to the firm. 

The lives of numerous women 
bindery department undoubtedly were saved by the 
presence of mind of President George E. Fox who 
personally escorted them to safety down a fire escape 
from the fourth floor. 


employees in the 





New Drive-in Service for Dealers 

The office machine dealers in the Los Angeles terri- 
tory now have an ultra-modern drive-in supply center 
for office machine platens and equipment, it was an- 
nounced by the Ames Supply Company. The Los An- 
geles branch of the firm, formerly at 417 Wall St., is 
now located away from the congested area of the 
city at 777-779 East Pico Blvd. for the convenience of 
customers. 
1951 
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There’s 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 
re) 

Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’ wide 
18’ deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 


all set up ready to go. 


Available in baked 
enamel of olive green, office gray or brown and 
weighs 100 Ibs 

Truly merchandise of great quality and priced to 


meet market trends. Write 


MIDWEST METAL MANUFACTURING Co. 





1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 











Joslin Eclipse 


PRECISION TIME STAMP 


FOUR STAR 
SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


*% Jeweled Balance 
Clock Movement 


% Patented Universal 
Joint Absorbs Shock 


% One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


1. D. JOSLLN wre. company 


MANISTEE MICHIGAN 
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Furtton MARKING DEVICES 


have the quality that 
builds repeat business 
Carry a full line of these deluxe items 
Prompt Shipment of 
Service and Fulton Daters 
and Numberers 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad 
and Ink 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 


Complete line of Crown Self-Inkers, Daters & Numberers 








Write for Catalog 


Fallon, Marking 
Equipment (o. 


Elizabeth 1, N. J. 


RO, 


MASTER 


MADE 
CASTERS 


There is not the slightest 
doubt that here is 
Quality .. . produced 
efficiently to permit a 
lower cost to you and to 








82 Fulton Street 











HERE'S 


FOR YOU... 


thru greater sales 
and better performance 
with 





your customer. Make sure, 
then, of complete satisfac- 
tion . . . keep your shelves 
well stocked—and your 
customers well supplied. 
ORDER NOW! For prompt 
delivery, send orders di- 
rect to factory. 


MASTER MANUFACTURING CO. 
1676 East 28th St. . Lorain, Ohio 
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Top Quality ° Non-Suspension 


STEEL FILING CABINETS 





AVAILABLE IN ALL SIZES 


Heavy gauge steel . . . Ball-Bearing Rollers . . . Quality Hard- 
ware . .. Olive Green or Modern Gray Baked Enamel finishes 
. . « Individually packed in Sturdy Cushioned Cartons 


CATALOG AND PRICE LIST ON REQUEST 


Keystone Sree. Equipment Go., Ine. 


15 Lombard St. Phila. 47, Pa. 











your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 















edent with the 
£ a dealer file 
plete line of 


We have broken all prec 
manufacture and production © 
and display unit to handle a com 


LEARTYPE MAPS. 
4 Ask for details about how we install this 


ynit, help you to advertise and bring PROFITS 
to YOU. ; 












Reply Dept. A-! 


AMERICAN MAP COMPANY, INC. 
16 East 42 St. NY. 17, NY. 

















CASH IN NOW 
ON TRANSFER TIME 


Order Today NO. 1-R LETTER SIZE $85 


. with Rollers 


LisT—tess regular 
trade discount 


Shipments 
Still Prompt 









MAYFAIR 


DELUXE 
Write for Catalog of Complete Line 

Card Files Letter Trays Stationery Racks 
Cash Boxes Personal Files Steel Box Files 
Desk Dr. Inserts Post Binders Transfer Cases 
Desks Ring Binders Typewriter Tables 
File Stools Smokers Vertical Files 
Lamps, Desk Sorting Trays Waste Baskets 


THE MAYFAIR CO. 


Mfrs. of famous JET-50 Desk Lamps 
315 N. DESPLAINES ST. CHICAGO 6, ILL. 








THAT ADDOMETER 
ADDING MACHINES 





@ There’s logic plus proof 
behind Addometer’s sales appeal. 
Addometer fills a definite need for a portable low- 
cost adding machine among accountants, small and 
large businesses, professional men, retailers, service 
stations, farmers, architects, and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as sveedily and efficiently as many 
big, expensive adding machines—yet costs only 
$12.95! It has exclusive features which no other 
machine offers. 


FREE display stand with every 

order of 6 or more Addometers a 

get started with this special offer 

today! Write Dept. A-2 —= 

Reliable Typewriter & Adding Machine Company 
303 W. Monroe Street « Chicago 6, Illinois 
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new stylographic pen .. And Mac- 
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y the stocks in various books and stationery 
ed cards of the present time are more in 
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ness of H. S. Crocker 


000. This company succeeded to the busi- 


DF 


jown of 


cr 


Co. ... The Boston Stationers Association 
elected: president, Edwin W. Gay; first 
E. Clark; second vice-president, Samuel 
Hope; secretary, A. L. Delesdernier; 


ng, H. S. Foster . . . (From files of the 


1901, WHEN: 


ind his wife who had stolen a quantity 

n the stationery store of Charles F. Stott, 
F. E. Granger, Aberdeen, S. D., applied 
» to be attached to typewriters, “‘which 
the shift key while striking a 
when down, remains until the 
when it automatically shifts back to the 
The Parker Pen Company of Janesville, 
month for the “Lucky Curves” ...A 
stores was the Tengwall loose leaf 


ft key, 


1th came to Hezekiah Bushnell, an older 
ell of the Alvak Bushnell Company, Phila- 


files of the American Stationer). 


1911, WHEN: 


ble Typewriter Company, Pittsburgh, Pa., 
rd No. 11 model with its shift of the basket 


t. 


rcters . 


. . The Monarch Typewriter Com- 
t it claimed was the largest typewriter 


r the Chicago Telephone Company it was 
nch carriage, taking paper of that width. 


7 characters ... Dates of the next meet- 


Association of Stationers and Manufacturers 


t Buffalo, N. Y. . . Two well known 


rshall H. and Dwight Jackson, announced 
tnership under the firm name of Dwight & 


niversary ... J. W., E. 


Clark St., Chicago . . . (From files of 


1921, WHEN: 


seeded the late Lawrence Williams as 
Typewriter Company . The Thorp & 
itfitters and stationers of Boston, Mass., 
J]. and Walt 


they had disposed of their interests in the 


‘ompany of Belleville, lll. . . . The sixth 


the Illinois Stationers & Book Sellers Asso- 


5 at Rock Island, Ill. . . . Chester H. 
nager for the National Blank Book Com- 
The office appliances industry mourned 
Hall, secretary and general manager 
mpany of Chicag¢ From files of 
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3500 OAKTON ST. 









The HE-MAN 
LOUNGE CHAIR 


Ehrlich design 
No. 440 


Here is another in the EHRLICH 
Series of VALUE Furniture in Gen- 
vine Top Grain Leathers . . . designed for relaxing comfort 
during or after a hard day’s work for the Tired Business Man 

. a Lounge Chair in the true sense of the word . . . Priced 
Right and Made Right to insure fast turnover. It’s a Chair that 
will sell on sighting and seating. 


Write for Illustrations and Dealer's Price List of entire EHRLICH Line. 





GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Front Avenue NW 


Grand Rapids 4, Mich 





efi? 


@ A Glass Smooth Plastic Fibre Board 
® Vice-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 


Stock Stock 

No. Size No. Size 
200 6%”"x11” 205 9” xl5%” 
203 sr 206 * meee 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 
Write for descriptive circular and tatest price tist, 


» 


WoovDaALt [NDUSTRIES |N¢ 


Chicage Telephone CO 77-2600 


SKOKIE, ILL. 
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GRAPHIC 
GELATINE 
ROLLS 


for | 
DOMESTIC 


and 


EXPORT 
Trade 








In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK 13, N. Y. 





200 HUDSON ST. 

















now available... 


GUARDSMAN 


CATALOG 


010 


Showing the Complete Line of GUARDSMAN 
Safes and Chests— 


FIRE SAFES 


Indexed = \AONEY CHESTS 
INSULATED FILES 


for your 
C ; VAULT DOORS 
OnvenienHcCe BANK EQUIPMENT 


Reasonable delivery assured on many 
GUARDSMAN products. 


White today 


for your new GUARDSMAN CATALOG No. 17 


VARDSMAN SAFE COMPANY 


John Robertson 





La Porte, Indiana 
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TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
@nd 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN . ge 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


ay TYPEWRITER COMPANY, INC. 


NEW YORK 13, N. Y 


300 New :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 





if you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 


The Office Appliance Company 


600 W. Jacksen Bivd. Chicage 6, U.S. A. 
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performance 
THE BENTSON 


“‘Gop-F late 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 


lf you haven't received your con- 
venient file folder of BENTSON 
catalogs, write for it today. 


“The Line of Most Assistance” 


‘(6he BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 








Boost Sales with Cram’s 
Self-Serve Display Stand 





“A honey”—"lIt fits’—"It belongs”’—"“A credit to any store”— 
“Modern and u ‘Bibs. 'S —say Cram Distributors. 

Stand weighs 32 Ibs nw | enough to be pushed or pulled 
while loaded. Floor space 49 x 17 inches, shipped assembled. 
Write for details on how you may get a Cram’s Globe Display 


THE GEORGE F. CRAM CO. INC. 


é is my: 
Nesey 730 E. Washington St. Indianapolis 7, Ind. 


£ 
























Uncle Sam Says 








JOIN TODAY 
So SECURITY 
TOMORROW 








if it's money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. 8. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
‘“*heebie-jeebies.’””’ And—your money 
GROWS—S for every $3 you im 

vest. in ten short years. 
U.S. Treasury Department 

















For those TIGHT fits . . . the STEMPCO 


BS Saver Chair Mat 


7 Plenty of Side Play 
— For the Chair 


oe At the request of our 

“ dealers all over the coun- 

try, we have designed 

the Space Saver ir 
| 





Mat which fits many 
areas that will not take 
our A Mat. Ideal for 
Doctors, Attorneys 

ecutives and other’ busi- 
ness men, in crowded 
office space, who are al- 
ways sliding their chair 
over to the side of the 
- desk to confer with pa- 
tients and clients. 





Standard 
ue 
Style SA = 1 








Wide Lip Style SAW 
2" longer in chair space length than B Standard 
12" wider in chair space than B Standard 
Made of Genuine Masonite Tempered Presdwood 


LIST PRICE $ y 


Your regular discounts apply 


Permanent Colors: 
BROWN MAROON GRAY 
GREEN BLACK 


Send your order today! 


Write for our tatest Catalog and price list 


Also chair mats, arch boards, clip boards, arm rests, black boards, 
desk trays and check racks. 


STEMPEL 


Manufacturing Co. 
2830 Roberta St., Dallas, Tex. 


THE TRADEMARK OF QUALITY 
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The CLASSIC & 


Series of Desk 
Name Plates, 
Plaques and 
Office identi- 
fication Signs 
Largest assort- 


ment in the 
U.S 


Plastic *>Wainut « Bronze 


Permanent and interchangeable name plates. 
mments: ‘Finally a plastic name 






er co 
Plate of distinction reaches the market! Unquestion- 
ably the finest plexiglas desk plate yet offered execu 
tives,’’ Prestige builders in any office. Exquisitely beautiful! Personalize 
your employees, ... Ideal Christmas gifts 

BIG PROFIT L. for dealers who display best sellers. Exce 
Lucrative repeat business. Specialty items made by request, e.§ 
x Plates, Directories, etc. 
ite today for descriptive folder and order at least 3, 6 or 9 sample plates 
at half price. 


PLASTIC AND WOOD PRODUCTS CoO. 
18229 W. McNichols Rd. Detroit 19, Mich. 
(Name Plate Specialists Since 1942 








lent service 
Honor Rolls, + 














ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
@ Radio @ Appliance Stores 


Make Those Extra Commissions 





OVERS 
ERSONALIZED ones c 
$ SMENT SHE assBooks 





STAT Tine P 
SAVINGS erty x n mACHING my 
n OF ooK st rs 
LOMMERCIAL PASSO0. COIN WRAPPE RMS 
pocket CHEN VELOPES pen ote CARD 
Lt 
pasosit Ps Ks pime SAVERS 
OnyMENT PASSBOO 
L 
ETTeR WAL 


» William OX LINE Jue. 


1270 Ontario Street 









Cleveland 13, Ob lo cums! 





OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of | 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have chosen office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 


Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 








2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 





ORNA-METAL PRODUCTS CO., 2412 SO. SEVENTH ST., ST. LOUIS 4, MO. 
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Wite 


keeps in step 
with dealers’ needs 


u hen you need the kind 
of service that builds up 
your business, you'll find 


Write right behind you. We 





cooperate with dealers all 


the way down the line. 


CARBON PAPER TYPEWRITER RIBBONS 
TYP-ROL Type Cleaner and Roll Finisher 


420 Lexington Avenue, New York 17, N. Y. 





| incorporated 
——— 


write 
Factory: Bridgeport, Conn. 








ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 





Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Send for Folder 
and prices. 








Straight Side Style Manufactured by 


I. D. COTTERMA 


Library Style 


4535 N. Ravenswood Ave. 
CHICAGO 40 











Ens % 
,aurter® 
C Fes 


= Boy 
= 


yoye® : etc: 
ens. Wy 


g 108 


DAYTON STENCIL 
WORKS CO. °oyis" 


manufacturers of 


LOOSE LEAF BINDERS 


.. . better than ever at lower prices! 


Loose Leaf for Every Commercial Use 
Only Ten Day Delivery on Special Sizes 


s0SE> 
Koes 


‘A 


ADE” 


Write for circular 


ACE LOOSE LEAF 


BINDERY CO. 
45 S. WELLS ST., CHICAGO 6 








x 


“= 





OFFICE APPLIANCES, February, 1951 











nw mt tl 





OFF 








— 
6 
— 
Ce 
~~ 
te 
— 





51 

















. . » Raise the headpiece to any desired 


© PLANTS 
© OFFICES 
z ones position . . . it will automatically stay at 
e HOTELS that position . . . To release the “Magic- 


© DENS Hold,” raise the headpiece all the way. 
NIGHT CLUBS ‘ . 

oon It can then be lowered to the “flat” posi- 
@ pocTors tion. Available in the finest plastic mate- 
S tusnrunions rials in @ wide variety of colors. Show 
Leisurest for extra sales!!! 


WRITE FOR OUR NEW 1950 CATALOG OF LEATHER FURNITURE 











Quality 
OFFICE FURNITURE 


at Low Cost 


OFFICE AND TYPEWRITER DESKS 
COSTUMERS 


in Mahogany, Walnut or Oak 
PROMPT DELIVERY GUARANTEED 
Write for Illustrated Catalog of Our Complete Line 


McLEOD furniture Company 


1359 N. NORTH BRANCH ST. CHICAGO 22, ILL. 














YOIN THE 
OPPORTUNITY 





Invest in 


U. Ss. 


SAVINGS 
BONDS 














All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Quality at an ATTRACTIVE PRICE 


Write for Catalog 
STANDARD LOOSE LEAF & BINDERY CO. 


1717-19 S$. HALSTED ST. + CHICAGO &, KLINOIS 











“The Miracle Writing Instrument” § 


@ Nationally advertised 
@ Available in 2 sizes—Pocket” & “King Size” 










®@ Flo-master Inks now packaged in self-dispensing 
containers 

@ FREE — Counter and Window Displays, consumer 
folders, mats, etc. 





For the full story, write to Cushman & Denison 
Mfg. Co., 135 W. 23rd St., N. Y. 11, N. Y. 


Zz WTAE 


FOUNTNBRUSH 





Over 2000 Dealers 


now sell it. Do you? 


The NEW 


Con-RIGHT 


(line-by-line) 
COPYHOLDER 
Major mechanical improve- 
ments. Office GRAY finish. 
Defense economy creating 
wide demand . . . from new 
users . . . and for replace- 
ments to speed up for defense. 


Copy Right Mfg. Corp. 
53 Park Place, Dept. D-2 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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O THE DIXON FASTENER 
WY HAS A HOLE THROUGH ITS CENTER 
7 > WITHOUT REMOVING FASTENER, SECTIONS 
WS OF SHEETS GO IN RING OR POST BINDER 
ea 


All brass Dixon Fasteners give sheets 
metal protection at the binder hole to 
stop tearing and wear. The thin 
curved design holds quantities of 
sheets intact in or out of the binder 
Packaged 24 to envelope, !2 envel! 
opes to carton. Also 100 to box and 
12 boxes to the carton. 


DEALER INQUIRIES INVITED 


Manufacturing Division 


DIXON RESEARCH, INC. 


ROCKFORD, ILLINOIS 








Duty + Beauty — Neubauer Steel Shelving 


@ Greater Strength. 
@ Finest Baked Enamel Finishes 
@ Complete Size Ranges. 
@ Most Modern Design. 
@ Unique (pat. pending) corner 
post construction. 
@ 30 day delivery on ‘most items 
Write today for Brochure and price list 


atl PAue, 


METAL Neubauer MANUFACTURING CO. 
PReooucTs 
VAL 2019 CENTRAL AVENUE * MINNEAPOLIS 18, MINN. 
Established 19290 




















A CARDINELL2c¢— 


PAREI- SQUARE 


THE PAREL- SQUARE IS A NEW DEVICE-EASILY 


APPLIED TO YOUR PRESENT T-SQUARE & BOARD. 
ELIMINATES WIGGLE AND MAKES POSSIBLE 
MORE EFFICIENT AND ACCURATE WORK. 


—— 






CARDINELL PRODUCTS “wonicisin vy 





Manufacturers 
of Office Furmture 
of Popular Price 


Write for catalog and current price list 


D oO be O Manufacturing Co. 


Chicago 
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THE HANDY NEW 


Memo-Roll 


j All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 
/,"" long. 

Uses regular Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered ia 
Roll 











LIST PRICE 
$1.50 Complete 
Extra Rolls 35c¢ each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE. * CHICAGO 13, ILLINOIS 


For MORE ahh WITHOUT STOCK 
OR INVESTMENT Se nnis 


PRINTED-TO-ORDER 
© RESTAURANT CHECKS 
S\ TAGS 
“| © SALESBOOKS 
sean FAST DIRECT DELIVERY 


TAG AND SALESBOOK COMPANY 


General Office & Factory: Ennis, Texas + Eastern Division: Chatham, Va. 
Warehouses in Houston, Birmingham, New Orleans, Albuquerque 
Sales Office at Los Angeles 

















ACCURACY 
means QUALITY 


* Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 
As to quality, neither can 
be excelled at any price. 
Samples on request 
@ Carried by the following paper merchants: 





ORIGINATORS 
SCORED CARDS 





New York City Cincinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co Carpenter Paper Co. 
Pittsburgh Detroit Houston 
Chatfield & Woods Co Seaman-Patrick Paper Co L. 8. Bosworth Co., Ine 
THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. a CHICAGO 5, ILL. 







OO 


























to replac 

Out-dated paper-fiagers 
oa cider Underwood 

typewri tere 


MODERN 
BAIL 
















All width cerriages to 
BS laches “inc lupive o& 


‘wrrery? 
_ i ieee eee 







ia ote ee TYPEWRITERS 
(Replaces oid paper-fingers and rods) 
Installed in 5 minutes. All carriage lengths up to 18". 
EVERY UNDERWOOD SHOULD HAVE ONE 
Install Modern Bails and you will sell more typewriters at better prices 
BAILS PRICED LOW—PROFITS GOOD 
WESTERN PATENT ACCESSORIES CO. 
5611 SUNSET BLVD. LOS ANGELES 28, CALIF. 


ALSO DISTRIBUTED BY AMES SUPPLY COMPANY 
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SURE TO SATISFY 


MASTER SPEED KEYS 


Springs instead of rubber 


Speed Keys save the operator from 
sore fingers and broken nails, increase 
machine speed and reduce fatigue. 
Typebars respond faster and easier and type impressions 
come out clearer, sharper and more uniform. 





Thousands of sets in use with more being sold every day. 
Talk, show, and demonstrate these fine quality keys at every 
opportunity. Get your share of this KEY business. 


Dealer discounts and sample key furnished on request 


SPEED KEY CORPORATION 2825, Chauncey Street 











remo. 
CGELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your perticular need 
Write us for details. 


Markile Company, Mfrs. 


8633 S. Racine Axe. Chicage 9, U. 5. A. 





CASH REGISTER 
PARTS 


On 


WORLD WIDE SERVICE HI C 


WRITE FOR OUR LAT EST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


CHICAGO 18, ILL 


2810 W. ADDISON ST. 
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KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


y ae chairs are scientifically 
designed and engineered for 
true posture oan 22 & 
chairs feature ‘ant 3-way 
finger-tip ro eR OF 
ultimate in luxurious oc 
beauty and durability.) Mod- 
ern massive molded aluminum 
spitens beakenet madomh 
optiona ackres 

make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
MLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2. Calif. 


TYPE CLEANING MADE EASIER 














CLEANS 
© Typewriters 
* Billing Machines 
* Adding Machines 








Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 


—it's easy to uvse—no mess © Addressing Plates 
—no liquids to spill. * Marking Devices, etc 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 
Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1123 Broadway, New York 10, N.Y 


A GOOD DEAL for the Dealer! 


With many special and exclusive fea- 
tures, Barrett Adding Machines require 
minimum salesmanship, and under the 
BARRETT EXCLUSIVE SALES AGENCY 
the business you build is YOURS. 














EXCLUSIVE 
SALES 


AGENCY 


















Beeutiful in design and color. Easy and quiet 
in action, suiti the s of any operator. 
DIRECT SUB CTION in both Hand-Oper- 
ated and Electric Models. 

Don't lose business by delay — write today 
for the Barrett Exclusive Agency Plan. 


BARRETT ADDING MACHINE DIVISION 
Lanston Monotype Machine Co., 24th and Locust Sts., Philadelphia 3, Pa. 


AMAZINGLY 
CLEVER 
VERSATILE 
GRIP-R | 
HOLDS ANYTHING _ 


WITH OR WITHOUT 
HANDLES. . 
















Spring with adjustable ‘ 
clips accommodates instruments—tools of all 
shapes—large or smali—objects slip in or out 
from the bottom or top making it handy to 
use—for drafting room—office—shipping de- 
partment—tool room—laboratories—kitchens 
—hobbyists, etc. 


Made of heavy meta! 18"' long—red or white 
baked enamel or zinc plat Attractively 
boxed—excellent for Christmas gift. Com- 


let i i » + Retail 
plate ta screws. Suggested Retai WRITE FOR DI UNTS 


HOBBY HILL * 14 N. Michigan Ave., Chicago 2, Ill., Dept. A-12 
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ere not bling when were bafing- 


TIME hardly touches long-wearing 
Royal Furniture because Royal takes 
the time to bring you the very best! 


Royal takes extra time to bring you steel furniture of enduring beauty 


THIS MAN is an artist with a piece of steel. His 
touch is gentle... yet firm as a vise. His eye 
is sensitized to the proper glint and glisten of 
fine plating. His job is one of the many indi- 
vidualized EXTRA finishing touches that go 
into the making of distinctive Royal furniture. 


TODAY, with much of our production devoted 
to defense needs, and civilian demand as keen 
as ever . . . we could eliminate some of our time- 
taking extra operations. But we never will. It’s 
the added buff and polish . . . the additional dip 
and rinse in plating . . . the extra care in stamp- 
ing, stuffing, springing ... that make the big 
Quality Difference you’ve come to know as Royal. 
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IF YOU NEED metal furniture and cannot wait 
for Royal’s extended deliveries, may we suggest 
you investigate the lines of our worthy com- 
petitors. Many of them make products of good 
quality which we recommend. 


METAL FURNITURE SINCE '97 


ROYAL METAL MANUFACTURING CO. 


175J NORTH MICHIGAN AVENUE, CHICAGO 1 


New York + Los Angeles + Michigan City, Indiana 
Warren, Pennsylvania + Preston and Galt, Ontario 
1951 
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MASTER UNITS 


are 


























“BRAND NEW PACKAGE 
GRAND NEW IDEA! 


5 
E 


for freshness—hetter results! at the same low prices 
Beautifully packaged and dated for fresh- 


Foy for greater customer satisfaction! | 
. ness at no added cost makes this HEYER 
Dated for your protection and profit! Quality item a bigger-than-ever seller. 


Each package includes a useful Glass 








Burnishing Rod for making corrections 
Freshness counts in Spirit Duplicating! Stronger, sharper, clearer copies . .. Saves time and temper when correct- 


:, : . ; ing single character errors. 
result from dated-fresh Master Units .. . and only HEYER offers this . a 


TWO GRADES 


Each unit clearly marked as to 


— - kind. Quickly distinguished by 
tells customers at a glance that it’s ‘‘new’’ merchandise; protects different back printing (see left). 


you by preventing ‘‘old”’ stock being sold last. Stock the TWO TYPES 

ue ; : Both Grades are available in 
standard 2-part, or popular 3- 
part type which has tissue for 
file copy 


ALL SIZES 

Complete range from 8% x 11 
inches to 17 x 14 inches. Once 
you sell HEYER Spirit Master 
Units you're sure of profitable 
repeat sales. Unique back print- 
ing makes them easy to remem- 
ber—quick to identify! 


service! Point to the date on the package—it makes selling easier; 


new HEYER Master Unit package now, 


and “watch your Spirits (sales) rise’! 





CORPORATION 


1852 S. KOSTNER AVE., CHICAGO 23, ILL. 


THE 





Eastern Office Inter-Mountain Office Western Office Canadian Distributors 
26 E. 23rd Street 1073 Madison Street 444 Market Street The Brown Brothers, Ltd. 
New York 10, N. Y. Denver 6, Col. San Francisco 11, Cal. Montreal * TORONTO * Vancouver 
















Your customer's letters, typed with 

Underwood Corporation NYLON RIBBONS, give them a 
clear-cut picture of superior performance 

Nylon—the wonder fabric—is being used for so many things 
that its use by Underwood Corporation for superior typewriter 
ribbons was inevitable. 


Whether your customers use standard or electric typewriters, they 


will appreciate the better-looking typing made possible by 
Underwood Corporation Nylon Ribbons. 


Typists will like them because their finished work is always 
crisp and neat. Every character is sharp and clear-cut. 

They produce better originals, and more copies can be made 
at one time . . . carbon copies are cleaner and sharper, too. 


It’s more economical to use Underwood Corporation Nylon 
Ribbons. They last longer .. . because they are strong and 
free of lint... insure better work at lower cost. Another 
worthwhile advantage is that fewer time-wasting changes are 
necessary with Underwood Corporation Nylon Ribbons. 


And to complement Nylon’s characteristics, Underwood has 
developed a new line of inks in all the necessary colors. 





gives TYPING 


sheer beauty,too! 





















Quick-drying and color-true, 
these new inks enhance 
even further the appearance 
of finished work. 


And all this improvement is 
what customers want. Because of 
its strength, wearing quality 

and flexibility, Nylon is 
especially suitable for typewriter 
ribbons. You'll find that an 
Underwood Corporation Nylon 
Ribbon helps typists turn out 
superior work a// of its long, 
long service life. 


Next time you’re buying 
supplies, don’t fail to include 
Underwood Corporation Nylon 
Ribbons . . . and add satisfied 


customers to your profits. 


One Park Avenue 


Underwood Corporation “225 
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